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NO MORATORIUM 
on Webster Dealer Helps 


THERE'S no letting down or holding back on the sales-service helps which Webster 
is this minute offering sales-minded independent stationers. Co-operation — the key- 
stone of Webster leadership — means more today to Webster dealers than ever be- 
fore. Stationers from coast to coast are increasing sales on MultiKopy Carbon Papers, 
Star Brand Typewriter Ribbons and Webster products by cashing in on the friend- 
ship created by Webster's continuous national advertising and by making intelligent 


local use of the many features of the Webster Co-operative-Plan. 


NEW WINDOW DISPLAY: Ask 
the Webster salesman about this unique 
window, store or counter sales- producer. 
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KF. S. WEBSTER COMPANYS 
(Established in 1889) 
13 AMHERST STREET, CAMBRIDGE (BOSTON), Mass. 
Chicago + New York - Pittsburgh + San Francisco + Philadelphia - Milan + Paris - London 
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¢ OFFICE APPLIANCES 
is a news and technical trade 
journal, serving the entire 
industry of office equipment. 
It covers the manufacture 
and distribution of office ma- 
chinery, office devices, office 
furniture, office supplies and 
the entire range of commer- 
cial stationery. Its compre- 
hensive news reports of the 
industry and its valuable 
special articles upon sub- 
jects germane to its field 
have given it unusual pres- 
tige. It serves a clientele 
composed of managers and 
agent efor the various office 
machines, devices and sup- 
plies, commercial stationery 
dealers and many of the 
largest corporations in the 
United States. It also 
reaches some dealers in 
fifty-four other countries 
who deal in American office 
equipment. 


{ SUBSCRIPTION RATES 
payable in advance, in the 
United States and its pos- 
sessions and Mexico— one 
year,$2.00;two years, $3.00. 
Canada — one year, $2.50; 
two years, $4.00. Foreign, 
all countries in the Postal 
Union, the equivalent of 
$3.00 American gold for one 
year and $5.00 for two years. 
Remittances may be made 
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by personal checks, drafts 
on New York or Chicago, 


> 


§ No person, firm or cor- 
poration, either directly or 


Postoffice or Express Money indirectly connected with 
Orders, or in American Post- theindustry the journal rep- 
age Stamps or currency, if resents, has any share in its 
sent by registered mail. ownership or voice in shap- 


ing its policy, which has in 
view at all times the best 


{CHANGE OF ADDRESS. 7 : 

Subscribers may have their interests of the field it serves. 
mailing addresses changed ar It aims to discuss all sub- 
often as desired. In order jects fairly, and to furnish 
ing such changes it is neces. its readers reliable informa- 
sary that both old and new tion concerning the progress 


addresses be given. 


and development of the of- 


fice appliance industry. hk 
will answer any a 
to its to 
best of its ability, and it 
asks its readers in all parts 
of the werld to aid it with 


manuscripts will be 


publication if requested. 


{ ADVERTISING RATES 
upon application — only 
articles of office equipment 
or directly related products 
eligible. 


{ Entered as Second-Class 
Matter, July 8, 1905, at the 
Postoffice at Chicago, IIl., 
under Act of March 3, 1879. 


q “Office Appliances”’ is reg- 
istered in the United States 
Patent Office, Washington, 
D. G. 


§{ COPYRIGHT. Contents 


covered by Copyright, 1931, 
by The Office Appliance 
Company. 
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THE SERVICE BUREAU 


of Office Appliances is maintained for the exclusive use of 
subscribers and advertisers. In the execution of its 
various commissions this bureau calls upon practically 
every member of the staff. It answers by personal 
letters all inquiries upon matters germane to the field, 
it furnishes special reports upon articles of office equip- 
ment, supplies names of manufacturers of any article 
wanted, puts man and job together, prepares advertis- 
ing copy, furnishes list of desirable agents and dealers 
in nearly every country, aids foreign dealers in securing 
U.S. A. lines, and in many other ways performs useful 
service, all without charge. Subscribers in every land 
have made, and are making, good use of this bureau; 
manufacturers in every section of the field have had 
evidence of the service. Subscribers’ requests for cata- 
logues to bring their files up to date, or to replace the 
file in case of fire or other form of destruction, are 
broadcasted in a bulletin which is mailed frequently 
to leading manufacturers. 
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o WANTS AND FOR SALE © 


The rate for Classified Advertisements Is eight cents a word. Minimum charge, $1.60. 








SITUATIONS WANTED PATENTED ENVELOPE SEALER. Seals 3,000 hourly! Re- 
tails $4.50 only. Offices buy on sight! Tremendous demand. 
SALES MANAGER, now employed by large manufacturer of Free trial. Sealer 8029, Spring Lane, Boston. 
Desk Accessories, would like to change to more staple line. TWO OFFICE FURNITURE SALESMEN WANTED—one 
Can satisfactorily handle all office details and correspondence for New England and one for the Virginias and Carolinas— 
associated with management of sales department. Expe- py well known manufacturer of high-grade wood desks. Pre- 
rienced in hiring, training and working with salesmen in field. fers to contact with men who are now selling one or two lines 
Prefer financial arrangements of moderate salary and commis- to office furniture dealers. These openings require men who 
sion on net business because of confidence to produce. Present understand furniture and are qualified to assist the dealers as 
connection has been of approximately six years standing. opportunities develop. Relate past experience and indicate line 
Bide. N ro c/o Office Appliances, 1601 Pershing Square or lines now carried. V-78, care Office Appliances, Chicago. 
3ldg., N. » ————————— — 
STATIONER AND PRINTER operating his own business in BUSINESS OPPORTUN s - 
small town desires to move to larger field offering permanency WANTED EXECUTIVE PARTNER with sales ability. Well 
and greater chances for growth. In a position to dispose of established incorporated firm in business 25 years southern 
present business quickly. Prefers connection with established city 100,000 population want an executive partner and sales- 
dealer in office supplies or school supplies, or both Would man experienced in the following lines: Office Furniture, 
consider also branch office connection with manufacturer. Remington Cash Registers, Woodstock and Victor. Give full 
Married, forty years old, graduate of University of Chicago, details. Write at once to K-69, care Office Appliances, Chicago. 
teacher, editor and stationer-printer. Credentials of character FOR SALE—High grade stationery spec ialty. Originally 
and reliability available. In business in the South but will brought out some years ago. Has sold in quantities up to 
consider any location, with college towns preferred. Address 509,000 in single stock orders. Owner for good reasons will 
K-75, care Office Appliances, Chicago. consider disposing of the business. The article is one which 
‘APARLE . i 5 iia . we wi has an instant popular soqee’ and can be sold by stationers 
CAPABLE, SALESMAN and sales executive, now part owner  CVerywhere..Ggod repeat business. “sells for ‘Atty cents Te- 
field. Has carved manufi Te turers of desks, chairs and filing tail. Address W-79, care Office Appliances, ( Chicago. : 
equipment as salesman, special representative, district man- REPRESENTATIVES AVAILABLE 








ager and sales manager. Can show excellent record of results. 
Well acquainted with dealers throughout most of United SALESMAN TRAVELING from Louisville ‘and Chic ago on the 
States. Thoroughly versed in office furniture merchandising. west to the eastern seaboard, seeks additional office furniture 
Address T-82, care Office Appliances, Chicago line. Interested particularly in high-class desk and chair lines 
7 or in a line of steel files. For years has been doing business 





REPRESENTATIVE of large Office Equipment concern de- with office furniture dealers in that territory. Contacts are 
sires to make a connection with Stationery concern in city established and active. Can readily add one line to those now 
of fifty thousand population, and desires to specialize in furni- carried and give first-class representation to the several manu- 
ture, safes, and office machines. Prefer opening where it will facturers. Formerly sales manager for furniture manufac- 
be possible to invest part of earnings in acquiring an inte rest turer. Can give excellent references as to ability and integ- 
in the business teferences can be exchanged. Address E- rity. Address L-83, care Office Appliances, Chicago. 
care Office Appliances, Chicag - - ——— — 

SS et eee FURNITURE LINE wanted on commission for Middle West 
SALESMAN with twelve years’ experience, has large follow- territory. Salesman now travels from Chicago handling up- 
ing among best office equipment accounts in eastern and cen- holstered office chairs. Previously connected with prominent 
tral states, desires new connection with reliable desk or chair chair manufacturer on salary and earlier with leading retailer. 
manufacturer, or will consider any proposition of merit with Has personality, enterprise and energy. Will consider any line 
wholesale or retail office furniture concern. Address R-76, sold to office furniture de partments whether it be vagy 
care Office Appliances, Chicago. furniture accessories, or supplies. Excellent references. Ad- 
sonia Saad ic eae : , . dress M-81, care Office Appliances, Chicago. — 

POSITION WANTED as mer. office furn. dept., 11 years office SUCCESSFUL SALESMAN intimately ac equainted ~ with all 


furniture sales and executive work, retailer and mfr. Good 
draftsman, layout man, thorough understanding court house, Commercial siationers and department stores in Metropolitan 
- New York, New Jersey and Philadelphia desires additional 


yublic building and contract work. . ‘ess O-113, care Office ; - > : 
Appliances, Chicago. ” _ manatee oe, ae line on commission basis. Address A-76—care Office Appli- 
- . - . ances, 1601 Pershing Square Bldg., New York City. 
YOUNG MAN with eleven years’ sales experience stationery, VIENNA FACTORY of copying machines and duplicators 
printing, lithography, wholesale and retail office equipment seeks representation of American office machines with the 
open for road position with manufacturing stationer. Prefer object of increasing the usefulness of its sales organization, 
to work in south or southwest. Address S-114, care Office the activities of which cover half of Europe. Frema Works, 
Appliances, Chicago : Vienna XIV, Flachgasse 25. s et he 
ROAD POSITION wanted with reputable manufacturer. Eight NT TIVE ANTED a a aes 
years’ experience retail furniture and stationery, three years REPRESE A s w - siete 
with large manufacturer. Location immaterial, but have good MANUFACTURER of —— priced desk “line would like to 
acquaintance in south. Address W-80, care Office Appliances, hear from salesmen handling non-competing lines in southern 
Chicago territory. Plant exceptionally well located to handle southern 
seaiauemaaaie Aaaaeaaeiod ae a : : a“ business. An excellent opportunity for man of ability who is 
EXPERIENCED STATIONERY and Office Equipment sales- now selling the southern dealers. Address G-103, care Office 
man, mostly inside. desires position. Moderate salary. Best Appliances, Chicago. 
references. Also experienced as buyer. Address Box J-806, — = LT — 
care Office Appliance x Chieame aa ener ee ead FACTORY REPRESENTATIVE for dealer contact work. 
- Nationally known line of steel office equipment. Massachu- 


COMPETENT TYPEWRITER serviceman or combination. setts and adjoining territory. State experience and lines now 
carried. Address F-100, care Office Appliances, Chic ago. 


Quarter century experience on Underwoods and Remingtons 








from portables to bookkeeping machines. Desires change. PENCIL MANUFACTURER wants a salesman carrying a 
Several years’ experience in Latin America. Address X-167, kindred line calling on consumers to sell the highest grades 
care Office Appliances, Chicago. of Commercial Pencils on a commission basis. Exclusive terri- 
, tory given and credit on orders received direct and indirect. 
SALESMEN WANTED Ozark Pencil Company, 6118 Gambleton, St. Louis, Mo. 
WAN’ ’ SALES : -alling stati at eeere MAN WANTED to represent prominent pencil manufacturer 
good Ta dene ao yet ohale am fe arma a in Texas, Oklahoma and Arkansas. Commission Basis. Must 
ne sota, Kansas & Nebraska. Commission basis oniy. Address 8&¥e good following with the trade, and number of other ges 
P-95, care Office Appliances, Chicago. not to exceed two. Write oS are Office Appliances, : 
" a cago, giving all partic ulars 

OUR HIGH-GRADE TYPEWRITER specialty is being suc- pone ———— 

cessfully and profitably sold by typewriter salesmen, repair- FOR SALE AND WANTED r) BUY 
men, supply and specialty salesmen. This is a golden oppor- KARDEX VISIBLE EQUIPMENT bought, sold, and ex- 
tunity for anyone calling on office trade. Territories are being changed. We have for sale and will also buy all sizes of 
allotted now. Write for details and selling plans. Address  Kardex cabinets. If interested in selling, send sample of 
C-78, care Office Appliances, Chicago pocket, description, quantity and price wanted. If want to 
, _ TAQERE ; buy, advise card size wanted, capacity, and present style of 

DISTRICT MANAGERS and salesmen experienced in the vis- 4 momen 797 tong mani ‘ 
ible index field to sell “Visblex,” a visible loose leaf equipment. equipment, if any. F-97, care Office Appliances, Chicago. 
Exceptional opportunity for experienced men with an old es- FOR SALE » Kardex Cabinets No. C8512 and one Kardex 
3, all complete with pockets. Also one Stand- 





tablished company. Henry Conolly Company. Rochester, N. Y. Cabinet No. A5 
mee ; ard Postal Permit Printer and Sealer, Serial No. 3828. The 
VISIBLE RECORD District Managers and Salesmen for im- above equipment is as good as new. Make us an offer on any 
proves a fm te Globe-Wernicke Visible Records. part or all of it. Box B-167, care Office Appliance es, Chicago. 
nowledge o ‘ecordas re¢ "ed. Trite giv ” ali ‘ations. ¥ ns 

The Gicke Wettin Oe Cae eee WILL SACRIFICE surplus stock. Several Burroughs Book- 
— : _ keeping Machines, Elliott Fishers, National and Underwood, 

SELL ENVELOPES—A profitable side line for salesmen now also Multigraphs, Addressographs, Coin Audits, Comptometers, 
Monroes, Hand and Electric, Hooven Automatic. Hundreds 








handling any kind of office appliance. Exclusive territory. a ¢ , ’ ; 

Write fully to Outlook Envelope Company, 1001 West Wash- of others. We invite your inquiries. Fort Pitt Typewriter 

ington street, Chicago = Co., Inec., 642-44 L iberty Ave., Pittsburgh, Pa. 

POSTINDEX re ‘es sever: st class Visible File s: ad ALL MODELS ELLIOTT-FISHER billing and — bookkeeping 

men. Must Me ng Ag! Set otnas Ba egg Bk Fn machines bought and sold. Robt. Novak & Co., 537 8S. Dear- 
—* : ee born St., Chicago. , 


qualify. Write giving full details. Postindex Co., Inc., James- — — —— 
town, N. Y. WANTS AND FOR SALE, continued next page 











OFFICE APPLIANCES 


WANTS AND FOR SALE, continued from preceding page 


stock Almost every 
be able to fill your 
New 


SAFES and cabinets Largest 
Send us your requirements We may 
Priced right. Acme Safe Co., 216 Centre St., 


USED 
size 
inquiries 
York City 
ADDRESSING MACHINES, Comptometers, Dictaphones, Edi- 
phones, Kardex cabinets, Mimeographs, Multigraphs, bought 
and sold Hanover Office Equipment Co., 58 Greenwich St, 
New York City 


ELLIOTT-FISHER billing and bookkeeping machines bought 
and sold. Maloney, Gilmore Co., 508 S. Dearborn, Chicago. 
WANTED—Safe Cabinets, cheap; state size, grade, make 
Will pay cash if price is right Could use twenty-five. E 
Rennert, 132 E. 33rd St., Paterson, N 

BURROUGHS MOON-HOPKINS Bookkeeping Machine, four 
front and one rear register, 110 AC over one million serial. 
Real bargain Adding Machine Sales & Service Co., 1008 
Superior Ave., Cleveland, Ohio. at - 
ELLIOTT-FISHER machines bought, sold and rebuilt. Teeter- 


Warsh Co., Plankinton Arcade, Milwaukee, Wis. 








BUSINESS OPPORTUNITIES 


The detailed inquiries which follow have been received direct 
from readers of Ofice Appliances. They are tangible business 
opportunities which are well worth following. 





Wants Abroad 

Belgium.—-Leon Gaspar, 63, rue Paradis, 
American manufacturers of office machines who desire 
Belgium He has been general agent in Belgium for some of the 
cipal manufacturer of office machines in the United States 

Spain.J. Fletcher Walmsley, of Barcelona, Spain, is now in the 
United States for the purpose of obtaining representation of office spe 
clalty and stationery lines for Spain. He is recommended by the Ameri 
can Chamber of Commerce of Barcelona. He will be at the Hotel Gotham, 
New York, N. Y., at least a month. Mr. Walmsley will be pleased to 
receive communications from manufacturers interested in distribution in 
Spain 

Vienna (xiv), Austria.__Frema Werke, Flachgasse 25, manufacturer of 
copying and duplicating machines, wishes to establish selling connections 
with American manufacturers of office machines. The company will act as 
agent and distributor for a large section of Europe. The sales organiza- 
tion is large and well trained The plan to represent American manu 
facturers of office machines will enable the company to utilize its sales 
organization to its fullest extent 

Vitoria, Spain.-Praxedes Ocho Laza, San Prudencio 11, wishes to 
establish relations with some American manufacturers who may desire to 
introduce their products into the Spanish market. Mr. Laza is interested 
in machine specialties, and wishes to act on the basis of an exclusive 
agent only He gives as references R. G. Dun & Company, and the 
Banco de Bilbao and Banco de Vizcaya, of Vitoria. In addition he refers 
to the Krupp Cash Register Company, Essen, Germany, which he repre- 
sented five years in Spain. The latter company has withdrawn from the 
Spanish market, necessitating the establishment of new connections by 
Mr. Laza 


wishes to hear from 
representation in 
prin- 


Liege, 


Wanted Here at Home 


Battle Creek, Mich...The Wm. Marker Equipment Company, Kalamazoo, 
Mich., has established a branch store in this city at 45 North McCamly 
street Manufacturers of office and school supplies are requested to send 
catalogues and wholesale price lists to the branch here 

Booneville, Miss.—_The Booneville Printing Company, Inc., is planning a 
department to handle a small stock of stationery and office furniture and 
fixtures The company requests catalogues and price lists, which should 
be addressed for the attention of W. G. Anderson 

Brockton, Mass.John H. Wyatt, 105 Main street, has moved recently to 
this address, which affords increased space, and a better location This 
permits taking on a few more lines to carry in connection with the L. C 
Smith and the Corona lines he now has He will be pleased to receive 
literature and prices from manufacturers of typewriter and adding machine 
supplies, and other small items for office use 

Dallas, Texas.—-The Office Equipment Company, 1312-14 Young street, is 
open for a good standard line of loose leaf, including ring books, etc. Also 
in a satisfactory blank book connection. The company will buy close-outs, 
shorts, etc., of office furniture in carload lots at bargain prices. The Office 
Equipment Company handles new and used office furniture and appliances 
Address communications to John A. Williams, Jr., in care of the company 

El Paso, Texas.—-The El Paso Typewriter Company, 513 First National 
Bank building, is interested in office supplies and accessories, such as rib 
bons and carbons, and other items which can be sold with typewriters and 
adding machines. Mailings should be addressed to Walter J. Schaffer, care 
of the El Paso Typewriter Company 

Hornell, N. Y.—-Arthur J. Harris wishes to take on additional lines, and 
wishes to hear from manufacturers not represented actively in his territory 
at the present time He operates as a factory representative within a 
radius of 150 miles from Hornell, and has been engaged in this territory 
several years 

Laurelton, L. 1., N. ¥.—A. Weber, 228-10 One Hundred Thirty-ninth 
avenue, is prepared to make additional connections with manufacturers 
He has had several years’ experience covering the metropolitan territory 
calling on commercial stationery dealers He operates on a commission 
basis 

Los Angeles, Calif.Arthur A. Lane, 635 North Kenmore avenue, 
wishes to represent several additional manufacturers in the states of Cali 
fornia, Washington and Oregon He has sold greeting cards and other 
items to gift shops successfully, as well as department stores and the sta 
tionery trade, for several years 

New York, N. Y.—The Seymour Conover Company, 350 Broadway. 
wishes to hear from manufacturers of office supplies or equipment who de- 
sire representation in the east The company has been selling to jobbers 
and dealers in the eastern territory the past fifteen years, warehousing all 
lines handled 

San Francisco, Calif.—Tully’s, Inc 
device manufacturer, 45 California street. is 
the approaching holiday trade Manufacturers 
communications for the attention of F. B. Gemmel,. 
manager 

Southwest 
Texas and 


commercial stationer and marking 
interested in gift items for 
interested may address 
president and general 


A salesman who has been calling on the trade in Oklahoma. 
Louisiana several years, wishes to take on a few additional 


legal and letter 
retail for from 
Wayne St., 


cabinets, both 
suspensions to 
Roffman, 113 


WANTED—100 Steel Filing 
size with progressive roller 
$15.00 to $18.00. Cash waiting: H. 
Brooklyn, mm. X . ys 
WANTED TO BU Y—Hooven automatic typewriters. Ameri- 
can Automatic Typewriter Company, 233 West Schiller Street, 
Chicago, Illinois. — . ai wy * 
WANTED—Cheap line of steel desks for New York territory. 
Acme Safe Company, Dept. “R,” 216 Centre St., New York City. 
FOR SALE—Rand Visible, 4x6, card cabinets, 15 drawers, 25 
units. Olive Green, cheap for cash. Address N-100, care Office 
Appliances, Chicago. 

WANTED—SPECIALTIES TO MAKE AND SELL 
WANTED—OFFICE SPECIALTIES by successful Massachu- 


Semi and perfected articles. Attractive manu- 
facilities Preferably items distributed 


Setts concern. 
facturing and selling 


by Ribbon and Carbon Salesmen. Address H-83, care Office 
Appliances, Chicago. 
lines of office accessories which can be sold along with office furniture. 


in waste baskets, desk pads, chair cushions, 


He is interested specifically 
care of 


cuspidors, etc. Communications should be addressed to Sem 37, 
Office Appliances, 417 South Dearborn street, Chicago, Ill 

Wilmington, Del..-The Delaware Typewriter & Supply Company, 925 
Market street, has expanded its business to include a stationery depart- 
ment. Samuel Klaiman, manager of the company, asks for catalogues and 
price information from jobbers and manufacturers 


—_——<>—— 


Commerce Department Report on Samoa 


The United States Department of Commerce, Washington, D. C. has re- 
leased through the division of regional information a Special Circular No 
230, covering British or Western Samoa. This is a study of the natural 
resources, products, the native population, educational facilities, imports, 
communication, banking and exchange, postage and public health. 


— 


Soviet Purchases in United States 


Commerce Reports published a tabulation showing the value of orders 
placed by all Russian Soviet organizations in the fiscal year, 1929-30 
These transactions totaled $149,222,731. Of these purchases office acces- 
sories were valued at $16,907, and typewriters $151,334 


—_>———. 


Basis of Australian Customs Valuations 
For customs purposes all import valuations covering Australian trade 
are based on the rates of exchange between the exporting country and 
England 


STATEMENT OF THE OWNERSHIP, MANAGEMENT, CIRCULATION, 
ETC., REQUIRED BY THE ACT OF CONGRESS OF 
AUGUST 24. 1912 
of Office Appliances, published monthly at Chicago, Ill., for October 1, 1931. 
STATE OF ILLINOIS, County of Cook, ss. 

Before me, a Notary Public in and for the State and county aforesaid, 
personally appeared John A. Gilbert, who, having been duly sworn accord- 
ing to law, deposes and says that he is the Business Manager of Office 
Appliances and that the following is, to the best of his knowledge and 
belief, a true statement of the ownership, management (and if a daily paper, 
the circulation), etc., of the aforesaid publication for the date shown in 
the above caption, required by the Act of August 24, 1912, embodied in 
section 411, Postal Laws and Regulations, printed on the reverse of this 
form, to wit: 

1. That the names and addresses of the publisher, editor, managing 
editor, and business managers are: Publisher—The Office Appliance Com- 
pany, 417 South Dearborn street., Chicago, Ill. Editor—Evan Johnson. 
312 North Kenilworth avenue, Oak Park, Ill. Managing Editor—Evan 
Johnson, 312 North Kenilworth avenue, Oak Park, Ill. Business Manager 

John A. Gilbert, 310 Forest avenue, Glen Ellyn, Iil. 

2. That the owner is: (If owned by a corporation, its name and address 
must be stated and also immediately thereunder the names and addresses 
of stockholders owning or holding one per cent or more of total amount 
of stock. If not owned by a corporation, the names and addresses of the 
individual owners must be given. If owned by a firm, company, or other 
unincorporated concern, its name and address, as well as those of each 
individual member, must be given.) The Office Appliance Company, 417 
South Dearborn street, Chicago, Ill. ; Evan Johnson, 312 North Kenilworth 
avenue, Oak Park, Ill.; Donald C. Miller, 6901 Cornell avenue, Chicago, 
Iil.; C. F. Malthoit, 6242 University avenue, Chicago, Ill.; John A. 
Gilbert, 310 Forest Avenue, Glen Ellyn, Ill Hobart W. Martin, 3763 
North Kostner avenue, Chicago, Ill. ; Charles H. Everly, Mohegan Heights, 
Tuckahoe, N. Y. 

3. That the known bondholders, mortgagees, and other security holders 
owning or holding 1 per cent or more of total amount of bonds, mortgages, 
or other securities are: (If there are none, so state.) None. 

4. That the two paragraphs next above, giving the names of the owners, 
stockholders, and security holders, if any, contain not only the list of 
stockholders and security holders as they appear upon the books of the 
company but also, in cases where the stockholder or security holder 
appears upon the books of the company as trustee or in any other fiduciary 
relation, the name of the person or corporation for whom such trustee is 
acting, is given; also that the said two paragraphs contain statements 
embracing afflant’s full knowledge and belief as to the circumstances and 
conditions under which stockholders and security holders who do not 
appear upon the books of the company as trustees, hold stock and securi- 
ties in a capacity other than that of a bona fide owner; and this afflant has 
no reason to believe that any other person, association, or corporation has 
any interest direct or indirect In the said stock, bonds, or other securi- 
ties than as so stated by him. 

5. That the average number of copies of each issue of this publication 
sold or distributed, through the mails or otherwise, to paid subscribers 
during the six months preceding the date shown above is....... . (This 
information is required from daily publications only). 

HE OFFICE APPLIANCE COMPANY. 
JOHN A. GILBERT, Business Manager. 
Sworn to and subscribed before me this 28th day of September, 1931. 
[Seal] ALBERT M. SONNENSTINE. 
{My commission expires October 2, 1932.] 
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PATENTS 


Copies of patents herein listed can be ob- 
tained from the Commissioner of Patents, 
Washington, D. C., for ten cents each in 
cash, postofice money orders or certified 





check. Stamps and personal checks not 
accepted. 
1,817,168. Margin bar. Louis J. Sauer, Oak 


Joy, Sr., Chi- 


(assignor to Charles H 
Granted August 


Filed July 15, 1929 
378,202 

feeding apparatus for 
Chenery, Portland, Me. 
Edes, Guilford, and How- 
Filed March 26, 
Serial No. 439,- 


Park, ll 
cago, Ill). 
4, 1931. Serial No 

1,817,235. Envelope 
typewriters. Henry L 
(assignor to Dana H 
ard F. Sawyer, Freeport, Me.) 
1920. Granted August 4, 1931 
245. 

1,817,251. Typewriting machine. George A 
Going, Middletown, Conn. (assignor by mesne 
assignments to Remington Typewriter Company, 
a corporation of New York). Filed April 1, 1927. 
Granted August 4, 1931. Serial No, 180,202. 

1,817,252. Typewriting machine. George A 
Going, Middletown, Conn. (assignor by mesne 
assignments to Remington Typewriter Company, 
a corporation of New York). Filed April 19, 
1927. Granted August 4, 1931. Serial No. 184,- 
29. 

1,824,791. Paper file. Thure Rengmann, Ber- 
lin-Charlottenburg, Germany (assignor of one- 
half to Grunewalds Registrator Company, Akt 
Ges., Berlin, Germany). Filed December 23, 
1929, Serial No. 416,091, and in Germany De- 


cember 31, 1928. Granted September 29, 1931. 
1,824,822. Support for typewriters or other 


office appliances Ernesto Kradolfer, Mexico 
City, Mexico. Filed October 9, 1930, Serial No 
487,545, and in Mexico April 25, 1930. Granted 
September 29, 1931 

1,824,923. Furniture shoe. Fred A. Parsons, 
Milwaukee, Wis. Filed March 24, 1928. Granted 
September 29, 1931. Serial No. 264,310. 

1,825,014. Check protector. Stanley E. 
Peters, Chicago, Ill Filed May 31, 1930. 
Granted September 29, 1931. Serial No. 457,803. 

1,825,090. Combination pen cap and blotter. 
Marien 0. Reis, San Diego, Calif. (assignor of 
one-half to Selma T. McHorney, San Diego, 


Calif.). Filed March 21, 1929. Granted Sep- 
tember 29, 1931. Serial No. 348,720. 

1,825,141. Computing and recording mech- 
anism. Harry Russell Brand, New York, N. Y. 
Filed May 19, 1922. Granted September 29, 
1931. Serial No. 562,229. 

1,825,143. Combined typewriting and com- 


puting machine. Frederick U. Conard, Bridge- 
port, Conn. (assignor by mesne assignments to 
Elliott-Fisher Company, New York, N. Y., a 
corporation of Delaware) Filed July 18, 1925. 
Granted September 29, 1931. Serial No. 44,503. 

1,825,148. Typewriting machine. Frederick 
A. Hart, New Britain, Conn. (assignor to Rem- 
ington Typewriter Company, Ilion, N. Y., a cor- 
poration of New York). Filed October 22, 1926. 
Granted September 29, 1931. Serial No. 143,382 

1,825,153. Check protecting device. William 
McCann, New York, N. Y. Filed July 23, 1929 
Granted September 29, 1931. Serial No. 380,389 

1,825,204. Memorandum pad holder for desk 
telephones. George H. Revelle, Seattle, Wash 
Filed January 18, 1928. Granted September 29, 
1931. Serial No. 247,532 








The SERVICE BUREAU of 

Office Appliances is for the 

Exclusive Use of Subscrib- 
ers and Advertisers 


In the execution of its various com- 
missions this bureau calls upon prac- 
cally every member of the staff. It 
answers by personal letters all in- 
pre upon matters germane to the 
eld, it furnishes special reports upon 
articles of office equipment, supp 
names of manufacturers of any article 
wanted, puts man and job together, 
prepares advertising copy, 
ists of desirable agents and dealers 
in nearly every country, aids foreign 
dealers in securing U. 8S. A. lines, and 
in many other ways performs useful 
service, all without charge. Subscrib- 
ers in every land have made, and are 
making, good use of this bureau; manu- 
facturers in every section of the field 
have had evidence of the service. Sub- 
scribers’ requests for catalogues to 
bring their files up to date. or to re- 
lace the file in case of fire or other 
Salletin ‘which ie thalied Denman os 
nw s m uent 
leading manufacturers. mee aiid 




















1,825,266 Combination rule and compass 
Arthur A. Fischer, Bensenville, Ill. Filed No- 
vember 10, 1928. Granted September 29, 1931. 


Serial No. 318,320. 

1,825,351. Loose leaf book. Le Roi E. Hutch- 
ings, Buffalo, N. Y. (assignor to Remington 
Rand Inc., New York, N. Y.). Filed October ¢, 
1928. Granted September 29, 1931. Serial No, 
310,806. 

1,825,369. Typewriter desk. Edward W. Sib- 
ley, Kenmore, N. Y. (assignor to Remington 
Rand Inc., Buffalo, N. Y.). Filed December 14, 
1929. Granted September 29, 1931. Serial No. 
414,181. 

1,825,522. Notebook holder. Harry H. Harns- 
berger, Croton-on-Hudson, N. Y. (assignor to 


The Turnapage Company, Inc., New York, N. 
Y., a corporation of New York). Filed July 3, 
1924, Serial No. 724,065. Renewed February 9, 


1931. Granted September 29, 1931. 
1,825,705. Ribbon mechanism for typewriters. 
Robie Seidelinger, Philadelphia, Penna. Filed 











fasyva 

Fountain pen; patented October 6, 1931, by Walter J. Baker, Chicago, Ill. (as- 
Serial No. 163,034. 

Filing apparatus; patented October 13, 1931, by Richard McKnight, Chicago, Ill. 


Serial No. 350,970. 
No. 1,827,468. Envelope; patented October 13, 1931, by William E. Guina, Detroit, Mich. (as- 


signor to The W. S. Gilkey Printing Company, Cleveland, Ohio, a corporation of Ohio). Serial No. 


(s2746F% 
No. 1,825,931. 


signor to The Wahi Company, Chicago, III., a corporation of Delaware). 


No. 1,827,296. 


463,967. 
No. 1,827,592. 


No. 409,395. 
No. 1,827,999. 
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Fountain pen. Walter J. Baker, 
(assignor to The Wahl Company, 


1,825,931. 
Chicago, Il. 


Chicago, Ill., a corporation of Delaware). Fi ed 
January 24, 1927. Granted October 6, 1931. 
Serial No. 163,034. 

1,826,074. Typewriter ribbon device. Julius 


C. Hochman, New York, N. Y. Filed Novem- 


ber 8, 1930. Granted October 6, 1931. Serial 
No. 494,239. : 
1,826,081. Combination rule and compass. 


New Mex. 


Henry Brady Magers, Santa Fe, : 
1931. 


Filed June 9, 1930. Granted October 6, 
Serial No. 459,953. 

1,826,149. Stenciling machine. Johann Ar- 
thur Mueller, Berlin, Germany. Filed Novem- 
ber 2, 1929, Serial No. 404,440, and in Ger- 
many July 13, 1929. Granted October 6, 1931. 

1,826,195. Fountain pen. William J. Wool- 


bridge, Mansfield, Ohio. Filed February 20, 
1931. Granted October 6, 1931. Serial No. 
517,279. 











(427%2% 








Ata Asad 


Loose leaf ring book; patented October (3, 1931, by Harry B. Lewis, Brooklyn, 
. (assignor to Boorum & Pease Company, Brooklyn, N. Y., a corporation of New York). Serial 


Card index or record device; patented October 20, 1931, by James H. Rand, Jr., 


Buffalo, N. Y. (assignor by mesne assignments to Remington Rand Inc., New York, N. Y., a corpo- 


ration of Delaware). Serial No. 146,625. 


No. 1,829,363. 


Loose leaf binder; patented October 27, 1931, by Adolph G. Lotter, Milwaukee, 


Wis. (assignor to Stationers Loose Leaf Company, Milwaukee, Wis., a corporation of Wisconsin). 


Serial No. 412.343. 


No. 1,829,390. Typewriter and the like; patented October 27, 1931, by John H. Barr, Ithaca, 
N. Y. (assignor to Barr-Morse Corporation, a corporation of New York). Serial No. 173,271 


No. 1,829,449. 
Md. Serial No. 455,074. 


October 28, 1926. Granted October 6, 1931, 
Serial No. 144,689. 

1,825,706 Multiple manifolding machine. 
John Q. Sherman, Dayton, Ohio (assignor by 
direct and mesne assignments to The Standard 
Register Company.) Filed May 22, 1926. Granted 


October 6, 1931. Serial No. 111,056. 


1,825,730. Pen clip. Henry E. Hoke, Han- 
over, Penna. Filed December 6, 1928. Granted 
October 6, 1931. Serial No. 324,155. 

1,825,743. Typewriting machine. Alfred G. 


F. Kurowski, Brooklyn, N. Y. (assignor to Un- 
derwood Elliott-Fisher Company, New York, N. 
Y., a corporation of Delaware). Original ap- 
plication filed March 15, 1924, Serial No. 699,- 
420. Divided and this application filed Novem- 
ber 13, 1926. Serial No. 148,286. Granted Oc- 
tober 6, 1931. 

1,825,783. Adding machine. William E. Dun- 
ning and Ray Middleton, Alliance, Ohio (as- 
signors to The McCaskey Register Company, Al- 
liance, Ohio, a corporation of Ohio). Filed 
February 11, 1930. Granted October 6, 1931. 
Serial No. 427,530. 

1,825,798. Stencil sheet. Shinjiro Horii, Kan- 
daku, Tokyo, Japan. Filed September 6, 1930. 
Granted October 6, 1931. Serial No. 480,193. 

1,825,803. Pencil. John P. Lynn, Chicago, 
Ill. (assignor to Dur-O-Lite Pencil Company, 
Chicago, Ill., a corporation of Illinois). Filed 
November 8, 1929. Granted October 6, 1931. 
Serial No. 405,678. 

1,825,845. Filing system. Albert A. Ains- 
worth, Ossining, N. Y. Filed May 2, 1930. 
Granted October 6, 1931. Serial No. 449,330. 

1,825,858. Blackboard eraser. Anthony A. 
Elnett, New York, N. Y. Filed August 9, 1930. 
Granted October 6, 1931. Serial No. 474,244. 

1,825,902. Rolling parallel ruler. Giuseppe 
Gianolio, Turin, Italy. Filed December 1, 1928, 
Serial No. 323,062, and in Italy August 6, 1928. 
Granted October 6, 1931. 


Table desk; patented October 27, 1931, by Morgan D. Kalbach, Silver Spring, 


1,826,246. Closure for self filling pens. ‘Max 
Heerklotz, Hamburg, Germany (assignor to Firm 
Simplo Fullfeder Gesellschaft Voss, Lausen & 
Dziambor, Hamburg, Germany). Filed May 29, 
1930, Serial No, 457,146, and in Germany Sep- 
tember 4, 1929. Granted October 6, 1931. 

1,826,266. Pencil. Charles E. Wehn, Ala- 
meda, Calif. (assignor to Listo Pencil Corpora- 
tion, Alameda, Calif., a corporation of Cali- 
fornia). Filed February 19, 1929. Granted Oc- 
tober 6, 1931. Serial No. 314,217. 

1,826,291. Calculating machine. Robert H. 
Strother, Montclair, N. J. (assignor to Rem- 
ington Accounting Machine Corporation, New 
York, N. Y., a corporation of New York). 
Original application filed August 21, 1922, Serial 
No. 583,391. Divided and this application filed 
July 30, 1925. Serial No. 47,132. Granted Oc- 


tober 6, 1931. 

1,826,473. Mechanical pencil. Charles R. 
Keeran, Evanston, Ill. (assignor to Dur-O-Lite 
Pencil Company, Chicago, Ill., a corporation of 
Illinois). Filed September 4, 1928, Serial No. 
303,647. Renewed March 15, 1930. Granted 
October 6, 1931. 

1,826;546. Blotting pad. Bryan Howard, Aus- 


tin, Tex. Filed October 9, 1929. Granted Oc- 
tober 6, 1931. Serial No. 398,398. 

1,826,568. Supplying ink to inking ribbons. 
George E. Pelton, Hartford, Conn. Filed March 
7, 1930. Granted October 6, 1931. Serial No. 
433,956. 

1,826,587. Eraser. Leonard K. Wright, Jack- 


son Heights, N. Y. (assignor of twenty-two per 
cent to Nicholas Di Marco, twenty-two per cent 
to Vincent Camizzi, and twenty-two per cent to 
Henry Viscardi, Corona, N. Y.). Filed August 
10, 1928. Granted October 6, 1931. Serial No. 


298,734. 
1,826,596. Folder. Maurice F. PRernson, Ca- 
Filed March 6, 1931. Granted 


nadian, Tex. 
October 6, 1931. Serial No. 520,687. 
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WILLIAM E. WARD 
John Ward & Son, New York 


New President of The National Stationers Association, 
at the entrance to the Courtyard of the Arts & 
Crafts Club in the Vieux Carre, New Orleans 


(For sketch of Mr. Ward's career, see page 20) 


Background from insert of Searcy & Pfaff, Ltd.. New Orleans, in American Printer for October 
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THE NEWS AND TECHNICAL 
TRADE JOURNAL OF 
OFFICE EQUIPMENT 


li 
EDITORIAL 


THE CONVENTION AND THE CONVENTION CITY 

Owing almost wholly to general business conditions, the attendance at the 
twenty-sixth annual meeting of the National Stationers Association at New 
Orleans was not so large as would have been warranted by the importance of the 
issues discussed and the manifold attractions of the convention city. According to 
an actual count of the persons who had registered up to and including Wednesday 
of convention week there were 304. Last minute information from the general 
manager’ s office indicated that the attendance included a score or so more. Accord- 
ing to this information those present at the convention included 130 dealers and 
dealers’ representatives; 83 traveling men; 51 executives of manufacturing con- 
cerns; 17 delegates from local associations, and 55 ladies. The figures just given 
total 336, but we must remember that one dealer is of the gentler sex, while about 
13 of the delegates representing local bodies also represent the dealers with whom 
they are individually associated. It is pointed out that at the New Orleans con- 
vention there were fewer traveling men in proportion to dealers than at previous 
conventions. Those attending came from 29 states and the Dominion of Canada, 
every section of the country being well, if not numerously represented. 

Throughout convention week there was at every session and every divisional 
meeting evidence of a fine spirit of fraternity and cooperation. The papers and 
addresses were thoughtful expositions of the subjects they covered, and the reports 
of the officers indicated that the association is one of the strongest, most efficient 
irade organizations in the United States, and that the system of regional district 
organization is a powerful aid in the dissemination of ideas and the promulgation 
of sound business practices. 

For the entertainment and accommodation of conventions few cities enjoy the 
advantages of New Orleans. These advantages have their beginning in the spirit 
of a people proud of their city and of its heroic and kindly traditions. New 
Orleans stands preéminent as a city created by generations of men and women of 
courage undefeatable. 

The history of New Orleans can be had at any public library. It needs no 
panegyric here. Suffice it to say that we are glad we went to that city and shall 
go again and again if opportunity offers. 

te 
A GREAT SPIRIT PASSES OVER 

October 18, 1931, is a sad but memorable day not only in the history of the 
United States, but of the rest of the world as well, for on the morning of that day 
the spirit of Thomas Alva Edison departed from the mortal tenement of flesh. 
His amazing career as an inventor and benefactor to mankind has been recounted 
in the columns of thousands of publications and his name is a household word. 
His contributions to the office equipment field as well as to other industries have 
been of incalculable value and mfluence. We pause to cast a wreath upon the tomb 
of Edison, the outstanding figure of this age. 

-o-> 


BUSINESS SHOW A FOCAL POINT OF INTEREST 

The National Business Show held in New York City the week beginning Octo- 
ber 19 drew more people than most of the exhibitors had expected. It was confi- 
dently asserted that now, if ever, people would turn out to see a show which fea- 
tured articles of economy and efficiency, and such proved to be the case. The 
attendance was large, orderly, interested and intelligent, and the people found to 
their satisfaction that the exhibits more than equalled everything that had been 
claimed for them in the preliminary announcements. This month there will be a 
business exposition in Chicago under the Tupper auspices. It should be quite as 
good as the show held in New York both in point of exhibits and of attendance. 

The National Business Show Company merits praise for its good work in be- 
half of the industry. 
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IWENTY-SIXTH 


ANNUAL 





NATIONAL 


CONVENTION 


The first general session of the convention was held on 
Monday 


the mezzanine 


October 19, in one of the rooms off 
Charles P 


convention 


morning, 
floor. 


as chairman of the 


Garvin, general manager, 
committee, declared the 
twenty-sixth annual convention in session and presented 
the gavel to President E. Clifton Wilson of Houston, Tex. 
President Wilson accepted the gavel as a symbol of fellow- 
ship and cooperation as well as an emblem of authority 
He then called on the Rev. Albert J. Biever, S. J., pastor 
of the Holy Name church, who pronounced the invocation 
Following Father Biever’s invocation, the convention then 
sang one verse of America, Mr. Garvin accompanying at 
the piano, 

Che president then appointed Harry Tehan as sergeant 
at-arms, and introduced J. Ogden Pierson, vice-president 
of the Dameron-Pierson Company and past president of 
the National 
mirable and eloquent address of welcome. 
interesting sketch of the city of New 
founding in 1718 until the present time, briefly recounting 
that the 


visitor should remember about 


Association. Mr. Pierson presented an ad- 
He gave a most 
Orleans from its 


a few of the things 


which is the second 


America, the 


the city, 
largest port in 


President's Report 


Contents of Convention Section 


Official Reports 


Orleans a true city of the old South, a city of romance, 
of atmosphere, with its artistic homes and picturesque 
market places and the old French quarter. 

“At this time I wish to bring the sincere 
W. A. Montgomery of the J. K. Gill Company of Portland; 
of Mr. W. J. Ortel of the Shaw-Borden Company, Spo- 
kane, Wash., and of Mr. J. S. Ball of the Kilham Station- 
ery and Printing Company of Portland, in not being able 
They especially requested that 


regrets of Mr. 


to attend this convention. 
[ remember them to all of their old friends who are here 
today. 

“It has long been Northwest 
Association to some day National 
great Pacific Northwest, 


the wish of the Pacific 


Stationers’ invite the 
Stationers’ Association out to the 
where we can boast of our beautiful scenic highways, our 
majestic mountains, and one of the most wonderful groups 
of cooperative stationers that has ever existed. 

I leave you to carry with you always the 





gateway to the Mississippi val 
ley, the medical center of the 
south, the south’s greatest 


s, the financial cen- 


south, the principal 


metropol 
ter of the 
banana port of the world, et« 
He then presented President 
Wilson with the official key to 
the city and next he presented 
in a humorous vein another 
key from the sheriff of the 
Parish of Orleans, guaranteed 
t 
in the city Mr 
he found the key in the French 


quarter and got it from a man 


» Open every jail and prison 


Pierson said 


who said it was one hundred 


twenty-five years old. He ap- 
pointed Mr 
todian of this key 

President Wilson briefly re 
sponded and then called on ( 
W. Heppner, president of the 
Northwest 
Association and governor-elect 


of District No. 11. He 
that he had already found New 


Garvin as cus- 


Pacific Stationers 


said 


Secretary and General Manager's Report 
Report of Necrology Committee 
Treasurer's and Auditor's Report 


Papers Read at Business Sessions 

Is Your Store Arranged for Selling?’—By J. S. Sprott 

Why We Do Research Work in the Stationery Business— 
By W. Neill Stewart - 

Bringing Back Equipment Business—By L. E. Hooker 

Today's Need for Leadership—By William H 

What Is the Matter with Business?’—By Charles De B 
Claiborne ° ‘ ° 

The Portland Advertising Campaign—By Charles Heppner 

The Work of the Wood Office Furniture 
Frank T. Hess : , ‘ 

The Work of the Steel Furniture Institute—By R. P. Dryer 

Co-Operation—By Edward L. Little , PF 

What Kind of Advertising Is the Dealer Doing These Days? 
—By Charles Wadsworth . 

How Advertising Can Be Used As a Good Investment in 
the Stationery Business By Arthur Siece 

The Advantage of Comparing Present Day Overhead with 
the Last Comparable Sales Year—By Arthur J. Walker 

The Result of the Ratio Research in the Office Equipment 
Business—By Charles P. Garvin 

Leadership—By Woodson P ; 

The Rights and Wrongs of Selling—By Eugene Whitte 
more . 

The Necessity of Uniform Cost Accounting Methods in the 
Stationery Business—By 
Houston-Galveston Typothetae 


Highlights of Running Story 


Field Division Meeting 
The Resolutions 
Subsidiary Meetings 
The New President of The National Stationers Association 
The Annual Banquet : 
An Evening on the Plantation 

Convention Notes—By a Looker-On 

Congenial Convention Trippers 

Seen and Heard 
Women—208 Registration 








204—Men 


“And may 
thought that ‘For you a rose in Portland grows?’ I thank 
you.” 
Ivan Allen of Atlanta was 
next introduced and gave a 
few words on Leadership. Mr. 
Allen said in substance that 
3 the stationers of the United 
33 States have wanted to come to 
= New Orleans for twenty-six 
years and that in al! those 
as years there has never been an 
ro important meeting of  sta- 
Greenleaf... 39 tioners in the country where 
40 New Orleans stationers were 
pre heat 41 not represented. He referred 
+2 to the organization of the as- 
sociation twenty-six years ago 
“4 in Chicago. Each year he said 
' there has come forth some 
~ outstanding stationer who has 
been willing to sacrifice his 
waaay = time and money to lead the 
association for the year. This 
_ has been a trying year for sta- 
Herman Orem, Secretary _ tioners as well as every other 
business organization. He paid 
15 a high tribute to the work of 
es Clif Wilson during the past 
20 year and to that of Charles 
33 Garvin. He said that this as- 
= sociation is more successful 
31 than any other trade organiza- 


tion in the United States. 
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W. E. WARD 
President 





HERMAN PRICE 
First Vice-President 





c.W 


HEPPNER 
Second Vice-President 





F. B. GIBBS 
Auditor 


The president, after acknowledging Mr. Allen’s remarks 


appropriately, presented his report which appears else- 


where. 
Following the president’s report, the general manager 


call of the convention which showed 


delegates present from California, Connecticut, Delaware, 


announced a roll 


District of Columbia, Georgia, Illinois, Indiana, lowa, 


Kansas, Louisiana, Massachusetts, Michigan, Minnesota, 
Mississippi, Missouri, Nebraska, New Jersey, New Mexico, 
New York, Ohio, Oklahoma, Oregon, Pennsylvania, Ten- 
nessee, Texas, Virginia, West Virginia, Wisconsin and 
the Dominion of Canada. 

Mr. Garvin introduced George Hausam of Kansas, who 
appeared with his neck in a leather harness after his re- 
cent all but fatal automobile accident. Mr. Hausam was 
received with applause. 

The general manager next read telegrams of greeting 
from the Stationers Association of Great Britain and Ire- 
land, signed by President Delgado and Secretary Marsh; 
trom the Rocky Mountain Travelers Club, District No. 10; 


from William R. Diehl of Columbus; from Charles A. 





Officers of 
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ALFRED J. MAYER 
Third Vice-President 








GEORGE WOLCOTT 
Fourth Vice-President 


C.A 
Treasurer 


STOTT 





C. P. GARVIN 
Secretary-General Manager 


Stott of Washington, D. C.; from Mrs. Conrad Netzham- 
mer, who stated that Mr. Netzhammer was ill with a cold 
and his condition forbade attendance at the convention, 
and from Eugene H. Clarke at Memphis. 

President Wilson expressed regret at the absence of 
Col. Gaskill, who was scheduled to speak, and who was 
unexpectedly detained on business, and called upon Gen- 
eral Manager Garvin to present his report. 

Mr. Garvin’s report and those of other officers, com- 
mittees, etc., are presented elsewhere, 

After the report was read, it was received and ordered 
incorporated in the minutes, after which the president in- 
troduced Charles de B. Claiborne, vice-president of the 
Whitney National Bank of New Orleans, who outlined 
the position of the banking industry with relation to other 
industries in the country. Mr. Claiborne’s address will 
be found elsewhere in this issue. 

The remarks of Mr. Claiborne were followed by the 
reports of the treasurer and of the auditor, after which 
the president appointed the following committees: Ne- 


crology: Chairman, William H. Greenleaf, August Hunn, 
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L. B. BUSSE 


W. H. BROOKS, JR 
W. F. Murphy's Sons Co., Phila- Franklin Printing & Engraving 
delphia, Penna Dist. 3 Co., Toledo, Ohio Dist. 5 





an 4! 


W. C. CLEGG 
T . . : on Photos of A. L 
The Clegg Co., San Antonio, Tex Combe Printing Co., St. Joseph, Mo., 
Dist. 9 the time of going to press. 
2, & 28, oe, 

B. J. Bristoll and Frank Fargo. Resolutions: Chairman, 
Owen H. Spencer, Herman Price, Harry Morgan, R. D. 
Latsch, Alfred J. Mayer and P. T. Pearce. Budget: Chair- 
man, Eberhard Faber, J. O. Davis, Arthur J. Walker, 


Claude Conger, Henry Dorsey, Jr., and Charles M. Mar- 
shall. Nominating: Chairman, W. L. Jaques, Leslie B. 
Gardner, Woodson P. Waddy, Charles W. Heppner, 


Harvey P. Rockwell and E. J. Kastner. Special litiga- 


tion: Same as the budget committee, with the addition 
of C. B. Mathes. 

After the foregoing announcement, the meeting ad- 
journed until the following morning at 9:30 o’clock. 


. + 6 


Field Division Members Meet Monday Morning 

Fourth Vice-President Phil Webster called the meeting 
to order at 10:30 A. M. He said in his preliminary re- 
marks that it was the largest number of field members who 
have ever attended a field division meeting of the Na- 
Referring to the subjects to be dis- 
Closer Cooperation 


tional Association, 
cussed, he mentioned the following: 
Between Travelers and the Business Office of the Associa- 
Unemployment Situation, and the National 
Manager Gar- 


tion on the 
Hotel List. He then introduced 
vin, who outlined 


General 


some ideas on how travelers can co- 


operate more closely with the business office of the asso- 


ciation. He said that the association had been able to 
place some men and has had fairly good success in getting 
jobs for those in need of them. He asked that all travel- 
ers in the field cooperate with the business office by noti- 
fying them of men out of positions. 

The plan the association devised has been submitted to 
the committee on unemployment sponsored by President 


Hoover and they have adopted the plan for all trade 
associations, and will use it for what are called white-collar 


men 


Retail Directors 
The National Stationers 


Association 
1931-1932 


King, Wards, Boston, District No. 1, and W. E. Royse, 


No retail directors appointed in Districts Co., 
13 and 14, 





H. 8. FALL 
Japs-Olson Co., Minneapolis, 
Minn.—Dist. 7 


G. 0. STEVENS 


Stevens, Maloney & Co., Chicago, 
Ill.—Dist. 6 





WILLIAM MASON, JR. 
Out West Printing & Stationery 


Colorado Springs, Colo.— 
Dist. 10 


District No. 8, not available at 


The chairman next brought up the subject of the na- 
tional hotel list. The proposition started with the South- 
ern Travelers Club and originated by obtaining certain 
propositions from the hotels for the boys on the road. 
There is a large list of hotels which will accommodate 
travelers’ wives accompanying their husbands. He called 
upon Harry Frater to give further information on the 
subject. 

Mr. Frater said that the travelers had never tried to get 
a special rate. All they asked the hotels to do was to 
compliment the wives of travelers. Ultimately the travel- 
ers expected to talk to hotels on the rate proposition. So 
far there are thirty-two hotels on the travelers’ list and 
letters are coming in every week from hotels all over the 
territory asking to be listed with the travelers. 

The chairman pointed out that most of the boys of the 
Southern Travelers Club have been in the territory for a 
long time and use the same hotels, but when they get out 
of the territory they are made to pay plenty for their ac- 
commodation. 

The chairman then appointed the following nominating 
committee to choose the next fourth vice-president: W. 
E. Smith, chairman; Fred Christensen, Roy Simpson, 
Harry Frater, Horace Hamilton and J. N. Autry. 

President E. Clif Wilson of the National Association 
next addressed the meeting complimenting the work of 
the division. He asked the travelers to be on hand for 
the regular sessions of the convention because the pro- 
gram had been prepared with a view to the interests of 
the travelers as well as the dealers. He said that the field 
division had been on the job at every regional meeting 
this year and had done fine work. 

After a few further words of appreciation and a com- 
pliment to the work of Phil Webster, the president retired. 

The chairman then introduced C. B. Mathes, first vice- 
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Another thing: if a man doesn’t work, he will sit around 
Work is the for that. We must 
United have more orders. They may be smaller, but those who 
are spending get them will feel better about tried. Business 
men today are probably busier than ever trying to figure 
should 


president of the association, who pointed out that sales- 


men should realize the importance of their jobs. During and worry. best cure 


biggest change in the 
distribution. We 


the next five years the 
States is 


sixty per cent of the consumer’s dollar in distributing the 


going to be in having 


goods. Our export distribution is considerably off. out ways and means for carrying on. Salesmen 
Seventy-eight per cent of sales departments are off. “We recognize this and limit their messages to business. One 
could refit our whole equipment so far as the speaker’s habit that seasoned salesmen are likely to get into is 


talking over the head of a customer in a language he does 


Mr. 


salesmen 


company is concerned,” said Mathes, “more easily 


than the This is true of salesmen of technical ma- 


not understand. 
chines particularly, who should study their propositions 


well as the 


of dealers and could be reestab- 


successful salesmen known to 


lists 
lished.” One of the 
the speaker said that he thought if we are going to bring 


most 


and know how to reach the non-expert as 








THE RESOLUTIONS 


The report of the Resolutions Owen H. Spencer, chairman, embodied the following resolutions, which were 
adopted section by section, 

FROM DEALERS’ SESSION Be it resolved: that it is the sense of the Dealers’ Division that the work being done by the 
United States Department of Justice in an effort to curb the growth of bankruptcies in business ts a commendable one and that 
the extension of unusual credit facilities by manufacturers contributes to the growth of bankruptcies and tt is the sense of 
the dealers that such extensions are not fair to the dealers who pay their bills. 

Be it resolved: that the dumping of distress merchandise by manufacturers of fountain pens upon the market during the high 
peak of the sales season is not fair to dealers who have bought stock and paid for the standard merchandise of these same manu- 
Jacturers 

Be it resolved: that the marketing of discontinued ttems should only be conducted at times of the year when sales are at a 
low level and that it is considered unfair by the dealers for any manufacturer after having stocked up his dealers to submit them 
to this type of competition during the best sales season. 

Be it resolved: that the retailers hereby record themselves as favoring a larger cash discount as a means of improving the 
credit situation. They believe that interest could be charged on past due account. With a realization of the fact that all manu- 
facturers do not have the same discount or the same method of discounting, it is suggested that in the event that any manufac- 
turers adopt this plan and find it necessary to reduce their present discount in order to provide for the raising of the cash discount, 
the dealers believe it would be fair provided the whole adjustment equaled the present discounts. 

Be it resolved: that the dealers record hearty approval of Section 15 of the Code and hereby submit that section as a 
resolution to the Manufacturers Division 


Committee, 


Section 15 We commend to the Manufacturers Division a stud f the increased cost of distribution and of the relationship to the de- 
vel pment f dealer distribution 
a. It is felt by the dealers that much of the increased cost of distribution has been caused by intensive warfare for accounts rather than 


t development of greater 

b That the various 

ncentrate efforts on the fast m 

Be it resolved: that the Dealers Division recommend that the General Manager be instructed to intervene in all pending or 
threatened litigation between members of this Association and act as an arbitrator and if possible, prevent litigation. 


leaicr scliing 
lines and 


commodity groups made recommendations for the elimination of siow moving items in their respective 


ving items in their various lines 





Be tt resolved 


irticle 19. It is the opinion of the dealers that the matter 
hecome an excessive expense in the business. It is recogn 
lt is felt that extravagance of this kind has no proper place in the 


Be it resolved 


sed that such expense is, of necessity, 
business picture of 1931 


that the Retail Division adopt Article 19 of the Code asa whole. 


manufacturers and their respective representatives has 
included in the prices charged for the goods. 


entertainment by 


that the Retail Division go on record and commend the steel industry in its efforts to clean up the situation 


we had m the sale of steel furniture and commend the action of the steel industry m going before the Federal Trade Commts- 
sion and developing a code that has been very helpful to the dealers. 
The Dealers’ Division recommends that the Loose Leaf Division carefully investigate the items catalogued in that lire with 


the idea of eliminating as many 


as possible, calling particular attention to the varied diameters of post binders and different 








centers 

back normal conditions, every man has got to work out expert in the lines. 

a philosophy for himself as a salesman Mr. Yawman’s remarks were interspersed with clever and 
Following Mr. Mathes’ remarks, the nominating com- humorous stories each one aptly illustrating the point he 


chairman introduced Francis J. 


Erbe Manufacturing Com- 


mittee retired and the 


Yawman of the Yawman and 


pany. 
Mr. Yawman said for a man who had been in the indus- 
talking to 


try only a group of seasoned 


thirty-one years 
salesmen was a nervous job. Mr. Yawman said that he 
believed that the day is now upon us when we ought to 


We must 


about our sample cases 


get back to some of the old methods of selling. 
get back to the habit of 
and making our demonstrations where such procedure is 


toting 


Men are open to the argument of pride, pride 


in their personal appearance and pride in the appearance 


possible 


and equipment of their offices. The salesman must know 


his product and must go out and show the man who 
hasn't the equipment that he needs it, that he needs to get 
rid of obsolete equipment for that which is up to date. 


sought to make. 

The introduced 
Eagle Pencil Company. Mr. Price related a remark made 
to him by a New York lawyer to the effect that he had 
on the part 


chairman next Herman Price of the 


never seen until recently so much humility 


of big business men. He suggested that we have all been 
afflicted up until recent years with pride and that now 
we ought to be willing to take a certain responsibility for 
present conditions. The trouble with humility applied in 
too liberal doses is that it may land one into pessimism 
and final discouragement. He paid a compliment to 
George Hausam of Kansas, who attended the convention 
with a broken neck. Mr. Hausam, he said, is using will 
power—mind power in connection with surgical treatment 
and in a little while will be 


portant job from the office standpoint is to try 


The most im- 
to keep 


normal again 
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up the morale of the sales force. The salesman’s job duced and spoke on the subject of regional meetings. He 
to be sure is difficult and salesmen should be handled expressed the hope that this year they might be able to 
sympathetically by way of inspiration and help. He re- pass up some of the recreation features and capitalize the 
ferred to a salesman who is more successful now than time thus saved in the creation of more business. It is 


reason for hoped that one night can be devoted during each re- 
gional meeting to bringing in all the retail people in the 
towns where the meetings are held, so that a sales show 
can be put on for them and a series of talks from a lec- 
ture troupe, the work to be helpful in building up sales 
morale. 

Following the general manager's remarks, Chairman 


Webster called for the report of the nominating commit- 


the average man is in normal times and the 
his success is that he is full of his job, earnest and sincere 
and brimming over with enthusiasm all the time. 
Following Mr. Price’s remarks, the chairman introduced 
J. S. Sprott of Lyon Metal Products, Inc. Mr. Sprott 
expressed the belief that the return to fair business is in 
He said he feared 


they 


the hands of the sales organization. 


that these organizations are not doing the job 








Be it resolved: that Section 10 of the Code be offered to the Manufacturers as a resolution: 

Section 10. There should be an amendment of practices having to do with the marketing of surplus stocks, discontinued items, distress 
merchandise and the like, the test of the matter being the influence of such sales on the marketing of the standard merchandise of like character 
in certain localit es. 

RESOLUTIONS FROM MANUFACTURERS SESSION: The Manufacturers go on record as stating that the sta- 
tioners Code of Constructwe Merchandising Principles is regarded by them as a very clear, intelligent statement of the prob- 
lems of distribution in the stationery and office equipment industry; that they adopt them in principle and recommend to the 
commodity groups that they endeavor as far as practicable, in each class of commodity, to put them into effect and that the 
code be made a textbook for every commodity group that meets to consider the problems in their particular industry. 

The Manufacturers Division recommend that the President, First Vice-President and General Manager be empowered to 
represent the Association in whatever contacts that are necessary with the Wholesale Stationers Association. 

The Manufacturers Division recommends that an Executive Committee composed of the Chairman of each of the Com- 
modities represented in the Association be organized, this committee to take charge of all trade relationship work between 
dealer and manufacturer. 

The Manufacturers Division recommends that Article 15 of the Code be referred to the new Executive Committee of the 
Manufacturers Division for attention. 

The Manufacturers Division recommends a continuance of the Association's cooperation with President Hoover's Commit- 
tee on Unemployment. 


RESOLUTIONS FROM MEETINGS OF LOCAL ASSOCIATION GROUPS: From the Retailers—Be it resolved: 
that inasmuch as certain manufacturers have found it advantageous when planning any major change in distribution, to consult 
with groups of their distributors, the dealers hereby recommend this method to all manufacturers who can employ it in order 
that greater stabilization may be had in our business. 

Be it resolved: that the dealers recognize that a question of good faith is at stake when they take on the sale or the sales 
franchise of a standard manufacturer and that they disapprove of the tearing down of standard merchandise levels by the tak- 
ing on of bootleg merchandise, distress merchandise, job lots, etc., which only reduce the whole level of the dealer's service to 
his customers and they recommend that wherever possible, the dealer consider the good of the trade, the good of the standard 
manufacturer and quality of service to the public before entering into this type of merchandising. 

Be it resolved: that the Dealers call especial attention to section No. 10 of the code in reference to the marketing of 
surplus stocks, discontinued merchandise, etc. 

The dealers hereby offer as a resolution certain recommendations submitted to the conference by a group of stationers in 
which they express their opposition to the gift of merchandise on so-called deals, the dumping of merchandise to so-called 
sales schemes and the naming of a re-sale price by manufacturers in direct contact with consumers t!at does not allow a 
reasonable profit to the dealer who is obliged to service the sale. 

Resolution from Thirteen Local Associations. 

Be it resolved: that it is the sense of this meeting of local associations representatives that the National Stationers As- 
sociation give serious thought and encouragement to the organisation of local associations in cities throughout the country where 
such groups do not now exist and strengthening of those organizations that are now functioning. 








He believes that the lack of results is due to the tee. W. E. Smith responded with a witty speech nomi- 
Men head- nating George Wolcott of the Irving-Pitt division of the 
Wilson-Jones Company. Mr. Wolcott was elected by 
unanimous vote of the organization. This completed the 
business of the session and the meeting adjourned. 


should. 
extreme tension under which we are working. 
ing organizations are too often not normal in their think- 
ing, developing certain unfairness to sales organizations. 
One thing that salesmen can do to help business is to have 
a certain forbearance and appreciate the fact that the man 
who is heading up the organization is working under con- 


Tuesday’s Sessions 


ditions that produce a blind side in his mental attitude. 
\ll salesmen, in fact people generally, have a blind side. 
If they recognize it and work hard to overcome it, they 
will succeed in their work beyond the average. Salesmen 
should cement the relations between the outside organiza 
tion and the inside organization. A good salesman is al- 
ways a battler and it is sometimes hard for a battler to 
cooperate. If this spirit can be overcome and true coop- 
eration be established between the inside organization and 
the outside organization, much will be done to ameliorate 
the conditions we encounter today. 

Following Mr. Sprott’s remarks, Mr. Garvin was intro- 


Management and accounting were features the second 
day of the convention, which was called to order at ten 
o’clock A. M. by President E. Clifton Wilson. 

After a few remarks the president introduced W. Neil 
Stewart of the Stewart Office Supply Company, Dallas, 
Tex., former president of the association, who spoke on 
the subject, Why Do We Research in the Stationery Busi- 
ness? Mr. Stewart's remarks on this subject appear else- 
where in the present issue. 

At the conclusion of Mr. Stewart's remarks, he received 
the hearty thanks of the president, who then introduced 
Herbert Orem, secretary of the Houston-Galveston Ty- 
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pothetae, who presented a timely address on The Neces 
sity of Uniform Cost Accounting Methods in the Station- 
ery Business 

After Mr. Orem’s remarks, the president introduced 
General Manager Garvin who gave some of the results 
of the hgures compiled by the Harvard Bureau. The sub- 
ject of his remarks, presented elsewhere, was The Result 


of the Ratio Research into the Office Equipment Business 


Following Mr 
Mr. 


Garvin's remarks there was some debat« 


Pierson desired to know if in his research the general 


manager found out anything about taking care of depre 
ciation Che general manager replied that they had sub 
divided the matter by departments Depreciation ol 


manufacturing departments in 1929 was $30,121.59 as an 


average for the group. The same group depreciated their 


manufacturing departments $36,987.00 this vear. Deprecia 
i 


SEVEN EX-PRESI 
DENTS SEE PRESI 
DENT CLIFF WILSON 
DASH INTO NEW OR 


LEANS Starting at 
top, clockwise : Charles 
tion on store and fixtures for 1929 was $16,704.00 and for 
this vear $16,468.00 

Mr. Mitchell recommended the adoption of standard 
blanks, first consulting the typothetae and making reports 


along the line. 


Mr. Reckford asked if the 


Satie 


item of rental was considered 


where one owned his own store building Also, whether 
taxes were considered in some account of depreciation 
The general manager said that provision had been mad« 


where dealers own their own premises to take figures on 


taxes and insurance and interest on cost of land and build 


ings at six per cent and put those items in as rent 


I 


Mr. Connell of Philadelphia said that his firm owned its 
own building and charged themselves with rent every 
year, depreciating the building two per cent a year and 


machinery ten per cent a year 


Mr. Marshall suggested that studies be made as to ratios 
n the profit nstead of ratios on the sales. He said that 
he believed t of ratios as to one group put in the 
terms of profit rather than that of sales would be enlight 
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ening. After a further interchange of remarks between the 
general manager and Mr. Marshall, the meeting adjourned 
for luncheon 
Afternoon Session 
Che session was called to order by C. B. Mathes, first 
Waddy, who 


a wise and witty though 


vice-president, who introduced Woodson P 
spoke on the subject, Leadership 
brief address which was received with much applause. It 
appears in another column. 

The chairman, after Mr. Waddy’s remarks, 
that leadership in itself is not sufficient, that there are 
factor of Cooperation, 
Edward L. Little, 


Little’s remarks are given 


pointed out 


other factors, among which is the 


which subject would be discussed by 


whom he next introduced. Mr 


else where 


At the conclusion of Mr. Little’s address, William F. 


L. Mitchell, Woodson 

P. Waddy, Charles M 

Marshall, J. Ogden 

Pierson, Ivan Allen, 

Arthur J. Walker, and 
W. Neil Stewart 


discussion the code of progressive 


Ward presented for 
merchandising principles. 


Following the reading of the code, the dealers continued 


their session, while the manufacturers retired to the Gold 


room for a session of the Manufacturers Division. Both 
groups discussed the code of progressive merchandising 
principles, the dealers approving the code and the manu- 
facturers adopting it in principle They stated that 
through their commodity group they would endeavor as 
far as practical in each branch of the industry to put its 


principles into effect. 
Sessions of Wednesday, October 21 


This was the marketing session and constituted the high 
the After 


the general manager, who appeared befor« 


point of convention introductory remarks by 


a well arranged 
stage set up at the end of the hotel ball room, the general 


manager announced a little show devoted to some every- 


day happenings in the stationery store. He said that the 
troupe had been brought at great expense from Checo- 
Slovika. In three months they have learned to speak 
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GENERAL MANAGER CHARLES P. GARVIN AND 
HIS TWIN BROTHER, WHO DOUBLED FOR HIM 
WHEN THE WORK PRESSED AT THE NEW OR 


LEANS CONVENTION.—tThe portraits show the strik 

ing resemblance of the brothers despite the difference 

in their apparel Old friends of the general manager 

will readily recognize him For those less acquainted 
we identify him as the brother at the right 


English and wear American clothing. Any one of the 


troupe can sing either soprano, bass, tenor or baritone. 


In any event, whatever they can do, the troupe, he said, 
was going to give an exhibition of dramatic episodes which 


most stationers will appreciate. The title of the play was, 


What Price Ignorance, and it was put on by the Wilson 
players, connected with the Wilson Stationery and Print- 
ing Company of Houston, Tex. The following was the 
cast of characters: 

Elmer Wiser, a hard-working inside 


salesman for Up-to-Date Station- 


OU CA. swdewanies ide nseeeeeeeres Harry B. Orem 


Mr. Iron, Waftle Mfg 


Co., an old 


customer - - e \lonzo B. Storey 
B. Archibald Bump, president of the 


Pillow 


Manufacturiny 
eT Te re ee Stewart P 
B. & O. R. R..A. Beasley 
Rumick Ice 


Bumpless 
Company Goodrich 


\. Engin 


Robert 


Ear of the Storey 
Rumick of the 
Company ... +i seccesecccecs A. Peee GOOGCE 
Hard, Up-to-Dat< 


Stationery Co. . Preston 


Harry buyer for 
re Moore 
John Sheep, an outside salesman for 

Up-to-Date John Heep 


Stationery Co.. 


Clarence L. Parker, Property Man 


each actor has been selected 
that 
play, Elmer Wiser, a 


Up-to-Date Station- 


Che program stated that 


for his proven ability and experience in old grind 


called pulling door knobs. In the 
hard-working inside salesman for the 


ery Company, ts supposed to wait on trade. In the com- 


paratively considerable intervals between customers he 


bemoans his fate and particularly bewails the fact that no 
goodlooking store all day. As 
successive customers drop in Mr. Wiser manages to do 


girls have come into the 


everything just a bit from the demonstration of 


the desk to the sal 


wrong 


f a loose leaf index. He is ably as- 
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sisted by Harry Hard, buyer for the company, a some- 
what forgetful but testy individual, who ably seconds Mr. 
Wiser’s efforts in doing things the wrong way. The moral 


of the play was declared to be, “where ignorance is bliss— 


it may be folly to be wise, but it sure is expensive not 
to be 7 
Following the play, which was received with much 


laughter and applause, Mr. Garvin introduced Arthur Sie- 
gel, vice-president of Outdoor Advertising, Inc., St. Louis, 
Mo., who spoke on the subject, How Advertising Can 
Be Used As a Good Investment in the Stationery Business 
Now. 

After Mr. 
of the Office Equipment Salesman and vice-president of 


Siegel’s address, Eugene Whitmore, editor 
Dartnell, Inc., was introduced and gave an address on The 
Rights and Wrongs of Selling. 

The next address on the program was presented by 
Charles Wadsworth, director of sales and advertising of 
the American Pencil Company, whose subject was, What 
Kind of Advertising Is the Dealer Doing These Days? 
Mr. Wadsworth concluded the 


The excellent remarks of 


morning session, after which the stationers were enter- 
tained at luncheon by the New Orleans Rotary organiza- 
tion, the local Rotarians making the stationers and others 
feel entirely at home. After the singing of the Rotary 
theme song, and after other preliminaries were out of the 
way, the chairman of the Rotarians presented the gavel to 


Charles Garvin who in turn introduced President Clif Wil- 














HERBERT WITTSTEIN ON AN OLD STREET IN 
NEW ORLEANS stop to observe something of special interest and 
are caught by the camera 


MR. AND MRS 
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son, after making a brief talk on the Significance of Rotary 
President Wilson then introduced 
Boston, 


and Trade Associations 


with suitable preliminaries W. H. Greenleaf of 
who presented some remarks on, I Hate to Be Good, prov- 
ing that he is as deftly presenting a 


1 lighter vein as he is in the more serious fields. 


much at home in 
subject in ; 
his remarks a humorous turn which flavored the 


a hint of laughter 


He gave 


serious undercurrent with He pointed 


out the tendency of business men to believe in virtue and 


right practice, but in specific cases they sometimes “hat 


to be good.” He spoke of the standards of ethics in Ro 
tary and association work, praising the work done by th« 
reality in business standards Hy 


Rotary in erecting 


called for 
and pointed out that the real ruler of business is the whole 


a wider grasp of underlying principles and facts 


must be recognized, 


Out of the 


body of whose interests 


for he who serves best, profits most 


customers, 
great wal 
came idealism, capacity to see good in the larger masses ol 


men, and this Spirit 1s needed in time of peace, 


Afternoon Session 


The meeting was called to order at 2:15 by the general 
manager, who briefly commented on the trip of the asso 
country to the several 
regional meetings, Arthur J. Walker, 
former president of the association and president of the 
Farnham Printing & Stationery Company of Minneapolis 
Mr. Walker's subject was, The Advantage of Compariny 
Day Overhead with the Sales 


Mr. Walker’s remarks are 


ciation’s traveling crew about the 


and then introduced 


Present Last Comparable 


Year 
issue 

Following Mr 
duced J, 
Inc., of Aurora, IIL, who presented a timely address on the 
question, Is Your Store Arranged for Selling? Mr. Sprott’s 
set-up at the left of the 
stage which he used during the This 
illustrations accompanying 


given elsewhere in this 


remarks, the chairman intro 


Walker's 


S. Sprott, sales manager of Lyon Metal Products, 


remarks were illustrated by a 
course of his talk. 


set-up appears in one of the 


this report. It consisted of a wall case with appropriate 


shelving, glass doors, etc., and a table arranged for open 


display, all made of steel handsomely finished. 


Che general manager, after Mr. Sprott’s remarks, com 


mented on the fact that there are certain rules that seem 


to apply in almost every store. One almost always turns 


to the right on entering a store and then goes on down 


through it. It is hoped to arrange sketches and provide 


information that will automatically place merchandise 


most of the people can find the things they want 


where 


and in the easiest way. He then proceeded to the consid 


eration of the subject of centralized buying and the co 


operative advertising campaign on the Pacific Coast, in 


tended to overcome some of its ill effects. 

Che chairman then called upon Charles Heppner of the 
J. K. Gill ¢ 
The Portland 


remarks appear elsewhere 


ompany, Portland, to speak on the subject of 
Advertising Campaign. Mr. Heppner’s in 
teresting 

Following the address of Mr. Heppner, the general man 
after a few remarks, turned the meeting over to 
President Wilson, 
Mr. Netzhammer of 


illness 


aucr, 
who took the chair in the absence of 
Milwaukee, who was confined to his 
home by 

\fter 
tion of those who have made the program possible, Presi 
dent Wilson introduced W. H 


spoke eloquently on the subject, Today’s Need for Leader 


remarks expressing appreciation of the coopera 


Greenleaf of Boston, who 
ship 

Following the 
son introduced L. E 


remarks of Mr. Greenleaf, President Wil 
Hooker of the Commercial Furniture 
able members of the lecture 


Company, Chicago, one of the 


troupe, who gave a timely and inspiring address on Bring- 
ing Back Equipment Business 


At the conclusion of Mr. Hooker’s remarks, Mr. Mitchell 
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described how he made his own office an example of mod- 
ern equipment, putting into it the very latest patterns of 
furniture, with tasteful drapes, carpets, etc. The expense in- 
curred has been returned by several hundred per cent. He 
sent out an embossed invitation to every business and pro- 
fessional man in Topeka and to the business and profes- 
sional men of every town within a radius of one hundred 
miles. Each invitation requested the addressee to “bring 
a copper penny with you” and to those calling the com- 
pany gave one of their advertising pencils. 

After the office was equipped, Mr. Mitchell invited the 
reportorial staff of the two papers to call. He said these 
men were told how they backed up his 
campaign for better equipment in the business office. He 
told of which from the en- 
terprise and expressed hearty satisfaction over the results 


interested and 


several direct sales resulted 
of his experiment. 

President Wilson next introduced R. P. 
sioner of the Steel Furniture Institute, on the 
that body. In another column Mr. Dryer’s remarks are 


Dryer, commis- 
work of 


presented. 
The address of Mr 
Frank T. 


Asst ciates, 


Dryer was followed by some timely 
W ork of the W ood 


presented in another 


remarks by Hess on The 
Office Furniture 


column, 


also 


Thursday Morning Session 


Che session of Thursday morning, the final session, was 
called to order by Clifton Wilson at 10:30 
o'clock in the Venetian room on the lobby floor of the 
Hotel Roosevelt. 

The session was short and was devoted principally to 


President E. 


the election of officers for 1931-22 and the reading of the 


report on necrology by Chairman W. H. Greenleaf of the 
necrology committee. 
officers elected by unanimous choice of 


Likenesses of all of the 


The new were 


the convention officers and 
regional governors and of nearly all of the retail directors 
are shown earlier in this report of the convention and 
need not be repeated here. 
The report of the necrology committee was accepted 
and is published in another column 
— - 


Subsidiary Meetings 
morning, the national executive committee 
board of held its annual 
Clifton Wilson in the chair. In the afternoon 
and at 


On Sunday 


and rovernors usual meeting, 
President E 
at 2:30, the board of 


were the past governors, 


governors met this meeting 
the nominated governors, retail 
directors, nominated retail directors, past officers and the 
president’s committee for the good of the business. 

At both meetings matters of concern to the association 
were discussed and important policies were suggested. 

Che local association held a short meeting in Room G 
ten o’clock Monday 


was 


morning. 
taken as 


on the mezzanine floor at 
After 
most of the 


interested in the meeting of the Field Division, scheduled 


some brief discussion, adjournment 


members eligible at this meeting were also 


for the same hour. 
o —>— 


The New President of the National Stationers 
Association 
The frontispiece of the present issue bears an excellent 
likeness of William E. Ward of John Ward & Son, New 
York City, the newly elected president of the National 
\ssociation. 
firm of John 


Stationers 

The Ward & Son, 
through its predecessors, is rated as one of the oldest 
stationery Prior to 1840, the 
house was known under the name of Thomas W. Double- 


tracing its history 


houses of the metropolis. 
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In 1840, and until 1854, the firm was Doubleday & 
Latimer, who occupied a store on William street between 
John and Fulton. 


day 


Fourteen years later it became Latimer 
Brothers, at 15 Nassau street, and in 1856, the name was 
changed to Latimer Brothers & Seymour, and the loca- 


tion to 21 Nassau street. At this time, John Ward entered 


21 


became Kennard & Hay Stationers Manufacturing Print- 
In 1876 it was known as The Globe Sta- 
tionery and Printing Company, and in 1896, John Ward 
established the business under his own name, remaining at 
89 Liberty street. 2 


ing Company. 


The business was removed to 25 John 


street in 1897, where it remained until November, 1901. 





PICTURES FROM HERE AND THERE IN THE CONVENTION CITY.—1 
York, N. ¥., who chanced to be in New Orleans on business and dropped in on the convention. 2 


his peppy 
with Joe Hildreth, J. O 
Orleans at the end of the long, long trail from St 
of the revelers 5. Charles P. Garvin. 6 
A. W. Hyatt, H. J. O’Donnell, L 
lanan and Mrs. R. R 


Paul. 3. 


F. Koppang, M. E. Hansell, II. 
Hollinger rest under the fronded palms. 8. 


mule team, Ananias and Sapphira, pulling in after the long drive from St. 


Austin Leftwich of the Tropical 


Marcus Harwitz of the Regal Typewriter Company, New 
Dorr Perkins at the ribbons of 


Paul. Bill Smith was alongside the driver 


Davis, Robert Sauter and August Hunn, in the rear, as the party pulled in under the fronded palms of New 
Miss Porter. 4 
The women’s reception committee : 


King Carnival at the City Hall and close-ups of some 
Left to right, Mesdames Larry J. Pues, E. M. Palmer, 
Frank Ryan, Mrs. C. H. Hansell, Jr., Mrs. John F. Cal- 
Printing Co., New Orleans, La., 


Mrs 


who was a leader of local forces in convention activities 


the business as an employee. In 1858, J. O. Seymour took 
over the business and it was moved to 9-11 
In 1869, after the Civil War, the firm was J. O 
Kennard & Hay, the location was at &9 
later, in 1870, the name of J. O. 


Seymour was dropped from the firm and in 1871 the firm 


Nassau street. 
name 
Seymour, and 


Liberty street \ year 


From 1905 to 1908, the business was carried on as John 
Ward & Son at 98 Cedar street. Later it was removed 
to 115 Cedar street, and still later to 112 Liberty street. 
On October 1, 1927, the business was incorporated as John 
Ward & Son at 98 Cedar street. Later it was removed 
May 1 of the present year, the businesses at 115 Cedar 
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street and 11 East 45th street were consolidated under the 
name of John Ward & Son, Inc 

The present president of the National Association en- 
May 1, 1897. He has 
responsibility in the trade. 


tered the stationery business on 


occupied many positions of 
For several years he was secretary of the Stationers As- 


sociation of New York and for two years was president 
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of that organization. He is at present one of its direc- 
tors and was also a director of the National Stationers 
Association prior to the adoption of the regional district 
plan. He was the first regional governor of the fourteenth 
district which embraces the metropolitan territory, and 
last year was third vice-president of the national organ- 


ization. 


Entertainment Features 


The Annual Banquet 


This event took place on Thursday evening, October 
ballroom on the top floor of the Hotel 


master of 


22, in the great 

General Manager 
ceremonies. The event began with the singing of one 
verse of America, and during the course of the dinner, 
an orchestra dispensed lively strains. After coffee had 
been served, the general manager made some introductory 
remarks in both a serious and humorous vein, after which 
flowers to 


Roosevelt. Garvin was 


immense bouquet of 
A toast was then drunk in water 


someone presented an 
Mrs. E. Clifton Wilson. 
to the stationers and people of New Orleans. 

W oodson P Waddy 


panegyric on 


was introduced and pronounced 
New Orleans, its people and 
some specific instances in its hospitality. The toastmaster 
Clifton Wilson, who 

Former President 


an eloquent 


then introduced former President E 
made a timely and eloquent address. 
C. M. Marshall was then introduced and made a well con- 
sidered speech on the work which former President Wil- 
son did in 1930-31 and presented Mr. and Mrs. Wilson, 
on behalf of their friends in the association, with an elegant 
silver service, which Mr. Wilson acknowledged with ap- 
propriate and feeling remarks. 
Ed. Little then spoke briefly, 
preparatory speech to the initiation of former President 
Wilson into the Order of Toastmasters. Those giving the 
degree were arrayed in customary regalia and were armed 
implements among which the mop 


presenting a surprise 


with various homely 
was prominently in evidence. The members of the Toast- 
masters Union on duty included Woodson P. Waddy, W. 
Neill Stewart, Charles P. Charles M. Marshall 
and Arthur J. Walker. 

After the somewhat hilarious initiation ceremonies, Mr. 
Wilson acknowledged the honor conferred upon him in 


Garvin, 


appropriate and humorous phrase. Remarks were then 
made by A. J. Walker, who introduced C. M. Marshall, 
paying a compliment to Mr. Marshall’s charming wife. 


Mr. Marshall in his response introduced W. Neill Stewart, 
who in turn called upon W. P. Waddy. All are former 
presidents of the association. 

Mr. Waddy referred to the toastmaster of the evening, 
C, P. Garvin, who came back appropriately, and intro- 
duced President W. E. Ward, who made a timely speech 
outlining his hopes and wishes, giving a few pertinent 
points for the consideration of his hearers. Members of 
the Toastmasters’ Union then in unison the last 
paragraph of the ritual, declaring the meeting adjourned. 

The away and dancing was the 
order of the evening until a late hour. 


read 


tables were cleared 

During the course of the evening following the banquet, 
Roy the Sanford Manufacturing Company, 
active head of the golf committee, announced the prize 
winners. East vs. West, West won, but 
there was a tie for first place between Tom Riley of the 
Eberhard Faber Pencil Company and Frank M. Ryan of 


Simpson of 


In the contest 


the Milwaukee Chair Company. 


During the course of the golf announcements, Joe 


Hildreth of the Esterbrook Pen Company was presented 


with a set of four beautiful silver cups, gold lined, in a 
leather case, in recognition of his twenty-sixth annual 
convention and his sixty-seventh birthday. 


An Evening on the Plantation 


On Monday evening, October 19, New Orleans station- 
ers provided a wonderful chicken dinner in the Tip Top 
Inn on the top floor of the Roosevelt. The meal was ac- 
companied by an excellent orchestra, with parlor dancing 
between the different courses. The dinner was served in 
true southern style and was followed by an entertainment 
without parallel in interest and variety. Attractive cabaret 
girls amused the crowd with pretended attentions to prom- 
inent and dignified stationers. There was a negro musical 
entertainment group, consisting of four men and one regu- 
lar colored mammy, who sang solos in a silvery voice 
accompanied by musical devices in the hands of a quartette 
of colored men whose voices blended wonderfully in plan- 
The bass member 
Other 
entertainment features included an acrobatic pair, some 
girls in fancy and clog dancing, and a little girl not more 
than six years old who proved herself an amazing dancer 
Best of all, perhaps, as characteristic 


tation songs, which charmed everyone. 
of the four proved himself to be an able soloist. 


and contortionist. 
of the spirit of the southern negroes, was a troupe of 
pickaninnies, who danced to the rhythm of a wonderful 
They 
kept the company in a constant uproar by their clever 
dancing and funny antics. Nor did they miss any of the 
coins which were tossed to them by amused beholders. 
Finally, the leader of the evening’s entertainment gave a 
fine exhibition of clog dancing. Parlor dancing followed 
and at about 10:30 there was another excellent show and 


contraption, the name of which was not announced. 


more dancing until a late hour. 

The visitors are indeed indebted to the New Orleans 
stationers for the interest and variety of this entertain- 
ment as well as for the thousand other things they did to 


make the visiting members feel at home. 


* + * 


Ladies Visit French Quarter 


On Tuesday the ladies of the convention were taken in 
a group with a competent guide through the French quar- 
ter, where they were conducted into various antique shops 
and shown the interesting old courtyards said to be typical 
local views of chief interest to many visitors. Luncheon 
was served at El Patio Royale. This luncheon included 
a course of southern fried chicken and apples cooked in 
syrup as well as other dainties. El Patio Royale is the 
property of Tulane university and the proceeds of its op- 
eration form a part of the endowment of that institution. 

At the conclusion of the meal each lady received a pra- 
line and a corsage bouquet. The guests were entertained 
with interesting stories about New Orleans and the French 
quarter by Misses Fields and Schertz. Afterward visits 


were made to the museum, the St. Louis cathedral, etc. 
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AS THEY WERE AT THE CONVENTION 1. Ben McGinty and Francis J. Yawman, Yawman & Erbe Mfg. Co., Rochester, N. Y. 
2. J. Henri Petetin, New Orleans. La Mrs. C. B. Mathes, Toledo, Ohio, and C. B. Mathes, The Conklin Pen Co., Toledo. 3. R. D 
Latsch, Latsch Bros., Lincoln, Neb., and Edwin M. Palmer, northern branch manager, Graham Paper Co 4. Wahl Co. group: 
J. ¢ Parsons, president \. A. Herschler, vice-president; E. 0. Gorton, sales manager; H. C. Ilium, advertising manager 5. Frank 
K. Perschall, Perry & Buckley Co., New Orleans, La John E. Wells, McLeod Furniture Co., Laurel, Miss., and Paul Mule, Tropi 

Printing Company, New Orleans. 6. Esterbrook crew J. H. Hildreth, western manager; R. N. Wood, sales manager; Roy N 
Tope, Southern representative 7. S. P. Goodrich and Clarence L. Parker, Wilson Stationery & Printing Co., Houston, Tex. 8. D.C 
Miller, Office Appliances, Chicago, and A. B. Abrams, Modern Stationer, New York, N. Y. 9%. C. A. Connell, Automatic Printing 

ner Co 


& Stat y Philadelphia, Penna., and Mortimer H. Chute, Jr., Bainbridge, Kimpton & Haupt, Inc., New York, N. Y 10 
EB. M Commonwealth Publishing Co., Chicago, and G. C. Holt, W. A. Sheaffer Pen Co., Fort Madison, la 11. Jack Gray, 
McMillan Book Co Syracuse, N. ¥ Fred Christensen, S. E. & M. Vernon, Inc., Chicago, Ill B. J. Bristoll, Koch Brothers, 
Des Moin la 12. R. G. Shelp, Southern representative, F. S. Webster Co., Boston, Mass F. H. Caswell, advertising manager, 
Fr. S. Webster ( 13. Albert B. Abrams, Modern Stationer, New York, and Sidney Collins, Automatic Pencil Sharpener Co., Chi- 

14. M 1 Hanle Morgan and Mrs. J. H. Duncan; back, J. H. Duncan, Ansonia, Conn., and J. Hanley Morgan, Huntington, 


W. Va 15. Fred Christensen, Bill Hoge and Mr. Casey 
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MORE CONVENTION SNAPSHOTS.—1. Mr. and Mrs. Ed. L, Little. 2. W. P. Waddy and C. W. Heppner. 3. Mr. Mitchel relates 
a joke to Miss Hazel Porter, Lake Charles, La., the only woman stationer present. 4. Lon Storey and Harry Frater. 5. L. I. Kap- 
lan, Office Supply Co., Atlanta, Ga., Mrs. Kaplan and 0. D. Mayer. 6. H. C. MePike and Lionel Colomb. 7. Joseph Mannen and 
Harold E. Hawkins, Stationers Loose Leaf Co., Milwaukee, Wise. 8. Mr. and Mrs. Sterley F. Jerue. 9. Horace T. Hamilton and 
Edwin H. Dunwoody, Reburn Mfg. Co., Philadelphia, Penna. 10. John L:; Boatwright, Baughman Stationery Co., Richmond, Va. ; 
Claude M. Conger, Wilson-Jones Co., Kansas City, Mo.; W. P. Waddy, Everett Waddey Co., Richmond, Va. 11. Harry Frater and 
H. W. Cooper. 12. Roy Simpson, Sanford Mfg. Co., Chicago, Ill.; Frank Ryan, Milwaukee Chair Co., Milwaukee, Wisc., and Arne 
Skagseth, Miami, Fila. 
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Ladies Luncheon and Bridge 


Headed by Mrs. Arthur W. Hyatt of New Orleans, chair- 
woman of the ladies’ reception committee, the ladies of 
the convention were delightfully entertained on Wednes- 


day at the Southern Yacht Club, West end of Lake Pont- 


chartrain to which point they were taken in busses from 


the hotel. 
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Luncheon was served, followed by a bridge party. Mrs. 
Lionel Colomb of New Orleans won the grand prize; Mrs. 
E. Clifton Wilson of Houston, Texas, second prize; Mrs. 
Mrs. Thomas H. 


Every lady 


Victor Colomb, New Orleans, third prize; 
Tulsa, Okla., fourth 
received a handsome souvenir of the trip, these souvenirs 


Hanson, prize present 
being donated by a number of the leading manufacturers 


in this field 


Convention Notes by a Looker-on 


Convention Notes by a Looker-On 


Who first perpetrated the libel that good looking women 
are stupid? ‘T ain’t so—in Dixie, or anywhere else. Most- 
ly they sparkle. F'’rinstance, Hazel M. Porter (Poh-teh 


Yankees just simply can’t get it, but the sound is most 
stationer of her sex who 


looks like a 


to read upon her busi 


pleasing to the ear) is the only 


attended the convention. She high school 


girl, and one is bowled over quite 
ness card the statement that she is president of the Office 
Supply Company, Inc., dealers in general office equipment 
at Lake Charles, La. Miss 
published statement that she likes to cook is erroneous 
She is keenly 
knows all its problems and carries off brilliantly her part 


Porter avers that a recently 


interested in the office equipment business, 


in every conference with fellow dealers 


. + * 


celebrated two events at the convention 


Joe Hildreth 


One was his sixty-seventh birthday anniversary and the 


other was the continuation of his record as being the only 


man who has attended every convention of the associa 


tion. In recognition of these two important events, Mr 


Hildreth at the banquet was presented by his friends with 


four sterling silver cups gold-lined. These cups came in 
a neat leather case and Mr. Hildreth is extremely proud 
of them, 
> > 
In nominating George Wolcott to be fourth vice-presi 


dent of the association and head of the travelers’ division, 
Bill Smith distinguished himself even for Bill in the api 
However excel- 


and forceful use of the English language. 


lent the introductory portions of his speech were, the per- 
Mr. Smith said: “We 
much of a speech, excepting 
give us number. We should 

The election of Mr. Wolcott went over 


although it is not on record that he said any 


oration received heartiest applause. 
don't want George to make 
room 


that you your 


that.” 


this 
appreciate 
with a bane, 


thing about the Wolcott room number in his speech of 


acceptance 


+ a _ 


As an Office Appliances staff man was going down the 


hotel steps on the Baronne street side he met none other 
than Marcus Harwitz coming up. Mutual greetings. Mr. 
Harwitz, it was learned, was not in attendance at the 
stationers’ convention, but happened to arrive in New 


Orleans at that time in the course of a long trip covering 
all the United States in the in- 
terests of the Regal Typewriter Company, New York, of 
which he is president and general manager. Mr. Harwitz 


marked 
throughout the 


principal centers in the 


reported a improvement in business conditions 


country, particularly among retail typs 


writer and office equipment dealers, and believes that trade 


in general is on the up-turn. He believes that better times 


are dawning, even though the full effulgence of day may 
not ¢ me at nce 
‘ * 
For the first time in a trio of years Charles L. Mitchell 
attended a convention He was enthusiastically welcomed 


evervwhere The writer, by the way, is indebted to 


dinner at 


Mitchell for a An- 


The ordering of the dinner required much rapid 


Brother most appetizing 
toine’s 
fire French and English on the part of the waiter, result- 
ing in a blanket order to bring what he considered best. 
He fulfilled every expectation. 


* * * 


C. W Portland, 
Ore., has several jobs 
He is second vice president of the National Stationers As- 


Pacific-Northwest 


Heppner of the J. K. Gill 


and the personality to handle them. 


company, 


sociation, president of the Stationers 


Association, and governor and retail director of the Ele- 
District, representing the latter two or- 


venth Regional 


one as delegate and the other as 


\s a platform speaker 


ganizations, the gov- 
ernor, at the National convention 
Mr. Heppner quite distinguished himself. From his home 
city he brought a happy slogan—‘For you a rose in Port- 
Mr. Heppner is a better speaker than he is 
a golfer that he took 156 


strokes to make 18 holes, and he dared anybody 


land grows.” 


Someone heard him declare 
else to 
hang up a record like that. 


+ * * 


One of the members of the staff of Office Appliances in 
attendance indebted to Silas 
Oviatt, who took the writer and Mr. Brown on an auto- 
bile 
points in new and old New Orleans. 


at the convention is greatly 
many of the interesting 
We visited the parks, 
the zoo, rode delightfully over the broad boulevards out 
to Lake Royal 


street, paid our respects to the French quarter, ‘visiting 


ride on Friday, covering 


Pontchartrain and, returning through 


some of the ancient French and Spanish courtyards, 


churches and old government headquarters 
* * * 
has been called America’s 


New 


fighting city 


Orleans—new, yet old 
Quite as appropriate and less ambiguous 


would be the appellation—‘The City of Civic Pride.” 
From a tiny settlement on a mud flat, surrounded by 
swamps and threatened constantly by the great “Father 


of Waters,” New Orleans has come up through flood, fire, 


pestilence and war to her present position as_ chief 


with nearly half a million people, 
sheer labor, the 


metropolis of the South 
all in less than three hundred years. The 
determination, and the engineering and public health prob 
lems solved and overcome are as incredible in contempla- 
praise-worthy. 


admirable and 


* * * 


tion as the results are 


Ivan Allen of Atlanta turned up looking especially fit. 
He says that he can ride twenty miles a day on a horse 
and that if the horse falls and breaks the rider’s leg, he is 
beginning to take it as a matter of course, having had so 
way or another in recent years 


many accidents in one 


that he has lost count. 


* * * 


Who was it said, “It is better to have prohibition than 


no booze at all?” Reminds us of the remark of the gen- 


when asked where the inquirer could find a 


hadn't 


tleman who, 


drink of water, replied that he seen any since he 


arriy ed 


> 
(Turn to page 30, please 
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Ltd., 
Metal 
John Dornette, 


R 
Perry 
Chicago, 


Hunn 


Stainton & Evis, 


AND WERE SHOT 
, and Paul Cheney, Southworth Co 


Thompson of the Standard 
8 Esterbrook group: 


Western manager, and 
Fred Christensen, 


Pittsburgh, Penna., 
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THE ANNUAL GOLF GAME, EAST VS. WEST, IN STILL “MOVIE” STRIP vig’ STH 
Top, left to rig y. ¢ } Evans, Roy Garland Top, left to right ‘Ted’ Caswell, C. W. Honeywell, Top, left to right I G. Harpold, Dick Lanham, _ 
und Benjamin Kul; Middl ft to right Ben M William Clegg, and Tom Riley Middle, left to right Jack Wilkinson, and Earl E. Williams Middle, left H 
Ginity. Dick Healy. D. D. Gray ind Frank T. Hess B. J. Bristol, C. M. Conger, J. S. Sprott, and George to right: V. L. Colomb, W. W. “Bill’’ Cole, Larry J Sk 
Bott left to right Harold Hawkins, A. J. Mayer Mandeville Bottom A view of the clubhouse at the Pues, and Granville Miller. Bottom, left to right: H. D 3 
Ww is WI und H. C. MePike Metairie Golf Club Mayers, L. I. Kaplan, C. E. Worrell, and D. A. Crile 
Howard Hunt Pen Company, Camden, N. J bridge table, Lyon Metal 
The Golf Game ra amde Js feta 
: Products, Inc Aurora, Ill Chinese red basket, Erie Art Metal Com- 
? f ! tat ners 1 the oO 5 ee . 
B aay, Sta ‘ with their golf club pany, Erie, Penna.; three leather desk pads, Sainberg & Company, Inc 
we t ate car and taxi out to Metaire Gollt New York, N. ¥ Featherweight memo, Trussell Manufacturing Com 
Club al t e 1 ‘ from the hotel where under a bright pany, Poughkeepsie, N. Y billfold, Amity Leather Products Company, 
, . , , . West Bend, Wisc lamp, American Electric Company, Chicago, II 
mn and ‘fort ear skies about eighteen foursomes 7 : . 
desk set, W \. Sheaffer Pen Company, Fort Ma 1, la desk set 
put 1 tournament that was fraught with interest. anil iets Ga Ge Comin% tab Contam Gens Wate: dat 
As 1 il. the prit ipal event was for the Faber cup, the set and two bridge desk sets, I E. Waterman Company, New York, 
! t t between the east and west. On this occasion, N. Y.; two twin deck of playing cards and bridge case, Spencerian Pen 
Company, Ne York, N. Y.: one dozen golf balls, Wilson-Jones Com 
the w won, Tom Riley of the Eberhard Faber Pencil nage” ham Biahop Anke 
; é : \ ; pany, Chicago; two desk lighters, Oakville-American Pin Division, 
‘ ny and Frank M. Ryan f the Milwaukee Chair Oakville, Conn.; Write-A-Line, Samuel Ward Manufacturing Company, 
( n ny iT tor first place Boston: glass base calendar, Bainbridge, Kimpton & Haupt, New York, 
Mar b ititul prizes were ven out following the N. ¥ one dozen golf balls, Bankers’ Box Company, Chicago; statue, 
, . F. S. Webster Company, In Boston, Mass lamp, H. G. McFadden 
iunguet on Thursday night. These prizes and their donors , ’ — eo : ; a ee 
hel & Company, New York, N. Y ne dozen golf ball American Pencil 
att en pt Ww Company, Hoboken, N. J.; bridge set, Parker Pen Company, Janesville, 
| much uinnot be said for the patience, courtesy and W is« traveling kit, Dennison Manufacturing ( pany Framing 
al ty with w h the golf committee discharged its work ham, Mass one dozen golf balls, Sanford Manuf ng Company, 
The ‘ as headed \ Simpson of the San Chicago; portfolio, Yawman and Erbe Manufacturing any, Roches 
iM : ; ; te N. ¥ ne dozen golf ball Esterbr k Stee re Manufacturing 
7 ’ smn ‘ al < ' or | . " . ’ 
ford Ma ( npany \ was everywhere where ( pony, Camden, N. J.; hamid Geerne E. Fou & Comeenr, Chi 
he w ! led cago; leat brief pocket, Fra Mashek & ( Chicago; Smok 
The | ut following the golf game of Thurs-  ador, Smokador Manufa Company, Inc., Bloomfield, N. J.; steel 
, 7 wa it-tvpe table, Art Stee Compan I ne New York, N Y.; two 
day ’ \ he nar f their donors, are as 
cravat The ¢ ke & Cobb ¢ pany, Br vr > & ne dozen 
golf bal Richard Best Pe Company, New ¥ N. Y.; pinochle 
set and writing case Nat il Blank Book Cor iv, Holyoke, Mass 
N Seng selt-« ng | t 1 4 No. 1632 playing set, Ame in Crayon Compa Sandusky, Ohio; 
v XA i ' ; 
\ \ W er ( Grand Ra sterling trophy and base (the Faber cup), The Gore Company, 
M I ‘ Pen ¢ Pole UV Detroit, Mi« cigarette and, Stationer I e Leaf ¢ pany, Mil 
| Stat ( ul New Y waukee. Wisc traveling kit. A. W. Faber. Inc Newark, N. J cor 
‘ \\ q ' ] » ’ } , 
. wy ex § Inc., H aC Ma respondence file, Quality Park Envelope ¢ ar St. Paul, Minn 
S fet } ncil rpener : : , 
‘ \ ‘ N Y —_ = . ( 4 I box, Cordley & Hayes New \ K, N y ve cigarette case 
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IP View STILL ‘“‘MOVIES"’ TAKEN AT THE ANNUAL CONVENTION GOLF TOURNAMENT 
Top, left to right: W. W. S. Carpenter, Sidney Collins, Top, left to right Lionel Colomb, T. Harris Keon, Top, left to right: W. Neill Stewart, Eberhard Faber, 
— John Duncan, and J. E. Neary Middle, left to right John D. Hanson, and “‘Bob’’ Woods. Middle, left to E. Y. Horder, and Herman Price Middle, left to 
le 4 H. M. Cooper, A. J. Walker, W. P. Waddy, and Arne right R. D. Latsch, Edward A. Keeling, Hastings right: Paul W. Cheney, Arthur Lawless, James Flotte, 
ry 7 Skagseth. Bottom, left to right: C. M. Marshall, H. F Jones, and Frank Dameron Bottom, left to right: Jr., and Fred Christensen. Bottom, left to right Cc 
H. I Schermerhorn, and E. C. Wilson Ross Sibert, Jack Autry, Earl Browne, and “Red’’ W. Heppner, 0. W. Perin, R. A. Maish, and H. C, 
rile Moore Parker 
ind electric clock, Automatic Pencil Sharpener Company, Chicago, Ill.; — faciuring Company, Chicago; W. E. Smith, A. W. Faber, 
cocktail shaker and tumblers, Southworth Company, West Springfield, | “4° . “1: . - 
: ne., Chicago; Mrs. Frank Ryan, Chicago, wife of the 
Mas desk pen set, Eagle Pencil Company, New York, N. Y.; electric >. hicago; irs 5 \ . “cde ~” “ss . 
Eskimo kitchen machine and fishing basket, Eaton, Crane & Pike Com well known representative of the Milwaukee Chair Com- 
pany, Pittsfield, Mass.; bridge table, Clark Wood Inlay Company, pany; Dorr Perkins, retired, formerly with Franklin 
Memphis, Tenn. Other donors included Boorum & Pease Company, Soyesen, Inc., St. Paul; Albert B. Abrams and Mrs. Abrams 
New York, N. Y.; Vail Manufacturing Company, Chicago, Ill.; White . . . , , *: , 
; : Jy > Mode Stationer, New York City, and H. W. 
& Wyckoff Manufacturing Company, Holyoke, Mass.; Art Metal Con of the Lode on tat mavens Ne . ies 
struction Company, Jamestown, N. Y., and Weis Manufacturing Com Martin, Office Appliances, Chicago. 
pany, Monroe, Micl ~ > 
Celebrates Birthday 
Congenial Convention Trippers One of the conventioners to celebrate a birthday was 
\ jolly party of conventionites left Chicago on the Mrs. Reckford, mother of John King Reckford, wh« 
Panama Limited Saturday, October 17, at 12:30 P.M, attended the convention with her son. Mr. Reckford is 
bound for New Orleans. Most of them were from Chi- president of the American Pencil Company. 


and northwestern points, several joining the party 


cago 


at Carbondale from St. Louis and Kansas City. Fellow 


passengers on the trip included A. J. Walker of Minne- 
apolis; August Hunn of Milwaukee; Sidney Collins and 
Mrs. Collins of the Automatic Pencil Sharpener Company, 


O. Davis of the Miller-Davis Company, Minne- 
Sterley Jerue and Mrs. Jerue, McClain & Hedman 
=. 


Chicago; J 
apolis; 


Company, Paul; Benjamin Kulp, Jack Linahan, and 


Roy Garland of the Wilson-Jones Company, Chicago; 
Herman Price of the Eagle Pencil Company, New York, 
who was visiting the west; J. S. Sprott, sales manager, 
Lyon Metal Products, Inc., Aurora; R. C. Moore of the 
Columbia Ribbon & Carbon Manufacturing Company, 


Kansas Ci H. Hildreth, Easterbrook Steel Pen Manu- 


ty: J 





cieneiniiatihenceiiiie 
Mr. and Mrs. Copeland Called East 
Harrie E. Copeland and Mrs. Copeland were called back 
to New York on Tuesday of convention week, Mr. Cope- 
land being notified of an urgent business matter which 
made his presence imperative. He of 
& Pease Company, New York. 


is sales 


manager 
the Boorum 


I ee 
The Hice’s Motor from Brooklyn 

G. S. Hice of the Roberts Numbering Machine Com- 

pany, Brooklyn, N. Y., came by motor to the convention, 

accompanied by Mrs. Hice and their daughter, Miss 

Dorothy Hice. They reported a most enjoyable trip, 


taking many photographs along the way. 
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(Convention Notes by a Looker-on For a moment people thought Senator James Hamilton 


. Lewis had joined the lobby parade; some claimed that one 
Continued from page 26) 4 
i the Smith Brothers had come—but no—'twas an ink 


J. H. Duncan and Mrs. Duncan of Ansonia, Conn., mo 
, man with snowy flowing whiskers 
tored down to New Orleans, a distance of something over ee 


1800 miles At Huntington, W. Va., they picked up Mr 


and Mrs. J. H. Morgan of the Swan-Morgan Company of 


Cliff Wilson’s little band of actors in “What Price lg- 


' norance” was one of the highlights of the meeting—Harry 
oe one Orem playing the lead displayed real talent and he had 
* " * 


bang-up support from the rest of the boys 
The gentleman from farthest away was no doubt our * * * 


friend, C. W. Heppner of the J. K. Gill Company, del 


wate from the Pacific Northwest Stationers, Portland, Ore 


Austin Leftwich, here, there and everywhere, saw to it 


that the visitors had a fine time \ real greeter is Austin. 
Those who came the shortest distance to the convention ~« * 
petted, ibly the Hansells, who merely had to cr the C. E. Worrell, Diebold Safe & Lock Company, sent a 


str from their n stor oO rei ‘ ‘ rs. ; i ; 
treet the ew store to reach headquarters, and it copy of Times Picayune to every conventioner’s room 


is a narrow street at that ‘ : 
each morning. 


° > 7 — 
Che Art Metal Construction Company crew, headed by Alfred Mayer and Mrs. Al. left New Orleans for a few 
H hadwick, held an informal reception one evening days at Hot Springs before returning to Detroit. 
during the convention at their rooms in the Roosevelt, . a a 
serving sandwiches and other refreshments When Jack Grey wants to talk he wants to talk and 
- & '< : 
that’s all there is to it. 
The two gentlemen from Canada were made welcome * * * 
everywhere. Members of the association felt themselves sill Greenleaf got his speech across to the Rotarians in 
indebted to these gentlemen, Messrs. J E. Evans OF Evans style. Just a few impromptu remarks, but Bill can ascend 
& Kert, Ltd., Ottawa, and Sydney A. Evis of Stainton & » hotel 
the heights s 6 «£ 


Evis, Toronto, for taking the long journey from their ‘ 
homes to the Crescent City Guy Norman and Mrs. Guy of the Hoosier Desk Com- 


* * 2 pany, Jasper, Ind., motored down to New Orleans. Her 


r. Harris Keon of the U. S. Pencil Company of Phila ASST CONVENTION, — 
delphia had to borrow a pencil from Herman Price of the 
Eagle Pencil Company, New York, to record some name On the river trip John Dornette told the ladies about old 
avie ene omp: , 0 Z o co < ’ ies 


: few Or S 
in a group of pencil people for Office Appliances’ amateur New Orleans, > = 2 
photographer Much laughter as he vainly searched his New York next June. Some like the idea. Others not 
pockets so keen 








rHE STAGE AND THE WILSON PLAYERS The left hand top picture is a likeness of the stage on which the playlet, What Price 
Ignorance, was produced, a irranged in the grand ballroom of the Roosevelt hotel at the convention This is supposed to be The 
l'p-To-Date Stationery Company and was the setting for a humorous play with a moral On the right are the players with their 

ike-up We cannot distinguish the individuals behind the whiskers and grease paint, but we know that the group includes 8S 
Pace Goodrich, Harry B. Orem, Alonzo B. Storey, Preston Moore, John Heep and Clarence L. Parker, all of the Wilson Stationery & 
Printing Company, Houstor ind Ed. L. Little of the Wabash Cabinet Company Bottom pictures The group on the left includes 
C. E. Reynell, Jack Grey, F. R. MeCauley and Archibald Ryan. On the right are likenesses of the following Edwin H. Dunwoody, 


Herman Price, Mrs. T. Harris Keon, T. Harris Keon and Robert B. Overend 
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THE STATIONERS’ CORRAL AND AN ILLUSTRATIVE EXHIBIT 


a full collection of various stationers 


The bulletins consisted of complete exhibits of envelope stuffers, postcards, blotters, labels, etc., 


Stationer for three consecutive years, 


golf and bridge prizes, the handsome Faber cup occupying the center of the right hand case 
McLaughlin of the Clark Wood Inlay Company 
compartment, a table for the showing of small articles of mer- 
Sprott for illustrative purposes in the course of his address to the convention and was set up 


wood shown by P. F 


Inc., steel store furniture including a wall case with a glassed-in 


chandise, et« This was used by Mr 


and charts and mechanical equipment used by the lecture troupe 


The corral was a large room on the mezzanine, its walls bearing 
advertising material, said to be the largest collection of the kind ever shown in one place. 
used in general advertising, news- 
paper advertisements, photostatic copies of documents, outboard advertising, catalogues, office furniture set-ups, copies of the National 


In the glass cases were the 
On the left is a bridge table of inlaid 
The insert at the bottom is a set-up of Lyon Metal Products, 


beside the stage in the main convention hall. 


SEEN AND HEARD 


H. C. McPike buying pralines on Canal street (Pralines 
shellfish. Good.)—Jerry Sprott with the 
Old Oaken E. Y. Horder and Mrs. Andrew 
Geyer talking over old C. W. Heppner doing a 
lightning change act, jumping out of dinner clothes into 
Woodson Waddy in a fine 
Frank Ryan with 
“Dixie” 
\deline.” 

McLeod Furniture Company looking 
Henri Petetin’s new store on 
Carondelet He’s proud of it—Ben Kulp, Claude 
Conger, George Wolcott, Harry Frater, George Mande- 
ville, dining on doughnuts and black coffee in the French 
Harvey Rockwell and his 
friends —Harold Hawkins in 
“Master 
(He wasn’t the only man in white 


are candy, not 
Bucket 


times 


a business suit; ask him why 
tribute to New Orleans 
a bunch of 
Carroll leading a quartette warbling 
Johnny Wells of th: 


them over for the first time 


—some orator! 


good stories—some of them new. 


“Sweet 


street 


midnight chief, 


Francis Yawman, ereeting 


Quarter at 


a keen suit of white linen, looking much like the 
of the Old Plantation.” 
Comfortable when the thermometer records 
Best part of the “Plantation Days” show, 
the little colored street dancers Bob Hengge and Mrs. 
Bob loud in praise of Gallitori’s oysters a la Rockefeller. 

Frank Hess quietly putting in some good licks for the 
W. O. F. A.; John Dornette, too.—Ed. Little and his jolly 


linen, either 


80 degrees) 


party of thirty-six at a fine dinner at Gallitori’s—Edward 
Y. Horder, convention absentee for a few years, receiving 
the glad hand from many old friends in convention hall, 
the hotel lobby and on the golf course. Active, energetic, 
Seventy years ahead in the game of “Put and 
Take” and going strong with a big 
stack in him.—George Wolcott radiating the 


joyous spirit of the “wide open spaces,’ 


smiling. 
with old Chronos 
front of 
surrounded by 
a fascinated group in the hotel lobby as he pictured the 
to be erected on “Wolcott Acres’ 


This beautiful structure equipped 


’ 


“Old Stationers Home” 
Redlands, Calif. 
cold 


other modern convenience, situated at the crest of a sunny 


near 
with hot and running window shades and every 
slope, surrounded by fronded palms and groves of oranges, 
with the surrounding country displayed in beautiful pano- 
roma, will be the haven of elderly stationers inclined to 
detach themselves from the ranks and watch the litle pass 
by. (No application for “Scribe” considered, appointment 
Sid Collins laying his ball dead to the hole of an 
approach from a trap that would have made Bobby Jones 
Jerry Sprott, the conven 

‘ 


tion’s tallest delegate, holding the Wednesday session at 


made. ) 
envious had he been present 


rapt attention in one of the best talks of the week. 











REPORTS OF OFFICERS 


President's Report 


After due thought and consideration it was decided that the detailed 
report and resumé of our activities during the past year should be 
presented to you by our General Manager, Chariie Garvin It, there 
fore, becomes his responsibility to acquaint you with such information 
as will be of particular interest to the membership, and you will hear 
from him soon 

At the outset of this report, | would like to acknowledge my debt 
of gratitude to the members for the fine co-operation that has been 
»ccorded me during the year in helping to carry our Association work 
mward 

Especially do I want to publicly recognize the loyalty to me and to 
the organization the following men 

Mr. C. B. Mathes, our First Vice-President, who has given so much 
of his time this year in the interest of the organization, and who has 
served so conscientiously and efficiently as Chairman of the Victory 
Fund 

To Conrad Netzhammer, our Second Vice-President, who has been of 
weistance to me, and who is largely responsible for the success 
which were put on at all of the Re 


great 
of our standardized programs 
gional Meetings 

To Phil Webster, our Fourth Vice-President 
selfishly of his time and thought in promoting the principles of this 


who has given un 


organization 

To Ed. Ward, our Third Vice-President: Art Walker and Charlie Mar 
shall, my Executive Committee. They never failed in anything | asked 
them to do, and are imbued with that spirit of service, and have given 
freely of their time and ideas for the welfare of our industry. 

To each of the Governors for the splendid manner in which they 
conducted their Regional Meetings, and for their fine co-operation in 
assisting with the Victory Fund 

I want you to know, too, that we all owe a debt of gratitude to 
Lew Hooker, Ed. Littl, Wm. Greenleaf, Jerry Sprott, Claude Conger 
wl Tom Emerson, who are known this year as the traveling troupe. 
They have been an inspiration to me, and I hope to all of you, for 
they have given freely, without hope of reward. 

And last, but not least. do I especially feel indebted to our ewn 
Charlie Garvin I wish that it might be possible to express my appre- 
ciation for the wonderful co-operation and assistance rendered He has 
relieved me of much worry. and has been of untold assistance in han- 
dling the multitude of problems with which I have been confronted. 

There are many others who might justly be mentioned in this con- 
nection, if time would permit ind I want you and them to know 
that aside from the high appreciation I have tried to express, as Presi 
dent of the Association, I have a full sense of the debt of gratitude I 
owe you personally, and wish I might find words to express my senti 
ments, but this is impossible 

it is not my purpose, desire or intention to preach to you at this 
time, but I am accountable to you for the stewardship of the honor 
you conferred on me when you chose me as your President, and it is 
your right to know, aside from the report of the General Manager, 
what I have done, what I feel about our great organization, and the 
hopes I have for it, and our industry through it 

Many of you do not know that our Association is begin 
ning the twenty-sixth year of its existence In the limitless expanse of 
twenty-six years does not measure as a long period, but consid 
the life of the average business, twenty-six years of continued and 
and proves beyond all shadow 


perhaps 


time 
ering 
vigorous activity is a very fine record 
of doubt that our loyal members know of and appreciate the construc- 
tive work that has been and is being done, and believe that the benefits 
to the industry and to themselves are vastly greater than the cost of 
maintenance The dues of our Association are lower than those of 
most of the national business organizations—the benefits and privileges 
equal to the best It is my firm conviction and belief that the amount 
invested by any stationer or manufacturer in a membership in the Na- 
tional Association will provide him with more safeguards and guide 
posts for his business than could possibly be obtained for like amount 
of money in any other manner 
doctors are paid to keep their clients from becoming sick 
We feel that a membership in our National Association, duly regarded 
and respected, will not only keep our businesses from ailing, but will 
furnish the proper prescriptions, if taken, to place the ailing ones on 
their feet We work no magic—we have no box of tricks—we flourish 
no magic wand. Our conclusions are based on facts, not fancies—facts 
gleaned from years of experience, hard work, and failures, but a never 
and tireless search for the truth Of discouragements we have 
likewise failures, in the carrying through of apparently work 
able plans But the working and planning never cease—the interchange 
of ideas and plans goes on continually, and every plan or idea submitted 
for the good of our industry is the culmination of years, perhaps of 
earnest, careful thought and practical experience 

It may interest you to know that your Officers during the past year 
have traveled almost 25.000 miles. or about the distance around the 
world, meeting with more than 2,000 representatives of the industry 
The lecture troupe traveled about 15,000 miles, paying their own ex- 
penses, which is ample proof of the deep interest in and concern felt 
for our industry If a man pays for the opportunity to do you a 
favor. with no other motive in mind but your welfare, you can assur 
ediy believe he is interested in you The Regional Meetings began in 
February and continued at intervals until the last of June, with greater 
numbers attending than ever before. and programs of creat interest and 
highly instructive Mr. Garvin and I attended all of the meetings from 
and with each meeting there was impressed on me the 


In China 


ending 


plenty 


coast to coast 


belief that these Regional Meetings constitute one of the most impor- 
tant and valuable activities of our National Organization. (I would 
urge the holding of as many of them as possible during the year.) 
Leaders in governmental affairs as well as those in every line of busi 
ness, trade and industry recognize the value of organized and associaied 
endeavor as the most vital factor in clearing up misunderstandings and 
eliminating unethical practices, which arise constantly in all branches 
of business The Regional Meetings of our industry are the media 
through which the members are given the opportunities of closer per- 
sonal contacts with their fellow stationers, at which times the inter- 
change of ideas concerning the problems of the industry is most helpful 
in every particular. The meeting of the Board of Governors was held 
in Washington during the early part of February, with all Governois 
present except one. At that meeting the Standardized Program plan 
was submitted in detail, and was received enthusiastically, and from 
the splendid reception accorded at all the Regional Meetings, we are 
convinced that a similar type of program should be continued. 

During the year we have made a number of surveys covering differ- 
ent phases of the stationery business. We have provided plans for 
compensation, sales meetings, sales records, stock control, cost account- 
ing systems, and at this Convention you will be furnished with the 
results of our findings through the Ratio Expense Research made of 
the stationery business. It is a matter of much pleasure to me to 
tell you that this research was conducted by your own Association: 
that the information it gives us of our business is practically the same 
as that which the Harvard Bureau of Business Research furnished to 
us for $7,000.00, and last, but not least, the research was conceived, 
earried through, and tabulated without one cent of extra cost to the 
membership. Due to lack of sufficient financial resources, the report 
will not be presented in form as elaborate as the one made by the Har- 
vard Bureau, yet the essential facts are there for your earnest consid- 
eration. We have been very glad to assume the extra work incident 
to such a survey and feel it well worth the effort, believing that no 
man can know too much about his own business 

Through the National Stationer our General Manager has stressed 
as never before the absolute necessity of better trained salesmen. 
Whether we recognize it or not, the fact is this: our salesmen are the 
mirrors of our business, and of ourselves, the employers, before our 
clientele. Not many of us have either time or opportunity to go out 
and meet the many individuals who do business with our establish- 
ments Occupied as we aro with our administrative responsibilities, 
even though we had ample time for such a practice, I question the 
advisability of carrying it on to any extent As a rule, we are not 

but we know what a salesman should be, and what we expect 
How many of us have offered our men training in their sales 
How many of us know of their manner of approach, their con- 
their methods and their knowledge of what they are trying 
to do’? Selling is not a hit and miss matter by any manner of means. 
Successful Selling is the result of careful planning and thought, rein- 
forced by intelligent endeavor Let us then, as employers, see to it 
that every possible incentive pointing to the success of our salesmen 
be placed before them, and that their efforts be so directed that pride 
in their work and a knowledge of it can bring no other result to them 
but happiness and satisfaction. The satisfied salesman is one who will 
be in all probability the man to stick to his job under all circum- 
stances, and prove a real asset to the organization Give me the sales- 
man who is loyal to his house and proud of his job, and I will take 
my chances on his delivering the goods, for he will spare no efforts to 
make of himself all that his employer expects of him. I say this in 
passing as a tribute to the thousands of loyal, earnest salesmen who 
regard their employers’ interests as one of the paramount issues of their 


salesmen 
of him 
work? 
versation 


lives 

While considering the need for better trained salesmen, it occurs to 
me that some training along certain lines would not be out of order for 
the stationers themselves. I refer particularly to the stationer who sells 
on price alone—the profit mangler—the business murderer—and finally 
the killer of his own hopes and ambitions. I sometimes ponder, aghast. 
at the ox-like dumbness of the man who gives his merchandise away. 
I wonder how it can be that a man who has sense enough to head a 
business cannot have sense enough to realize the absolute necessity for 
a reasonable profit if his business is to live and grow I believe men 
of this caliber are ignorant cowards—ignorant of their own costs of 
doing business—cowards because they haven't the moral courage to 
ask a profit on merchandise worth the money. These fellows are 
neither salesmen nor merchants—they are simply meat—functioning as 
natural men—but destined to business annihilation by reason of the 
fact that they are what they are. 

In order that we who desire to have our businesses live and grow, 
it is essential that we know all details as intimately as possible. Dur- 
ing the year I have talked to a large number of our stationers and have 
reached the conclusion that a system of standardized accounting is one 
of the greatest needs of our industry In many instances crises would 
have been avoided had proper accounting methods been employed. There 
is nothing more important to good management than a system of 
accounting which will afford a constant picture of every phase of the 
business The old days of day book, cash book, journal and ledger 
are gone forever as an accounting system. New methods of merchan- 
disinge. keener competitive conditions in every line of endeavor, the 
increased power of advertising, and the ever growing cost of distri- 
bution make it not only advisable but mandatory that the executive 
have full knowledge of his operating ratios and that he know from 
month to month if profit has been made and where—if loss has been 
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sustained and why. It isn’t enough to strike a balance at the end of 
the year, and mourn over the result if disastrous. We must know 
from day to day, month to month, the situation in our affairs. We 
must have properly classified records to give us complete information 
on each department, operation or individual. If this information be 
not available, we are not able to correct dangerous conditions nor stress 
favorable ones. We would know, of course, in a general way, the weak 
and strong points in our business, but with a knowledge of operating 
ratios we will be able to detect immediately the danger zones as well 
as the points of strength. Many of our dealers do not have such a 
system. We urge it, and pledge our support to all who want it. Our 
organization is handicapped in the matter of surveys because of the 
great variance in the accounting systems employed by our members. 
But I know of no greater service that could be rendered to the mem- 
bership by the National Organization than to furnish them with a 
system of accounting that would give a continuous X-Ray picture 
of every department of their various businesses. With standardized 
accounting, the Association will be able to analyze and compare our 
costs with others in the industry of like size and character, to set up 
standards for the stores of various sizes, and to furnish a gauge for 
financial and operating efficiency. In passing, let me say that I at- 
tribute the success of the United Typothetae of America principally to 
the splendid work they have been doing in cost analysis since 1913. 
Their annual publication, Ratios for Printing Management, contains 
almost any information desired or required by the members. Our pro- 
posed standardized accounting system would serve our membership as 
ably, and it is my hope to see it a reality. During the year we have 
installed an Interchange Bureau of Advertising matter that has been 
successfully used throughout the country by our stationers. We are 
in a position to furnish to any interested dealer many proofs of copy 
that will undoubtedly help him as they have helped others. 

It is a source of deepest regret to me that there has arisen in the 
minds of too great a number of our members the seeming necessity of 
withdrawing from our Association during the past year. I am proud, 
however, to say to you that the withdrawals have not been occasioned 
by any dissatisfaction with the work we are doing, nor has there been 
any discord in the ranks. Rather have these withdrawals come because 
of the great stress through which we are now passing in the business 
life our our country. I beg to assure everyone of you that I am 
deeply sensible to the gravity of the situation that confronts us all, 
for not one of us has escaped the issue. I do not believe, however, 
that a man can afford to drop his Association in times like these. In 
the first place, the dues are so small that they could not possibly have 
any effect on the profit column, and the chance for losses through 
isolation is so great that a man who cuts off his dues to his National 
Association as an economy measure is indeed short-sighted, because that 
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is the time the Association is needed most. We have all felt the effects 
of the depression. We have witnessed the outgrowth of practices which, 
if continued, will bring disaster. We have felt the desire to and must 
fight them if they are to be stamped out. As individuals, we cannot 
combat the rising tide of evils in our industry. We cannot and must 
not sit by supinely and see havoc wrought in the institutions we have 
worked so hard to build up. We cannot and must not desert each 
other in this, our time of greatest peril. Whether we admit or not, 
we know that the fabric of our entire industry is endangered. It must 
be protected—we must not submit to the dominance of those who 
know not what they do. Men of the industry, I entreat you to stand 
by the organization. Those of you who have withdrawn, come back. 
if there be those who are considering withdrawing, forget it. Come 
back to us—stay with us—and with us buckle on the armor of truth, 
right, fair practice and justice, and we will win the battle. It is 
not a one-man fight—it is every man’s fight, and not one of you is 
free from responsibility. If ever in our careers we needed a solid 
front in our industry, it is now. Do not take my word for it. You 
all know of Dr. Julius Klein, our Assistant Secretary of Commerce, also 
the Editor of The Nation's Business, a magazine that commands the 
respect of the entire business world, because of its sane opinions and 
sound advice. In a recent address at a meeting of the Associated Fur 
Coat and Fur Trimming Manufacturers, Dr. Klein told them that a 
slackening of trade association work would be the greatest mistake 
any business could make at this time, and that such a course would 
open industry to waste and malpractice outlasting the current business 
recession. 

We have seen the first proofs of this prophetic statement—the begin- 
ning of ruinous practices. The rest will follow, as a matter of course, 
if concerted, undivided, valiant efforts are not made to stop the evils. 

Men of the industry, again, and with all the sincerity with which I 
am possessed, I appeal to you to stand by the organization, make sac- 
rifices where necessary, but help us work, plan, fight and conquer the 
monsters that assail our industry. 

In conclusion, I wish to again thank the entire membership for their 
wholehearted support during the past year—a strenuous year, but a 
very pleasant one for me. Permit me to also express the hope that 
you will find this Convention one not only of pleasure but of much 
profit. Your Convention and program committees have worked hard 
to make it one of exceptional pleasure and to give you a business pro- 
gram both interesting and educational. The success of the Convention 
is entirely in your hands, and I urge you to participate in every phase 
of the program. I know you will not fail to attend all social func- 
tions, and I plead with you to attend all business sessions. 

Respectfully submitted, 
E. CLIFTON WILSON, 
President. 


Secretary and General Manager’s Report 


A Chinese ancestor of mine once told me that there is a very great 
saying in the language of Confucius that goes something like this: 
“There is no nourishment in the meals of yesteryear.’ 

Now, gentlemen, we have entered into a business conference devoted 
to the future of the business The only profit we can get from the 
past is through information, through the mistakes we have made and 
a capitalization of the past. In talking over this report with the Chair- 
man of the Convention Committee, I said to myself, “Just what do you 
want me to do?" and the Chairman said, “Devote 5% of your time 
to the past, 20% of your time to the present and 75% of your time to 
the future." So here goes. I am going to give you my report on the 
past year in less than five minutes. 

We have a busy business office at 525 Investment Building, Wash- 
ington. During the past year we have had over 300 visitors, mem- 
bers and others, interested in our trade. I have had something over 
150 personal interviews with people in the business on business prob- 
lems at the office. I covered all the regional meetings, 9 banquets, 14 
sales meetings, 21 commodity meetings, 38 conferences on commodities 
with key men in the trade, 1 general trade relations meeting, 7 sec- 
tional trade relations meetings, made 7 extra trips to New York, spent 
three weeks in Chicago at the Sidney-Morris litigation and attended 
the meeting of the United States Chamber of Commerce at Atlantic City, 
the International Chamber of Commerce at Washington, a meeting 
with the Department of Commerce on the Census of Distribution, 8 
meetings of the American Trade Association Executives and sat in on 
12 meetings of local associations. In addition to this, we had a gov- 
ernors’ meeting at Washington in February and a meeting of the Ex- 
ecutive Committee. 

I attended a meeting on the Unemployment Situation in Washington 
and I find that we are far ahead of the procession. We have been 
working on unemployment with salesmen since early in 1929 and, as 
“ result of a suggestion from this office, I believe that employment 
exchanges wil! be set up in all of the various trade associations. 

Some of the phases of our work have been: 

The Research done by this Association. You will recall that we have 
had two jobs done by Harvard and now we have done one ourselves 
and we hope to make this an annual affair. I will have more to say 
about this tomorrow morning when I submit the results. 

We are conducting Quarterly Business Surveys These have given 
us some idea on the trends of the business. 

We worked out, through research, a number of plans on Compensa- 
tion and over 350 of our retail members asked for these—actually 
sent in cards ordering copies of the Compensation Plan sent to them. 

We have just recently completed a small survey on the types of 
Advertising being done by the dealers and Mr. Wadsworth will speak 
on this later in the convention. 

The success of the work being done on Sales Education through the 


Stationers sales book is becoming more apparent and we now find many 
requests coming in for extra files and complete files and have had so 
many of these requests that we have finally arrived at a point where 
on a number of different months, we have completely exhausted our 
supply of extra copies of the Stationer. We find that the Stationer is 
being read and, time after time, we are asked to supply extra copies, 
ranging from five up to fifty, where some particular article has inter- 
ested one of our members and he finds a use for it. 

We have been maintaining now for a year a Credit Bureau. This 
is in no sense a duplication of credit work being done by any other 
organization. We simply supply to the Manufacturers, upon request, 
the typical experience of other Manufacturers with the account in ques- 
tion and this is being more and more widely used. 

The Information Bureau goes on as ever and we have had more in- 
quiries than ever before. We estimate that we have answered about 
a thousand questions this year. not only on commodities but on every 
conceivable phase of the business and we have been assisted materially 
in furnishing this information, not only to our members but to Gov- 
ernment Departments and business firms outside of the membership, 
by information given to us through contact with many of our active 
members. 

The Loose Leaf Division has been working continually on the prob- 
lems of the business and given a great deal of study to dealer distribu- 
tion and I am convinced that the manufacturers in that Division are 
doing their utmost to develop dealer distribution as fast as they can 
and I find them ready and willing to cooperate in every way they can 
with their dealers and distributors. 

No report would be complete without a reference to the Committee 
of 100 for Research. We organized this committee early in the year 
and on every problem that we have put up to the committee, we have 
had an almost universal response and I do not believe, in all the ex- 
perience that I have had with business and with trade associations, 
that I have ever known a committee to come through so completely 
as has this one. The percentage of answers on all questions sub- 
mitted to the committee is 92%. 

And now a word for a splendidly educational work that was car- 
ried on during the past year and that was the organization and the 
performance of the National Lecture Troupe. To go on and name 
all of the men who took part in this work would be a lengthy pro- 
ceeding. But picture, if you will, in a year of economic disturbance, 
a group of highly specialized Sales Managers and Salesmen traveling 
the country over from one regional meeting to the other. with Presi- 
dents of firms and General Sales Managers and Advertising Managers 
unpacking cases and acting as property men and delivering addresses 
and hopping from one place to another and doing a wonderful job. 
Gentlemen, I give you a picture of a business that cannot help but 
succeed when it is possessed of human material such as this. I want to 














pay a glowing tribute to the National Lecture Troupe I can see them 
now. late at nicht. on the railway platform, hustling to make sure that 
our big case should get on the train l have seen them digging out of 
their Pullmans early in the morning and getting in late at night I 
have seen them all getting together to set up the charts and to help 
one another in putting over the addresses and [ want to tell you that 
this lecture troupe is something that you should all be proud of It 
has attracted nationwide attention and other trade groups are hop 
ful of emulating us in this work 

We also had 37 cases during the year where we have collaborated 
with manufacturers interested in dealer distribution. These are manu 
facturers who were wondering whether there was any future for them 
in merchandising through the stationery store. 
continually as an information source by the Depart 
Stationery and Office Equipment 


We are used 


mont of Commerce in reference to 
problems 
Another 


supplying of copy and information to be 


phase of our work that is becoming more popular is the 
used as the subject of ad 


dreases before local service clubs, such as Kiwanis, Rotary, Lions, et 
und even for radio broadcasting 

In addition to this, your General Manager, has during the year 
written 17 articles for trade papers and don't forget that I have been 


in over 200 stationery stores and 50 factories during the year and have 
something like 3.000 people, and as close 
with several hundred retail 


shaken hands with, I think 
2 I can figure, I have talked personally 
salesmen 

Our Postage Bill for this year went up $3672.70: our Office Supplies 
bill went up S388.20: but we got out 70 bulletins totaling 200,000 


pages of mimeographed or printed matter 


We had 64 resignations 
We dropped—out of business or died 6 


We had 77 new members 

Our paid memberships were 110 less than last year 

Our total receipts went down $3,400 

Our total expense went down $1,069 

Our regional meeting expense went up $1,000 

1931, paid up and 69 de! 


We have 1.006 members October 1 nguents 


but still a total of 1,075 in good standing and we have $3,882 cash 


in the bank October 1, 1931 

This gives you about as quick a picture on the condition of the 
Association as I can give it to you 

Now for the 20 on the present and I am not going to use all of 
that As I survey the present condition of American business, and 


certainly our business is a true reflection of American business in gen 
eral, the two largest liabilities that we have to face at the present 
capitalization of the pes 


business pessimism and political 


mark you, I do not make this statement 


time are 
simistic state of mind; and 
as one who has any political axe to grind but because I am located in 


s city which seems to me to contain within itself the largest number 
of unprofitably employed minds of any city in the world. What do I 
moan by that I mean that I believe there are brains enough in 


American business and brains enough divided amongst the servants of 
the people to handle, in a cooperative way. the present situation, but 
I am also obliged to state that it is my profound belief that the thing 
that has been uppermost in the minds of our political business savers 
is not the rescue of American business from economic disturbance, but 
the capitalization of this disturbance as an aid to employment or un 


employment of politicians The biggest difficulty confronting us is the 


fact that there are too many people who are afraid that the other 
fellow will get the credit for pulling us out of the condition in which 
the business of the world finds itself. In this time of disturbed busi 


ness, it is hard for me to forget that in our business alone, this in 
dustry was subjected to an investigation by a government department 
that lasted for several years and culminated in private litigation, none 
of which was justified The Government Department finally gave us 
» clean bill of health and the private litigation was decided in our 
favor by a jury but that does not alter the fact that during the years 
that that litication was coing on and that investigation was going on 
» distinct injury was inflicted upon our business and upon the people 


engaged in that business 
As I listen to some rattle-brained jackass in Congress talk about 
the taxing of the rich, I begin to look around to find out who are the 


rich and I find that to be labeled “rich nowadays only requires that a 


man shall have a moderate success in business or shall have some 


Tv 
thing to show for his years of labor and one of the cures proposed 


by a pub tv seeking centlem in is that all who have anything shall be 
taxed to permit government appropriations and panaceas for an eco 
nomic disturbance In other words, tax the rich—tax everybody who 
has anything in order that some Congressman or some group of Con 
gresasmen may not be faced with the unemployment situation Amer 

in people have only themselves to blame for this condition If a 


business man was as ireful in se'‘ecting those who are to represent 


him in the halls of government as he is in selecting a salesman and 
then if he demanded any sort of a comparable return from his publi 


servant to what he expects from a salesman, this country would not 


know what depression was 

And so I speak of the present The present will be the present until 
such time as the voice of the people is heard, until such time as the 
people recain enough confidence in those who are handling the affairs 


of their covernment, that hoarded savings may be withdrawn and put 
to work Until that time. the present is coing to be the present and 
Think of it! In seven 


mount of money in circulation went up 


feeling will remain epidemi« 


the depressed 


weeks period this year the 


$400.000.000 indicating that people who have money. and God knows 
there are a myriad that have ire salting it away and taking it out of 
circulation So I say that the present is the present and now I go 


to the future 
What can this business expect 
the future the 


splendidly lon 


from the future’ If it gets from 


same sort of unselfish service that has been accorded 


the past. then indeed its 


visioned men ir 





OFFICE APPLIANCES 


The most entrancing opportunity that I have in this work of mine 
is to see men in action and to watch the workings of the human 


mind He who believes that romance is a thing of the past overlooks 
the fact that there is a great romance in business today. 

Consider, if you will, for a minute Clif Wilson He left his busi 
ness this year and traveled to the far corners of the United States 
and Canada. What did he expect to find Fame No, Clif doesn't 
give a cuss for that Profit No, he sacrificed much chance for that 
by giving his time and best effort to the affairs of the trade as a whole 
Publicity No, Clif doesn't give a cuss for that Because he liked to 
make speeches? No, Clif would rather do anything else in the world 
that make speeches What was it for The answer is that Clif is a 
practical business dreamer He pulled his anchor and sailed away to 


other men did their 
them in his modest manner and listened gladly 


see how jobs He carried his message to 
while they gave him 
of their store of knowledge He practiced vigorous, productive, busi 
ness cooperation He knew that cooperation takes two to make it 
operate and above all he achieved a life's dream in giving to a craft 
in which he has made a living and something over for a number of 
years, a contribution of leadership and constructive craftsmanship that 
mided to the similar contributions of other worthy men who have had 
the call, is the type of building that makes a trade worthwhile and 
able to withstand the attacks of time and bad merchandising. 

Charlie Mathes, our First Vice-President, took on the most thank 
less kind of a job He was delegated to raise the funds to pay the 
cost of an unjustified litigation No effort was too great for him and 
his committee Valuable time, he Valuable thought, he 
gave that I could go on 
Netzhammer with his wonderful contribution as Chairman 
constructive work 


daily 


gave that 


Conrad 
of our Regional Program committee A splendidly 
ind a work that produced results wherever it was applied. 

Ed Ward applying himself to Trade Relations and to the develop 
ment of ways and means whereby this trade may study as it will at 
this convention the things that are holding the trade back from making 
1 greater contribution to the community and to the nation. 

Phil Webster busy as a bee trying to keep his business going and yet 
always ready to do anything that he might and cooperating in every 
way possible for the general good of the business 

Art Walker and Charley Marshall good men and true, backing up 
the administration in its every action and our fine group of Governors 
and Retail Directors, our Committees and all for the good of an in- 
tangible thing, a Craft Certainly it is men of that type who are the 
hope of the business world for without them business would soon be 
come a mere iaterchange of commodities and the world would grad 
ually go back to a state of things that would make this depression look 
like a picnic in Cleopatra’s palace 

It's men who make any progress movement and we have men, God 
bless them, who are men. 

And finally, what of the future? 

I'd like to talk for a minute or two about the relationship of the 
future with the business office of this Association It is no more pos 
s‘ble for your Manager to please everyone than it is for you to please 
il your customers Each man who has a hobby, thinks that is the 
most important thing that confronts the trade at the present time. The 


individual dealer who has a bad merchandising situation to contend 
with, naturally thinks that that is the worst merchandising situation 
that could possibly be conceived The section of the country con 


fronted with an unusual or an uneconomic condition, of course, feels 
that the condition that they are up against is the worst in the whole 
country and so it may be at times that individuals may feel that per 
haps we do not take their troubles seriously enough The slogan of 
our office is this—there is no use in duplicating the worries of the 
members in the office of the Association Therefore, we try to get a 
calm viewpoint and to do as many things as possible that will help 
the most people There is one thing that I thoroughly believe in and 
that is that the interest of the trade is of greater importance than the 
ndividual interest of any particular member: that the old fashioned idea 
of give and take applies just as well and is one of the few things 
that applies just as well in the modern merchandising methods as it 
did fifty years ago 

I am also of the belief that results are more important than how we 
shall proceed to get results If we are marching shoulder to shoulder 
with an honest purpose and a clean merchandising ideal, the method 
isn't so important but the result is tremendously important Who hap 
pens to do this or that, who should get the credit, who should be the 
Moses of the industry. who should officiate at a meeting, what group 
should take the initiative All of these things are details They are 
gentlemen, is to build up a 
inasmuch as 


unimportant The real important thing 
realization in this business that every man on the ship 
he must sink if the ship sinks, so too is he entitled to his place in 
the snug harbor when the ship comes into the port known as Sensible 
Business Methods 

4 speaker in Philadelphia one evening recently said that American 
business was inoculated with an insane idea to so serve the buying 


public that all profit was being squeezed out of the business Gentle 


men. there are two things that do not go together—trising overhead 
und depreciating prices do not belong in the same bed If we are to 
“oO on and improve our service to the public, to educate our men, to 


compensate those in the business in the way that they feel they should 
be compensated, then along with that must come a united effort on 
the part of everyone who profits, to see that the buying public pays a 
decent price for all of these things and for this service. You can't 
The public reacts to the education it receives You 
some time ago, a 
conference in 


blame the public. 
und I are the public I 
gentleman got up right 

reference to the need for more profitable viewpoint on the part of 
und he went on to illustrate the methods used by certain 
waited until a certain 


remember at a meeting 
ifter there had been a strong 


those present 
merchants in his town and he told of how he 
time each year to buy a hat because he could buy a $10.00 hat then 
for about $4.00 or something like that und, there, gentlemen, you 


have one of the basic troubles in American business and with Ameri 
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ean business men, and until we have achieved a viewpoint that permits a united and cooperative striving toward that ideal on the part of a 
: , profit, not only for everyone in our industry, but until we ourselves group of men who perhaps can see a little further along the road to 
ad are willing to pay a profit to other merchants who supply us with the future than some of their contemporaries; fourth, the policy of 
the necessities of life and clothing and the things that we buy—until give and take, to sacrifice for the common good; fifth, the romantic 
that time comes, until there is a national cooperative viewpoint with a and soul-stirring effort of the men in the business who are willing to 
7 realization that no one part of the business body can remain healthy give so much of themselves in order that even he who sees not the 
t while others are not getting sufficient nourishment, until that time, we light may be brought into brighter days; sixth, the determination to 
t are not going to have clear headed, clear thinking, far-seeing, healthy push on, to accept the set back with equanimity and then to push on 
business again with head up and an absolute determination that come what 
ad Gentlemen, we are in a selling job and this Association is trying its may, the ideal must be reached, or, at least, the distance between now 
. best to sell this business to the people who are in it It is trying and the achievement of that ideal be cut down materially each day and 
. its best to display to those who are within the business, the opportuni- each week and each year; and finally, the great fundamental principles 
. ties that lie within the business It is trying its best to sell the de that have actuated and made possible world progress,—courage, faith, 
S sirability of the business to those who should be in the business It vision, work, determination and, above all, Courage—staunch, far see- 
is trying hard to paint a real picture of the success possibilities that ing. ever present courage. 
t are present now in the commodity merchandising that we do We are Give me a small group of men equipped with these fundamentals and 
t not doing things in the manner of the fellow who stuck his head in the I will show you a business or a social movement or any type of effort 
f door of a Philadelphia store the other day and said You don’t want that is going to succeed and gentlemen, that is the function that I be- 
st uny ribbon today,”’ to the florist and the florist said, “No, of course lieve is most important in this Association, the building and gradual 
d I don't Whereupon the salesman said, “Well, that's the trouble strengthening of such a group of men; and our faith in the future can 
d That's what everybody says Now we are not trying to sell this be builded upon the fact that we have such a group and that the 
business in the negative and to the cynic who scoffs at the message that work of those gentlemen all down through the years has resulted in a 
we are trying to put over, I will ask this question What great work national cohesion and a national viewpoint and a national effort that 
r in business or social life was ever accomplished that did not have for cannot fail to succeed and to reflect credit upon those who started it 
d its background: first, an ideal; second, a thorough realization on the Thank you. 
= part of all interested in the ideal as to what the ideal might be; third, CHARLES P. GARVIN. 
n 
iN 
* 
; Report of Necrology Committee 
st 
5 Mr. President, Ladies and Gentlemen of the Convention Joseph Kaye Gill, Founder J. K. Gill Co., Portland Ore., died October 
It is most fitting that we pause in our deliberations to pay solemn 1, 1931. 
t tribute to the memory of comrades who have walked the way with us Robert D. Patterson, Past President of the National Stationers’ As- 
y and now are seen no more New names have been added since the last sociation, and Director of Purchases of the L. E. Waterman Co., died 
Convention to the roll of those who have fought life's battles and November 6, 1930, at St. Louis, Mo 
p played life's games and entered at last upon “the great adventure.” A S. J. Thalheimer, of Meyer & Thalheimer, Baltimore, Md., died 
-) most sincere respect is due their memory ; : November 4. 1930. 
: A friend has been called the masterpiece of Nature. No thing of Sidney Butterfield, President of Smith & Butterfield, Evansville, Ind., 
1e grandeur and no thing of beauty can take the place of that quiet e ‘ 
B influence, that almost unfelt inspiration, that silent urge toward up Gist Somemer 5, BSUS. 
F : T. A. Brown, President of Brown Bros., Ltd., Toronto, Ontario, 
1 ward striving that comes through the association of comrades, march 
ik ing, marching, marching. Sorry the trade or profession that lacks Canada, died October 1930. 
the spirit of friendship as a moving force in its efforts. Sorry the Frank O'Donnell, President of the Stephen Greene Co., Philadelphia, 
ul trade or profession that senses no loss when marching comrades fall Pa., died October 17, 1930. 
out of line Frank Koch, Secretary-Treasurer of Koch Bros., Des Moines, Iowa, 
A moment of tribute fulfills in part a solemn obligation and it died February 22, 1931. 
ue fixes our eyes on facts that escape us in the rush and the tumult of J. L. Wyckoff, President of White & Wyckoff Mfg. Co., Holyoke, Mass., 
8 living Through our tribute we shall sense reality shining through a died March 19, 1931. 
t mystery. The reality will unveil a finer business purpose, will inspire Milo Schuitema, President and General Manager of Tisch-Hine Co., 
1e + truer sense of friendship and a keener appreciation of the friends Grand Rapids, Mich., died April 17, 1931. 
ve we yet can see. It will illuminate the meaning of association, Charles Pursell, Secretary-Treasurer of Palfrey-Rodd-Pursell, Ltd., 
vd The finest tribute we can pay to those whose memory we seek to New Orleans, died March 16, 1931. 
mn honor will not be paid in words, but by the surer step, the firmer E. Z. Blagg. Vice-President of the Globe-Wernicke Co., Cincinnati. 
n purpose and the broader human understanding of the column of com- Ohio, died March 4, 1931. 
“ : ules as “ goes marching on. William Siegert, former Secretary of Stationers’ Association of New 
“ Your Commies presents the names of those Association members York, died July 14, 1931. 
of a Feces orang mt : = ast ae in Charles F. Backus, Chairman of the Board of Richmond & Backus, 
ne am wie — ha meagre ag co wa pera gy Detroit, Mich., died July 30, 1931. 
. ice sa. 20808. a ith Joseph Dixon Crucible Co., died Louis E. Muran, Boston, Mass., died July, 1931. 
Ip William F Milburn Southern Manager Addressograph Co Atlanta Cc. Hareld Smith, President of Binney & Smith Co., New York, died 
nd Ga.. died March 20. 1931 a ee - i ict August 31, 1931. 
he Hesgee : oe Thomas L. Jaques, President of Jaques & Co., New York, died August 
Pa - yt gy a representative International Printing Ink Corp.. 14. 1931. 
5° Clay Poulhnar, twenty years with the Marshall & Bruce Co., Nash . Frank Carr, District Sales Manager of the Victor Safe & Equipment 
it ville, Tenn.. died August 5. 1931. Co., Marietta, Ohio, died August 21, 1931. 
James Durel, Salesman for twenty-four years with the Palfrey-Rodd Thomas N. Woolman, Philadelphia, Pa. 
ne Pursell Co., New Orleans, died September 5. 1931. , Ernest Lowerre, Thompson, Smith & Co., New York City. 
Od John Henry Shaw Chairman of the Board, Shaw & Borden Co., (Signed) August Hunn, B. J. Bristoll, Frank Fargo 
= Spokane, Wash., died September 6, 1931 (Signed) Wm. H. Greenleaf, Chairman. 
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Treasurer’s and Auditor’s Report 


For Year Ending September 30, 1931 
Balance in hands of Treasurer Oct. 1. 1930 & 5.2748.55 
Office Cash 349.05 
Total $ 5,597.60 
Total Receipts for Period 37,842.29 
Total $3,430.89 
Total Disbursements for Period 39,557.10 $3,882.79 
Balance in hands of Treasurer September «0 
1931 $ 3,463.66 
Office Cash £19.13 
Total Balanc , 


Mr ‘ 
Nat 
Wash 


Dear 


We 


of the 


Lol 


$3,882.79 


Auditor’s Report 


WAYNE KENDRICK 
Certified Public Accountant 
Rust Building 


Washington, D. C 


October 12. 1931 

harles P. Garvin, General Manager 

: Stationers Assocation 

ngton, D. C 
Sir 

have sudited the records of the rreasurer ind General Manager 
Nat i] Stationers Association for the year ended September 30 
md submit herewith the following exhibits and schedules, which 


we certify to correctly show the 


1951 


date, subject to 


financial position of the Association 


1s at September 30 ind the result of its operations for the year 


ended on the same the comments herewith 


( rents 

The record of collections of members’ dues was tested by detailed 
comparison with official membership roll of the Association for the 
states of Massachusetts and Minnesota as listed in the 1929-30 edition 
of Who's Who in the Stationery and Office Equipment World and 
found to be properly recorded No attempt was made to set up un 


paid or delinquent due in this accounting 


All disbursements from the General F » supported by vouchers 


properly signed by the General 


Manager and the Treasurer The dis 
bursements from the Office Fund were supported by vouchers and 
properly endorsed cancelled checks 

All bank accounts were reconciled with statements furnished by the 
banks and were found to be orrect as shown in Exhibit “A 

Check No. 172, dated July 17, 1931, drawn in favor of Mr. William 
Mason. Jr.. was not endorsed by him although it did bear the endorse- 
ment of his firm 

During this year all expenses of whatever nature pertaining to the 
Regional Divisions were charged to this acco t Arrangements have 
been made to have the chart of accounts changed the future so that 
hereafter + more detailed sccounting of these expenditures may be 


shown 


Respectfully s / 
WAYNE KENDRICK. 
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CONVENTION ADDRESSES 


Is Your Store Arranged for Selling 
By J. S. Sprott 


Mr. Chairman, Ladies and Gentlemen Of the many problems the 
retailer has today, in the solution of those problems store arrangement 
undoubtedly plays a very important part 1 listened to a man address 
ing a group of retailers the other night He requested them all to raise 
After they had their hands up Right and 
I am not going through the spelling 


their right hand he said, 
he started off by spelling the word 
of the word, Dut shall only reach that letter which is a great factor, or 
at least it should be, in your store arrangement He said *“R—Retailer. 
I Individuality If your store arrangement has that characteristic 
which will make it outstanding, not only in our trade, but among all 
the retail stores in your city, you have gone a long distance towards 
success. If I were a merchant, and I felt | was lacking in individuality 
of such a character that it could be applied to my stcure arrangement, 
somebody I could induce to become a part 
lacking in indi 


I would endeavor to locate 
of my organization, so that the store would not be 
viduality. 

At all times, and particularly today, the vital thing in the plans of 
the retailer is proper merchandising, and it is impossible to do a real 
job of distribution without proper store arrangement and the store 
arrangement should start with the store front 

You are handicapped immediately if the store front does not build 
up prestige for your organization and is not of such a nature that it 
will identify you to the passerby in the field in which you work and 
the effect of the front is determined to a very great degree by the 
windows. 

Through experiment it has been found that it is possible to increase 
the number of people passing your window through proper lighting. 
On one street where an experiment was made, on one side, the traffic 
amounted to 35 of the total traffic on the street Merchants on that 
side of the street got together, improved the lighting of their windows 
and were able to increase the traffic on their side of the street to 55%. 

After the windows have been properly lighted, very often the mis- 
take is made of making a so-called catalog window, that is, the 
window in which merchandise is displayed without sales appeal which 
can be created through prices shown and talking signs, and when I say 
talking signs, I do not mean signs in motion nor any mechanical sign, 
but rather a card with a message on it which not only draws attention, 
but creates interest and the desire for that merchandise 

There are some things that are rather simple and yet which are a 
factor in the impression created in the individuals who come into your 
store It would seem that it would be automatic almost, to have an 
entrance that is not only attractive but easily accessible, and yet occa 
sionally you find a store where this is not the case and it is not rare 
to find a store where it is rathor difficult or at least inconvenient to 
operate the door. Such small things as this react unfavorably and none 
of the details that cause reaction should be overlooked 

We are now inside the store, and the arrangement there should be on 
a scientific basis. The fixtures should be of such a nature as to enable 
you to produce a certain amount of sales per square foot per week. In 
some stores it has been established at a figure of $2.00 per foot per 


week 

Modern merchandising has established the necessity of having the 
items which you sell attractively displayed and arranged for the in 
spection of the store buyers In many cases, showcases as we have 


thought of them in the past, have been entirely eliminated The wall 
cases have been built with the ledge which extends from the front 
to the wall so that this ledge can be used as a display surface. This 
practice is followed where rent is extremely high and limited quarters 
only are available. 

The center of the store is equipped with island display cases, stands 
and similar devices which insure visability and enable the merchant 
to display his merchandise in an attractive manner. Too little thought 
has been given to the display of the merchandise on these island cases, 
or display tables Related merchandise should be shown on one table, 
as an example— 

Those materials which are used in putting records on paper should 
be displayed on one table or island stand This merchandise, if it is 
on the stand in the center of the store, should be arranged so that the 
merchandise in the center of the table is on a higher level than at the 
edge of the table If the display stand is in front of wall cases, the 
merchandise should be sloped from the customer's side to the rear. 
The merchandise should have price tags easily read and, in addition 
to this, the stand should have talking signs such as I have referred 
to in connection with your windows. 

These talking signs that I have mentioned can create an interest and 
They should express your individuality. Every 
merchant wants to be “right I attended a meeting the other night 
where the president of the association said that right was a very valu- 
able word for the merchant He asked all those attending the meeting 
to hold up their right hand, then he said “right.” 

R’ Stands for Retailer 

I’ Stands for Individuality. 
G” Stands for Goods 

“H”" Stands for Health. 

“T’ Stands for Trust. 

It might be hard to pick out which one of these five letters are the 
most Outstanding in the success of the merchant, but he said that every 
man in the room would agree that individuality was one of the out- 
standing ones and the thing that every merchant 
most lax if he did not make the most of it. 


a prestige for the store 


possessed, and was 


The convenience of the store from the customers’ standpoint should 
determine the placing of the fixtures. The arrangement must be such 
as to not only insure easy access on the part of the customer to the 
material which you distribute, but also to be such as to lead him to 
investigate other articles that you market that were not in his mind 
when he entered your store. It has been said time after time that the 
store should be made a home for the business man, This is true, and 
some of the things that make our homes attractive to us must be 
incorporated in the arrangement and the functioning of the store; 
proper lighting features, neatness, cleanliness, are all vital factors in 
creating this feeling on the part of the customer that insures his re- 
turning to your store, in fact, in having pleasure in visiting your 
store 

The housewife in many respects, is a good model for the retail mer- 
chant. She plans her work through the week and that plan is based 
upon the comfort of the members of the family and upon the appeal 
which a properly arranged home has. As retail merchants we can make 
no mistake in careful planning all of the work required to conduct a 
successful business. This is particularly true in connection with sales 
and to the display of merchandise, More thought should be given to 
sales planning, advantage should be taken of national movements such 
as Fire Prevention week, Electric week, and like occasions where an 
immense amount of money is spent in a national way covering these 
various things. You can build your sales and your displays during 
these weeks so that you can profit from this national advertising. 

Some of the merchandise which you have in your store is season- 
able and in making the most of the possible sales of this character, 
everything should be taken into consideration from every standpoint 
and you will find that if you watch current events you will be able 
to devise plans which will insure the use of your individuality and aid 
you in building up the reputation with the public that will identify 
your store with any requirement which they may have that can be 
taken care of with the merchandise in your store. 

As in the home, so it is true in the store, life, motion and color are 
desirable features and your window and your store should have these 
characteristics. However, in building up your fixtures, keep in mind 
that while art creates attention it does not create sales. In other 
words, you could fix up a store that would be wonderfully attractive 
from an artistic standpoint, but would be of no value to you in in- 
creasing your sales The big point is to dramatize your merchandise 
and this can be done with your fixtures by using duo-tone colors say 
in your wall cases, have the front of your shelves and the supporting 
members of a color that will in reality place the merchandise on that 
shelf in a frame. You will find that this will increase the attractive- 
ness of your display, in fact, this color treatment acts to the mer- 
chandise the same way that a frame acts on a picture. 

Some stores remind us of the experience the fellow had who married 
a twin sister. One of the fellows asked him how he told them apart 
after the sister had come to live with them. He said he didn't, it 
was up to the girls to take care of themselves, and occasionally I 
visit a store where it seems to me that the storekeeper has the idea 
toward his business that the newlywed had toward the twin sister, it 
was up to the store to take of itself. 

In commenting upon the merchandise displayed on table tops or 
stands, there is one factor I did not mention that should always be 
given consideration and that is that merchandise of the same quality 
should be segregated. A dollar pen should not be next to an $8.00 
pen—or should a $45.00 desk be placed adjacent to a $150.00 desk, 
and keep in mind in arranging the display of merchandise and also 
placing the fixtures, that the big thing is to have the arrangement so 
that it attracts attention. It is said a woman is as old as she looks, 
and a man is old when he quits looking. You are doing business with 
men in the majority of cases and it is natural that you should have 
your arrangement and display so as to make it easy to do this. 

Your Committee on Store Arrangement has been supplying the mem- 
bers of your Association with articles which have many valuable points 
in them, and I hope that you will continue sending these articles. 

In discussing a subject such as this, it is necessary to deal with 
fundamentals in order to complete the picture and we should guard 
against lack of interest because it is necessary to discuss certain 
things that are so apparent to us and yet must be discussed, as I 
said before, to complete the picture. 

I have been asked before I close by the Committee to advise you 
that they are most anxious to co-operate with you in every way pos- 
sible, they will be very glad to offer suggestions if you will furnish 
floor-plans and advise them what you have in mind, and they feel that 
this program covered by the articles should be continued. 

The committee on this subject asked me to say they have been try- 
ing to bring to you during the past year messages that wouki be helpful 
to you in your store arrangement, through the medium of the Na- 
tional Stationer. They are going to continue to do that, and as they 
get more away from the fundamentals I think you will probably find 
those articles more interesting, although not more important. They 
have also suggested, and this may be a little out of order, but I am 
following instructions, that this subject is of such importance it might 
be well worth while for the program committee at the next Convention 
to arrange at least a half day, perhaps a day, for this subject, so that 
they might bring to you those things that will be of value to you in 
your work as a retail merchant. I thank you. (Applause.) 











Why Do We Research in the Stationery Business? 


By W. 


Mr. President, and Ladies and Gentlemen of the Convention I re 
ceived Charley Garvin's letter some thirty days ago asking me if I 
would consent to take this place on the program I tried to decide in 
my own mind why he made that selection I finally concluded that it 


was because | was one of the two men who have been more interested 
perhaps in research work and have had more to do with research work 
than any of the other men in the Association, and since he couldn't 
get Fred Seymour to come down here, who initiated this research work 
he selected me to take his place Another thing that struck me was 
Charley's subject, why do we research in the stationery industry and 
the question came in my mind, really, why do we do it Ordinarily 
when we think of research, we think of going out into the ruins of some 
decayed city and digging up skeletons I dont know whether any of 
us like to dig up skeletons in our business or not Some of us don't 
like to because we don't like to see the results of the examination, but 
perhaps it would be well occasionally to dig up some of the business 
skeletons and make an examination to find out what was the cause of 


their death originally This question came to me, there must be an 
other definition of this word “research” as it applies to the stationery 
industry So I think it would be well for us to get clearly in mind 
just what we mean by research as applied to the stationery indus 
try To research is to search for something with care and diligence 
but there is another definition of the word that more nearly fits our 
specific case—namely, a careful or critical examination in seeking facts 
or principles The results, I believe, should be the establishment of 
principles based on the facts obtained through research In no other 


way can we establish sound principles for the successful conduct of our 
business 

Success in business today cannot be predicated upon any hit-or-miss 
plan of conduct No longer can business be conducted on “hunches 
In this complex age a business man must steer his business by a sta 
tistical chart, and he must be a skilled navigator to keep his business 
ship on a safe and profitable course The first step in the right di 
rection is to make a careful examination of your own experience, de 
veloping therefrom those facts that have meant success to your busi 
ness or have been responsible for your failure to make the progress 
you should From these you are enabled to establish definite principles 
for the future, and more accurately chart the course of your business 

yet, no matter how successful has been your operation there lurks 
that uncertainty without the experience of others 

There are doubtless stationers who do not believe they can profit 
from the experience and methods of others: they claim their business 
is different I challenge those stationers to make a careful study of 
our 19°28 Research Report, wherein the results are so classified as to en 
able the student of his business to make a comparison of his figures 
with others according to the fundamental factors affecting economy of 
operation from either external conditions or internal management 
There are perhaps those whose measure of success has been such as to 
eause them to feel there is little to be learned from the other fel 
low To those I would only say that self-satisfaction is a sure road to 
business stagnation There is much value to be gained from a study 
of the basic principles of successful business conduct established in 
other lines of industry. but tremendously more is to be gained from a 
comparison of your own experience with that of others in the same 
line of endeavor, or the average of your industry 

During recent years there has developed what has come to be known 
2 the new competition Originally it was defined as the competition 
between competing products, but I think we could now add the com 
petition of the manufacturer, wholesaler and retailer competing with 
each other within the same industry Another, more ruthless and 
vicious the competition of the ignorant and uninformed so-called re 
tailer And may I say here in passing, that competition, particularly 
of this sort, does not always work to the advantage of the consumer 
It frequentiy works destructively, to ruin competitors or runs to sharp 
practice at the expense of the consumer Price cutting may lead to 
prices which are the lowest that the competing concerns can give, and 


leill Stewart 


yet these prices might be much higher than those on which a well or- 
ganized industry could afford to operate 

To meet these conditions the successful stationer must plan the course 
of his business to the minutest detail He must set his sales quota 
based upon general business statistics in relation to his own He must 
budget his expenses on a basis that will leave a profit if the sales quota 
is attained He must strive to attain the sales quota and determine to 
keep his expenses within the confines of the expense budget 

To be successful the stationer must know his cost of operation, not 
only what the average was last year, but at all times just what it is 
costing to do business. This expense total must be adequately broken 
down, that leaks may be more readily detected This fact has been 
proven conclusively by the results of the two surveys made by the 
Harvard Bureau of the operating expenses of the retail stationery busi 
ness In this connection, may I quote from the 1926 report 

Among the stationery and office outfitting firms reporting to the 
Bureau in 19°6, there were a number whose reports seemed to re 
flect management policies and methods in advance of the general level 
of the trade So far as the Bureau was able to ascertain, the results 
shown by these firms were not attributable to any especially favorable 
circumstances, or to any novel or unique methods of doing business 
The success of these firms in general arose from their ability to econo 
mize in their expenses 

Again, I do not think there is one of us who will not agree that the 
cost of doing business in our business is too high and is directly re 
sponsible for our failure to show a satisfactory net return I do not be 
lieve this condition can be corrected until we have satisfied our ap- 
parently insatiable desire for volume regardless of price and concentrate 
upon obtaining a profitable volume through a sane merchandising policy 
with economy in operation through expense control 

Successful operation demands constant attention to stock-turn Espe 
cially has this been true during the past twenty-four months, during 
which time losses have been cutting into reserves, and declining sales 
volume has been slowing up stock-turn, resulting in shortage of liquid 


capital Lack of capital accounted for 31.6 per cent of the business 
failures in 1930, and I think this matter of stock turn has a very 
definite bearing upon this fact There are thousands of good dollars 
aging on the shelves of our stores that should be available to discount 
our bills A successful stationer must speed up his stock-turn with an 
adequate system of stock control, to regulate the flow of merchandise 
through his store We all know this fact We know that increased 


stock-turn generally results in lower total expenses and a higher ratio 
of net profits, yet we do not seem to have profited from this knowl 
edge, as the rate of stock-turn showed no increase in the stationery 
business during the period from 1926 to 1928, and we can hardly ex- 
pect any increase having taken place during the past two years 
Summing up, the successful stationer must budget his business— 
sales based on pre-determined quotas, purchases carefully planned in 
accord with sales expectation—expense budget to show expected profit 
and a financial set-up to meet his obligations If the merchant is 
able to do these things he has taken care of all the personal elements 


calculated to bring on failure, and his chances for success are im- 
measurably increased 

Now why do we research in the stationery business‘ To ascertain 
the facts of successful business operation, and to establish sound prin- 
ciples of business conduct To develop the personne! in business, that 
our stationers may be more prosperous The personal element has 


always been considered one of the important factors making for success 
in most human undertakings, business or otherwise, and in the last 
analysis the responsibility for success or failure rests upon the in- 
dividual Bradstreet tells us that Incompetence” is one of the pre- 
dominating causes for failure in business Probably not in the station 
ery business, but at least it indicates to us that knowledge is essential. 
Through research we hope to establish definite standards that will guide 
us in the operation of our business along safe and profitable lines. 


Bringing Back Equipment Business 
By L. E. Hooker 


I had nothing to do with the picking of this subject, and I don't 
believe that those who picked the subject realized what a package they 
were handing me, or they must have thought that I must have super 
human powers, for the subject of bringing back the equipment business 
would mean that I would have to stop this depression and bring back 
prosperity ind I am quite sure that I cannot do that If I had that 
formula, | would probably be using it on my own business 

I do not suppose any subject since the beginning of time has been 
discussed and dissected and x-rayed more than this present depression 


ind the opinions that have come from those discussions are about as 
near Biblical Babel as we have any record of But in discussing this 
question of the equipment business it would be foolish to approach it 
in any other way than by first scrutinizing our market I question 
whether we would have had in this country the depression that we 
have had lately if more people had known their market It is a sub 


ject that could be discussed for several hours, and enlightenment could 
come out of everything that you did discuss regarding it There are 
too many sales managers today who are shooting at targets without a 


bull s-eye That is, they are striving for sales without any idea of 
their market And in order to bring this market to you, I am going 


to use some charts which were prepared for the regional meetings. 
Some of you no doubt have seen some of these charts. I am going to 
take it up very briefly 

The matter of supplying offices in the United States is a billion 
dollar industry. and by a billion dollar industry I mean a billion 
dollars I have said many times that one couldn't judge a billion 
dollars unless he had some way of a comparison I remember, at 
Lincoln, Mr. Larks told me that when he had the programs printed the 
printer insisted on putting a million in instead of a billion. When I 
say to you that if a dollar were spent every day since the birth of 
Christ it wouldn't amount to a billion dollars, and I am talking about 
a thousand times a million, so that gives you some idea of the in- 
dustry of which you are a partner 

Now. we will break that industry down, and when we break it down 
we notice that about forty-five to fifty million dollars is miscellaneous 
office machines, some of them that you sell, office equipment. Cash 
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registers, which you do not in most cases, run up to fifty-five million, 
almost to sixty million Pens and pencils run up to over sixty mil- 
lion: adding and calculating machines sixty-five million: miscellaneous 
runs up to seventy million; typewriters and supplies, eighty-one million: 
stationery not specified elsewhere runs up to about eighty-five million: 
ninety-one million; and office furniture runs up to 
one hundred million Those are 1929 figures, and they are not worth 
a continental today. But this gives you an idea of your market as it 
was, and we know in our industry about how far that market is today. 
So you can correct these figures if you will, cut them in half, or take 
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off seventy-five per cent, but you have got a market big enough in 
present conditions to attract your attention. 

Now then, in passing on to where we get the figures for this market, 
I want to briefly mention that in 1910 we had 1,737,000 office em- 
ployees. In 1920 this army had grown to over 3,000,000, and in 1930 
it had grown, as near as we could figure, to about 5,000,000 or 
5.500.000, and probably there are at the present time about 4,000,000 
or 4.500.000 people employed in offices. Now, you notice how this has 
increased from year to year, and all of those people had to have equip- 
ment, and so for the last ten or twelve years to two decades at least, 
we have had a growing market, one which did not require the selling 
ability. the merchandising ability, that we have got to use in the present 
market. You can't do business in this market as you did business 
through those years in which business was growing every day, and 
don't take too much of the credit of the increase of business that you 
had in those days to your own ability. Right now and through the 
next year your ability as a merchandiser is going to be tested, and you 
have got to forget what has gone before. 

But we still have this condition, and it is in this condition, as far as 
furniture equipment is concerned, that we will have to get our business 
in the next few months We find there is a tremendous replacement 
market, a replacement market that hasn't hardly been scratched. In 
the adding machine business, in the typewriter business, in other equip- 
ment lines which are sold by the manufacturer through direct outlets, 
while salesmanship and merchandising have been outlined 
which are unsurpassed, we find a different condition. You independent 
dealers in the stationery business have got to be careful that you do 
not get in the same position as the grocer, if you don't wake up to the 
possibilities of your market In the adding machine business, machines 
are traded out every five to seven years. In the typewriter business, 
from three to five years. And we find in the matter of furniture, 54% 
of the tables in use in the United States in offices are ten years old or 
older, the most of them; some of them run as high as 40 years old. 
I was in a courthouse Friday where I saw a table that was being used, 
rickety, scratched and in terrible condition, 40 years old. Somebody 
to have traded it out. A tremendous replace- 
ment again we find in book cases. Sixty percent of them are over ten 
years old Fifty-one percent of chairs are over ten years old. A chair 
ten years old should be traded out Why, you find offices in which 
there are stools today—stools! Why, they don't even use stools for 
milking in this day and age; they use machines. And still our sales 
A stool in an office should be a 
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should have gotten busy 


men, blind, say there is no business. 
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red flag to the salesman that goes in there, and he should be attempting 
to put in some modern equipment that will give that office efficiency. 

Now then, we find that desks are, 56 percent of them, ten years 
old or over. Now, I am not telling you that a desk ten years or older 
is obsolete, but I am telling you this, that most of those are older than 
ten years, from ten to fifteen yoars, and they should have been traded 
out in that period. 

Now then, there are certain trends in business, and one of those 
trends is to finer offices, and I want to say to you that this question 
of trend is not all bunk. Today there are several concerns in the 
United States, one that has world-wide marketing outlets, that have 
the University of Chicago trying to figure out what the trend will be, 
the buying trend in their particular product five years from now. I 
have a survey going on to find out what the buying trend is going to 
be in our particular industry. And we do know this, that there is a 
trend to finer offices and that was brought about because business men 
realized the prestige value of a fine office. Why is it that a business 
man will go out of a well furnished home, with oriental rugs, with 
beautiful period furniture, walk out and get into his automobile and 
office, and his office isn’t fit to be used, it is in 
such bad condition. I will tell you why it is. Because we haven't 
brought to their attention these things. People don't go out to buy. 
The fallacy that if you will build a better mouse trap, somebody will 
beat a path to your door is all bunk. Emerson never said it. Elbert 
Hubbard said it. It is-all bunk; they don’t beat a path to your door. 
There isn't a single case that I know of, outside of the Mayos at 
Rochester, where that has been done. We have got to sell these things, 
and we have had too easy a market. Our selling forces are not doing 
their job right. 

Now, I am not going over the reasons for these trends, because some 
of you have seen these. I want to quickly pass on to the questions 
governing the securing of a greater percentage of this present market, 
because the equipment business is worse off than any other. Now, 
we will review the facts. 

There is $1,000,000 annual sales—we will say one-half of that, or 
75%. More than half of the office furniture in use today is obsolete. 
There is a definite trend toward finer offices. Now, with that kind of 
a market we have got to go to work. And with the right merchandise, 
a trained selling force, a definite sales plan, consistent advertising, and 
manufacturers’ co-operation, we can get a bigger proportion of this 
equipment business at this time. 

Now you heard Mr. Sprott on the question of better displays, the 
right merchandise properly displayed. Why, gentlemen, what do you 
advertise for? You retailers, what do you advertise for? Did you 
ever ask yourself that question? To get people into your store. Now, 
advertising is a whisper, and salesmanship a couple of grunts, com- 
pared to the proper display of your merchandise. Why would you 
spend money for advertising to get people into your store and have 
your furniture department so dusty that nobody would realize the class 
of merchandise that you were trying to show? I want to say to you 

(Turn to page 199, please) 
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Today’s Need for Leadership 
By William H. Greenleaf 


Mr. President, Ladies and Gentlemen of the Convention Mr. Jones 
was advised by his physician that five minutes of laughing heartily 
before each meal is good for a much abused liver One day, as he was 
sitting, laughing at nothing, a man at the next table said, ‘“‘What in the 
thunder are you laughing at’ “Oh, I am laughing for my liver,” said 
Mr. Jones. “Well, begorra, I am going to try that myself. I have 
waited for an hour for mine ( Laughter.) 

Business has been so slow in coming in certain quarters, and has 
failed to respond to every other stimulant, that perhaps laughter is the 
next move At least, laughter does more good to the liver and busi- 
ness than crying But how can the poor stationer laugh who just the 
other day wrapped up a bundle of stationery, loose leaf filing, etc., and 
presented it gratis, with his compliments, to a large buyer? The large 
thanked him, and then said, “But just a minute, 
Mr. —— is that really the best you can do?” (Laughter.) 

My subject The Need of Leadership,” is not a new one. Men have 
always, when they have gotten into difficulties, sought a Moses to lead 
them through the Red Sea of confusion. The demand for leadership 
has filled volumes long forgotten and has inspired utterances lost in 
oblivion The demand for leadership must have been in Adam's mind 
when he bit the forbidden fruit under the leadership of Eve. The 
subject, not particularly new, is nevertheless a very vital subject in the 
year of our Lord one thousand nine hundred and thirty-one. 

A pessimist is a man who, confronted with the choice of two evils, 
takes them both We need not be in the class of the pessimist by 
admitting we have been passing and are now passing through a situa- 
tion which is serious The nerves of the world are on edge: nations 
are fearful; millions are hungry: unrest is in the air, a devastating 
fear grips the hearts of men and women everywhere, who have lost 
their moorings Lack of faith in the soundness of business, lack of 
faith in the soundness of society itself, lack of faith in the capacity 
of business men to carry through to prosperity, has controlled the 
thought of far too many people. Who is there who has touched in 
any way the center of the problem that we have before us who has 
not been tempted to say, in substance 

“Would you and I conspire 
To grasp this sorry scheme of things entire? 
Would not we shatter it to bits, and then 
Remold it nearer to the heart's desire? 
Ladies and gentlemen, as you well know, there is a remolding process 


buyer accepted it 


in the air. Business has been emerging from a period of unreality to 
one of cold and, for the moment, cheerless reality. Business has taken 
off its ermine robes of a few years back, and has donned the shirt of 
camel's hair which scratches but works no injury. Business has been 
getting down to brass tacks, and I believe there will be no permanent 
injury due to the fact that the tax has pointed up. 

There are elements that work today for the improvement of the 
American business. There are powers which say to the forces of this 
disintegration and destruction, as the Allies said on the Belgian frontier 
in 1914, “Thou shalt not pass.’ It is the presence of those elements 
and of those powers which gives courage, ladies and gentlemen, to hold 
to the words of the late Dwight L. Morrow, who said, ‘““‘The years 1928 
and 1929 were years for caution. The year 1931 is a year for courage. 
The red blood that still flows in business veins gives strength to the 
hope that better times are on the way.” 

But no business man will forget that we shall never slide uphill. We 
shall work uphill. Conditions will no longer right themselves. We shall 
right them. Men are no longer the object of the rewards of a kindly 
faith that once let men and nations muddle through, because there was 
enough food and shelter. Now, with the obligations of industry, with 
the inter-relations of activity, men will control their destiny, or the 
pessimists are right. 

Somebody said that when you can explain why you are in love, you 
are not. When we can explain wholly why the world has been 
through the experience of the last two years, we shall be up well out 
of the situation. But this much we know, that the next steps in busi- 
ness call for the best brains that can be mustered to organize the forces 
that even now are beginning to pull us through. 

Organization means leadership. Leadership is the great need today. 
Where is our industrial leadership? We cannot be sure, you and I, 
just what leadership is emerging that will carry us forward during the 
next few decades, but we do know while lots of men have talked—talk 
is the one thing no depression can hit—there has been ominous and 
overpowering silence in quarters where we might hope to find leader- 
ship. We have looked for counsel and have been met with silence. 
This is no petty snarling attack on men who have been modest and re- 
tiring and cautious enough to hold their tongues on confusing issues 
rather than to add to the babble of patented schemes for the recovery 
of the world. No attack, it is, nevertheless, the voicing of the common 
demand; it is the expression of a positive need that somehow human 
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him where the going is good nteresiing and profitable in terms that 
will satisfy the whole man, ambition rises, satisfaction ensues, achieve 
ment results However much we may crave the force and example o! 


the part of leaders in other lines we must provide the conditions that 


{ own little corner first of all 


that 


make for leadership in our 


What is this stationery business men sometimes stop to defend 


it What is the hardware business, what is the drug business, that 
clerks behind the counter will tell you that they are only filling in 
for the time being, that they do not expect to follow it Is this task 
of supplying the tools of business to every business man in the world 
so small a thing Is the business of increasing office efficiency and 
office comfort and industrial output so petty a thing that red-blooded 
men should hesitate to make something of it for themselves Is the 
merchandise that goes over the counter just plain pens, paper, inks, 
note books. files. or is it the thing, the idea, the emblem which helps 


commerce, the game of romance 


What a 
suflicient 


business play the productive game of 

wccomplishment to those with an eye to see 
selling to recognize that old 
What a chance to plough 


new 


of adventure and 
retail 


present 


re not 
into the 
uses for old 


} methods 


enhance in 
for the 
program of 


period deep whole 


selling, turning up prospects, new cus 


from the shelves to the 
<l it Here 
it least one of the 


will carry merchandise 
that 


where a 


ideas that 
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hands of men need merchandise and 


salesman has leart 





eauses of the present business depression, by p w his own business 
out of it, through taking a new tack, through drifting along a new line 
through applying salesmanship in a new and constructive way 

Ladies and gentlemen, psychologists tell s we only use a small 


fraction of our brain cells Someone said in New York the other day 


hands of men today who have but a 


What a job of practical 
begotten of the 


that the giant powers are in the 


pigmy conception of their destiny selling to 


sell ourselves an idea, to sell ourselves the humility 


little steps the best of us have taken, and to sell ourselves a confidence 
inspired by the healthy strides the worst of us might take What a 
chance to show the man behind the counter n terms of pens, ink 


and other products, the instruments that lie in his hands, the instru 


ments of 


progress 


Some one sneered a little while ago whe Henry Ford said there was 
4 greater opportunity today than ever before Opportunity changes 
form It may not always be measured in terms of millions of dollars 


Certainly there is no way we can built a railroa “TOSS a Virgin con 


tinent, for there is no longer a virgin continent, but in a period of 


istment. in a period where forces are being realigned, where a 


re ul) 
being 


What 


new inderstanding of business and the purpose of business is 


developed, there is an unprecedente opportunity for leadership 








we eod ladies and gentlemen is more met with enough interest in 
themselves and their jobs to get more iterested, with enough wisdom 
to get more wisdom, with enough vision to realize that a greater vision 

in be theirs What we need is men who w take the next step, and 
will feel that the next step is worth the taking What we need is men 
with enough courage to try for leadership Becoming leaders in their 
field. who shall say where their limit lies Having them for leaders 
who shall name the bounds of the trade they represent No chance 
Why. the world is ist eager for the things you ought to create Its 
store of true wealth is still meager Its needs are incessant and great 
It yearns for more power and beauty, more fe and love and romance 
more loyalty. labor and duty No chance Why, there is nothing but 
chance The best verse has not been rhymed yet: the best house has 
not been planned The highest peak has ot been climbed yet; the 
mightiest rivers have not been spanned Don't worry and fret: don't 
be faint-hearted The chances have ist begul for the best jobs have 
not been started wd the best work has ot been done The times 
ire in want of a leader Tomorrow more leaders must come Without 
them, ladies and gentlemet there must be 1 alternative Leaders will 
ippeal Thank you Applause.) 
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B. Claiborne 
t ) So I don't like to presume too n ! ind tell you about busi 
! s, but I will tell you what my views 

Of course, you all know the banker is humar There may be some 
ttle argument on that, but still I think he s human He is just as 
fallible is everybody here, just as subject to enthusiasm, just as sub 
et to all the fallacies that we had about over-production, over-exten 


sio! ind all of those things that happened in the last few years But 
I g ss what you gentlemen want to know is a reply to the question 
that no one can answet I will only mak t Vague attempt at it, and 





that is, what is the matter with business And how can we work out 
of the jam that we are n 

Well, now, there are two schools, or two formulas Some believe we 
should continue with ages as they ar that we should continue the 
salaries as they ar that there should be as littl unemployment as 
possible on our part: that we should employ everybody that we can 
Well, if we were sure of the length of time of this condition, I would 
iy that that was O. K The average business could estimate what that 
mount would be ind according to our financial condition we would 
say, we can stand it But the difficulty is, none of us knows how 
long that condition will continue 

, other school says that thers s no wholesale cure for what we 
ire undergoing, that it is an individual case ind that therefore every 
man should put his own house in order i that he should cut wages 
or salaries or expenses, or what not ind attempt to balance his bal 


ince sheet at the end of the quarter, six months, or the year 
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Personally, 1 believe that 1s in everything else in life, we should 


take the middle course I believe it is more the duty today than ever of 
any man and every man to pay all that he can to everybody. I do not 
believe there is a man here who would not like to see wages up to 
the sky We know from the past, we know from the war times, that 
we never would have had the conditions that we had then except for 


those high wages We all want high wages, but no man, no business, 
no government, can afford to pay out unless at the end of the twelve 
months the books balance. Therefore, I say that every man who can 
should maintain wages But, on the other hand ws we know, all 
businesses are not the same ill businesses are not affected in the 
same way, and I say with those businesses that feel they cannot sur 
vive by maintaining the wages, or maintaining the salaries, it is their 
absolute duty to get their house in order, otherwise we will have a 
greater panic in years to come You cannot allow the whole business 
structure to fall into insolvency, and whenever any man obligates him 
self to pay something which ultimately he cannot pay, he is headed 
for insolvency Therefore if we take the middle course and the 
businesses that can pay continue to pay, they will in a measure add to 
the buyin capacity of this nation, and yet, on the other side of it 
if they cut their expenses, and the panic lasts longer than it is sup 
posed to last, they will be able to make up for the other houses who 
have attempted to pay and failed in that time You remember in 
1928 and 19°29 we were told we lived under different conditions, that 
there had never been an age like that one; that we had nearly all the 
gold in the world—-over one-half; that by mass production we had 
solved business: and we all know what happened And just as we were 
told so many things that did not take place, I fear we are being told 
today a great many things that will never happen. I have heard some 
people go so far as to say the United States will follow England and 
abandon the gold basis But if anybody were to ask me that question, 
I would unhestitatingly say No, the United States will never get off 
of the gold basis The abandonment of the gold basis by the United 
States would mean world chaos and insolvency for the entire world 
The world must be kept sound, no matter what it means to us, for 
a certain number of years I know that we all have more or less com 
mercial or business headaches Just like some of you who got here 
last night (Laughter.) I know I attended a convention of the 
American Bankers’ Association several weeks ago, and I got there on 
Sunday, and the convention was to open on Monday, and in the mean 


time we had quite a party ind the next day I had a headache, but 
here I am, I didn't die ( Laughter.) And it is the same way with 
business. We have all got headaches. I have got one now, and pos 
sibly some of you, too, but I am going to get over it 

We may have to modify our views; the American standard of 
living cannot be quite as we would like it We may have to change 


the type of our buildings There has been a type of waste practiced 
Some of our banks have bank buildings that I think they cannot afford 


to live in And all of that may be changed But I don't think the 
world is going to go to pieces By what I see at the bank, I think the 
average business house is getting into shape They cannot make very 
much money, but I think by the end of the year they will have mace 
something, or will balance 

I think if we could call attention to something else that possibly is 
the matter with business ind this is a theory of mine also, and may 
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not be quite clear to some of you, that we have paid entirely too much 
attention to the mathematics of business, and too little to the phi 
losophy of it Maybe I can make it a little clearer to you. A man 
comes into the bank, and he shows us his statement of his business 
He says he has sales of two million dollars, and he has an inventory 
of $400,000, and his accounts receivable are so much, and everything 
seems to be in fine shape, and I say, “Fine: you are doing something. 
You want some money? He says, “Yes “All right, go ahead I 
think all of us have gone too far that way. That is the mathematics 
of it But we have never stopped to think how long he can continue 
to do that volume of business In other words, there may be a letup. 
Like the man building a plant for making automobiles. He says, ‘I 
am building to produce a thousand automobiles, and I can sell them. 
Here is my cost, and here is the turnover.’ And here comes Jones, 
and he puts up a plant for a thousand cars, and each man goes ahead, 
and at the end of the time they all turn them over, because they all 
sell them: but they don't stop to think, can we continue to sell that 
number of cars, and can Jones and Jenkins continue to do that’? I 
think that is a point we have all overlooked. It is just like a man 
who stopped at the bank just the other day, who wanted some more 


money And he said, “I am doing a fine business now, but if I had 
$100,000 more I could do a lot more business.’ We have got to test 
that idea In other words, you have not only to be local, or even 
national, but you have to be almost international. The time has 


come when every man must not only know his business, but know what 
is it that makes his business go. This mass production is wonderful, 
but if we don't have the mass consumption it won't work. We have 
the mass production, but the mass consumption is gone. Why? I 
believe most of us, banks as well as others, over-extended. So I think 
you get my idea when I say I wouldn't spend too much time on the 
mathematics of my business, without the philosophy or the economics 
of that business Stop and analyze your business and the other fel- 
low'’s business, and all in that same line of business everywhere in the 
world It is just like when a doctor examines you. He doesn't just 
examine the heart, or only one particular part, but he examines you 
completely, and that is, I think, where possibly some of us have fallen 
down 

But after all, in a few words, what I really wanted to tell you is 
that I am still optimistic, possibly moderately so, and I don't think 
conditions are going to be worse than we have had in the past. I 
think we have put too big a load on the dollar. All of us have asked 
the American dollar to earn too much, and I again say that we have 
applied too much mathematics to our business and not enough phi- 
losophy. and in our enthusiasm we have over-extended, and have not 
been careful enough. We have forgotten the fact that this world is 
fickle, and that we must always be prepared for the storm, and play 
the game safely. 

Then I think, lastly, there has been a little avarice in all of us. 
We have forgotten the story about the golden goose that laid the 
golden eggs. We were not satisfied in 1926, 1927, 1928 and 1929 
with the enormous amounts of money, the tremendous volume of busi- 
ness that we had. And we thought that we would kill that goose, 
get it all out at once, and all be millionaires. And what happened 
to us happened to the fool that killed the golden goose. I thank 
you (Applause.) 


The Portland Advertising Campaign 
By Charles Heppner 


Mr. President Ladies and Gentlemen I am going to be a little 
more optimistic than the gentleman this morning | believe I have 
prepared a paper here that you can all easily understand 

I have beon asked to speak to you briefly about an advertising plan 
which we have used with some degree of success in Portland It would 
indeed be presumptuous to appear before you with an account of an 
advertising campaign purely local in scope It would be like the old 
club member answering the new club member when the latter asked 

Mr. Jones. I presume by saying simply, “You do However, I 


sincerely believe that the scheme which we have put into operation in 
Portland can be used to a greater or lesser degree of success in every 


community of any size in the country. 


Most cities, I take it, have been troubled, during recent years, with a 
new and growing menace I refer to “centralized buying. More and 
more, headquarters of large coast-wise or national institutions have 
seon fit to do all of their buying from one central point The local 
managers of these companies, when approached, would receive our 


representatives very cordially, would see our point of view but, finally 
would have to admit that their orders were to buy everything from the 


home office In most cases this policy, so arbitrarily forced upon them 
was not to their own liking because they could see very clearly the 
handicap under which they had to work in their own community 


little could be done about it 
It was in our desire to try to correct what we believe to be eco 





Nevertheless, orders were orders and ve 


nomically wrong, that we conceived the idea of a co-operative advertis 


ing campaign designed to congratulate and commend those few local 





i 
managers of large 





concerns who had the foresight and business judg 
ment of purchase supplies intended for local use in Portland We 
thought rightly that such subtle flattery would create the right psy 
chology and that it might make others, not eligible, want to change 
their policies to become so Accordingly, we orgarized a committee, 
outlined our policy, and canvassed the membe:s of our trade for funds 
We were finally successful in raising $270.00 a month, pledged for 
& period of one year With this money, we not only had a sufficient 
‘mount to employ the services of an expert advertising agency but 
enough left, after all of the costs had been met. to buy a quarter page 


in each of the two leading Portland papers once a month This allowed 
us twenty-four messages for the year. We did not use names in con 
nection with our signature but signed ourselves simply “Associated Sta- 
tionery and Office Equipment Dealers of Portland.” 

Each advertisement of this series. as the samples on exhibit reveal, 
earries the photograph of the local manager together with a brief 
statement by him over his signature as well as another statement by 
us The copy is very friendly in manner. It does not attempt to 
blackmail or coerce those firms who are not buying locally to do so, 
but, nevertheless, it tries to bring about this desired result more subtly, 
by congratulating or commending the local managers of loyal concerns. 

So far, it can safely be said the campaign has been successful. Not 
only have several large orders which would otherwise have gone east 
or to California been retained in Portland, but also a far better spirit 
of co-operation has been engendered between the local stationery and 
office equipment dealers and the socalled “foreign’’ corporations. One 
of the most interesting features of this campaign is the large file of 
correspondence which it has invited from other cities. Already a num- 
ber of these other communities have launched similar campaigns with 
marked success. San Diego, for example, has taken the Portland idea 
and stretched it to include other types of retail business, tying the 
whole movement up with the local Chamber of Commerce. This, quite 
frankly. is the plan the Portland stationery and office equipment dealers 
intend to try during 1932. They feel that, owing to business conditions, 
it might be difficult to continue this campaign exclusively under its 
present sponsorship another year but they feel that the good work 
which has been done should continue and that a co-operative effort on 
the part of all retail merchants who suffer from the same condition 
should be encouraged. 

In closing, we of the stationery and office equipment industry in 
Portland send greetings to our colleagues from all over the country 
assembled in New Orleans and. in doing so, we invite members here 
present from other cities to consider seriously the advisability of start- 
ing a campaign similar to ours in their own home towns. It is only 
by spreading this propaganda nation wide that we may hope to make 
any real progress toward breaking down ‘“‘centralized buying.” 











The Work of the Wood Office Furniture Associates 


By Frank T. Hess 


last 
little of the 
Whitehouse grounds in 

Mr. Roosevelt's 
around the Whit 
And one of 


Occupying as I do, the 
reminds me a 


Mr. President, L 
our program 
by the 
during the regime of 

playing a game, and they 


ulies and Gentlemen 
this 
pickininny on the 


President 


position on afternoon. it 


position occupied 
Washington Roosevelt 
were running 


little pickininny 


children were 


house and bringing up the rear was a 


the visitors stopped this little black boy and inquired as to what his 
position in the game was The visitor said to him These other 
youngsters are coing along pretty close together, and they all seem 
to be arrying on a more or less concerted effort, but here you are 
bringing up the rear, and you are so far away from any of them that 


And the little pickininny answered 


ob de train dose chillun 


| wonder what your position is 


Das all right, Boss Ize de amoke are playin 


Laughter.) So maybe I am the smoke of all those who have gone 
be fore 

Ladies and Gentlemen, the wood industry, the manufacture of wood 
office furniture 1” you may not all know without my telling you, is 
one of the world’s oldest industries Because of that fact, certain 
traditions certain policies, certain manufacturing ethics have a 


s by-product of the traditions 


that for any 


ated over the period of years As 


of craftemanship of 


imul 


our industry I need not dwell on 


great length of time As a by-product of that we have produced a 
group of manufacturers who have been influenced by these ethics and 
these traditions of craftsmanship to the point where it was possible for 


though they 


interests of the 


were competitors, together in a 


and of those people in the 


them even group to 


further the industry industry 


I shall not go into a detailed discussion of what the wood manu 
facturers are doing, but will touch on the manufacturing end of the 
wood furniture 

I have here three posters used in our advertising campaign, a cam 


further the interests of the manufacturers of wood 


und of you 
furniture for your welfare. 


paign designed to 
who depend to a certain degree upon 
As to the advertisement 


office furniture people 


the sale of office 


it is a recognized principle in advertising that no commodity is sold 
intil it is in the hands of the ultimate consumer or user, and our 
ivertising is designed with that in view It is designed to influenc 
eople who will buy office furniture In this advertising we haven't 


pictured to any significant degree office furniture There is a reason 


for that We in our Association are fortunate in haying back of us 
probably the finest advertising counsel available ind back of this 
whol ampaign is a plan The reason you do not see a picture, even 
of a desk, is that many people will concede that wood furniture is 
beautiful, so we do not have to picture its beauty But many people 


furniture, and are 
ise of wood 


re unaware of the ideals back of wood unaware 
of the accomplishments of other things through the 


ture 


furni 


We have incorporated in our advertising the idea of efficiency We 


have used the photographs of certain men high in business life That 
has been done also in accordance with a definite plan, to meet the 
matter of skepticism 4 very famous European gentleman who has 
sited our shores, was asked what he thought was the most outstand 


that 
over 


American business people He replied 
epitomized by two expressions he heard 
Yeah and 
backed the statements made by out 
gentleman Skilled Manag 


Efficiency 


ing characteristic of the 


he thought it could be 


here md those expressions were oO Sez you To over 


ome that skepticism, we have 
suthority This 
that Inere 


standing ment Over 


ooks no Factor 


says 


WseR 


As an Association we have interviewed a number of business leaders 
amd they 
ing to the buying public are 
We found they not 
perfectly all 


ulvertising 


greed with us that the ideals we have been promulgat 
significant management of 
principle, but said it was 
with the 


uivertisements which comprise 


have 
in the business 
agreed with us in 
right to use their 
That is typical of the 
fall campaign. 


This officer of a 


only 
photographs in connection 
three 
our 
that in this competitive er 


wrees 


Radio Company 


management must equip offices as well as factories to insure the maxi 
mum output per worker And this officer of the American Laundry 
Machinery Company, says that human error is a waste factor that 
modern business must reduce to an absolute minimum 

Much has been said by the speakers who preceded me about what 
this industry should be as an industry, what the men, you individuals 
should do I think it is significant in this time of stress—and any one 


with a grain of sense will admit we are going through a depression 


It is significant that a band of manufacturers should during this time 
dig down into their reserves 12s they are in many cases to promote 
their product for your benefit and theirs What you should do has 
been pointed out to you I ask your consideration of what we are 
doing for you I recognize that this is a community of interest Wwe 
recognize as manufacturers of office furniture that we only can be 
prosperous, and we only can make money as you do And in recogni 
tion of that principle, we have dug down into our cash reserves, and 
we have advertised a story we believe, backed by the best advertising 
izency we could get, and we have gone to the users with a story which 


we believe will make it easier for you to sell, not only a piece of 
furniture but the idea that particular piece of office furniture rep 
resents 

We have done other things in our Association with which some of 
you men are familiar We have tried to group together the best ideas 
in the industry, and make them available to every individual in the 
industry We haven't tried to inject any new ideas into the situation 
because I doubt if there are any new ideas, but we have tried to get 
the best ideas and make them available to every individual We have 
tried to influence the man who buys furniture, so that he would bh: 
receptive to your approach, beyond which of course it is impossible to 
go We have listened carefully, and not only listened, but have mad 
ss easy as we can a situation where we can get the suggestions, the 
recommendations of the men who have been responsible for the sale 
of wood furniture and we have tried to accomplish that through 
meetings and getting the benefit of the ideas of the industry In other 
words, Gentlemen, we have approached this problem with all humility 
We haven't said “This is the only way to accomplish a certain end 
but have gone into it on the basis that here is an industry capable 
of wonderful expansion, that we have only scratched the surface: that 


if we are able to get the best minds and ideas, and make them availabl 


to the rank and file of the industry, its exploitation will be remarkable 
That has been the spirit back of our activities 

To go back again to the traditions of our industry. in addition to 
the craft, which represents two thousand years of development which 
the traditions of craftsmanship have made possible, we have fostered 
ideals in men which have made possible a code of ethics, unexpressed 
but, unexpressed, possibly more operative and effective. a code of ethics 


Gentlemen, I am proud to stand in front of and say I 


‘(Applause.) 


which you 


represent 


The Work of the Steel Furniture Institute 
By R. P. Dryer 


Mr. Chairman, Ladies and Gentlemen It is rather hard to follow 


such fine addresses as we have just enjoyed And I am also under the 
handicap that your genial General Manager, Charley Garvin, seeming 
to think that there might be some controversy involved, and our re 


marks are censored, and so I am going to read what I have to say 

What I have to say today will be directed largely to the retailer 
division of this organization, and I shall try to be mindful of the three 
fundamental rules that should govern any speaker 


Firat Stand up so they can see you 

Second—Speak up so they can hear you 

rhird—Shut up so they will like you 

There is no doubt that most of you retailers have heard of the Steel 


much of what 
of the 
much of my 


some of us, or 


Office F 


have heard is either not 


There is little doubt that 
as Mark 
this because 
what 


irniture Institute you 


true, or Twain said report of 


his death, greatly exaggerated | say time 


s devoted to investigation of reports of some of 


you, have done In a great majority of wees I find the facts widely 


different from the reports 


You represent the major part of the distribution machinery for the 
products of the industry I have heard faint rumors that some of you 
feel that there should be no other method of distribution Whether 
that feeling is justified or not, I annot here attempt to discuss The 
whole question of distribution costs in American industry is under 
searching nvestigation right now By some people the present dis 


tributing system is held wholly responsible for the depression from 
which we are just now beginning to emerge So are prohibition 
Hoover, the tariff, Wall Street, the Farm Board, and a host of other 
things To choose from among these, and to take apart our selectior 
to see what makes it tick, would occupy far more than the limited 
time at our disposal today 

I can only say to you with entire confidence that if you are right 
in that contention——if exclusive dealer distribution fills all of the needs 


steel office furniture industry as well as 


than some other 


of the units of the 


ind more economically 


various 
method, or than a combination 
onstruction of our industrial 
methods 


of methods, it will come to pass In the re« 


machinery that lies ahead, only the best and most economical 


im survive 


The discussion yesterday of your code of constructive merchandising 
principles was very interesting to me The drawing up and what is 
much more important, the putting into practice, of the code of fair 
trade practices of the steel office furniture industry, has been a large 
part of the work of that organization, which is the subject about which 
I have been asked to talk to you I hope to be able to show you that 


many of the items in your code are already in force in our industry— 


not a hundred per cent, but at least we are trying 


evidences that in the stress of competition between 


bad 


All such codes are 


the units of an industry for business many practices have de- 
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veloped In our industry as in yours, no one unit is responsible, nor 
are the bad practices peculiar to our industries A comparison of trade 
practice conference rules under Federal Trade Commission procedure 
for industries varying as widely as fertilizer and watch cases, petroleum 
and mop sticks, show a startling similarity in the evils which the rules 
are designed to cure 

This trade practice conference procedure seemed to our industry to 
offer a way out of the jungle of competition into which it had strayed. 
Voluntarily, therefore, it went to the Federal Trade Commission and 
laid before them the practices which it seemed necessary to regulate. 
and asked for promulgation of rules, the enforcement of which would 
have the moral and legal support of the Commission 

The rules as originally approved by the Commission have been indi 
vidually accepted as their code of fair trade practice by twenty manu 
facturers representing upwards of ninety per cent of the production of 
steel files, desks and tables, these three products being those defined by 
the industry as constituting steel office furniture 

These rules covered, among other things— 

Secret Rebates 

Bribery. 

Price Discrimination 

Inducing Breach of Contract 
Enticement of Employees 
Misrepresentation of Product. 
Repudiation of Contracts. 
Falsifying Records 

I do not believe that any of you would quarrel with an honest effort 
to eliminate such practices as these on the part of any section of 
American business. 

The adoption of the rules and their acceptance is only the first step. 
Unless policed and enforced, they are only what has been termed a 
“noble gesture. The industry, therefore, set about establishing ma 
chinery for investigation of alleged violations of these rules, and if 
the fact of violation be established, the prevention of a repetition. 
There has always been some question as to the extent to which an 
industry can look to the Federal Trade Commission for enforcement, and 
shortly after our rules were promulgated by the Commission, a change 
in its policy created further doubts in this regard. This led to further 
prolonged negotiations on the part of some 140 industries who had 
held trade practice conferences, and resulted only a few months ago 
in the issuance by the Commission of revised rules for all industries. 

In general, the changes have been in language rather than in spirit, 
and have resulted in general statements of principle instead of detailed 
definition of practices. We are fortunate in that our revised rules cover 
in a modified form all the practices which were covered by the original 
rules, and that we were successful in having the Commission add rules 
covering three other bad practices— 

Consignment Shipping 
Defamation of Competitors. 
Selling below cost 

The Federal Trade Commission has never issued any order to any 
unit of this industry to cease and desist any practice, and we hope it 
will never be called upon to do so. Both the industry and the Com 
mission want us to police our own rules, although if we are unsuccess 
ful in our own efforts to obtain observance, we are always in a position 
to ask them for assistance The whole movement has been voluntary 
by the industry itself 

Perhaps a very brief comment on each of our revised rules with a 
mention of your rules where they apply will be useful 

Many of you have already received copies of our revised rules. Any 
one may have a copy by writing the Institute Office and copies are 
available here I shall not take time to read them now. 

Rules 1-A and 1-B cover price discrimination. It is unnecessary to 
say that no rule can be used as a cloak for price fixing Only two 
of our rules mention price—Rule A covering approval of the principle 
of each manufacturer independently publishing his prices and terms to 
the trade, which covers the same ground as your fifth and sixth prin- 
ciples, and these price discrimination rules corresponding to parts of 


your seventh, eighth, ninth, and twelfth rules. The Federal Trade 
Commission's price discrimination rules are merely a restatement of one 
section of the Clayton Act Briefly, in non-technical language, and 


omitting discussion of legalistic limitation they provide that except 
to meet established competition in good faith, no one may make dif 
ferent prices to different customers under the same terms and condi- 
tions 

In other words, a manufacturer may publish any price list and terms 
he pleases, but having done so, he may not depart from them except 
in good faith to meet established competition Similarly, he may or 
may not give discounts for quantity, or may give such discounts to 
one class of customer and not to another class; but having established 
and published to the trade the conditions under which he does give 
quantity discounts, and the discounts he gives under those conditions, 
he must, to avoid discrimination, always give those discounts under 
those conditions, unless he departs in good faith to meet competition. 
He also has always the right, for any reason which may seem to him 
sufficient, to select his customers—that is, to refuse to sell anyone 
at any time, for any reason of his own. 

Rule two is the secret rebate rule. Parts of your seventh and 
thirteenth rules cover the same ground. The word secret is the most 
important limiting factor and means secret as between customers: in 
many phases, it is a restatement of price discriminations 

Rule three says only—‘‘Don't Buy Business.” The words ““Money 
or anything of value’ cover a lot of territory. Your nineteenth rule 
covering excessive entertainment is only one illustration. 

Rule four covers inducing breach of contract Whatever the means 
used, this has always been unlawful. Generally, in violating this rule, 
practices covered by rule two—secretly extending special privileges— 
wre the means used 

Rule five prohibits attempts to steal organizations wholesale It 
doesn't mean that a man can't change his job 

Rule six says “tell the truth about your own product 
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Rule seven covering consignment sales is really a detailed definition 
of one form of price discrimination or special advantage. 

Rule eight says: “Don't tell lies about your competitors or their 
product—if you must talk about them, tell the truth.”” We would 
much rather have it cover talking about them at all, but at any rate, 
don't knock. 

There should never be any necessity for rule nine covering selling 
below cost. Ordinary business judgment should be sufficient. How- 
ever, it seems to be necessary to have a statute on the books against 
attempts to commit suicide, and this rule is a business parallel to that. 

l have already mentioned rule A, the price publication rule. Pub- 
lishing of prices and terms tends to prevent violation of the discrimina- 
tion, secret rebate and bribery rules. 

Rule B covers breach of contract by one of the parties. Your 
sixteenth principle pledges your support. 

Rule C prohibits false records and is another effort to promote open, 
frank and fair dealing. 

Rule D approves the gathering and dissemination of all proper and 
legal information about an industry. A true picture of an industry 
cannot be obtained by any other means than contribution by its mem- 
bers, nor in these days of complex relationships can the executive of 
any unit of an industry chart his course without such helps. 

Time does not permit a detailed discussion of each rule and its ap- 
plication to our particular industry, nor any description of the policing 
methods. It has been almost two years since the industry first started 
to study the rules and their enforcement against existing practices. 
They are necessarily general in language and questions of interpretation 
are constantly arising. The job will never be finished but we believe 
that we are beginning to see beneficial results and hope that you are. 
This subject is only one among those in which the institute is at- 
tempting to help the whole industry and I need not say that in the last 
analysis nothing can help the industry permanently which harms any 
important part of it including its distribution system. 

The encroachment of Government on private enterprise develops in 
obscure ways. As to our industry, recent reported projects for the 
manufacture of steel office furniture at various Federal and State 
Penal Institutions are an example. Whether or not it is now intended 
that the products of such plants be offered in commercial competition 
makes little difference. They constitute an addition to the productive 
capacity of an industry already suffering sorely from over-production, 
and are economically unjustifiable. Even if the present intent is only 
to supply the needs of the particular Governmental units, the tempta- 
tion is well nigh irresistible on the part of the individual immediately 
responsible to make a showing by increasing production, and unless 
carefully watched and combated at every point, commercial competi- 
tion is sure to ooze out. 

The Chamber of Commerce of the United States of America has ap- 
pointed a special committee to investigate the present extent of Govern- 
ment competition with private industry. We are co-operating with 
this committee to the fullest extent, and expect to supplement that 
general effort with such individual influence as we may be able to 
bring to bear. 

Competition, especially in periods of over-production always results 
in forgetting the ancient adage that a shoemaker should stick to his 
last. In the pressure for business, manufacturers in times like these 
are apt to depart from their regular lines and attempt to obtain busi- 
ness wherever it may be found. As you gentlemen are peculiarly 
aware, one order does not establish a manufacturer in an industry any 
more than one swallow makes a summer, and with your experience you 
will look very closely into lines offered by manufacturers new to the 
field. You have touched on this subject in your eighteenth principle. 

The same conditions inevitably result in attempts to steal business 
by making something a little different which is no better if as good, 
and if apparently cheaper, probably worth even less than that. The 
Research and Process Committee of the Institute in collecting and tabu- 
lating information as to sizes, styles and qualities of its standard products, 
with a view to the elimination of items which have no economic ex- 
cuse for existence. This is in accordance with your Rule 15-B. 

Again, when every one is fighting for business, there is strong 
temptation to abuse the principle of obsolescence and destandardization. 
In a progressive industry, new ideas and active enterprise will always 
result in obsolescence and destandardization. Fairness to consumer 
and competitor alike, requires that bona fide obsolete or destandardized 
merchandise should be offered by manufacturer or dealer only as such 
and that it should be disposed of with as little as possible disturbance 
of the market. Your tenth principle covers this point. 

Obsolescence is not confined to factory or dealers’ stock. It goes on 
in users’ hands all the time, and can and should be made a powerful 
influence in creating new sales. A man is rather easily sold on the 
obsolescence of his motor car, even though it continues to run. Surely 
a percentage of them may be similarly sold on obsolescence of his 
office equipment. 

Trade promotion is a big subject Competition between materials 
and between products has grown to be as serious as internal competi- 
tion within an individual industry. Every product, of whatever material, 
probably has its own proper sphere of usefulness. If not, it will not 
continue to be manufactured. Conditions do change and industries are 
sometimes wiped out almost over night—mostly, however, those which 
produce consumer goods and are subject to changes in fashions, or those 
affected by revolutionary scientific discoveries. Ours is neither of 
these, and the prospects are that we shall continue to find our proper 
place in the sun to the extent that we fight for it. 

The sales organizations of the manufacturers whose products you 
sell, have, I believe, not been neglectful in furnishing you with am- 
munition for this battl—perhaps they have fired it at you. I have no 
intention of giving you even a whiff of the powder smoke here except 
to record publicly the obligation which this industry feels toward the 
National Association of Flat Rolled Steel Manufacturers for the ad- 
mirable and effective efforts of that organization in prompting the use 
of steel in every appropriate place. 

Perhaps I can do no better in this connection than to read you an 
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xtract from some remarks mas by Mr. Stanley Knisely. Director { kinds shun steel equipment That is why you find steel furniture so 
Resear 1 of that orwanizati it one of your district gatherings widely in hospitals and hotels 
“Why Steel Office Furniture?” Steel office furniture Saves Space by providing greater cubical con 
St Offiee Furnitur Saves Fire Losa because of its fire resistanc tents in the same tloor area Steel office furniture Saves Upkeep and 
Ext nely disastrous fires se that completely destroy combustibk Depreciation It ean be given any om of a dozen beautiful artistic 
by gs and seriously damag ven fireproof structures re always finishes that are mually durable umd are not easily marred That is 
tl result f xceedingly h temperature High temperatures, in why steel office furniture maintains its fresh new appearance for 
turn, are the product of th umount of combustible material and the many years, and has a high resale valu There is seldom need for 
rate of combustior my refinishing und large dealers tell us they have been able to 

I ts new fi prevention ist published by the Building Cod practically discontinue refinishing departments when they took on the 
Committ { the Units States Department of Commerce. this significant sale of steel equipment exclusively 
statement is found on paz 7 Office furniture gets hard usage as a general rule It is not treated 

The probability of a fir ssuming serious proportions is measured with the same consideration as furniture in the home It is looked 
by tl an nt f mat il availab for it to feed upon upon more as a business tool and desks, frequently, serve as a foot 

I i BT. sted in the burning of any combustibk rest or a bar on which to place ginger ale bottles and glasses during a 

m tant factor serious discussion of golf We sit on them, kick them with our heels 

Stes fl irnit ' pment reduces the amount of com bump our chairs against them and handle them roughly when we 
—T a wit - siwen Ses and. tecatee % Wil met teem. retneds move them Steel desks are ble to stand such treatment and still 
t r of combustion This means lower temperatures This is why maintain that ‘school girl complexion 
t! tionists so itly deplore the fact that we build fireproof Without going into any more detail on how steel furniture Saves 

) } s and so many times fill them with combustible equip Temper, because one doesn't have to wrestle with sticking drawers, or 
. t how the young ladies in the stenographic department prefer steel be 

St fl furniture Saves Health because it can be so easily kept cause it is kind to their sheer hosiery, Mr. Knisely answers his own 

: inmitary The dry heat in offices does not develop open joints question by another, which since he sees only one side of the picture, 

at iffice furniture to harbor insects and germs Vermin of all is the natural one to him Why anything but steel office furniture 

° 
Cooperation 
. 
By Edward L. Little 
Mr. iirmatr Ladios and Gentlemen For the benefit of any wh by everyone engaged in the industry I wondered if the thought of co 
t v it, the references that Mr. Waddy and Mr. Mathes have operation between manufacturer and dealer, as my subject implies, is as 
mince r f in a book known as the Bible (Laughter.) Last essential as co-operation between dealer and dealer, and manufacturer 
mmer | happened to be in Washington, and Charley was shaping up and manufacturer I have tried to find out as near as I could, what 
his program, and he asked me if I would not take five to ten minutes it was that was worrying everybody most ind you dont get very 
| he said then that my subject would be “What a manufacturer can much but general impressions of what a person wants, and I do not 
that w ki most help the dealer I have had six letters from see how we can hope to solve all problems until something other than 
Charley ibout t since ther ind with each letter there has been a generalities are given real earnest consideration 
hange n the subject I wish he had left it as originally planned Times of this kind probably demand more co-operation than we have 
because I did have the answe! ind the correct one to what can a ever known before Yet my experience n the last eighteen months 
ma facturer do that w most help the dealer My answer was going has been that it is probably harder to get it As I say, it is my belief 
t be that I it now La hter.) that between the two extremes will have to be found the way to work 
While I was thinking this was going to be my subject, I made ta out the difficulties we are in I do not have the solution I do not 
point to ask every dealer that I came in contact with. what in his know that anyone has I suppose I might say when a change comes 
) manufacturer could do that would help him most 1 mace in these things that are disturbing us so much, such as the much dis 
n y of every manufacturer that I could contact, asking him cussed indiscriminate use of credits I had a funny experience the 
what is 4 nion a manufacturer could do that would be of the other day One of the dealers I was talking to was complaining of a 
greatest benefit to his distributors The reason I did not get a hundred certain manufacturer wd the principal thing he complained of was 
different answers was because | did not ask that many peopl But the indiscriminate extension of credit | wes able to find out the 
there was, Ladies and Gentlemen » tremendous variation it nswels person he referred to I had occasion to talk with that same manu 
mm some of them were most ridiculous facturer about that account, and the ladi« that are in the room make 
‘ of got the idea that the composite retails’ impression of the it impossible for me to quote his words, but the inference was that the 
‘ reta situation was being located in a town where there was no fellow was all right but he didn't pay his bills And I think we do a 
mpetitors If there were every time a job me up he would dash lot of worrying because we fail to make that fine distinction between a 
t him and ask him what he was going to quote, so that he could lone credit extension and merely the person who does not pay 
t aa her price sughing) And hope that he would have a ( Laughter.) 

t that was geared up so that all profitable items in the line could As to when a change for the better is coing to come, in my opinion 
by role his own plant The manufacturers’ ideal as to retails it is going to be after we have tried everything else first, and we 
seoms to be that he would be somebody that always discounted his find that with a little bit more belief in other people, and with a little 
bills, and never cancelled ar order ind if he did send the goods back bit more honesty of purpose in things that we do, that will go a long 
they wo be otected in some way other than a string on the labe way towards it I honestly believe that some day we will ask our 

ig selves in every business transaction whether or not a thing is right, or 

As I y some of the inswers were absolutely ridiculous, but the whether it is merocly expedient and if the best we can say for it is 
tl that impressed me was this fact that somewhere between these that it is expedient | believe we will let it alone I thank you 
tw xt s there was a mmo ground that was worth considering Applause.) 
y r *« . . . ry » 
What Kind of Advertising Is the Dealer Doing These Days?’ 
7 
By Charles Wadsworth 
M ( iirn Ladies a Gentlemen lI am a little depressed I the reply has been used by a creat number of newspapers and a number 
m a tthe epressed for a rather curious reason I have got some of great corporations that publish magazines, a it is the basis for 
t! t y to you people that I think is important, but I know I am editorials in thousands of newspaper offices And the negro said 
t ' t et it across You are going to listen politely, and maybe Well, boss, I will tell you It is this way First, I tells ‘em what I 
rit tory at the end of the speech you are going to applaud, and mm going to tell ‘em, and then I tells m, and then I tells ‘em what I 
t g t » out f this room at the end of this session and have told ‘em 

are t j to remember a darn thing that | have said And Now, I tried to do that with this speech, but gave it up as a bad job 
t tis why I am depressed Did you ever when you sold goods, those So you are just going to have to take it as it comes I am not par 
fy ‘ sa'esmet sit down on the curbstone just outside of the ticularly embarrassed in coming before an organization of stationers, 

stomer 's or and wonder how the deuce you are going t se that sithough I probably know less about the stationery business than any 
m ‘ t vo wanted to him. what you are going to say Well man in the room Mr. Siegel has cone ind he and I are more or less 
that is what I have be trying to do for the ist two dars here in the same boat: I more or less qualify with him I think he probably 
New Or ans, try t fiz t how I an ing to s you on this knew less than I did, because he hasn't bee in the stationery business 
even a year. The thing that 1 want to get across to you is based on the 

I t) Southeast the was a very famous negro preacher und a perspective that you get from outside of business You fellows are 

sit f s neighboring township stopped in and heard one of his working twenty-four hours a day, especially in 1931, in the stationery 
‘ ~ ifter the serm he said How do you write your ser business 
Have you got a |} x m for writing sermons And the Many of you have been in it for years Most of you know more 
eu " nteres g reply You may be amazed to know that about it than I ever will know, and if | make any tangible suggestions 
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they are likely to appear silly Mr. Siegel had the same difficulty, be 
cause he was presenting some tangible suggestions, and I knew, as I 


looked around the room, there were a lot of you fellows that were 


saying, “Oh, hell, I have been doing that sort of thing; I have been 
doing it for twenty-five years. And yet you didn't get Mr. Siegel's 
point. He was trying to put into tangible form an idea, a criticism, a 


constructive suggestion for the stationery business, and I think he made 
his mistake by being too tangible, and I am afraid that is the trouble 
with most of us who try to make suggestions They are too specific, 
and a certain percentage of people in any gathering can say Oh, Lord, 


that is the sort of thing I have done for years. And that is why I am 
going to have a hard job trying to sell you on this idea, because there 
is nothing tangible about it I am trying to give you a point of view 


Every one of you and every company represented in this room, I 
presume without exception, is interested in making a profit out of the 
stationery industry A profit in the last five years has been increasingly 
hard to get, whether you are a manufacturer, a wholesaler, a retailer, 
or any other kind of outlet that sells stationery products, and | believe 
there are some, in spite of the fact that those are the three great classes 
—I have run into a lot of hybrids in the stationery business, and the 
front end of them is an elephant and the hind end is a giraffe, and 
you can hardly tell whether they are manufacturer-dealers, or wholesale 
dealers, or several of them rolled into one, which makes it a little con 
fusing 

Now this increasing lack of profit in the stationery business is not 
due to the depression It has been accelerated by the depression. It 
would have come anyway It was coming. It is due to what Mr. 
Claiborne, day before yesterday, called a lack of philosophy of business, 
and in less elegant lingo, with which I am more familiar, I would say, 
without caring much whether you take offense or not, it is due to 
fundamental sloppy thinking about business. 

Let me go back to advertising for a minute, because, after all, that 
is the thing I am supposed to talk about, and I honestly will for a 
minute or two Mr. Garvin had a questionnaire mailed to most of the 
membership, and at the time I left New York, some three weeks ago, 


there had been 141 replies received Mr. Garvin suggested I study 
these replies, and give you a few bits of analysis from them. They 
were very interesting All of you are probably familiar with the 


questions, unless you threw the thing into the waste basket without 
looking at it Nearly all of the 141 stationers who replied are doing 
some advertising this year About four out of ten had reduced their 
advertising appropriation The average reduction was one-third. Less 
than one out of ten had increased the appropriation, and the average 
increase was one-sixth. The rest of them were spending about the 
same money In other words, as you would expect, a diminution in 
advertising effort is evidenced, but not a great diminution, and nothing 
like the diminution that is taking place in national advertising cam- 
paigns, as witness anaemic magazines that we now buy on the news 
stands, when they used to smother us with their sheer weight and 
volume 

What is the most useful type of advertising to the stationer? Half 
of the 141 people replying said direct mailing. About a fourth said 
newspaper advertising, and the rest voted for scattering preferences. 
What types of advertising are you using? About two-thirds of the 141 
are using direct mail, circulars and newspapers. About a fourth of 
them are using blotters, catalogs, samples and house organs, and the 
reat of them used almost every conceivable form of advertising. They 
had added new types, but not in sufficient concentration to be interest- 
ing About six out of ten budget for advertising, and the budget has 
apparently gone up from two per cent to 2.6 per cent. I imagine Mr. 
Garvin's figures the other day were based on more returns to this 
questionnaire, and are probably more accurate than these figures. Bight 
out of ten would like an advertising service run by the Association, and 
81 of the 141 published house organs, for the most part monthly. Mr. 
Garvin may give you in one of the news letters more details brought 
up to date in this study 

There are two things I want to suggest about a study of this kind 
One is this: that those results are not representative of the stationery 
business 141 replies out of 500 firms means there are about 350 firms, 
roughly, who did not reply In this kind of a questionnaire, those that 
did not reply are less interested in advertising. Therefore, we would 
expect to get replies from those most interested This does not rep- 
resent, then, a cross-section, but the interested fifteen per cent, and 
when the replies finish coming in, probably the interested 25 per cent. 
One more thing, and that is that the statistics must not be taken too 
seriously. If a man has six carrots, and another man has six monkey 
wrenches, there is no possibility of saying their average composition is 
six carrot-monkey wrenches It doesn't mean anything, because they 
are two different kinds of things The companies represented in the 
replies to this questionnaire are so different that an average is always 
risky. Therefore, a more detailed study of them than simply statistical 
averages is important. 

Out of these replies I want to make just three comments, and these 
comments are not made in the spirit of bitterness, because I am no 
longer in the advertising business I think the most striking comment 
on stationers’ advertising is that it is plan-less Advertising is a force. 
Its proper use requires clear thinking This thinking involves first, a 
differentiation of a market and a very definite market Second a 
medium to reach that market, and third, an idea that will carry through 
that medium to that market and make an impression on it. 

Some of the advertising that stationers get out is excellent, or rather, 
I should say it is excellently executed. You gre printers, many of you, 
and you know that craft, and you know how to take advantage of it. 
It occasionally produces tangible results, but in my opinion those re- 
sults are rather the result of happy circumstances than the result of a 
plan plus execution plus result. That is criticism No. 1. 

Second, and this is a generalization, I believe stationers are inclined 
to use methods of advertising that are ineffective, methods that have 
been proved in national advertising to be expensive, and in many 
cases outworn. I don't want to make this a detailed discussion, but 
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may I suggest to those of you who are advertising that you obtain the 
experience of men who have had contact with national promotion work, 
even if it is a friendly luncheon you buy for an advertising man, and 
say, “Bill, what about this kind of advertising? What is the low- 
down on it?” Because I am sure much of it can be sharpened up, and 
made more effective. 

Manufacturers come in with their literature and promotion material 
of many different types. Those things must be brought on your 
program. You have a tendency to accept them because they are free. 
You have not allowed the manufacturer to sell on the part they 
can play in your program, or else the manufacturer has not thought 
it out himself, so he can offer you a plan that will add to your ad- 
vertising effectiveness. I think the manufacturing members of the 
Association, speaking as an advertising man,—there has been much 
promotion work given to dealers that is very ineffective, and I think you 
ean hardly blame the dealers for considering it in a rather cavalier 
fashion. 

I make no apology for these definite statements. I would like to 
argue them out with you at some time—not now; but don't accuse me 
of cowardice, because I would be very glad t» take any of you on for 
a little discussion on any of these points here. 

Let us go back to this advertising, to our first point. Advertising 
is a force. It must be purchased to produce a specific result. It is 
equally true that if advertising is to be effective, it must be an integral 
part of the program of distribution. Well, if you haven't got a pro- 
gram of distribution, you cannot make advertising a part of that pro- 
gram And that is the first major challenge that I throw out to you 
gentlemen here. The stationery business, as a whole, has no dis- 
tribution program. Individual members have been able to articulate a 
program oftentimes, but it may not be an effective program, because the 
industry as a whole drifts. It is almost impossible for an individual 
member of the industry to construct a promotion program that is sound 
if the rest of the industry is planiless. 

What is a distribution program? Rather than defend any given 
definition, I will give you one that I know anybody can shoot holes 
in, but it is a simple one. What are you going to sell? To whom 
are you going to sell it, and how are you going to sell it? The answer 
to those questions is a distribution program. That answer is the 
philosophy of business Mr. Claiborne was talking about it is much 
more elementary than most people realize. We can decide such questions 
with only rudimentary statistics. We do now. Not only in the sta- 
tionery business, but in almost every business with which I have come 
in contact, those decisions of a promotion program, of the philosophy 
of business, are decided by a gesture, even by a man who doesn't 
know much about it. I don't want to go into that discussion, because 
that is a long one, but I do want to call your attention to the fact 
that I am not talking now about the advisability of putting in a 
standard cost accounting system, or the advisability of putting in sales 
training courses, or a study of them yourselves. I am talking now 
about the very reason why you are in business and what you hope to 
accomplish by being in business; or rather, put it this way: what I 
want to call your attention to, the important thing, is how am I going 
to make a profit out of business?’ A great many people in this room 
and in the stationery business can justify far better than I can the 
present planlessness of the stationery business. Just one set of cir- 
cumstances like this would upset any program or plan for the industry 
as a whole. Originally manufacturers sold jobbers: then retail dealers 
became large enough to buy direct, and manufacturers sold them direct. 
And then jobbers, seeing a market getting away from them, went into 
the retail business themselves. That, of course, is a darned sight more 
familiar to you people, and a great deal more detailed than it is to me. 
But these elementary tendencies are the tendencies that tend to make it 
impossible to have an industrial plan. 

One of the wisest men that I have ever met in business said to me 
one time, if a problem is complicated, it isn't worth solving, and I 
think that some of us, as we view this stationery business, look at the 
ramifications of it, and get all snarled up in discounts and competition 
and competing lines and who the salesman should call on and salesman's 
cempensation and so on, and you cannot solve that whole thing with 
a ray of light. And it seems to me that the trouble with us now is 
that we are searching for a touchstone that will make all these com- 
plicated problems fall into their proper pockets, and that what we really 
need is a basic philosophy to which we can tie. For instance, how can 
you have a price stabilization program in any city in this country if 
there is a disrupting factor that cannot be controlled in that price 
stabilization program? You know many groups of you have tried 
that kind of program, and yet unless you can think the thing out in 
advance and say, I know that every factor in this business, in this 
city, can be controlled, the program is simply bound to fail, and we 
have been using our efforts many times to construct a program that, 
a priori, was bound to fail. 

Now, of course, that is all very pretty. and it is all pretty darned 
useless. I think that you may agree that there may be something in 
what I say The most of you, I think, will secretly decide that I am 
talking about a lot of other people, particularly your cut-throat ¢com- 
petitors, and that I am not talking to you at all. And I am not talking 
about any one of you individually, because I don't know you well 
enough, but I am talking about a thing that is so outstanding to a 
man going into the stationery business that it hits him in the face. 

Now, I want to give you just two examples of how this thing can 
change It can be changed in two ways. It can be changed by neces- 
sity, and it must be changed by constructive work of factors in the 
industry In the drug store fleld five years ago, there was not a drug 
store in this country—I won't say that—but I made a survey five years 
ago, calling on 18,000 out of the then existing 55,000 drug stores, and 
so I have a pretty good cross-section of what the drug stores were 
doing and thinking in that year. Their biggest problem was chain stores 
cutting the heart out of the bread and butter of profits, and a compe- 
tition that makes any competition in the stationery business look like 
a Sunday school picnic. I wish that you could have been in the drug 
store field and seen what happened to the independent drug store when 
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Liggett and some of those brilliantly aggressive chain stores started 
working in a given city or community. There was an exhibition of 
absolute panic mnd yet in five years, not because anybody did any 
thing, but by sheer necessity, there has grown up in the drug store 


field a group of outstanding independent merchants that are absolutely 


mmune from chain store competition That was done by sheer neces 
sity Hundreds and thousands of drug stores went out of business 
were sold at an attractive price to chain stores as a unit in that chain 
ind yet there is today a larger group of successful independent stores 
than there ever has been in the drug store field The concentration of 
business which is the final test of success is in a smaller group of 


stores That is a statistical 


I 


is not 


walysis I don't into it, but 
statement that I have made. That 
that is based on established statistics 


that is industry 


mean to go 
ist wanted to justify the didactik 


based on an observation 


Now, there is one more thing, and change in the 


by necessity The General Electric put its refrigerator on the market 
through irefully selected groups of distributors I am not going to 
say any more than that one thing They put their refrigerator on the 
market through carefully selected groups of distributors That was 
s constructive program from without It was successful all over the 
country The details of it would take an hour to discuss, but the 
fundamental thing was that there was a simple idea, carried out with 
courage and effectiveness in the face of an overwhelming market 
dominance Think back to the time when General Electric started and 
think back to the dominance of Frigidaire in that market, and see 


what General Electric had to face in going into the market 

Now, both of those things may happen in the stationery business 
In both cases it was an elementary philosophy that produced the result 
In other words, the individual dealer who stepped out in the drug store 
field had a single philosophy. and that was in two sentences—lI will not 


ompete on price I will give a service which my customers will be 
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Now 
tionery 


don't think I am 
business 
one 


triyng to sell you that formula in the sta- 
there is no formula that can be transferred 
another But I am trying to sell you the idea 
for business Now, I have just one more thing to say, 
and it is not said in any spirit of bravado, 
feel why I think I am 
manufacturers or dealers 


because 
from business to 
of a basic test 
and this is the final challenge 
but merely as a test so that you gentlemen can 
right Would any of you, whether you are 
or wholesalers, like to have a trained marketing man get up and present 
and criticise your methods of your philosophy ? I 
want you to apply that test to your business, to have a trained market 


business business 


ing man analyze and criticise your business philosophy and business 
technique and policies in front of a group of your customers and your 
competitors If you can face with equanimity that kind of a test, I 
congratulate you, but don't let it fool you too much; you may have 
more courage than you have perception of the problem Now, you can 


well ask whether the American Pencil Company would like to have 
the same thing done, and my answer is no, not now But I am serving 
a friendly and not particularly including 

competitors that the working 
hard as it can to that is 
sound, and I know that 

from now such a policy 
that do not 
wholesalers or 


very 


serious notice on everybody 
Pencil Company is 


philosophy of 


our good American 


just as evolve a business 


well as | am standing here 
companies that will 
meeting like this, and that those 
whether they are manufacturers 
take them more than 


going out of 


basically just as 


five years those evolve 
still 


evolve such a 


will come to a 
policy 
-maybe it will 


they are 


retailers five years to go out of 


business, but business just as surely as I am 
standing here 

I want to call your attention to one thing 
who have not examined the 


examine 


and that is this. I want 
program of the Dennison 
example of the 
any body 


those of you 


Manufacturing Company to it There is an 


philosophy of doing business, a philosophy which I will give 


odds will be successful Applause.) 


How Advertising Can Be Used as a Good Investment in the 


Stationery Business Now 
By Arthur Siegel 


Mr. Chairman 
When this 


wpproach it by 


Ladies and Gentlemen of the Stationers’ Association 
subject me, the natural thing was for me to 
first figuring out some way that your house could be put 


was given 


order, so as to make advertising pay Although I am an outdoor 
uivertising man, I want to speak not for any particular medium, but 
to give you an idea of how you could use advertising, and when 

In telling of some of the things I have found out about your busi 
ness, [ want to say this wonderful littl play we have just seen 


siIthough a burlesque, shows some of the things that are happening in 
through neglect of clerks or anyone 


thinking of the merchandise, and of the fol 


your business, perhaps not else 


but through lack of clear 


wing up in the sale of goods Perhaps we all live in our own busi 
ness, live too close to it, and I want to speak as one from the outside 
of your business We must think along lines that will enable us to 
branch out, to give us new thoughts concerning the new conditions 
that are each day surrounding us, and we must realize that the advertis 
ing dollar must go much farther than it ever went before 

Even the largest firms are no longer saying “Let us cover the 
United States but they are centering their efforts on a direct spot 
where they know they can sell goods 

A friend of mine moved his office in St. Louis, and I will tell you 
the exact happenings, and then will tell you what I think about it 


how the condition can be somewhat corrected, and how your sales effort 
and so as to make every 


dollar sale increase in dollars because you will have satisfied customers 


on be put so as to ring the cash register, 


This friend moved his office from a well-established business into 
an office building It was advertised in the newspapers, it was in the 
Ad Club Weekly. for he was an advertising man, and it was in various 


other advertising publications In moving the office, of course he had 
may as well tell you that I am the man 


I had some things to purchase 


to purchase certain things I 


for I mustn't deceive you Unfortunately 


for me. being engaged in the advertising business, I am pretty busy. and 


when it came to making the necessary purchases I didn't know where to 
und I needed furniture 


because my secretary said 


turn I had no idea you handled office furniture 


I knew you handled second sheets and clips 


Adams’ store is where we have been getting ours. Now Adams has never 
ilied on me I bought the furniture from a department store, in my 
ignorance I bought a couple of desks because they advertised them, 
wd they centered me on those items. My stationery, second sheets. clips 


et I bought from Mr. Adams. To this day there hasn't been a stationer 

all on me, and I am still in the market for a few supplies. (Laughter.) 
That sounds funny, but this is an actual happening So I went to 
one of your stationers, a member of this Association, for I wanted to 
find out about your business I hadn't been in a stationery 


something 





ato fe s long time, and I was not clear just what stationery meant 
I tl izht perhaps it meant letter heads and personal stationery I 
d t now, and I may be as ignorant as four million or five million 
other people: I didn’t know you handled a full line of office supplies 
s I went down there und, behold s big store with ten thousand 
tems I couldn't conceive of a business so vast in the number of 
ten I was delving for advertising points. something that we could 
se to n handise for ve that you could use to ring the cash 
gist I sat down with this gentleman and had a two hours’ talk 
snd went into various angles of your business While there I had to 
has x I ted States maps. I wanted blank maps, so that our ar 

tist cou olor them, and we could show research fields and so forth. I 
b ht six of them, 35c a piece: told him what I wanted: he touched 


a button and the clerk came up. and I told him what I wanted, and he 
went down stairs I told him the same tale I told you The clerk 
brought up the six maps, wrapped them up, I gave him the money, 
and the interview ended pleasantly He never said Mr. Siegel, with 
your new office, come down and let me show you some things He 
let me get out of the store 

What is the point You have got to sell your business My 
secretary is paid by me I am not going to send her into your store 
on my time to select goods for me It is your job to sell me You 
are not known well enough You are not taking advantage of the 


What are 
salesmen 


I said to this gentleman you doing in the 
I said Fine, 
Why didn't he cover 


have been with us a 


things you have 
matter of selling goods He said By our 
und how does your salesman cover the territory 


me “Well, you see. Mr. Siegel, these salesmen 


great many years They are all profitable salesmen They are selling 
goods.” I said I know, but why didn't you sell me? Didn't you 
want to sell me Yes, we want to sell you Well, why didn't 
you make the same effort any other business does to sell us through 
your salesmen’? He said, “I will explain that condition to you 
You see, here are our six leading salesmen and they have a nice 
volume of business We have attempted to zone the city with our 


salesmen. And we found out that this salesman has a good customer 


here in the west end, and another one in the northwest, and another 
in the downtown section, and another one on the south side How 
are we going to zone these salesmen I said, “I dont know how 
you are going to zone the salesmen, but I would like to talk to you 
about selling the other three or four hundred thousand people here 
How did these accounts start? He said, “They were small, but they 
have grown to profitable accounts I said Don't you think any busi 
ness is growing today’? How are you going to cover them He said, 


“You are right on that, but we can't get these salesmen to do it I 
said, “I don't know whether the salesmen are running the business or 
would be profitable to 
to have these men keep the accounts 


whether you are running the salesmen, but it 
these salesmen, and to your store 


they have, but make them responsible for a certain section of this 
city, and put them to work He said, “You are right 

Advertising can do nothing for you except to bring a call or an 
inquiry to your store Your business is a strictly follow-up business 


Every purchase, even a dollar one, should be reported, with the name 
of the man who made it, and there should be an effort made to sell him 
something else while he was in the store then 
follow-through, because that is your list; he is 


using your wares 


there should be a 
1 man who is naturally 


and 


I looked around this big store and said, “Are all of these items 
moving?" He said, “Let me show you our red book This is what 
we are getting down And there were some items that had been 
there I don’t know how long I think he had lost the record of them 
That stuff on your shelves is not turning over I have heard it re 
marked since I have been here that you gentlemen have a bread and 
butter line, the line that turns over often and fast You do not make 


These items on the 
per cent profit on 


so much money on it, but it turns over frequently. 
shelves that your money is tied up in are eating six 
your money 
I went into the 
purchase Mr 
saw something I 
und I paid her I 


if you had it in your pocket, and maybe more now. 

Woolworth with Mr. Newman I made a 
Newman “Come in and over the store.” I 
bought it, and the lady wrapped it up 
Newman, have you any stock here that 


store 
said, look 
wanted, and 


said Mr 
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is not moving? Plenty Did you ever get stuck on a bad buy?” 
“Plenty of times I said, “It wouldn't cost you a cent, would it, if 
with every sale that was made by your girls in this store, they would 
eall the attention of the purchaser to the fact that you had this ware 
on sale, and it was a good buy, and have them suggest they look at 


it’ That would be just mouth advertising, absolutely free.’ And I 
said, “Mr. Newman, perhaps you don't pay these girls as much as the 
other department stores do. He said, “Well, we pay right up with 
them 1 said, ““Would it be of interest to you to suggest you perhaps 


might add a P. M. on this item, that you would allow maybe one per 
cent on the volume of the sales that your salespeople made in your 


store, to get that off the shelf, to move it out? It costs you six per 
cent to carry it. Why shouldn't you pay one or two per cent to move 
it And that, gentlemen, is what I think you can do. 


Another thing, if I want to look up a stationer, I must look in the 
telephone book, and I am certainly in the market every week and 
every month for some little supplies. No matter what medium you 
use, whether it be newspapers, radio, outdoor, direct-by-mail, or what- 
ever it is in the advertising field, anybody can buy it And it is what 
you put in that space that you buy that attracts attention and sells 
goods Would it pay you to advertise’ It certainly would. Yours 
is what I would call a long haul advertising You need persistent 
advertising. You have ten thousand items which you have to get before 
the people. You must let them know that you are office equipment 
people, and not just stationers, because many do not know what that 
means. On every piece of advertising, keep the name of your store. 
On the second line have “office equipment,’ and then name the items 
you want to push for this month or that month. 

Another thing in connection with the advertising is that you gentle- 
men are the direct representatives of manufacturers You are exclusive 
agents on certain lines of filing cabinets, etc. I have here a page 
advertisement that has just been put out by the Chicago Tribune; they 
ran it in a St. Louis paper, and the top of it said, “Tear up your 
National sales plan. Sell city by city.’ That is one of the smartest 
pieces of copy that has been put out recently. How does that apply to 
you and to the manufacturer whose goods you are the direct outlet 
for? There is something that would be profitable to the manufacturer 
of these goods, and to you particularly, because you are the outlet for 
the goods, that all advertising be centered in the town where your 
store is located, be it newspapers, outdoor, or what; it should be 
centered there, and they should pay a proportionate part. Why ? 
Without you they have no consumer outlet. Without them, you, of 
course, haven't got the cabinets. But, gentlemen, you are the dis- 
tributors of the goods; you are the men to sell them to the consumer 
public. If a manufacturer thinks that he sells you and quits, he is 
mistaken, because these six per cent goods I have been telling you about, 
that lie on your shelves and do not move, if they stay there long 
enough, you get burnt once, but not twice. It is the movement of 
those goods into the consumers’ hands that you are interested in and 
that he is interested in If in some way the manufacturers who are 
serving this particular business were to get together on a national 
campaign, say, one week for loose leaf, and so on, get concerted action 
and get these goods before the consuming public, with you sharing your 
proportionate part of that advertising, your return on that advertising 
should be very large, because if this advertising interests me in a 
filing cabinet, I right away want to know where I can get it, and if 
you give me the information, the chances are when it is on my mind 
I will call on you 

Take the outdoor medium, which I represent. That is a medium that 
Mr. Wilson over in Houston has been using for a number of years, 
and I think I have a right to mention a campaign that is now running, 
not to the detriment of any other medium, but having to do with the 
persistent keeping of the name before the public and before the business 
interest, together with what he is merchandising and selling, and with 
the telephone number, because, gentlemen, there is the secret partly of 
your sales business in a town, your telephone calls. 
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If a purchase is made, it should be listed. There is the list for 
your salesmen to follow through and make sales on. Do not make a 
sale in the store, even for cash, and just ring it up. Ask the man 
what he does, and with whom he is, and put it down. That is the best 
lead in the world to get into a man, and say, “Mr. Jones, you have 
used some of our goods, and I am here to serve you. I would like 
to know what you have, and I can do this for you.” Look at his office, 
and find what he needs, and then make suggestions to him. You go 
to a place of business that has a paid purchaser of supplies, and they 
are called on regularly, but gentlemen, there are many businesses that 
are building, and that are going to be just as big as those fellows you 
are serving today. You should get somewhere on that follow-up busi 
ness with the business that comes into your store. Don't forget it, as 
I fear some of you do. This following-through is necessary. Keep 
before the public your name. Explain, because you have a lot of 
things to explain. You have so many things I couldn't even start to 
name them. You have so many articles in your store that I know 
nothing about, and nobody has ever attempted to tell me about them, 
because nobody has been in my office to see what I lack. If you can 
advertise, make an arrangement with the outdoor medium in your town, 
for thirty days, with a change monthly, in colors, presenting your 
cabinets, and your bread and butter line, and all the other lines ac- 
ceptable to the public. You are thus training the minds of the busi- 
ness world, that when they think of office terms, office fixtures of any 
kind, their mind turns immediately to your establishment. We have 
been using rubber stamps from Mr. Adams’ store for fifteen years, and 
the only thing I could remember about the stationery was Adams’ 
stamp. That shows what persistent hammering will do, persistent 
awivertising of something you have to sell. 

We have taken on an advertising campaign for probably the hardest 
article in the world to sell, the most dangerous article in the world to 
sell, and that is lye, plain mean lye, Red Devil Lye, Emir Lye. If a 
child touches it, he gets burned. It burns carpets and everything else. 
It has the greatest sales resistance you could think of in a nationally 
advertised article. We started this campaign, and in the South we told 
the users of lye of the many things it could be used for, and the 
result is that we have increased the sale of lye way beyond the ex- 
pectation of Babbitt, or Williams-Shields, or the Emir Lye Company, 
the three companies we have been handling the matter for. If we can 
sell a dangerous article, and put it over, and can advertise those goods, 
we could put over an advertising campaign if you gentlemen will only 
follow through the leads that you get. 

Your dollar has got to earn more than it ever did. You have got to 
watch your margins and step on your sales force. You are going to 
have to come to my office, for I am not going to pay my stenographer 
to go down and purchase of you. That is not the way it should be 
done. You should be selling it. If I leave no other thought with you, 
I would like to say, put “office equipment’ under your name, because 
it means so much to just ordinary laymen like me who are in another 
line of business, and who have not been in your business. Don't get 
weak or scared. These times are nothing to worry about. I say that 
because I am connected with a lot of manufacturers who have made 
the grade during that time and are selling goods, but they are doing 
it differently than before. They are making every minute count, every 
salesman count, and every piece of advertising count, and they are 
putting their hands on the place where the sale can be made, 

In closing, I will just tell you a little story. This applies, I think, 
particularly to this group, if you are frightened. You perhaps do not 
know which way to turn, A man was standing over here at the Dallas 
Fair last week. They put on a horse race, and he was very much in- 
terested in it. He was right there at the starting post. A lady came 
up to him and said, “Have you got a safety pin?’ And just then the 
starter hollered, ‘““‘They are off!’ and she fainted. (Laughter.) 

If you have any questions that you feel I can answer, I will be 
very glad to do so. 


The Advantage of Comparing Present Day Overhead with 
the Last Comparable Sales Year 


By Arthur J. Walker 


Mr. Chairman, Ladies and Gentlemen I am going to take just a 
moment to tell you that my first real insight into the National Sta- 
tioners’ Association came about here in New Orleans. I think it was 
seven or eight years ago when the first meeting of the newly conceived 
Board of Governors was held Ogden Pierson was the director o7 cere- 
monies It has been my pleasure to attend most of the meetings since 
that time in one way or the other, but it seems to me the start we 
got at that meeting, the incentives we had, have been in a measure 
very much responsible for the wonderful success the Association has 
enjoyed through the medium of the regional district plan. I want to 
congratulate Mr. Pierson on the important part he played in that meet- 
ing and on the excellent manner in which he has continued to carry on 
in putting over this fine Convention here in New Orleans 

I am now going to say something not quite so kind about him. He 


said a little while ago Art, I thought you were on the program.” I 
said, “I said I thought I was. He said, “You must have a long 
speech, for they seem to be dodging you. And I guess that is right, 


because Charlie has put me off for two days, because he evidently feared 
I would take up too much of your time. I shall not, however. do so. 
One of the most unfortunate and far reaching evils of the present 
business state of mind is that too large a share of our directing efforts 
is concerned with getting volume rather than profits. To be sure, a 
certain volume of sales must be attained to assimilate the fixed ex- 
penses of a given business But twice a normal volume will fail of 


this purpose if it is sold without regard for mark-up sufficient to carry 
operating costs at least. A business conducted without considering 
markup rapidly deteriorates not alone from lack of profits, but be- 
cause its expenses must be paid out of capital. To state it in another 
way. the longer we continue to operate on this plan, the faster we 
deplete our capital and the quicker we put ourselves out of business. 

To sell goods without a profit may be a natural consequence of the 
need of this period, but there are those who have found a surer way 
out of this present difficulty. 

Assuming then, that the sensible business man has convinced him- 
self that the sales volume of 1929 cannot be maintained, but that what 
he can sell must carry a fair markup based on cost and rate of turn- 
over, will it be possible to show a return on his investments’ Not 
unless his business is in balance, and what does this call for? It calis 
for a ratio of expense items to volume of sales that will not dissipate 
the entire gross margin or difference between cost of goods and selling 
price. Yes, this is a real problem with the average stationers’ sales down 
from 10 to 25% as against the year 1929. But how do they compare 
with the business of 1926 and 1927? From such records as were avail- 
able it develops that the volume of sales made in 1926 are quite com 
parable to those of 1931: that we were doing just about the same 
amount of business then as we are doing now. The research report of 
the Harvard Bureau also showed that we earned a profit on net worth 
of about 7% and on net sales of about 4%. In other words, the sta- 














tioner was making some money in 19°26 when he was doing the same 
smount of business he is doing now 

Let us consider the operating sheet and see how this came about 
In the first place, general expense items such as rent light power 
ul taxes are from » to l higher in proportion to volume of sales 
than they were in 10976 Selling expenses are from 1 to 4 hig 
now than ther and administrative expense including office salaries am 
service items, such as delivery s farther out of proportion than any 
of the other tems Now, this is a condition it seems to me that we 
on blame quite as much onto ourselves as onto the times The trouble 
is very apparent when we compare these expense item percentages [or 
1931 with 1976 We may not be able to reduce fixed expenses read 
y. but we an bring the other expense items down so that they should 
bear even a ywer percentage to v ime of sales than they did Let 
because f the increased buying power of the dollar 

Dur the entire progress of this meeting we have given an unusua 
mount of consideration to figures, and the compiling of statistics with 
reference t sales and operating costs of our business, the records and 
facilities have perhaps all tired us I do not think any one of s is 

ducting a business who has not before him, or so that he : ret it 





APPI 


OFFICE IANCES 


before him, a mass of figures telling almost everything we should know 
sbout our business We should have these figures, and we should 
break down our businesses into the very smallest items that go into the 
cost of upkeep The thing I want to leave, and | want to think of it 
myself more than I have in the past, is that these figures and these 
statistics are all right except for the fact that I do not believe that we 
ise them enough I get a report of my business, and you of yours 
nd we glance over it hurriedly and look at the sales volume, and see 
how much we are behind last year, and we look at the profits, and we 
think we are going to look at the other things later on In my case 
I am ignorant of the details that go into these various expense items 
und after finishing this paper I concluded that one of the jobs that 
would be mine from now on would be to go to these figures and make 
ise of them, and when we find something wrong in there, correct it 
As a man said the other day there isn't anythin you are into that 
you cannot twist out of, if you think about it hard enough So when we 
ire in a ttle trouble, there are means that can be devised to work out 
of it, and we can do it by having figures, and by giving them serious 
thought wn action later on 


The Result of the Ratio Research into the Office Equipment Business 
By Charles P. Garvin 


Ladies arm Gentlemen I have been particularly interested and 
impressed with Mr. Orem's address this morning, because it has been 
very forcibly brought to our attention in our endeavor to accumulate 
worth while figures, that a lack of standardization in accounting in 
our business makes it very difficult to get the proper kind of com 
parisor However, we have been able to get some figures that we 
believe w be oxtremely valuable, and we also believe that the results 
of this research will be encouraging to our members in assisting us to 
equip our business in such a way that we can provide you with a 
business yard stick to measure your business with, that undoubtedly 
would prove to be tremendously profitable 

In presemting this report on onditions in our industry we mace ’ 
study of a group of about 121 firms and we are now taking the 
second step what I hope will become a major work in the Associa 
tion, the providing of figures that will act as a yard stick for our 
members, by which they can measure the individual business and its 
profit-making possibilities 

The first step in the development of this work was the starting of 
quarterly business surveys This year we issued reports for the first 
two quarters, but have omitted the survey for the third quarter is 
this report on ratios will give us a more complete picture at the pres 
ent time However, it is our intention to continue the surveys, and I 
believe that we can probably go farther, and furnish the most valu 
ible kind of current information to the trade A considerable number 
of firms close their books January 1 und another large group close 
their books at mid-year Therefore, our ambition is to have our office 
conduct a first-of-the-year and a mid-year ratio research, with quarterly 
surveys covering the other quarters This can be done if we stick to a 
fairly simple form of report And I might explain that I am a rather 
simple-minded accountant I have more admiration now than I ever 
had before for men who really understand figures I have always been 
th k on firures as well as physically (Laughter.) Along with this 
work we can study the expense figures of items all through the year 
snd this information can be released through regularly issued bulle 
tins Following a plan of this kind, we will always have a current 
release of information that should be of great value to the individual 
member and to the trade as a whole We also realize that we innot 
expect to dupl ate in a short time the magnificent work done by 
Typothetae. but we do believe that we can start in and develop a work 
that will be particularly applicable to our own business and that will 
rrow ts value as we develop the work year by year 

As we spproached the present ratio research we had a full realiza 
tion that the National Association already have had two splendid re 
search works done by the Harvard Bureau We had no idea of trying 
to match detail these splendid reports But it must also be kept 
n mind that this research report comes to you as the work of your 
wn flice ond naturally I shall dwell upon the figures and percentage 
for which we have had the most frequent request Also keep in mind 

that we shall study many other phases of these reports during the next 
few months, so that this research becomes a flexible informational 
eource that un be used at the will of the members 

Again mentioning Typothetae I would like to pay a tribute at this 

time because I know a number of you gentlemen are members of 
Tyvpothetae They have been splendidly cooperative with wus Wash 
ingtor Mr. Deviny has offered us the full facilities of their offic 
und really they have been a ereat help to us, and we appreciate it a 
rt md we are glad to cooperate with them They call on us once 

s while for some dope The wecount ws it stands now we ure 
te 1 debt to Typothetae. and I personally have a creat admiration 

for that o nization 
Now. for the firures It is surprising how many firms wmnot furnish 
fi rea fo research, because they do not have a cost accounting sys 
tem that breaks the expense into its proper sub-divisions, or more 
properly breaks it into sub-divisions In fact, I have actually found a 
mber of firms in this research that do not break their expense up at 
all andi I tl k the reason for it is that they are afraid to find what 
the expenses are It is going to mean a hard job to cut some of those 
tl gs amcl =the iverage reactior f a great many merchants, when 
t ¥y come t s time of eco m listurbance, again using a Typothetae 
“se s to first bein to depre« te their expense by itt off their 





trade association, their contribution to the community chest, their al 
lowance to their wives for household expenses; they begin to go to a 
'5e movie instead of a S0c one But they go on and continue in their 
business many expenses that should never have been there at the be 
ginning ind that could be cut out but t means work, it means 
trouble, it means a little inconvenience . lo not lke to do it 
So that is one of the difficult things that is and confront any 
trade in making analyses of cost in the business We have had an 
ible address at this convention on the necessity for a standardized cost 
counting system Research figures are ot easy to apply for the 
benefit of the individual merchant who has no comparable figures to 
compare with So again we get another phase of it, in that having 
supplied the fieures, if a man hasn't a system to compare the figures 
with, he has gone up against a stone wall ind cannot get out of the 
work the things he ought to get We used about 121 reports, with a 
total business of about 3830.000.000 s considerable amount of retail 
stationery business We have been able to us® different croups of re 
ports for different purposes To give you a quick picture of the foun 
dation, we used figures from the following classifications on this par 
ticular feature of the work We took firms with manufacturing ce 
partments doing less than S100.000.00 three of those firms; 
from S100.000.00 to S300.000.00 seventeer from S300 000.00 to 
S500.000 00, eight S500.000.00 and over fourteon 
Firms without manufacturing departments ess than $100,000.00 
thirty-four from $100,000.00 to S400 000.00 twenty-six from 
S300.000.00 to S500.000.00 five md So00_ O00 00 imd over two 
We shall hereafter in this report refer to the fiscal years of "29-30 
md °30-'31 because our figures average up. so that this report is 
irrent to June 30. 1931 
Out of a total of thirty-three firms operat manufacturing depart 
ments. twenty-nine firms made a profit in “28-30 Of these twenty- 
nine firms, sixteen again made a profit in “30-31, while thirteen went 
into the loss column One firm made a loss in “29-31, but changed 
to a gain in ‘30-31 Three firms made losses in “29-30 and sixteen 
made losses in 30-31 
So we have a cross section We havent picked out a group of 
firms that looked good or a group that looked bad, but we have taken 
+ cross section of firms doing some $30,000,000 worth of business, and 
that takes in the typical condition all through the industry 
la going to take figures for ninety firms The total sales of this 
} p for 249 10 was $27.097.351.48 The salea for this group for 
a 1 had fallen to $2 O93 O89 7? 1 OR8 : gross sales of $4 0045 
»§? 76 r a percentage of 15.8 The perce 7 gross profit to net 
sales in 19.30 was 33.05 In 10-37 it 18 6 ind I want to cal 
1] 7 enrion fo the fact if ‘ ; 4 * 7 Jé ” of husine AS the 
y ae ont actua " en “up 7rery NnW:A f on 
Vow ré come » the percentage of expense 6 sales n 9." 30 
the percentage of erpense o net sales is 1.79 ind it also grew in 
the second year to 33.71. and there is é he ouble came We 
had the groas provit, but e didn keep The percentage of ne profit 
fo net sales on the fireat we«? is ; 45) ina ’ the second year if ia 
0025. a quarter of one per cen die J look ? k to the Harvard reports 
I believe we ought to do some tall thinking ecause we ought to get 
this pr figure nite t east an even y / thes it very difii 
eo for usa in the office to have to fool ar / t quarter or a half 
r a third of a per cent, and 1 entreat vo oO Oe this profit up to an 
even wre so that ¢ have @88 re Ale f you do not do it 
é iny other reason (Laughter 
The ota oss in pre he een the rs ir and the second year 
ws $725,650.92, or a falling off of 82 profit on 14.8 drop in 
sales / m o repeat tha gure tta 7 ff of 8&2 in profit ona 
15.8% lrop t sales This wlicates a det ea rapid in sales that 
overhead could not be adjusted quickly « gh to prevent an almost 
complete ping out of pro Vaturall: the yuick decline in gross 
sales hy ah m instantar "a were dase n percentage of expense to net 
sales / ‘ niereating to note that on he et sales figure of $27 
097,351.48 on the first year, the percentage of expense to net sales was 
9 79 r in dollars $8.072.300.99 hile net sales of $29,093 
Os% “ I he pe entage of expense . 721 or in dollars 
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$7.7845.680.30, a difference in expense of only $287 


004,262.16 less business 
Another set of figures that cover 30-31 
last year, the current year alone and is quite significant 


620.29 on $},- 


alone,—this is for the 
This set of 
figures covers the business of eighteen firms doing a gross business of 
$3,604 967.66. This group shows as a percentage of gross profit 
30.77 as against 33.06 for the ninety-one firms already reviewed 
in this report. The figure on total expense is 33.40 a8 against 33.71% 
for the larger group, and this smaller group shows a net loss of 
” 63 against .0O25 for the bigger group The chief lesson on this 
group of figures comes from the lower gross profit, and proves that 
this time of economic disturbance is no time for reducing prices. This 
group reduced their expense below that of the first group, but evidently 
handed the saving on to the consumer by way of unjustified lowering 
of prices And the fallacy of trying to build up business by lowering 
prices would be completely wiped out if people had a picture at all times 
hanging up in their offices of the danger of such a procedure If they 
only knew what they are doing, but some of the people do not seem 
to realize that when you lower prices, you lower gross and everything 
else. but you do not lower expense; you raise it And there is a 
group that actually cut their expense down and passed it on to some 
one who would not appreciate it 

Let us go on to another phase of the research that is very, very 
interesting, and that is the figures of some nineteen firms covering total 
sales of $5,683,884. Inasmuch as sales is the subject that is on the 
lips and in the minds of all business men, especially at this time, we 
thought it would be interesting to develop some definite figures in 
reference to sales and salesmen with firms who have made a profit, 
notwithstanding this time of economic disturbance So we have taken 
these nineteen firms and sub-divided them, first, into ten firms with 
manufacturing departments and nine firms without manufacturing de 


partments. These firms have shown a clear profit notwithstanding the 


times 
First we will take the ten firms with manufacturing departments. 


They did a business of $4,541,285 the first year, and $4,213,883 in the 
These 
the first year, and for the current year they showed a profit of 4.3° 


second year firms showed a net profit, as a group of 6.3% in 


showing what we consider as very successful operation under conditions 


as they are 
On sales of $4,476,682 this group showed a gross margin of $1 


544.217. or 34.4 for "29-30 For °30-31, on sales of $4,150,749 
they show a gross margin of $1,442,231, or a gross margin of 34.7° 
for the second year On total expense they show for the first year 


28.3% and for the second year 30.6% 
It is interesting to note the following sub-divisions, and, mark you, 


these are firms that are making a profit For the first year, total 
salaries figure out 17.9 showing that we had begun to readjust our 
compensation plans after the last Harvard report Now with the new 
condition we find the total salaries go to 19.9 For the first year 
total advertising is 1.6 for the second year 1.5 For the first year, 


delivery was 0.8° and for the second 0.9 l am going to go into 
those figures as I come to the end of the report 

As we go into the report a little further, we find some very interest 
ing figures On discounts earned we find in this group that they 
earned $35,446.00 the first year, and on the second year they earned 
$31,693, showing that this group of firms, through their ability to 
earn their discounts, were able to maintain a much better position 
than had they changed their policy in reference to this most important 
item. 

On sundry revenue. including interest and dividends earned, the 
figure for the first year was $13,173, and for the second year we find it 
going up to $15,167, so that for these two items the total shows 
$48,679 for the first year. and $46,861 for the second year. And, in 
cidentally, as we examine these reports, we found one firm, a very large 
firm, that had made a loss up to the point where we began to take con- 
sideration of these last ficures, of some $34,000.00, but they earned 
something like $722,000.00 in discounts, and they earned $8,000.00 or 
$10,000.00 on invested capital, undivided profit, so that when they 
got through they only had a loss of about $2,000.00 on the busi- 
ness It does seem to me that in this time of cheap money, it would 
almost pay a man to hire some money from the bank and get his 
discounts. 

The cash discount taken by customers is interesting We find $3.- 
842.00 for the first year, and on the second yearShey took $4,470.00. 
In other words, the customers of these firms were more careful in 
getting their cash discounts from our dealers during this time when 
money is tight than they have been before And as we go through 
this report I become more and more impressed with the fact that per- 
haps there isn't as much the matter with American business as we 
think there is Perhaps the trouble is with the business men. These 
figures are very significant As I stated before, these first ten firms 
show a net profit of 6.3 for the first year, and 4.3 for the second 
year 

And now we shall go into more detailed ficures 

An interesting sub-division and study is on the number of different 
items, which I will now give you 

We will take a group of firms, ten of them, doing $4,476,682, which 
gives an average for those firms of $447,668, on the first year, and on 
the second year $415,000 per firm The average inventory the first 
year was $85,076; the average inventory this second year is $85,259 
In other words, in these ten successful firms, they actually have in 
creased their inventory per firm slightly. They haven't decreased their 
inventory at all 

The stock-turn on the first year for this group was 3.44, and on the 
second year was 3.18 

Now, we will take seven firms out of this group. because with the 
lack of standard cost accounting you can't get all these ficures. so we 
have to go to seven With these seven firms we find that they aver- 
aged $317,495 per firm on outside sales in 1929-20, and in 1930-31 
this had decreased to $301,627 The number of outside men per firm 
was ten both years The average outside sales the first year was 


$30,900; on the second year, $29,750. The average sales per firm on 
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inside salesmen was $167,440 the first year, and the second year it had 
dropped to $150,000. The average number ef inside salesmen was 7%. 
The sales per salesmen inside in the first year was $22,100, and on the 
second year $20,200, 

Now we come to nine firms without manufacturing departments, and 
we have to do some sub-dividing of this group. That is, take these 
nine firms and the first year we have $1,207,000 worth of sales, and 
on the second year $1,040,000. The average sales per firm on the first 
year were $134,114. The average sales per firm the second year $115,- 
588 The average inventory for this group of firms on the first year 
was $29,723: on the second year it was $28,598. They did reduce their 
inventory some The stock-turn the first year was 3; the stock-turn 
the second year was 2.65. Now, we take four firms, again for the 
reason that I mentioned before,—we couldn't get many figures along 
this line,—but with four firms the average outside sales per man were 
$24,813, and on the second year the average outside sales per man 
were $28,384; so that the smaller firm, the firm without a manufac- 
turing department, evidently has been very active and gone out and in- 
creased,—this group has increased the per capita sales of salesmen on 
the outside, and perhaps the reason for that is that in a good many of 
the smaller firms the proprietor is very active, the managers are very 
active, and I was in a store the other day where everybody in the 
place, with the exception of two people, were active producers, and it 
shows us here. But here is the grief. The average sales per firm of 
inside sales was $37,339: and again that went up to $38,389. This 
group have reduced their expenses. 

Now, in working out this report, we have gone in on various cases 
and in the November issue of the National Stationer we are going to 
print the entire report as a part of the Magazine, and in the center 
of the magazine, replacing the stationers’ sales book for months, so 
that all members can take it and they will have a real picture. We 
are not going to publish in that the figures that I have just given 
you, of percentages. We are going to give you the general picture, and 
the other will come as a separate study. 

We come now to a schedule showing some other comparative figures 
that are interesting, and these will be amplified later in the issued 
report. Taking a group of 33 dealers operating manufacturing depart- 
ments, one with a business of less than $100,000, a decrease in sales 
of 10.77, a decrease in gross margin of 24.06, and a decrease in expense 
of 2.77%. On a group of 13 firms doing a business of $100,000 to 
$300,000, the decrease in gross sales was 11.69, decrease in gross margin 
10.58, and decrease in expense 3.24. 

On another group of 7 firms doing from $200,900 to $500,000, the 
decrease in sales was 7.75, the decrease in gross margin was 10.85, 
and the decrease in expense was 9.64: and incidentally it is in this 
particular group of firms that the healthiest condition as to profit and 
sales seems to exist. We have found out all the way through that the 
firms doing from $300,000 to $500,000 seem to have been hit less 
in the way of decreased sales and profit than almost any other group, 
with the possible exception of the croup doing less than $100,000 with- 
out manufacturing departments. We find that the firms doing a million 
dollars or more have been hit the hardest, and this seems to check 
up with the experience of the dry goods and department store trades 
and in a number of other trades. 

Now we take 12 firms doing $500,000 or over, and we find that on 
these very large firms the average decrease in sales is 20.11, the de- 
crease in gross margin 15.48, and the decrease in expense is 4.72. 
These figures may not seem particularly important but they show 
this: they give you a slight picture of the fact that the average de- 
crease in gross sales is not as large in this industry as they are in a 
great many other industries. Of course we have a spread of per- 
centages of decrease that runs from about 8% up to as high as 40%. 
but these figures show an average falling off for the group of only 
12.6, the average used being for the 33 dealers with which we have 
just treated. 

Now, let us take 57 firms without manufacturing departments. 
With 27 firms of less than $100,000 business, we get a decrease in 
sales of 9.47, decrease in gross margin of 10.38, and decrease in ex- 
pense of 1.23. You will notice on this type of firm that the boiling 
down of expense does not seem to have gained much headway. 

With 23 firms doing from $100,000 to $300,000, the percentage of 
decrease in sales is 9.31, the gross margin decrease is 7.77, and on this 
group we find an increase in expense of 1.57. That speaks for itself. 

Now here we have five firms doing from $300,000 to $500,000 with 
a decrease in sales of 11.89, decrease in gross margin of 13.70, and 
decrease in expense of 32. On firms of $500,000 or over, we will 
take two firms showing a decrease in gross sales of 8.10, decrease in 
gross margin of 5.22, and decrease in expense of 52%. The average 
for these 54 firms on decreased sales is 7.2, while the average decrease 
in expense is .15. 

Now, the significant fact in reference to these comparisons here of 
33 dealers operating manufacturing departments and 57 dealers oper- 
ating without manufacturing departments is that in the first group, 
with manufacturing departments, the process of bringing expense down 
has gained considerable headway, and your answer comes in the fact 
that most of the firms in our business that have manufacturing de- 
partments, the manufacturing, or a great part of it, is printing, and 
the Typothetae are supplying figures that enable those firms to know 
what their expense is and know what their cost is, and in our own 
figures here. it proves that the man who has a manufacturing depart- 
ment,—and most of those that have the departments belong to the 
Typothetae—that that group has been able to use the figures supplied 
to them, to do a very much better job than the merchant who has 
not had the advantage of that work. It becomes very apparent from 
this report that that is true. 

As a final picture which we submit as a yardstick, we now take a 
group of firms with manufacturing departments doing a business of 
over $4,000,000, and I am going to read you some typical figures,— 
some of them which will be duplicated—and this will be in conclu- 
sion For the first year this group has a gross margin of 34.5: for the 
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Leadership 
By Woodson P. Waddy 


great deal of 
Leadership 
shall 


Gentlemen: It is with a 
ifternoon The subject of 
have no prepared 


Mr. Chairman, Ladies and 


pleasure that I greet you this 


has been assigned to me, and as I address, I 
have to speak extemporaneously 

If the Children of Israel had not found a leader like 
them out of the bulrushes, they would still be there, I suppose, and 
the world would have been deprived of some of its best leaders, certainly 


leaders At least, we should not 


Moses to lead 


some of its most successful have 


heard of Einstein 


Leadership to my mind always brings with it grit, determination 
fortitude and perspecuity All of the world’s great leaders have 
possessed those qualifications 

When we reflect today and find that the United States of America 


had to devote three full locating a man with sufficient grit 
smd determination to conquer these Louisiana Tigers and the Washing 
ton Artillery and the Richmond Blues and the rest of the Southern 
of Richmond, and then he had to go 


years to 


wmy that were guarding the City 
in the back door—it took the Government just three years to find a 
man who was capable of that task, in the person of Ulysses S. Grant 


goes a great deal of determination 
incident 


With achievement like that 
We are very much in discouragement of an that 
happened on the seas, when the Bon Homme Richard encountered the 


Serapis, and you remember the words of John Paul Jones when a sur 


reminded 


render was demanded of him, and he sent word back to the English 
commander Sir, I have just begun to fight And now with you sta 
tioners, discouraged, many of us are, some of us are not, I am glad 


to say and in the midst of our difficulties it seems to me we might 
remember an old song that goes something like this Pack Up Your 
Your Old Kit Bag It seems to me we might pack up 
merchandise with the trouble in the kit, and go out and 


Troubles in 


some of our 


sell it I do not believe it will do us much good to hover over our 
troubles, but that we should command some of the fortitude that has 
been exhibited by some of the worlds’ leaders and go out and conquer 
some of the obstacles before us There are in the stationery business 
plenty of leaders capable of doing just this 

I had a letter not long ago from a blind man, perfectly stone blind 
This man has undertaken a candy business And he wanted further 
to develop some article that he could not see but which he could sell 
A few days ago I received a letter from him and | would like to read 
you just a few words from it I am making final arrangements for 
my assistant to handle my candy business, while | have engaged a young 


Italian for the fourth year to start out with me on my Christmas card 


business I surely will have my hands full, and will be one of the 
busiest men in our town, even if I cannot see But I will be giving 


employment to two persons 
There is a blind man selling 
he gets a great big kick out of giving employment to two persons in a 
time of depression like this 
I can think in conclusion of only one little story I might relate, and 


something he cannot even see, but 


that is perhaps one that we fellows in the South will remember. I 
think it was at a battle in Tennessee in which the Southern troops 
were very greatly demoralized, and were hunting for a leader, and a 
very demoralized general had sent a message to old General Nathan 
Forrest, and told him that his troops were cornered on all sides, back 
and front, flanked on each side, and asked him to please tell him what 
to do If you are not familiar with General Forrest, I might add that 


have the advantages of education: he was considered rather 
took the note and put it on the pommel 
much 


he didn't 
illiterate But he instantly 


The Rights and Wrongs of Selling 


Vr. Whitmore’s address was illustrated by 


By Eugene Whitmore 


Association 
Netzhammer 


National 
Conrad 


Mr. Chairman, Ladies and Gentlemen of the 


I want to let you all in on a little secret Mr 


whom I believe you all know and love, was responsible for putting 
me on this program A telegram was read day before yesterday from 
Mre. Netzhammer, saying he was quite ill The truth of the matter 


is, he had a bad case of cold feet, and was afraid to face you gentle 
all know he brought me ( Laughter.) That 
is the inside of the story 

I want to take a minute to tell you how the information and data 
for these gathered At the start of our publication 
when we began publishing it. one of the ideas suggested by 
members was that we publish a series of articles which would be called 
The Right and Wrong Way to Sell We did not feel we knew the 
right to sell everything in the office equipment business, let alone 
some of the more complicated items We felt we could learn a great 
product, so we went around each month 
staff go around and talk with 
particular item 
really wonderful 


men, having you here 


ticles were 


one of your 


way 


deal about selling our own 
members of the 
their ideas on selling the 
that month We have had 
presentations given to us I know personally I 
stores and left stores wishing I could buy some of the equipment 


presented On the other hand 


We have one or two 


saleamen ami ~=get line or 


which we handled some 
Visited 
that 
there have been times when 
anything as a result of the 
really found 


like this desk 


sales have 


was so ably 


| wondered if ever could buy 
presentation that 


where the merchandise is just 


any body 
some 


That is a 


was given us We have cases 


pointed out 


very nice desk and a nice chair And they expect us to buy it on 
that kind of sales demonstration or talk On the other hand, we have 
had a great deal of evidence that there are some men in this business 
that honestly you can't look at their merchandise without wanting to 
buy it when they show it to you 


of sales effort that 
good as a 


I am not at all inclined to criticize the majority 
forth in your business or our business It is very 
However, we which 


is put 
whole have some interesting contrasts may be 
of interest to you 

Here is one where the salesman brought the customer to the store 
He was smart enough to do that, and he got this man to come to the 
wonderful line of filing cabinets He opened one of 
Here is a nice number, well finished 
man isn't going to sell four steel draw 

This other sales 
studied his filing 
back to the store 
that man 


filing 


store to see the 
the drawers and said well made 
and the price is so much A 
ers, or roller bearings: he should sell a filing system 
into the business 
lack of method, prepared a plan, went 
ranged a sample drawer which would show 
proposed in the way of filing 
That fellow will sell something 
I happened to be in a city where there had been a wonderful instal 
office furniture One of the finest installations which were 
made in 1930 I wae visiting a dealer, and a man came in to buy a 
The salesman said Yes, we 
safe and he showed him a safe of small size and told him 
before he told him whether it was class A, or B, or X Y Z 
This is the price, and that is the safe you should have He 


man went prospect's place of 
method, or 
ul completely 
cabinets, and a 


exactly what he 


aystem for that business 
lation of 


safe have a lot of safes Here is a 


mice little 
the price 


He said 


of his saddle, and wrote back Fite I thank you very 
(Laughter and applause.) 

slides 
did not know whether the man was running a corner grocery store or 


a large sized business, or was buying 


whether he this for his personal 
I followed through on that sale and the customer later 
and a large safe was sold him. That safe was sold 
we have plenty of safes, but I do not 


Let's go over to your office, and 


use, or what 
went to another store 
because the salesman said, “Yes 
have the least idea what kind you need. 
see what records, valuables, books, you need protection for. We are not 
selling safes, but we want to sell you protection for your valuable papers 
and for your equipment that should be protected from fire The cus 
tomer was sold a large safe, and that was the safe that the man needed 
The little safe the first man showed would not have begun to take care 
of his The man himself did not realize the vast amount of 
papers and material in his office that needed protection He thought of 
a safe as a place to keep his petty cash and his ledger, and any stocks 
ure still worth keeping ( Laughter.) When the 


needs. 


and bonds he had that 


salesman went with him and said You have a mailing list that is 
very valuable If your office building burned tomorrow, you could 
not get out a letter to your customers telling them you were still in 


keep that in the safe, or keep 
The best place is in the safe 
that 


business, without your list. You must 
mother copy at home or at the bank 
And when that salesman got through 
was glad to buy a safe of that larger size 

That is a transcribers desk Several 
items that had a particularly sales appeal, a 
saving appeal You all know that today are interested in 
something that will save money, and that’s about all they are interested 
understand, and so I have slipped in a transcribers’ desk for one 
and I went around to several places and asked to see a transcrib 
told the salesman what we were doing it for; we 
customers And we had a 
us We asked the salesman to explain it to her 
the standpoint, as the superintendent of the transcribing or typ 
and in one place the salesman took us over and walked 
Here you are The dictaphone goes in this 
front of the 


studying man’s business, he 


made an effort 
money 


months ago I 
to select strong 
customers 


in, I 
item 
er’s desk, and we 
didn't go in and 
lady go with 


represent ourselves as 
young 
from 
ing department 


behind the desk and said 


little place here and the typewriter goes right in 
transcriber: you have got everything in front of you, and here are 
the drawers aml that is all he said ( Slide.) Now, this salesman— 


this was an actual sale. to a large insurance company. The salesman 
had a prospect. He was dealing with the office manager of this in- 
surance company and had had one or two conferences with the president 
of the company. and he had had several conferences with the head or 
floor lady of the department He went to her and said 
Give me one or two forms, every form that your stenographers have 
to put in the mail, booklets and circulars, and all your various depart 
mental letterheads, everything that you use, even to clips and erasers 
and pencils And he went back to the office—it doesn’t show in that 
picture very well—but there is a transcribing machine there connected 
up. ready to work: there is a typewriter, and all of that stationery that 
she and her employees worked with, and she came in and the salesman 
I want you to sit down now and write something and he even 
had been dictated in the prospect's own office 
and he said, 


transcribing 


said 
brought a record which 
and had it on the machine, and she transcribed the record, 
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“Now. reach for anything you want, all the enclosures, special types 


of letterheads that are called for and when she got through she said 
“This is the most wonderful desk I ever saw And, of course, that 
was as far as she could go Then the salesman had to concentrate on 
the office manager, and get the olfice manager to recommend the 


purchase, and the purchase was made, simply because that salesman 
let that wonderful piece of merchandise sell itself, and he put into it 
something in his talking and his demonstration that would bring out 
every possible sales point. (Slide.) This is a steel storage cabinet. 
The story on that is almost exactly the same as the story on the safe. 
The first salesman—the wrong way; just shows the empty storage 
unit, and that’s about all. The second salesman brought a customer 
into the store and arranged that unit as he thought that customer would 
use it, with all the various drawers for blue-prints, for flat material 
for letterheads, stationery, and all kinds of storage. The first salesman 
didn't get the order; the second salesman did 

Here is one of the most interesting articles we had, due to the results 
which were accomplished I kind of run out of ideas last summer, and 
I didn't know what to have; somebody suggested a sectional bookcase, 


and I said, “Well, I don't know. I am sure that every salesman in 
the country knows as much about sectional bookcases as there is to be 
known I said, “That's an item we have had for years and years, 


and besides with modern offices so many of them have open book 
shelves. and sectional bookcases are a little passe. But,’’ I said, “it is 
worth investigating. And so I went to several people and I got what 
1 thought were rather good ideas, and in showing the bookcase that is 
exactly what happened in a couple of places The man showed an 
empty bookcase and said, “Here it is——finished in walnut, and we can 
also give it to you finished in oak or whatever you want,’ and it is 
so much per unit 

The next salesman took the bookcase down and showed how easy 
it was to add to that bookcase; showed how it was made, and he had 
dummy books in the bookcase. I think that is really important. It is 
such a small, apparently insignificant detail, but it is amazing what a 
difference it makes in presenting an item to show how it is going to be 
used in a man’s business That is not an actual sale shown in that 
slide, but that is the contrast in how the merchandise was presented. 
About three months after that issue was out, we had a letter from a 
salesman in Providence, R. I., who said he had a lawyer and had sold 
him a complete new installation for his offices, and he had been trying 
to sell him some bookcases, and the lawyer said, No, he had some old 
ones that he would have refinished, and the salesman, who had read 
this article, went back and as a result of the matter presented in the 
articles he sold him $600.00 worth of bookcases, and the argument he 
used was, you have a law library here that is worth many thousand 
dollars We will say. for example, it is worth $3,000.00. If you had 
a $3,000.00 diamond, it would never be out of your sight, unless you 
had it in your safe: if you had $3,000.00 of your money, you wouldn't 
let it lie on your shelves: and yet you are leaving $3,000.00 worth of 
books out in the open, possibly to be taken out by your employees or 
others—no record of them, and they are not protected. You are just as 
foolish to allow those books outside of a bookcase as you are leaving 
$3,000.00 laying on a shelf; and he got the order 

Posture chairs. as you gentleman all know, have a very wonderful 
selling appeal. There are so many things that can be said truthfully 
about them. You have, if your case is rightly presented, an opportunity 
to get the very enthusiastic cooperation of all the secretaries in the 
business, the typists, the stenographers, the clerks, and the bookkeepers. 
Yet we went into a store and asked to see some posture chairs, and 
the salesman looked at the price tag and the first thing he said was, 
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Here is a nice chair. This chair will make you sit up straight, and 
we have sold a lot of them. Some of the biggest concerns in the 
country use these chairs.’ I think the one he showed cost $17.00. 
We went into another place, and the salesman said, ““Now, 1 want to 
show you this chair. I am going to take a ruler and put it on the 
chair and show you how much that seat is scooped out, That chair 
is the result of a scientific study into postures. That chair is the 
composite recommendations of physical culturists, of health specialists, 
and of a number of large corporations.’ Then he turned the chair 
around and showed how that chair supported the back at any position. 
He showed every part of the chair, and that was only the beginning. 
Then he said, “This chair will save you, we believe, a dollar a day 
per employee that uses it,’ and he showed why. He showed why 
when a operator is sitting in an unscientific chair——the wrong kind 
of chair—then that operator gets tired and fatigued around three 
o'clock in the afternoon; wishes to get up and go out and get a coca- 
cola or go and get a glass of water, walk around the office, and she 
begins to make mistakes. And by the time that man got through 
presenting that chair, why it just seemed like that chair would pay 
for itself in two or three weeks, and I know that that salesman had 
sold a lot of these chairs. He sold a large order of this chair to a 
railroad, and everybody tells us railroads have no money to buy any- 
thing. I believe that is the last slide. 

We have had a number of other investigations, and we hope to 
continue them, but the one message or one point that I want to leave 
with you, if I can, is this: that there is not an item in your store above 
the class of a paper clip but what there isn't a right and wrong way 
to sell it, or to put it in another way, there is no wrong way to sell 
anything; if you do it wrong, you don't sell. But as Mr. Siegel so 
forcefully pointed out, there is so much that the consumer doesn't 
know about your merchandise, and if you don't tell it to him, if you 
don't explain it to him, if you don't demonstrate it to him with his 
own tools, he will never know. You can talk to him until doom’s day 
about the New York Life Insurance Company using this type of filing, 
or that the Louisville & Nashville Railroad uses this kind of duplicator, 
or this kind of machine, but unless you demonstrate that to him with 
his own tools, with his own products, and in his own office, he is not 
going to feel that he just can't get along without that merchandise. 
And today, as you all know, we are not going to spend our money un- 
less it is for something we feel we cannot get along without. 

There is just one more story. Most speakers feel that if they had a 
chance they would be great comedians, and I am like everybody else, 
so I will have to tell you a story. Apropos of the depression, we think 
we are pretty hard off, that these are pretty hard times, and it is true, 
but really we never know when we are well off, so to speak. In this 
connection, I am reminded of a man who had four beautiful daughters. 
The first daughter fell in love with a fine gentleman from Singleton, 
Australia, and married him. In due course of time the good Lord 
presented her with one child. The second daughter married a man 
from Twin Cities, Idaho, and in due course of time they were blessed 
with twins. The third daughter fell in love with a fellow from Three 
Rivers, Michigan, and in due course of time the union was blessed 
with triplets. And the fourth daughter was undecided. She didn't 
know whom she wanted to marry. There were two men courting her, 
and one man got tired waiting and he went to her father and presented 
the case to him, and the father said, ‘‘Where are you from?’ He said, 
“Well, I am from 101 Ranch.” (Laughter.) He said, “Well, for 
heaven's sake, marry her quick; that other fellow is from Thousand 
Islands.” ( Laughter.) Gentlemen, you don't know when you are 
really well off. (Applause.) 


The Necessity of Uniform Cost Accounting Methods in 
the Stationery Business 


By Herbert Orem, Secretary, Houston-Galveston 
Typothetae 


Accounting today should serve a twofold purpose—the furnishing of 
information or statistics relative to a given business, and making pos- 
sible the comparison of those statistics with others similarly engaged 
or with standards set up in the industry. It is a far cry from the 
day when hook files and a daybook were the accounting too!s, and the 
profits were determined by the amount of money in the safe, or in 
the bank, if one had the temerity to trust a bank. And those days 
are not so long ago, either. 

In the early 1800's the small Government Patent Office was becoming 
crowded, and in a discussion about increasing its size the Commissioner 
rather opposed the idea because, as he said, there were already some 
75,000 patents, and that every conceivable idea had already been 
patented, and that it was therefore unlikely there would ever be many 
more patents issued Accounting today can no more be done in the 
manner of the early 1800's than could we do business without tele- 
phones, telegraph, automobiles, airmail, or any of the thousands of 
other time-saving, business-efficiency tools that were undreamed of 
when the Patent Office thought there could never be many more 
patents 

A business or an industry operating today with accounting methods 
of such nature as to preclude the possibility of reliable and effective 
comparison of statistics, the second purpose of accounting mentioned 
above, is neglecting the greatest and most powerful aid to management. 

With the growing complexity of modern business bankers, credit 
executives, investment agencies, heads of large business institutions 
recognized the necessity of developing methods of measuring the ability 


of business men in the various phases of management, and of setting 
up standards in the various trades and industries by which the abilities 
displayed in the individual business might be compared with the suc- 
cessful portions of their particular trade or industry. Alert and pro- 
gressive business executives soon found these measures of ability their 
most powerful tools of management, and today executive control of 
business through ratios is the common practice in most of the success- 
ful larger institutions. 

Gilman, in his “Analyzing Financial Statements,”’ the textbook used 
by the American Institute of Banking in the training of credit execu- 
tives of banks, says while it may appear strange to use financial state- 
ments as a means of investigating so intangible a quality as business 
ability, yet the fact remains that these statements are, in effect, mirrors 
which reflect business ability more accurately than any other means. 

Banks have realized the necessity not only of measuring your busi- 
ness ability, but of comparing it with your competitors in the indus- 
try. So the Robert Morris Associates have undertaken to set up for 
the banks industry relationships whereby the statements of the in- 
dividual, after being tested for business ailments which we shall dis- 
cuss a little later, may be compared with these industry standards or 
averages. Particularly have these standards been highly developed in 
those industries where uniform accounting methods have been devel- 
oped. In these studies I find the butcher, the baker and the candle- 
stick maker, but “‘nary’’ a mention of the stationer. 

The United States Chamber of Commerce and even the Federal Trade 
Commission, in the days when it was seeking to find its place in the 








order of things. in their studies of business methods in an effort to 


help business be successful, for many years have been vigorously urg 
ing miustries to adopt miform cost finding and accounting methods 
for in the words of a prominent authority no other single trade 


wasociation activity will go so far legally to help the individual busi 
ness make profitable ts om sitions 

rack magazines score time wo carried § the mnouncement that 
General Motors, after a other methods had failed, were finally under 


taking to help their hundreds of dealers become successful by requir 





ne installation and use of siform cost accounting methods, the re 
sulting statements to tx wnmalyzed by the company compared with 
stam ds to be set up from statements of successful dealers und the 
ineffickencies of each dealer thus to be pointed out to him in such a 
way that he would be able t orrect conditions and become successful 
We ordinarily look upon the banking business as one of our most 

* essful industries, yet I heard a banker, prominent in the councils 
of the American Bankers’ Association, stand on the floor of a convention 
1 New Orleans last week and confess that only in the last few years 
had they ome to a realization of the necessity of uniform cost a 
‘ ting methods in banks, and that such a uniform system had now 
bene wiopted. when the industry to which he was speaking had adopted 
such methods 23 years ago Less than a month ago one of the banks 
my home ity. having adopted these uniform cost accounting meth 
ds and having discovered somewhere near the requirements of a profit 
ible checking account, called one of the members of my association 


luxe office for a friendly talk Mr. Banker ex 
appreciative of the $3,000 


into the bank's de 
plained to Mr. Printer that he had been very 
erage daily balance he had been carrying for several years, but that 


e had now installed a uniform cost system in his bank and discovered 


Printer had never borrowed any money from the bank, that 
the account he had was unprofitable to the bank, the cost of the 
heckine privilege and other services rendered being greater than the 


revenue that could be earned on the daily balance, and would he piease 
increase this balance to $4,000 

A prominent laundrymar und wealthy today, told me recently that 
installed the Laundrymen’s wnriform cost 
efficient plant, but discovered 
costs with 


before he accounting methods 
he had prided himself on his power 


system and comparison of 


after installation of the cost 
ndustry averages that his power plant was grossly inefficient, and that 
the ensuing improvements had meant to him many thousands of dol 
lars of added profit during the years 
Each year the American Trade Association Executives make an 
sward to the trade association doing the most outstanding piece of 
trace weociation work during the year Last year the award was 
made to the National Association of Cleane:s and Dyers, and one of the 
ounds on which the award was made was the promulgation and pro 
motion f uniform cost accounting methods in so difficult an industry 
because made up of so many small units If the Cleaners and Dyers 


A as0 stion realize the necessity not of cost accounting but of un 


cost accounting, can there be another industry that would have no 


neil thereot 


Twenty-three years ago the industry in which I im interested 


pioneered in the uniform cost accounting field At that time Dun and 
Bradstreet rated the printing industry the poorest pay of all classes of 
business men except the saloonkeeper After these years, years de 


voted to continuous promotion of use of uniform cost wcounting 


methods in the industry the last ten years of 
National 
recognized as an outstanding 


which has seen the 
Ratios for 
whievement of 


issuance by the Association each year of its 
Printing Management 
Association work. the printer today as an industry stands high mmong 
the best from a credit standpoint Students of business and leaders 
n the industry attribute this bettering of the standards of an entire 
widespread industry largely to the extended and continued use of uni 
form cost methods. 

The Swope plan, which has created a mild sensation among business 
men. a plan to protect employes and the public and stabilize business 
so there may be a legitimate profit for those engaged therein, provides 
smounts to compulsory uniform cost 
industry Coming from a man of the 


Swope, it is a recognition on the part of 


mmong other things, for what 


md accounting methods of 
standing and ability of Mr 
big business of the value of such methods in making business 
profitable 

I ould recount industry after industry that Nas adopted uniform 
cost accounting methods and tell of the benefits accruing therefrom 
but enough of this line of argument 
1ilments, one or more of which is 


rhere 


re five common business 
unprofitable or failing business. The presence 
iMfliction of four of these 


measured by relationships of the balance sheet elements and the annual 


found to exist In every 
or absence and the degree of 1ilments are 
sales firure Uniform accounting, while of value, is not necessary in 
these determinations, for balance sheets may be rearranged for pur 
poses of measurement The four common ailments are 


receivable 


Overinvestment it 

Overinvestment in inventory 

Overinvestment in fixes 

Insufficient capital 

Time does not permit a discussion of these ailments and their enor 
mous contribution to operating losses and business failures, a discus 
sion of the measurements to determine their presence nor of the 
spplied, not even of the method your banker uses when 
ifford to 
possibility of the presence of some 


remedies to be 
he looks over your statement to determine whether he can 
make you a loan, because of the 
f thes iilments 

It is to the fifth of these common business ailments I wish to point 
This 


ind only by study of this statement 


your attention insufficient net profit 1ilment 8 indicated or 


measured by the operating statement 


ind its subsidiary statements can the cause thereof be discovered and 
s remedy therefor be prescribed, and only can this be done intelligently 
md surely where there are iniform accounting methods in an industry 


wit dustry averages r standards available or uniform statements 
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This most common of business ailments, 
ultimately bring 
failure, and trade associations can make no greater contribution than 
their 
efficiency by industry standards 


from profitable competitors 


unless given prompt attention by management will 


making it possible for membership to measure their operating 


Every industry has characteristic needs Every industry has its own 
peculiarities md it is the duty of the industry to develop such cost 
individual unit 
to get therefrom every bit of information needed for the proper execu 
with a comparison 


sccounting methods as will enable management of the 


tive control of every operation within the business 


with others likewise engaged I do not pretend to know the needs of 
the stationery business, but I can hazard a few, such as the proper 
gross profit or cost of goods sold, furnishing a measure of the effi 
ciency of management in selling the goods at proper prices and its 


efficiency in purchasing; how much rent should be paid, how much for 
much to care for the stock 
much salary for 

much should a 


inside salesmen, outside salesmen how 
of goods, how much inventory to be carried, how 

the delivery man, the bookkeeper and the boss, how 
floor man sell in each department and how much to pay him, and how 
many sales a day averaging how much per sale, to measure the ability 
of the floor man; how 
credit and collection efficiency: how much can be spent for 


much should bad debts be, to help measure 
the boss 
mivertising: how much should all these be in various size stores and 
for the varying classes of goods sold, such as stationery, furniture 
books, gifts, school supplies—other questions ad infinitum—oh, a thou 
sand things needed to be known—all for the purpose of measuring 
expenditures so the total will be within the sales prices and a profit 
result on the total and on each department 

any reliable operating statistics for the 


apparent 


The impossibility of getting 


industry standards must be readily 
made in a uniform manner, with a standard 


method of 


purpose of setting up 
unless the statements are 
classification of expense accounts t standard overhead 
ascertainment and distribution over revenue-producing departments, and 
yet not be at variance with other industries with whom the individual 
unit may be affiliated and which may have developed uniform methods 
For this reason the uniform cost accounting methods must be correlated 
with other affiliated industries, such for instance as has been done in 
the graphic arts industries, where a joint cost accounting commission 
passes on every phase of the methods and keeps them uniform 

If one stationer charges his porters wages to overhead and another 
to direct store labor, how can their figures be comparable If one 
stationer distributes overhead over the producing departments on the 
basis of another cost of sales, and another sales, how 
would costs in any department of the three be comparable This, too 
could be carried on indefinitely, for without a standard classification of 


expense accounts in the stationery business I am sure there must be as 


floor space 


much variance in charging expense items as there are numbers of sta 
tioners, and any effort to develop statistics would be faced with guess 
work and inaccuracies because of this very insurmountable obstacle 
und the results thereby rendered of doubtful value, if not even danger 
ous to use 

Now just a few of the benefits to be derived from uniform cost a 
counting methods 

Executive Control Through Ratios Because poor or no accounting 
methods. and ignorance or lack of use of the proper information to 
be had from adequate accounting by management for the proper con 
trol of business, is almost universally given as the greatest cause of 
business failure, in studies of bankruptcies and failures, I would say 
the greatest benefit to be derived by statione:s from uniform cost a« 
counting methods would be the development of operating ratios, or 
relationships, or information, of the exactly 
determining policies and action by management to make the individual 
Claiborne tell us we 


proper kind needed for 


business successful We heard yesterday Mr 
needed more attention to the economics of business rather than the 
mathematics or mechanics, but I tell you a proper understanding of 
the mechanics of business through statement analysis, with uniform 
accounting methods in the industry, will inevitably involve the eco 
intelligent stepping-stone to a study of the 
number of 


nomics, and is the only 
economics Perhaps the 
businesses he must study, has relied too much on the mathematics of 


banker, because of the great 
statement analysis, but how many stationers can go beyond the current 
when, as a matter of fact, the relationships 
derived from statement analysis are today forming the basis of exeu 
tive control in practically every large successful business, and my plea 
~ssurance, to understand the fundamental rela 


ratio and stock turnover 


is, if you wish profit 
tionships that are necessary and that are to be determined from your 
operating and financial statements 

As a Basis of Comparison.—tThe next place I would give to the use 
of averages or standards derived from uniform cost accounting methods 
12s a basis of comparison Figures in themselves are meaningless 
Without industry standards a stationer may only compare his expenses 
without any knowledge as to 
With uniform meth 


the way he keeps them with his sales 
whether or not they bear a proper relationship 
ods these standards may be set up so that the stationer may not only 
compare these expenses with his sales but also with those of others in 
the industry, with the assurance that his statistics are comparable with 
others because the components of the accounts compared are the same 

Increased Profits—Third, uniform cost accounting, if applied, will 
increase profits by reducing costs, for comparison of the individual 
with standards will point out wastes and inefficiences which proper 
executive action will eliminate No industry has ever failed to in- 
crease its profits when uniform cost 
used by a substantial proportion of the industry I could give you 


1ccounting methods were properly 


testimony from industry after industry where wastes and inefficiencies 


overcome after use of uniform cost accounting amounted to stagger- 
ing totals 

Stabilization Fourth 
sales prices, for with definite knowledge of the no-profit point, after 
efficient operation, few with that would go below that 


figure An industry in ignorance of its cost is an industry with de- 


uniform cost accounting will tend to stabilize 


knowledge 
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nts 
ring 
han moralized saies prices 4 man knowing his costs, and knowing they but reflected in his actions and in his growing success in his com- 
ting are the result of efficient operation and are in line with industry stand munity 

ards, will have his courage strengthened to demand a price which will Recognition by His Banker.—Seventh, the use of uniform industry 
wh yield a profit above this cost figure accounting methods, and the discussion intelligently with your banker 
cost Better Business Men Fifth, uniform cost accounting will make the of your statements and ratios in comparison with the industry stand- 
unit individual user a better business man, for he must study, in the light ards, will elevate his opinion of you as a business man for the very 
2CU of modern practice, his statements for the purpose of accomplishing the 


reason you are using an industry set-up, and by virtue thereof he knows 
things they are intended to accomplish He will learn to test his 


ison very 


you belong to your trade association, can get along with your com 
ability in every phase of management by the ratios developed from 


s of 


petitors, and are adopting best known methods in your industry to 
per his statements, and where he finds himself or his business inefficient 


I will strive to overcome h deficiencies und therein lies growth assure slLccess Some bankers demand membership in and approval 
»fl Le : ‘ Ss = . 
ns He will sin self-assurance: he will 1in business courage; he will of statements by trade associations before granting clients loans under 


its 
have something real to talk about with his competitor, and somethin certain circumstances, and all bankers will esteem you and your account 


ers that will tie him to his trade association, one of the greatest devel much more highly if you are operating your business with accounting 
for opers of broad-minded American business men methods uniform and comparable in your industry, and, who knows, 
da Prestige Sixth, a uniform cost accounting system devised for an maybe the stationers might appear in “Statement Studies’ of the Robert 
how industry will give the user more prestige He will know in his own Morris Associates, and then you would be among the elite of business 
ility mind it is more valuable, more perfect, and that knowledge can not be men, 
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only FIFTEEN CONVENTIONITES WHO POSED. FOR THE -CAMERA.—1 S. G. Norman, Hoosier Desk Company, Jasper, Ind 
rs in -. J. Dornette, Jr.. counsel for the Wood Qffice Furniture, Associates, Cincinnati, Ohio. 3. C. E. Worrell, Southern branch man- 
with ager at New Orleans for The Diebold Safe & Lock’ Co., Canton, Ohio 4. William H. Greenleaf. 5. Frank T. Hess, manager, 
ame Wood Office Furniture Associates 6. Joseph M. Towné, National Blank Book Co., Holyoke, Mass. 7. George Hausam, Hutchinson 
win Office Supply & Printing Co., Hutchinson, Kafis. . 8 4 C. Moore, Columbia Ribbon & Carbon Co., Kansas City, Mo. 9 J. 
Bristol, Koch Brothers, Des Moines, Ia 10. F. H aswell, F.S. Webster Co., Boston, Mass. 11 Thomas D. Jones, Dameron- 
dual Pierson Co., New Orleans, La 12. Francis K. Adams, 8. G. Adams, Co., St. Louis, Mo. 13. 0. H. Spencer, Spencer Stationery 
‘oper Co., Chester, Penna 14. Silas C. Oviatt, manager, Mimeograph division, Dameron-Pierson Co., New Orleans, La. 15. Leon Izan, 
» in- Vortex Cup Co., Chicago 
perly 
you 


ncies 


aa Here Endeth the Complete Report of the Twenty-sixth 
iz Annual Convention of the National Stationers 


tat Association of the U. S. A. at 
New Orleans, La. 
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ENDURING OAK 


By Sterling Lord, Secretary, The Leopold Company, 
Burlington, lowa 


VOT] The following article embodies, with a few changes and additions, the substance of a nirtbution Mr. Lord made 
ast August to the pages of The Memphis Lumberman and Southern Woodworker. It ts a fine exposition of the artisti qualities 
»f the wood which, perhaps more than any other, has carried the spirit of the northern races in their ships and homes and pub 

meeting places. Oak!—symbol of enduring strength and vehicle of artistic expression—stands among the things preeminent 
n the creation of nature for the uses of man. 


i E discussion of woods by one who is at all sensitized constantly changing moods, through our cycles of chang- 
to the actualities and finer sensations of life imme ing preferences. 

diately presupposes the Is it not quite aside from 
background of the discus -__ , = “hal the point that among woods 





sion to rest upon the self we have preferences? Oak, 
evident and _ incontestable walnut, mahogany, gum, 
truth that one is dealing ash—each has its own field 
with a material that is in of special application. Here 
essence entirely different is the essence of an idea 
from any other material around which a progressive 
merchandising plan can be 


For any wood, and esp 
developed that will broaden 


cially oak, ts but a chronicle, 
an expression of an exist the consumer’s uses for 
ence, a vivid portrayal of woods, and particularly oak 
If we are to advance a 


a life The story is ours 
tor the interpretation. Bat more widespread acceptance 
tles, storm seasons, dry of wood as a medium for 


season; battles with man or the material interpretation 
animals, even with birds and of ideas, we must first learn 
and acknowledge its virtues 


(in use) and its limitations 


insects 
\lways we find traces of 
a wallant existence, abund as well. Having formulated 
unt evidences of courage. our own ideas on. these 
t persistence, of difficulties matters, we must educate 
surmounted lo the human our dealers and the con- 
who thinks, who feels. suming public to a _ better 
there can never be anv understanding of these 
material that draws forth values 
and holds through the gen- Such ideas may sound ex- 
erations the appreciation, treme, fantastic and even 
out of place 


the understanding and even 
However, it is the applica- 





the mradeship that wood 
= ee . . : : 
creates Otten materials . oo $< ————— - 4 tion of these ideas by our 
momentarily may startle 4 GIANT OAK STANDING IN OAK PARK, ILL., estimated by tree competition which is mak- 
scientists to have flourished for a thousand years In sturdy youth “ : 
and even excite passing ad when Leif Ericson and his hardy Norsemen, in the year 1000, reached ing us feel the pinch today 
the Eastern shores of the continent and in perfect function eight hun mr . . os 
I ! tio ~ ? ) . - . 
niration—a flash in the pan, dred years later when the largest migration in history braved the [The subject primarily 
. to speak But toward seas to follow destiny in the new land. In October, 1931, erect and under discussion is oak, its 
: , towering, the strong arms of its gnarled boughs and stout branches a 
woot we ican with con plumed in glimmering green Etruscan gold’’ and shimmering bronze acceptance today and its 
t flashes its colors in Autumn’s gorgeous carnival (Illustration by - “a4: 
future possibilities, and the 


lence t t ‘ 
-_ and affection in our courtesy of Oak Leaves, Oak Park's leading newspaper.) 
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» other subjects. But 


discussion apparently has drifted t 
has it? It is impossible, today, to discuss any wood with- 
out discussing all woods. In times past the competition 
between woods was a matter of primary competitive 1m- 
portance. Now it is matter of secondary importance. Now 
the primary competitive field is between materials, such 
as wood, steel, alu- 
minum and other sub- 
stitutes a mass 
grouping of interests. 
So in this discussion 
we are considering 
oak in its place as 
one of a group, and 
then of its possibilities 
within that group 
That furniture can 
be fabricated from 
various materials we 
see ample evidence in 
the markets, but wood 
remains supreme to 
defy the best efforts 
of mortal science. 
True—its physical 
qualities may be sim- 
ulated—one by one— 
appearance, strength, 
weight, resistance and 
possibly texture. An 
illusive something re- 
mains to evade the 
clutches of material- 
istic imitation Shall 
we describe it as a 
quality of warmth and 
feeling? It is some- 
thing more than that. 
It is a responsiveness 
a responsiveness to 
the elements and to 
man—to the touch— 
to the light with its 


—to the changing 
temperatures. Wood is the one furniture material which 
gives and takes—generously but with moderation. 

No matter with what exactitude color and design may 
be applied to metal or other unyieldingly reluctant mate- 
rial, the response is not there. 

It has a certain quality of aloofness which selfishly draws 
to itself and contributes nothing of warmth and vivacity 
but calls upon other materials to animate the ensemble 
grouping 

If the reader will recall incidents of visits to institutions 
cased in steel, cement and stone, where the redeeming 
properties of wood were lacking and to the mind will return 
the impressions apparently long forgotten of the cold—the 
unresponsive contact. 

\s an association and as individuals we must spread the 
gospel of the qualities and benefits of woods throughout the 
entire industry and among the ranks of the consumers 
themselves. 

This is the primary consideration affecting the future of 
ak, the outcome of which lies in our own hands. Now 
for the consideration of the secondary phase, that of the 
future of oak in the competitive group of woods. Surely 
it requires a strong heart to undertake to prophesy today. 
Che present business depression has momentarily sent the 
prophets scurrying for cover until none remain upon the 
held of battle acknowledging claim to such ability. 





SPLENDID EXAMPLE OF A FINE OFFICE 
mes es o.8 desk, chairs of harmonizing design, wood paneled walls, pictures, drapes and accessories 
changes of intensities combine in a unified artistic whole two hundred year 
period from 1485 to 
1685—oak was preeminent and supreme. 
Seldom does one take time to muse on the multitude of 


uw 
un 


But we can approach the subject with due humility, sea- 
soned with experience and meditation. 

We have already acknowledged our whole-hearted affec- 
tion for woods. Which wood do you prefer, which do I 
prefer, or, what is more important from the commercial 
standpoint, which does the public prefer? Reflection deter- 
mines for us that the 
public has an inclusive 
and deep set affection 
for all woods. So we 
then think of oak in 
terms of the material 
applied, which ob- 
jects, form, design, 
size, proportions, 
color, finishes, et 
cetera. It is question- 
able as to whether we 
really disassociate in 
our own minds a 
material itself from 
the object for which 
it is used, or in the 
woods, from its pur- 
pose. 

Oak—what does 
that call forth from 
us in appreciative re- 
sponse? Of all the so- 
called popular woods, 
oak requires the most 
careful and judicious 
handling if it is to be 
interpreted on the 
high level of stand- 
ards to which it be- 
longs. 

In times gone by— 
that is, in the Gothic, 
Tudor, Elizabethan 
and Jacobean or 
Stuart periods, cover- 
FURNISHED IN OAK.—A richly carved ing approximately the 


parts that oak has played in the hewing out of the char- 
acter of man through the centuries. 

The artist too, no other than an ordinary individual with 
an eye and a hand sensitized to form and proportion, beau- 
tified the cathedrals of the Middle Ages with oak. For cen- 
turies it was the “bone and sinew” of the ships that sailed 
the seven seas in the days of romance and adventure. 

On land and sea man used the oak for protection of his 
body and for expression of his soul. 

The art in oak, by man created, in turn raised him to 
higher understandings. 

The hands that chipped the wood to objects of beautiful 
proportion thereby chipped over the sturdy character of 
the mind conceiving the ideal. 

In the five periods above named a full understanding of 
the qualities of oak existed, expressed through its uses, 
designs and finishes. The skill of the cabinet makers was 
developing. Their finer technique made possible versa- 
tility in accomplishment, and walnut and later mahogany 
were employed as materials for the interpretation of their 
ideas in design. The design periods following, especially 
the Georgian, set an indelible mark not only for cabinet 
work design, but for materials as well. 

Unintelligent devotees of oak have since endeavored at 





times to bring oak back to its own Atrocious creations 
have been produced in the name of “art” that have turned 
the public again to the more conservative woods for relief 

Now we see a return of popularity to oak, tempered witl 
more understanding and an enlightened appreciation 

Is this return due to a search for something new for 
the market Does it represent an attempt on the man- 
ufacturers’ part to produce something new to entice the 
buyer back into the he Or is the buying public in the 
mood to require and appreciate the intrinsic qualities of 
yak 

It would appear that the present interest is based on all 
three of these explanations. The manufacturers must, then, 
build intelligently upon the public’s interest, producing 


wise ind marketing under a thorough and far-reaching 
plan 

i ips we can more clearly arrive at a picture of the 
proper treatment of oak by discussing the things that we 
see at the markets today that we do not like and in con 
trast t those that we do like 

We will discard these creations that are finished in 
trong contrasts, often upon highly figured oak, faking the 
antique Why try to make the effect more startling by 

ntrasting with highlighting? Oak has plenty of strength 
ind power to draw attention without that. Give the beauty 
f the wood itself ar pportunity of expression. Why 
fake the antique Which reminds one of the remark made 
by a woman who, upon being asked if she liked a piece of 
furniture, replied, “No, I don’t like it. I would not like it 
ven if it were an antique The word antique is a hyp 
notizer We should understand that there are poor an- 


tiques as well as good ones, and good modern pieces as well 


is poor modern pieces 
One does not need to whip a Kentucky horse, neither its it 
nece irv to oversimulate oak If it is to be darkened, it 
uld not be too dark It should not be made sombre, 
for it is a happy wood ne with a cheerful countenance 
Another mistake which is commonly made when we think 


d paneled to the ceiling or fin 
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ished with wainscoting, that it is necessarily beautiful and 


f high class. 
That all depends upon whether the work has been in- 
telligently done. If improperly employed, it may create 


an effect that is heavy, sombre and depressing. Incorrect 


lesign, wrong finish or improper balance—any one or any 


combination of these may defeat a desire for the best in 


wood. Then again the tendency to employ too heavy and 


too luxuries carvings is a mistake, and especially so if 


used with highlighting. 
One realizes there are many types of good taste in oak, 
with variations for quarter-sawn oak, plain oak, rift sawn 
The field The 

thought is sometimes discouraging—“The art so long, the 
life 
What is the future for oak? It 


that the present return to oak would ever come to be in the 


and pollard or English oak is extensive 
so short.” 


not seem rational 


does 


nature of a violently turbulent favoritism 
\ll that we are confident of is that the demand is there, 
oak market is now If those 


merchandise 


which means that the on trial. 


] 


in the oak industry design with wisdom and 


with energy and intelligence, we can expect a reasonable 


demand, not only over the next 


to c 


and constantly growing 
for 


that is 


twelve months but om 
Oak is a 


practical when properly used 


years 


wood beautiful, sts dignified and 


ng, 


The successful development of this tendency toward oak 


into general movement is up to each and every one of us 
who are interested in the progress of oak, and furthermore, 
it requires a determined effort to enlist more persons—the 
public—in this worthwhile objective 
— —»— 
John C. Bryan Now a Lawyer 

John C. Bryan, secretary and treasurer of the E. M. 
Bryan Company of Washington, D. C., well known\in the 
office equipment field, passed the Washington Bar ex 
amination last summer and is now eligible to practice law 


before the Supreme Court of the District of Columbia and 


the Court of Appeals. 




















WINDOW DISPLAY CELEBRATES BIG CONTRACT SOLD BY NEW ORLEANS HOUSE Recently F. F 
Hansell & Bro.. Ltd., of New Orleans were awarded the contract to supply all the wood and steel furniture 
and equipment for Louisiana’s new State Capitol at Baton Rouge The contract included special wood 
equipment ude by the Globe-Wernicke Company; movable chairs, by the Milwaukee Chair Company; com 
bination seating for court rooms and for balconies in the Senate and House of Representatives, as manu 
factured by the American Seating Company, and Meilink Safes for various offices, as well as upholstered 
furniture nde by the Mayhew Company This window display attracted interested attention and inspired 
much favorable comment Messrs. Hansell & Brother were recipients of many congratulations on account 
of the big contract 
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POSTURE CHAIRS-FROM THE BUYER’S 


STANDPOINT 


i the field of selling, whether the commodity be 


posture chairs or any article in the extensive array of 


office utilities, all too frequently the salesman’s concep 
tion of a customer’s requirements is based on guesswork. 
It is much more simple to state as a cardinal principle of 
salesmanship that the seller should put himself in the 
customer's place in order to put into operation the proper 
selling techniques than to actually follow out the principle. 
Market surveys and analyses are becoming more popular 
and have proved their value by presenting the essential 
data in the matter of customer needs and desires. Armed 
with these facts, the salesman’s success-quotient is po 
tentially much higher than when he bases his selling ef- 
forts on inaccuracies and guesses 

When the Policy Holders Service Bureau of the Metro 
politan Life Insurance Company was asked, “To what 
extent is correct seating taken into consideration by cor- 
porations in buying chairs for typists and what are the 
features looked upon as important by prospective pur 
chasers of this equipment?” the dearth of authoritative in- 
formation made an immediate response impossible. The 
questions resulted in a survey made by the bureau which 
took the form of a letter of inquiry mailed in July, 1931, 
to purchasing agents who do the buying for ninety-two of 
the country’s largest corporations—all with large staffs 
of typists and stenographers. Of the ninety-two ap- 
proached, a total of sixty-five responded 

The results of the survey were published in booklet 
form under the title, “What Sixty-five Corporations Look 
for When Buying Typists’ Chairs.” Copies of the booklet 
are available on request to the Marketing and Distributing 
Service, the Policyholders Service Bureau, Metropolitan 
Life Insurance Company, 1 Madison avenue, New York, 
Mm. ¥. 

The sixty-five organizations included in the survey are 
located in eighteen widely scattered states and are iden 
tified with the basic industries of the country, such as 
automotive, petroleum, food, chemical, electrical, retail 
ing, and others. This wide coverage, both as to territory 
and type of business, makes the survey a fairly accurate 
cross section of preference in posture chairs by business 
in general 

The responses to the letter of inquiry show a wide 
variety of considerations, including health, posture, com- 
fort, efficiency, “recommendation of the medical depart- 
ment,” adjustments, types of casters, maintenance cost, 
appearance and price. Although these considerations were 
many, it is particularly interesting to note the relative 
importance attached to the various points. The health 
consideration was mentioned by a total of forty-three of 
the sixty-five contributing, while only ten advised that 
they were guided in their selection principally by price. 
Thirty-nine concerns mentioned features of adjustment, 
and twelve mentioned other features, such as ball bearing 
casters, bevelled edges, ete. The several points, such as 
upkeep and long life, properly classified under the gen- 
eral head of economy, received specific mention from 
twelve firms 

In the majority of cases, the practice of adopting one 
chair as standard was followed. Of the twenty-one firms 
that had not standardized, four indicated that they were 
at the present time experimenting with various makes of 
chairs with the purpose in mind of eventually standard- 
IZing 

Such expressions as “health,” “comfort,” “correct pos- 
ture,” “efficiency,” etc, were apparently considered as 
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the Metropolitan Life Insur- 
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more or less synonymous by the sixty-five concerns who 
responded to the letter of inquiry. Forty-three of the 
companies referred to health and comfort as features in 
their choice of chairs because of the relationship of these 
points to mental attitude and capacity for work. They 
considered “posture” chairs as good investments. 

The investigation uncovered the fact that there is no 
uniformity of opinion as to what lines a correct posture 
chair should have. Some of the responses indicated that 
few chair manufacturers have approached scientifically the 
question of design with the result that many posture 
chairs now on the market are not worthy of the title. 

In a few instances, the reports stated the stenographers 
and typists resisted a change from non-posture chairs to 
the posture type. However, in most of these cases, a few 
days’ trial resulted in stenographic approval of posture 
chairs, only two firms indicating that the attempt to in- 
troduce chairs of this type was given up. 

The actual selecting of chairs was apparently not done 
on a scientific basis. The common practice was to try a 
number of different chairs, compare the various features 
of them, consider the likes and dislikes of typists and 
stenographers and check other reactions of the workers 
before making final decisions. In a few instances the 
purchasing agents consulted the medical departments of 
their companies and then went through periods of trial 
and experiment to find chairs meeting their requirements 
as nearly as possible. 

The aggregate of features considered necessary by all 
the buyers was large and varied, but on certain cardinal 
points there was agreement. These points were: 1. Cor- 
rectness as to posture. 2. Service on adjustments. 3. 
Initial cost. 4. Maintenance cost. 5. Life of chair. 6. 
Appearance in office. Features that might be termed sec- 
ondary included types of casters, means of protection 
against tearing dresses and stockings, seat cushioning, 
etc. 

In the choice of chairs, some buyers indicated a prefer- 
ence for the wood type and some for the metal type. One 
response was, “We have standardized on the ——————— 
posture chair, it being made of durable metal and Spanish 
leather seats of exceptionally long-wearing quality.” An- 
other said, “We selected the wood chair because of its 
better appearance and construction. There will be no re- 
upholstery expense connected with the wood seat.” 

According to the preferences revealed by the survey, 
functional values appear to be the basic considerations in 
the choice of posture chairs. Buyers’ questions are, “How 
will it affect the chair user? Will he or she be less 
fatigued at the end of the day and consequently be more 
efficient at all times through the use of the chair? Does 
it actually induce correct or at least better posture?” 
Health, comfort and efficiency are the three words upper- 
most in the minds of buyers. These three, and no doubt 
of greatest importance in buyers’ eyes is efficiency, which 
is dependent upon the presence of the other two, 
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RETIRED OLD-TIMER MAKES A FILING 
CABINET SUGGESTION 


himself, “A 
revolu- 


CORRESPONDENT subscribes 
Old-Timer 


tlonary suggestion with regard to the construction of filing 


who 


Friendly (Retired)”, makes a 


cabinets, insisting that his suggestion, if adopted, would 
eventually result in speedier and more efficient filing and 
of letters 
their innings, Office Appliances wrote to two of the oldest 
“Old 


suggestion, and for information as to why filing 


finding Believing that both sides ought to have 


filing cabinet manufacturers for a discussion of 
limer’s” 
drawers trom the beginning provided for filing letters on 
instead of vertically, with the top of the letter 
From David W. Duffield, Director of the Edu- 


Erbe Manufac- 


the side 
uppermost 
cational Department of the Yawman and 
turing Company, comes a reply embodying information of 
much interest, and we have pleasure in quoting Mr. Duf- 


held’s letter following the argument of “Old-Timer,” who 
Says: 

“For at least three decades we have had vertical, in fact, 
Also the vertical, in 


filing of cards fact, filing of bank 


ledger sheets and statements. And for decades of decades 
we have had the vertical, in fact, filing of legal documents, 


engineers’ large sized records, and in fact, most records 
excepting only letters 
“Why are letters 


custom! 


hled on their sides? Pre-stone age 


habituated practice continued before we 
blocks, folders and 


“Perhaps the 
had improved follower indexes for 
subdividing 

“Without these additions of filing efficiency the letters 
would naturally roll down or slide down to the bottom 
of the hling drawers, as they do some of the time now, 
when the filing blocks are not attended to all the time. 

“But 
clerks 


ment and uses. 


these are the days of trained and expert filing 
These are the days of detailed efficiency in equip- 
Why not vertical filing? 

“If vertical filing of letters, and with, of course, like effi- 
folders and subdividers and indexes were in 


cient filing 


practice, then when one went to the filing drawer to seek 


references, the drawer contents would be in natural in- 
spection and reading position, without lifting or removal. 
Efficient 

“Perhaps a gain of twenty-five per cent and over would 
be effected in the conditions of filing, notations without 
removals, refiling and other movements. 

“These days are the days of needed urgent improvements 
for sales and profits making. This idea worked into the 
market would result in a large per cent of present stone 
age filing equipment’s being discarded; used for storage 
purposes 

“But 
on decades, with in fact vertical filing, why longer “on-the- 


with every other filing routine and for decades 


side,” semi-vertical letter filing? 
“This suggestion should start a correction of the greatest 
deficiency and in the greatest field, letter filing equipment. 
“It should at least initiate an interesting debate in your 


columns.” 


Mr. Duffield Replies: 


“Although I am not strictly an ‘Old Timer,’ I have been 
in this industry for over fifteen years and have experienced 
quite a lot of queer things, and have heard a lot more; 


consequently I may in some way qualify to answer your 


question 
back in 1892, there was an old fellow in 


Chicago who had a lot of records to exhibit in connection 


It seems way 


with social service, and he prevailed upon one of the filing 


equipment houses of the time to produce for him a file 


A Subscriber, Formerly Ac- 
tive in the Stationery Indus- 
try, Criticizes the Universal 
Manner of Filing Letters 
and Suggests a New Way— 
Replies by Executives of a 
Pioneer Filing Cabinet 
Manufacturer 


different from anything that had been used for the filing 
of papers up until that time. 

“Of course, there wasn’t anything very new about the 
file that was produced, it was simply an enlargement on the 
card file. However, it was somewhat of the type of vertical 
unit such as we use today, and I understand it was what ts 
commonly known as ‘bill size,’ a cabinet to hold records 


approximately 8 by 10 inches. This was the first filing 
cabinet to hold records filed in what is termed today the 
‘vertical file,’ that is, on edge. 

“Now as to just why the papers were filed on the long 
edge at that time and ever since, is a rather simple deduc- 


tion in the line of evolution. I remember very well my 
own experience in a library seeing my first card index, the 
cards were about seven or seven and a half inches long 
and two and a half or two and three-quarter inches high. 
The reason for cards of this type was so that the long title 
could be written in longhand along the top edge of the 
cards, and the shorter card was thought at that time to be 
more con- 


With 


the invention of the typewriter an edge this long was not 


very impractical. Consequently, it was also 


venient for us to file these cards on the long edge. 


necessary and of course today all records in libraries, as 


are kept on a 5 by 3 
think was the fore- 


well as in commercial organizations, 
card filed on the Jong edge which I 
runner of the vertical file used in Chicago at the Chicago 
World Fair in 1893 

{| Note.—Ed : But the this 
whereas the short edge of the letter sheet 


long edge of the card in 
usage is the top 
carries the information which makes it the head. ] 

“Since that time I have seen many queer contraptions 
for the filing of papers in every conceivable manner; but 
from practical experience, so far, there seems to be only 
just one way to do this work advantageously, that is to 
continue to file papers on the long edge. 

“One of the main reasons why the horizontal way of 
filing papers, that is, on the long edge, has been so popular, 
is because the long way of the paper affords a much greater 
opportunity for tab projection on folders or guides, giving 
a greater classification and making a search much more 
expedient. 

“Going back to the 1892 again, the first file did not con- 
tain folders or pockets, the papers were simply filed loose 
behind guides the same as cards were filed. As soon as it 
was found much more convenient to bring related papers 
together and place them in a folder, the horizontal way of 
filing, that is filing papers on edge, proved to be even more 
helpful. When the folder was removed from the file, it 
opened up in the same manner 
book, and I don’t think that there is anything more logica!,” 

Mr. Rockwell Makes a Suggestion 


Following the letter from Mr. Duffield outlined above, 


as you would open up a 


came a letter from H. P. Rockwell, manager of the agency- 
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his 


eet 


ove, 


icy- 


NOVEMBER, 1931 


dealer division of the Yawman and Erbe Manufacturing 
Company, making some additional suggestions. 

Mr. Rockwell says that a filing folder in a great many 
cases contains papers of various sizes, some of them as 
small as a post card, which if filed on the narrow edge 
among a lot of normal sized letters would be difficult to 
reach and might be overlooked in going through the ‘ile. 
Except for small offices, such as those of professional men, 
or offices of one man and a stenographer, folders are 
usually taken from a central file and brought to the desks 
of the executives. The folder is opened and read as one 
would read a book. 

Another reason for the present method of building files 
is the limitation of height, as by filing on the wide side, we 
can obtain four or five drawers in a case that is not too 
high for the average file clerk to use We must not forget 
that some of our young women of today are under the aver- 
age size, so that even a four-drawer file causes many of 
them to stand on tiptoe. If the papers were filed standing 
up, we would not be able to get more than three vertical 
drawers into an ordinary file, only two in a counter height, 
thus requiring more floor space, which is at a premium in 
large cities. The use of modern indexing today, such as the 
Y and E direct name system or any modern index properly 
operated by a filing clerk, will enable her to take out of 
the file just as quickly a paper which is filed on the side as 
one which ts filed on the narrow edge, or bottom. 

The point of size variety of sheets to be stored in the 


59 


letter files, mentioned by Mr. Rockwell, is a strong argu- 
ment for filing with the long side uppermost. 

If all contents of the file were of one size, the sheets 
could be fingered easily and rapidly. Any sheet desired 
would be readily located without removing the folder from 
the file, but letter-heads are not uniform in size and among 
the letters are postcards and other documents. 

It might be said that copies of the answers to all com- 
munications could be made on full size sheets which with 
the smaller original attached, would elevate both to proper 
position for “heads up” filing. But many concerns have 
their answers to letters copied on the back of those re- 
ceived. When that is done on the short letter-head, there 
is no extra sheet to extend the length in the file. 

[This scheme, by the way, of using the back of a letter 
for the copy, is Office Appliances’ pet system, which it has 
recommended intermittently for more than twenty years. 
The system affords one convenience and two economies. ] 

The convenience is in having letter and answer always 
together when occasion arises to refer to correspondence. 
The economies are first, probably twenty-five or thirty- 
three and one third per cent less copy sheets to buy. Sec- 
ond, getting at least twenty-five per cent more correspond- 
ence in each file, which means less drawer space. 

Perhaps other readers of Office Appliances could give 
other reasons why the filing system for letters does not 
provide for heads up. 

















ONE WAY A ROCHESTER, N. Y., 
ADVERTISES.—This two-story sign 








OFFICE FURNITURE DEALER 


on the side wall of the build- 


ing in which the Naramore-Heinrich Company is located. It is described 
as being painted in seven colors, brown frame, red front, yellow and 
orange sun rays, with green, black and white in the remainder of the 
picture. The sign has been in use about seven weeks and good results 
have already been traced to it. The Naramore-Heinrich Company re 
cently moved to 86-88 Exchange street, and report that the sign has 
served to notify many of their old customers of the change better than 
other means they have tried. For this information and picture we are 
indebted to The Diebold Safe & Lock Company, Canton, Ohio. 
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red and black ribbon, insuring uniform legibility and con- 


Burroughs Announces a New Standard Typewriter a 
From 25,000 to 40,000 clear, brilliant im- 


at the New York Business Show stant safety 
prints are possible without change of ribbon. The ma- 
Che new Burroughs standard typewriter was announced ress glee: eee Serre : : 

' chine is provided with indestructible forged brass type; 


last month in a special advance showing by the Burroughs 


Addit Machir Company, Detroit, Mich t th New prefix plates showing name, etc., can be provided. A three- 
dding Machine ompany, etroit, Mich., a e Ne 


platen distributes the pressure evenly over each 


, . ece 
York business show In speaking of the new machine, I ; me 

. = amount line impression The machine writes amounts up 
Standish Backus, president of the Burroughs company, * ; . . 
‘ : ; to $999,999.99. Line guides to determine the location of 

said, “We have been building typewriter-bookkeeping ma- ; ‘ 
amount lines are adjusted quickly to permit the imprint 

hines for a number of years and we have both the experi- 
to locate anywhere on checks or vouchers, with or with- 


out stubs. 
Each “Blue Streak” is accompanied by a $10,000 bank 


account protection policy, providing broad coverage. 
- ~ 


National FiberstoK Announces Line of Manila 
Filing Folders 

\ new line of manila filing folders and other specialties 
made from a new type of manila stock has been announced 
by the National FiberstoK Envelope Company, 429 Moyer 
street, Philadelphia 

The new material is said to have a greater strength, 
more firmness and a high finish that resists wear, yet re- 
taining excellent folding qualities necessary in folders o1 
expanding filing containers. The new line is being pro 
duced under the trade name “Sturdy Tab,” and consists 
of a complete series of folders with double thick tops, 


providing extra strength where it is most needed. All reg- 





ular tab positions are carried in stock and special sizes can 

be furnished on order. Complete stocks will be carried at 
rt the National FiberstoK warehouse at 54 West Lake street, 
in Philadelphia. 


THE NEW BURROUGHS TYPEWRITER 


nee and the facilities for manufacturing typewriters « 
the highest quality We also feel that our widely estab Chicago, as well as at the factory 
lished sales and service organizations place us in an ex 

, — 
cellent position to introduce and to market our new prod 


New Boston Self-Feeding Pencil Sharpener 


uct without any substantial increase in overhead costs.” 
Howard Hunt Pen Company of Camden, N. J., 


In its official announcement the company states that th The C 
new typewriter possesses a number of exclusive features has recently issued a circular announcing the new No. 4 
in addition to those common to all modern typewriters Boston self-feeder pencil sharpener. The success of the 
ide $6 and $7 machines prompted the company to introduce 
this smaller and less expensive model, which, despite its 
“Blue Streak Protectograph” low price of $1.75 retail, retains all the features of the 

The Todd Company, Rochester, N. Y., offers speed larger unit. 

accuracy—safety in its new “Blue Streak Protectograph.” The new Boston pencil sharpener points the pencil it 


This device affords an average speed of writing 1,200 
amount lines per hour. It provides automatic electric op 
eration, the checks being carried into the machine by a 


belt, which registers each check in accurate position, and 


ejects it in order into a metal receiver. 





he machine presents a radical departure in check- 
writer design, and is mounted on a tubular metal stand 
with large rubber tired casters, provided with foot brake 
and shelves Che stand and shelves are optional \ two- 
tone green baked enamel finish is used, and heavily nick- 
as NEW NO. 4 BOSTON SELF-FEEDER 
cled trim PENCIL SHARPENER 
New principles of operation assure long life, with a min 
imum of adjustment and repair Rapid setting up of — self. All the user does is to turn the crank. It automa- 
amounts is afforded through the use of sliding keys, easily tically feeds the pencil against the cutters and automa- 
ngered, with stop positions well defined to the touch tically stops sharpening when the point is made 
Accuracy is assured through the line index above the dial, 
W h shows the hgures set up in red and black on a we 
white background, and contrasting black disks expose Changes in No. 13 Speed Fastener 
iny omitted numerals Some important changes have recently been made in 


he amount line is shredded into the paper through a the Parrot speed fastener model No. 13. These include 


the 
uce 


the 


ma- 
ma- 


e in 


lude 
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greater width and sturdiness with six rubber feet instead 
of four; new non-reversible follow block; new sliding 
paper gauge; greater smoothness and ease of operation. 


This fastener is made from the finest tempered steel 


with the utmost accuracy and precision It is a hand 
operated machine Nevertheless, it will staple with %, 
% and \% inch staples. It will bind up to one hundred 


twenty sheets of sixteen-pound paper or its equivalent, 


3% inches or less from the edge. It is ideally adapted 
for heavy duty desk work, but in spite of its efficiency, it 
is extremely compact in size. The machine retails at 
$6.50 


Parrot speed fastener, made by the Parrot Speed Fas- 
tener Company, 388 Broadway, New York, N. Y., is well 
known to the trade and widely distributed. 

Berger Announces a New Filing Cabinet Line 

The Berger Manufacturing Company, Canton, Ohio, re 
cently placed on the market a new line of twenty-eight 
inch deep vertical filing cabinets known as the Berloy 
“3100” series. 

The new line is intended to meet the demand for a 


moderate priced file of the same dimensions as the high 





BERLOY 3100 FILING 
CABINET 


grade Berloy “100” series. Insert drawers of the latter 
series can be used in the new “3100” series. 

The new series is made with and without locks in four- 
drawer letter and cap styles. In both sizes the drawers 
are equipped with progressive roller bearing suspensions; 
positive locking type, lever controlled compressors— and 
round rods. The capacity of each file is 21,840 letter sheets 
with folders and guides. 

The cabinets are offered in olive green, walnut or mahog- 
any and other hand grained reproductions of choice 
woods if desired. Hardware is of machined satin finish 
bronze. 

eee eee 
New Triner Scale of Remarkable Accuracy 

rhe Triner Scale & Manufacturing Company, 2714 West 
Twenty-first street, Chicago, has produced a new nine 
ounce scale of extreme precision. This new scale, known 
as Triner Model 9-T Beam Postal scale, is made so that 
the variation will not be more than five grains. It is so 
sensitive that a scrap of paper the size of a postage stamp 
dropped onto the platform immediately registers the addi- 
tional weight. 


rhe incentive for this new scale is found in the new 
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practice of the United States Post Office Department ot 
weighing air mail and ordinary mail more accurately than 
heretofore. Instead of the variation of one thirty-second 
of an ounce allowed formerly, a tolerance of five grains is 
all that is permitted. The scale was especially designed 
to meet the demands of the department. 

To arrive at this fine precision some expert engineering 
on the part of the Triner Company was necessary. A de- 
gree of accuracy now is obtained in a scale which sells 





TRINER MODEL 9-T BEAM POSTAL SCALE 


at a moderate cost which formerly could be obtained 
only in very expensive scales. To insure accuracy at all 
weights, every notch from one ounce up to nine ounces, the 
capacity of the scale, is tested. There is a notch for eaca 
half ounce. 

In enforcing the increased exactness in weighing, the 
Post Office Department was obliged to equip itself with 
more precise weighing instruments. After examination 
by a committee, the Model 9-T beam won the award and 
late in the summer the department placed an initial order 
for 11,250. Eight thousand have been finished and six 
thousand delivered, all of which were approved by govern- 
ment inspectors before they left the factory. 

James M. Triner, president of the Triner Scale & Man- 
ufacturing Company, brought out in conversation that the 
public will save much delay and annoyance in handling 
important mail by having just as accurate equipment as 
the post office uses to weigh its letters. Because air mail 
is sent by regular mail if insufficient postage is affixed, 
the necessity of accurate weighing is obvious. Mr. Triner 
related an incident concerning a letter sent by air mail to 
a point in South America where it should have been de- 
livered within a week. What seemed to be proper postage 
was used but it was not quite enough and the letter 
went by rail and steamer, thereby causing an unnecessary 
delay of two weeks. Domestic air mail and also ordinary 
mail are subject to delays and inconveniences because the 
postage is computed by scales which formerly met the re- 
quirements but do not have the fine degree of accuracy 
now demanded. 

This new Triner scale is attractively finished in gold 
bronze. Other colors also will be used. The publishers 
of this journal are informed that it is in regular production 
and that orders can be filled promptly. 


— 


Two New Electromatic Models 


The Electromatic Typewriters, Inc., 45 Crouch street, 
Rochester, N. Y., has announced a new checkwriter model 
which writes the entire check with “shredded” type, in- 
cluding the date, the payee’s name and the amount in both 
words and figures. The new model is the standard Elec- 
tromatic typewriter equipped with “shredded” type which 
both perforates the paper and inks the edge of the per- 
foration. On this machine the check can be typed at 
the same speed as an ordinary letter can be typed on a 
standard Electromatic machine. 

The construction of the checkwriter model is such that 
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two type blows are given the paper for each impression 


to insure both perforation and ink penetration. The same 
light, 


Electromati 


characterizes the standard 


In addition to 


two-ounce touch which 


is used on the checkwriter. 


machine is recommended for use in writ- 


checks the new 
ing notes, wills and other legal documents where the maxi 
mum protection is desired 

Outstanding features of the new long carriage Electro- 


matic are returning the carriage by power and shifting 


for capitals by power. The laborious operation of return- 
ing a heavy long carriage, and shifting for capitals on the 
manual typewriter, is accomplished on the Electromatic 


by the touch of the finger on the key—the motor doing 


the rest. The rigid construction of the carriage frame and 
ways is possible because the type basket, and not the car- 
riage, is shifted for capitals. The long carriage Electro- 


matic is particularly recommended for statistical and form 


work as well as for stencil cutting 
> 
The Raleigh Globe for the Holiday Trade 
Heights, IIl., 


appro 


Che Weber Costello Company, Chicago 
offers the Colonial 
item to be sold to the holiday 


design, as an 
The 


decorative 


Raleigh globe, 


priate trade. globe 


is adaptable for use with a wide variety of 


schemes and is economically priced 


Che Raleigh model is made in two sizes—eight-inch and 





RALEIGH GLOBE NO. 16-10 


OR 26-20 


twelve-inch globes—and in three styles of mountings 


[hese are plain, semi-meridian and movable meridian, the 


movable meridian 


first of which is here illustrated. The 
style has a newly designed fork and meridian ring. All 
models and styles have wood bases finished in walnut 


The bases are hollowed out to make the globe set solidly 


and to prevent it from injuring desk or table surfaces 


\ll metal parts are finished in antique bronze 


—_<—- 
Sheaffer “Feathertouch” Pen 


\. Sheaffer Pen Company, Fort Madison, Iowa, 


Che W 


has introduced a novelty 


its “Feathertouch” pen—not as 
or another contribution to beauty in writing instruments 
but to facilitate smoother and surer writing. 
Che “Autograph Feathertouch Lifetime” affords a stead 
surer flow of writing fluid reservoir 


feed channel and nib slit to the iridium point 


easier, 


ier and from the 


through the 
of the pen. The success of a fountain pen depends wholly 


mn that sequence. Early fountain pens were afflicted with 


either scant flow or flooding, due to the fact that the 
fluid channel in the feed section from shoulder to heart 
pierce was quite wide, and from the heart pierce to the 
tip of the pen point it was quite narrow. Frequently the 
heart pierce, about one-half way up the gold nib—which 
serves as a secondary reservoir for the fluid—discharged 
the fluid from the wide feed channel into the split of the 


pen. This happened to be a little too wide to control the 


APPLIANCES 


OFFICI 


flow, and the writing fluid rushed to the page in splotches. 
Should the slit be too fluid 
stopped and it would dry in the 


passage of the 
slit. 


narrow, the 
would be 

This uncertainty has been eliminated entirely by plating 
the pen from the heart pierce to the pen tip only, which 
has the effect—platinum being of a smoother texture than 
gold—of lubricating the narrower slit of the pen point 
to the proper degree to insure an unfailing, uniform flow 
of the liquid coming from the wider channel of the feed 
section, The company reports that platinum plating the 
entire gold nib, which undoubtedly makes an exquisitely 
rich looking pen, quickens the flow of the fluid too much, 
and is apt to cause flooding. 

The new Sheaffer “Feathertouch 
point has the wide solid gold band for autographing the 
two degrees—fine and 


Lifetime” pen plated 


owner’s signature. It is made in 
medium. The pens are packed for retailers’ selling con- 
venience in beautiful, small sample cases. These are sim- 
ilar to a physician’s pocket medicine case. Six pens are 


packed in the small case, and one dozen in the larger case. 
_ —<—_ — 


Sterling Model Smith-Corona Portable Announced 

L. C. Smith & Corona Typewriters Inc., 51 Madison 
avenue, New York, N. Y., has introduced a new portable 
typewriter called the Sterling model described 
as “new in conception, new in design and new in purpose.” 

The that the 
nineteen including a 
segment shift which eliminates the dancing carriage; a new 
“piano-key” touch 


which is 


manufacturer states Sterling model has 


outstanding features new noiseless 


key action which gives a fast, pleasing 
which is adjustable to suit personal preference. 
Other features are: completely new, enclosed, modern 


non-glare keyboard, with finger-nail protecting, 


new, effortless, ball-bearing carriage ac- 


design; 
rimless key rings; 


tion; long arm carriage return lever; folding paper table 
and easily accessible margin stops for visual operation 
from front of machine; new automatic, one-stroke ribbon 


reverse and conveniently located manual ribbon-reverse 
lever; real tabulator; improved, damage-proof escapement. 

[The machine is readily removed from the carrying case 
and has four large rubber suction-feet, which insure quiet 
operation and eliminate vibration and creeping. It is sup- 
black, green and maroon. A sterling 


as the Sterling 


plied in three colors: 


silver medallion identifies each machine 


Model Smith-Corona 


\ new and attractive combination carrying case and 





PORTABLE 


THE NEW STERLING MODEL SMITH-CORONA 


week-end bag is supplied with the new machine. It is a 
fine piece of luggage as well as an efficient carrying case 


and can be used for either purpose when traveling. 
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“Staco” Offers a New Popular Priced Desk Set 


The Stationers Specialty Corporation, 151 Lafayette 


street, New York, N. Y., has placed on the market a genu 


ine Neuman’s lambskin Ecrase five-piece leather desk set 





NEW “STACO"’ DESK ENSEMBLE 


known as the “Staco” desk ensemble. It is made to be re- 
tailed as low as $3.00. The ensemble is offered in four 
handsome shades—rose, brown, blue and green. The desk 


pad is equipped with the new “Mayflower” blotter. 
i 

Alvah Bushnell Offers a New Filing Unit 
The “Vertex-Alphabeter” made by the Alvah Bushnell 
Company, 13th and Wood Streets, Philadelphia, Penna., 
is a new filing unit composed of twenty-five “Vertex” 
file pockets each having one and three-quarters inch ex- 
pansion. Twenty-one of the file pockets carry alphabet- 
ical metal tabs and the remaining four pockets individual 
name metal tabs. The capacity of this alphabetical unit 


is 1500 or more papers, standard correspondence size. Each 





THE VERTEX-ALPHABETER 
MADE BY THE ALVAH BUSH 
NELL COMPANY 

set is supplied in a box that can be used as a filing cab- 
inet. Without the box the “Vertex-Alphabeter” will fit 
in any vertical file cabinet or lower double drawer of desk. 
It is particulariy recommended for filing general and per- 
sonal correspondence, bills, vouchers and receipts, factory 
orders and forms, club and social papers, clippings and 


data, shipping department orders and forms. 
——~—__ 


The Dupli-Typer 

A new device produced by the Dupli-Typer Sales Com- 
pany, 11 West Forty-second street, New York City, pos- 
sesses interesting features. 

The Dupli-Typer is a simple, metallic device holding a 
replaceable ribbon The device, when applied to a type- 
writer carriage, produces inked duplicates instead of car- 
bon paper impressions. The Dupli-Typer is made of one 
piece of steel and has no moving parts. There is an upper 
and lower typing level, produced by constructing the 
frames with two notches for the bail. If the bail is in 
the upper notch, the type will strike on the upper half 
ot the Dupli-Typer ribbon. If the bail is in the lower 
notch, the typing will take place through the lower half 
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of the ribbon. For maximum service, a different notch 
should be used for each sheet typed. 

For typing original and one duplicate copy, two sheets 
of paper are fed around the platen until they extend about 
two inches above the writing line. The sheets are then 
separated with the left hand and the master frame is laid 
on the platen with the Dupli-Typer between the sheets. 

It is declared that those who use the Dupli-Typer find 
erasures easy to make. The device, it is said, presents no 
danger of soiling the fingers. The cost of the device is 
moderate and it is declared that it will save time and 
money for the user. 

Where more than two duplicate copies are required, a 
double faced ribbon can be used on both the main frame 
and the sub-frame with the use of two sheets, at least, 
of transparent paper arranged to receive impressions on 
their reverse sides, 

5 ei — 


Jaclin Presents the New Cub Sealer 
The latest ideas in gummed tape sealing machines have 
been embodied in the Cub sealer, introduced recently to 





THE CUB GUMMED TAPE SEALER 


the stationery trade by the Jaclin Stationery Company, 388 
Broadway, New York, N. Y. It is offered in four attrac- 
tive colors—blue, green, red and black, with tape to match. 
It is described as a practical, inexpensive desk gummed tape 
dispenser especially adapted for office, home or store use. 
It is easily loaded and simple in operation. It is made for 
use with one inch gummed tape. Rubber feet prevent di- 
rect contact with desk surfaces. The retail price of the 
Cub sealer is $1.50. 


Italian Manufacturer Shows New Products 
Organizzazione Vanzetti Aziendale, Corso Italia N. 6, 
Milan, Italy, has placed on the market an interesting group 

















VANZETTI ROTATING CARD FILE, TYPE B 
of rotating card files and a graphic chart with movable 
indexes. 
The Vanzetti rotating file, Type B of which is here illus- 
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trated, are said to occupy a minimum space when th« 
number of cards filed is considered. The cards are filed flat 
in drawers that extend from a central axis like the spokes 
of a wheel. Each drawer has a capacity of forty cards 
The rotating file can be stopped at any drawer automat- 
ically by a pedal movement 

The Type A file has a total capacity of 3,000 cards, 
the Type B file 15,000 cards and the Type C 30,000 cards. 

The Vanzetti graphic charts are made to carry statis- 
tical records and indicate the progress of the various di- 


or departments of a business. 


ae 
Lutz & Sheinkman Offer a New Line of Christmas 
Letterheads 


In response to many requests from customers in the 
printing, stationery and allied trades, this season Lutz & 
Sheinkman, Incorporated, 2 Duane street, New York, 
N. Y., have prepared a new line of attractive Christmas 
letterheads lithographed in four colors. They are priced 
so that they can be resold by the dealer at popular prices. 
ve Obtained without charge 


Samples of the new line may 
hy addressing the Christmas letterhead department of 


Lutz & Sheinkman, Incorporated. 
> 


New Steel Greeting Card Display Rack by “Asco” 

The Art Steel Company, 300 East 145th street, New 
York, N. Y., is showing a new steel greeting card display 
rack for table or counter use. The racks can be installed 
straight in line or back to back. The backs are open, 





ASCO” STEEL GREETING CARD DISPLAY RACK 


offering additional storage space for surplus display mate- 
rial. Four partitions in each of six rows provide thirty 
compartments to each unit Che dividers are adjustable 
so that compartments of varying sizes can be made to fit 
the various widths of greeting cards. The rack is sup- 
plied in olive green finish. Its over-all measurements are 
thirty inches wide, twenty-five inches high and twenty 
inches deep 
—— 
Royal Typewriter with Key Set Decimal Tabulator 
Announced 
rhe Royal Typewriter Company, Inc., 2 Park avenue, 
New York, N. Y., has placed on the market a Royal type- 
writer with a key set decimal tabulator. The new machine 
was developed particularly for all accounting, billing and 
statistical work requiring frequent column position 
changes 
The key set tabulator is built on a new principle that 


affords positive stopping and speed and ease in returning 
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the stops to their original position. The stops do not 
slide frictionally but snap into position with a swinging 
motion. The operator’s time is saved because the tabu- 
lator stops are set by simply pressing a key at the front 





KEY SET DECIMAL TABULATOR MODEL ROYAL TYPEWRITER 


of the machine instead of reaching for them at the back. 
There are ten tabulator keys, located directly above the 
finger keys of the keyboard, readily accessible while not 
interfering with the striking of the keys of the regula 
keyboard. The stops are cleared by merely pressing a 
release lever. Five individual key markings are available. 

The new Royal key set machine can be used for all types 
of ordinary correspondence as well as tabulating work, 
having all the regular features of the standard Royal type- 


writer, including “Shift Freedom.” 
ee 


Dealers and Consumers Approve the 
Acco Fastener Machine 

Acco Products, Inc., Thirty-ninth avenue and Twenty- 
fourth street, Long Island City, N. Y., indicate that there 
is an increasing interest in the Acco fastener machine 
which is designed to insert Acco fasteners of a special 
type in any kind of folder and in any desired position. 

The machine is leased, not sold, to dealers (or their 
customers) at a very low figure. The operation of the 
machine is simple so that any office boy or girl can attach 
the fasteners in his or her spare time 

The machine is leased only on the understanding that 
the lessee will give: his folder business to the dealer 
through whom he procured the machine. This restriction 
eliminates direct selling competition and in addition as- 





THE ACCO FASTENER MACHINE 


sures the dealer of receiving the orders for the Acco fas- 
teners which go into the folders. 

Another recommendation of the company is that the 
dealer keep a machine in his own store, inserting Acco 


fasteners into manila folders from his own stock. 
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Some Stationery Items from Berlin 


“Monos” is the trade name of several stationery items 
brought out by Mrs. Alice Hemes Geb. Krandt, Burg- 
strasse 28, Burohaus Borse, Berlin, C2, Germany Four 


the 
index used for letter files or books and 
the “Monos” 


for letter files and bearing six or 


“Monos” here illustrated and described, viz 
“Monos” 


usually made 


items are 
A. B. Cc 


with twenty-two sheets; Uni- 


versal index also used 


twelve sheets. More sheets can be supplied in one set on 
special order. Instead of the printed letters on the cello- 
phane tabs in the right hand corner, the sheets are provided 
The 


letters on 


exchangeable. 
the 


with cellophane windows which are 


third item is the “Monos” card index with 
tabs fixed on to the cards of any kind of index system in 
the same way as the A. B. ¢ Finally, the “Monos” 


index windows are illustrated, which are manufactured in 


index. 


strips half a yard long and in two widths, six or ten milli- 


























MONOS INDEXING 

index for letter files, books, etc 

Middle: Index windows provided 

in strips for cutting into individual 

indexes Bottom: Index for card 
files 


Top A.B.C 

















meters, and may be cut as desired for use with cards, files 
or any kind of index. 

“Monos” 
whereby cellophane is used in place of linen or celluloid 
for reinforcing 


specialties are made by a new patented process 


paper and also for covering registration 
letters, indexes for books, letter files, etc., and for making 
exchangeable windows for the index leaves of every kind 
of filing system. 

Mrs. Hemes states that she is now ready to supply large 
i the United 


orders and invites inquiries from 


States. 


dealers in 
valiiicebiade 
Some New Low Price Parker Desk Sets 

With a real Italian marble desk set complete at $4.95 
as a leader, a newly styled line of fountain pen desk sets 
at thrift-time prices has been announced for Christmas by 
Geo. S. Parker, president of the 
Janesville, Wisc 


Parker Pen Company, 
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New ideas both as to design and material are incorpor- 
ated in this new line of desk sets. By buying in quantity 
and by perfecting a new method of anchoring the ball and 
socket pen retainer to the base and in other ways reducing 


cost, desk sets in the new line are offered at low prices. 
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SOME OF THE NEW PARKER DESK SETS BEING INTRODUCED 

THIS FALL.—At the left is the new marble set complete at $4.95. 

In the center are two of the bases combining both onyx and marble. 

At the right is a travel set in permanent bakelite case with base of 

enameled ebony, gold trimmed, and including a Lady Duofold pen 

at $10.75. 

The Italian marble set is made in Cararra, French grey, 
or green Verde marble, or in onyx, round or oblong. 

Other desk sets in the line embody novel effects produced 
by combining alternating blocks of marble and onyx in 
the same base. Others are of fine porcelain. Still others 
of enamelled metal, decorated in gold or chromium, 

Statuettes and ornaments for desk will this fall 
be sold to dealers at approximately cost plus handling ex- 


pense, thus making possible much more attractive prices 


sets, 


to the consumer. 
A 
Bentson Shows a New Telephone-Storage 
Cabinet Combination 

The Bentson Manufacturing Company of Aurora, IIL, 
has placed on the market a new combination telephone and 
cabinet. The new is desk high—30% 
It is made from high quality furniture steel and 


storag« cabinet 


inches 





THE BENTSON COMBINATION TELEPHONE AND 
STORAGE CABINET 


all corners are acetylene welded and all other parts elec- 


trically welded. The legs or posts are modernistically 
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designed and serve to accentuate the panel effect of the accommodate one or two pen swivels. By stocking one 
front, back and sides. The door of the storage compart- of these lamps the dealer can meet the demand for a pen 
ment is reinforced and fully paneled. Through a special set desk lamp without adding to his inventory All that 
construction feature, the door can not be pried open \ 

nickel faced Yale & Towne. grooved key. paracentric lock 


is furnished 

rhe cabinet is offered in two standard finishes—grained 
walnut and mahogany [It desired, a chromium plated top 
can be furnished at a low additional cost Convenient 
storage features include a half shelf on the inside of the 


storage compartment and a tray shelf on the inside panel 





_ 
A New Glass Door Cabinet 
A new line of cabinets with glass doors has been added 
to the line of the All-Steel-Equip Company, Inc., of 
\urora, Ill \ supplement to their cabinet catalogue No 
172 covering this equipment has been prepared and is on 
available for dealers SILVERGLO LAMP NO. 610 


Like all other A-S-E cabinets, the glass door units are 
is necessary is to attach the pen and swivel, which the 


ustomer has selected, to the No. 610 lamp the dealer has 
in stock, 

Che design is unique and beautiful, with heavy cast base¢ 
and upright Che shade is ornamented with a solid brass 
pattern The No. 610 is one of a number of thirty or more 
designs which are standard with Silverglo. Special items 
are also made up for banks, libraries, etc., according to 
the customer's specifications 

— 
A New Typewriter Attachment 

The Standard Register Company of Dayton, Ohio, is 
introducing an attachment that makes it possible to use 
every typewriter as a billing machin This attachment, 
which is very simple in construction, consists merely of 
a regular typewriter platen equipped with two pin wheels 
on either end [The forms provided for the typewriter 
are of continuous length, are punched along the sides and 
have one-time carbon already interleaved. The pins in 
the platen attachment engage the holes along the side 
of the forms, thereby driving the forms through the type- 


writer, at the same time holding them in registration. 





[The device has no springs and nothing to wear out. 


A-S-E GLASS DOOR CABINET 


offered in several sizes and types and in two lines—the 
Master and the Popular. This line of cabinets has been 
developed as a result of frequent requests for glass door 
units at more moderate prices than have heretofore been 
available. Considerable time has been spent by A-S-E en- 
gineers in adapting glass door design to the standard 
Master and Popular line construction in such a way that 
low costs are made possibl 

These glass door cabinets are especially popular in the 
offices of professional men and in hospitals for the storage 
of instruments, books, medicines, dressings, et 


The standard finish is dark green baked enamel bas« 


over which coats of lacquer are hand sprayed. The cab 
inets are also finished in French grey, lustre white and 
the grained wood finishes of mahogany and walnut 


Equipment includes three point latching device, chromium 





plated handles of modern design and disc tumbler grooved 
key lock 
- 
Silverglo Lamp Adaptable for Pen Set 
Silverglo Lamps, Inc., 300 East Federal street, Balti- noe gue es 
THE STANDARD ROTARY PIN-FEED PLATEN IN POSITION ON A 

re, Md., has brought out its No. 610 lamp, which can pypgwriTER GRIPPING SPECIAL FORMS EVERY HALF INCH AND 
be adapted for the reception of sockets for fountain pens, KEEPING THEM IN ALIGNMENT 

aking a combination lamp and pen desk set This lamp It is installed simply by removing the usual friction-feed 
employs the Silverglo electric bulb, which gives the uset platen and substituting for it the new rotary pin-feed 
totally indirect lgeht, an exclusive Silverglo feature platen 


\n important innovation is that the base is adapted to The Standard rotary pin-feed platen spanks the paper 
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and carbon every half inch, keeping both constantly in 
perfect alignment. The pins disappear inside the platen 
after engaging the marginal holes and aligning forms. 

The platen only is loaned without charge for use with 
Standard Kantslip Ziptab printing. It is built for the 
Woodstock, Underwood, L. C. Smith, Remington, Royal, 
etc., in standard typewriters, and for cylinder platen bill- 
ing machines such as Burroughs Moon-Hopkins, Na- 
tional, Ellis, etc. 

el 

Findex Announces a New Single Selector Unit 

The Findex Company, 720 South Pierce street, Milwau- 
kee, Wis., is offering a new single selector unit mounted 
directly on a pivot or a cradle, as the manufacturers call 
it. This selector unit has a capacity of seven hundred and 
fifty cards and is particularly adaptable for making re- 
search and statistical studies. The selector can be rotated 
about the axis of the “cradle” so that selections can be 
made very quickly. Less than two minutes is required to 














THE NEW SINGLE SELECTOR FINDEX UNIT 


make a complete sort by any one or more characteristics. 
The selector can be purchased outright, or leased at a very 
nominal monthly rental. 

—_ p> — 


“Plaskon,” a New Synthetic Resin 

According to a research report published by Mellon In- 
stitute of Industrial Research, Pittsburgh, Pa., a novel 
heat-reactive molding compound is now being produced 
commercially in the plant of Toledo Synthetic Products, 
Inc., Toledo, Ohio. This new urea-base compound, called 
“Plaskon,” was evolved at Mellon Institute under a series 
of Industrial Fellowships sustained by the Toledo Scale 
Company. Copies of the report may be obtained by in- 
terested persons upon direct request to the Institute. 

“Plaskon” molding compound is said to be easily pre- 
formed, and it is pointed out that this property, in con- 
junction with the high speed of cure, makes possible rapid 
low-cost mass fabrication by the molder. 

Fabricated “Plaskon” is described as unexcelled in color 
possibilities, combining bright colors with a hard, lustrous 
surface. Its base shade is one of neutral translucency, 
permitting pigmenting to give all colors of any intensity, 
either opaque or translucent. Obviously, as indicated in 
the publication, infinite variations in mottled or striated 
effects are possible. 

The mechanical and electrical properties of “Plaskon” 
are said to be excellent; they are summarized in a table, 
which has been included in the report above referred to. 
The chemist’s report as to its properties is rather techni- 
cal, but that part of special interest to users may be men- 
tioned here: The product has a tensile strength of from 
4000 to 6000 pounds per square inch and a compressive 
Strength of 25,000 to 30,000 pounds per square inch. It is 
unaffected by alcohol, acetone, oil or other common sol- 
vents. It is moderately resistant to cold dilute acids, but is 
not resistant to hot or concentrated acids. It is quite re- 
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sistant to cold dilute alkalies and also resists hot, very 
dilute alkalies such as soap, borax, cleaners, etc. 
“Plaskon” can be machined, bored, resurfaced and pol- 
ished. 
—__—<>>___- 
New Packing for M&M and Eureka Typewriter 
Ribbons 
Mittag & Volger, Inc., Park Ridge, N. J., is distributing 
its lines of M&M and Eureka typewriter ribbons in new 





M&M AND EUREKA RIBBONS IN THEIR 
NEWLY DESIGNED BOXES 


lithographed metal boxes. Special features of the new 
boxes are full telescope cover for perfect sealing, beveled 
edges for easy opening, rolled edges to prevent cutting fin- 
gers and correct body height for easy ribbon removal. The 
accompanying illustrations show the new cover designs. 
Sowers 
New American Self-Inking Metal Dater 

The American Numbering Machine Company, Atlantic 
and Shepherd avenues, Brooklyn, N. Y., has brought out 
a new self-inking dating machine called the New Amco 
dater. 

The following improvements are pointed out by the 
manufacturer: 1. It is larger and more heavily built 
throughout to withstand hard usage. 2. Setting up dates 
is simplified by using the same setting method as on a 
numbering machine without recourse to pulling out a lock 
pin. The wheels can be moved in either direction. 3. Fig- 
ures and letters are larger, making the machine more 
adaptable for general commercial uses. 4. Simplification 
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THE NEW “‘AMCO”’ DATER AND FACSIMILE IMPRESSION OF DATE 


of re-inking pad by means of a lock button in the front 
which holds machine down, exposing the ink pad for easy 
inking. 5. All machines are shipped to dealers already 
inked. 6. The machine is priced to permit volume pro- 
duction and sale. 


New Machines and Devices Continued 
on Page 187 
































GENERAL VIEW OF THE NEW YORK BUSINESS SHOW AND INSETS OF THE NATIONAL BUSINESS SHOW COMPANY EXECUTIVES.—Some 
of the exhibits can be seen among the massive pillars, whose decorative appearance accentuated the artistic harmony of the ensemble scene. 
the picture, housed a great many exhibits. The show officials, from left to right, are Frank E. Tupper, presi- 


cony, glimpsed in the upper part of 
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dent; C. H. Hunter, Chicago manager, and Edwin O. Tupper, secretary 


IWENTY-EIGHTH ANNUAL NEW YORK 


BUSINESS SHOW 


pr again the business show, held during the week 
of October 19 at the Grand Central Palace in New 
York City, proved an irresistible magnet for business men 
and women from all parts of the country and even from 
various commercial centers, in other parts of the world 
The business world has learned to recognize in the business 
show an exceptional opportunity to examine, study and 
compare the latest offerings of the leading manufacturers 
of office equipment designed to expedite business with a 
minimum of labor and expense. It is more than significant 
that more visitors attended this year than ever before 
The visitor on entering the palace was generally im- 
pressed with the attractive layout of the exhibition hall, 
the beautiful, rich and harmonious decorations, the evi- 
dence of painstaking care to make their visit both pleasant 
and profitable. The exhibits were well-manned by diligent 
workers whose sympathetic and courteous attention could 
not help but impress favorably. As one visitor was heard 
“I believe this is the most amaz- 
Never before have I 


to remark when leaving 
ing exhibition I have ever seen 
fully realized and appreciated what these concerns and 
their products were doing for my business.” 

The unusual number of new offerings, in design, creation 
and adaptation and the variety of products exhibited made 
a distinct impression on visitors. Every color of the spec- 
trum and every subtlety of the artist were in evidence 





Brilliant Array of Exhibits 
Attracts Greater Crowd 
Than Ever Before 


to lure attention. In fact, it proved a revelation to realize 
that the drab everyday business machines, devices and sup- 
plies, could be so effectively and attractively displayed. 
Varityper Incorporated, presented an outstanding ex- 
hibit in striking color schemes in the new modern mode 
in design. The remarkable versatility of the Varityper as 
a writing instrument was the wonder of most visitors. The 
beautifully designed booth of the A. B. Dick Company 
caused much favorable comment. The International Busi- 
ness Machines Corporation offered an interesting and 
effective display. Visitors found the booth of the New 
York Telephone Company most instructive and attractive. 
The Copy-Graph Corporation exhibit was always crowded 
to capacity with those who had come to see a device that 
eliminates the necessity for carbon paper when extra copies 
of matter being typed are desired. In the booth of the 
Postal Telegraph-Cable Company one learned what hap- 
pens when one rings for a messenger boy to send a tele 


The bal- 
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gram or cable. The Electromatic typewriters with a num- 
ber of new and impressive features commanded the inter- 
est of crowds at all times. Visitors were particularly in- 
terested in the ventilating systems of the Burgess Battery 
Company. The booth of The Dupli-Typer Company of 
New York was generally crowded with visitors who had 
heard of a simple device that takes the place of carbon 
paper. Many other exhibits attracted unusual attention. 
In fact, most visitors found the time too short to see all 
they wanted to. 

On Monday, the opening day of the business show, Miss 
Larsen of The Shaw-Walker Company, was judged the 
most representative business woman, receiving the title of 
“Father Knickerbocker’s Secretary.” 

New and original showings were made by a large per- 
centage of exhibitors. Of these more than usual interest 
was displayed in the pre-showing of the new Burroughs 
typewriter of which most visitors had heard; the radio 
equipped desk by Shaw-Walker, the No. 96 seven-ream 
capacity Mimeograph with a new suction feed; the Copy- 
Graph, a device attached to any typewriter eliminating the 
use of carbon paper; the noiseless Monroe calculating ma- 
chine; the pin-wheel platen of The Standard Register Com- 
pany, the Dupli-Typer, a simple and economical device 
that takes the place of carbon paper; the electric Vari- 
typer; the Wheeldex card record and finding system; the 
Universal adjustable shelving; the Burgess Mountainaire 
ventilating system for offices; a steel and glass display 
case by Art Steel Company; and the Oxford sliding drawer 
storage file. 

Other new products were presented by Ace Manufactur- 
ing Company; Addressograph-Multigraph Corporation; 


TWO STRIKING EXHIBITS 
THAT SOUNDED THE 
MODERNISTIC NOTE IN 
BOOTH DECORATION AND 
ARRANGEMENT.—The up- 


per picture shows the spa- 
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3eck Duplicator Company; Better Packages, Inc., Bircher 
Co. Inc.; Defiance Manufacturing Company; Dictaphone 
Sales Company; Dictograph Products Company, Inc.; 
Electromatic Typewriters, Inc.; Elliott Addressing Ma- 
chine Co., Alfred J. Huber; International Business Ma- 
chines Corp., Marchant Calculating Machine Company; 
McCaskey Register Company; Mun-Kee Products Cor- 
poration; The National Cash Register Company; New 
York Telephone Co.; Quik-Lok File Company; Standard 
Mailing Machines Company. 

Much credit is due the National Business Show Com- 
pany in planning and carrying out this exhibition this year. 
The show again has demonstrated that it is an important 
factor in the progress and development of the industry. 
Frank E. Tupper and his associates are to be commended 
for their courage, foresight and accomplishment. 

Office Appliances expresses its appreciation to The Shaw- 
Walker Company; The Wagner Furniture Company, Inc., 
The Art Steel Co. Inc.; The Underwood Typewriter Com- 
pany; The Remington Typewriter Company; The Utila- 
tree Products Inc. for their courtesy in loaning the furni- 
ture and typewriters at the show. We are grateful to 
Herbert Photos, Inc., 480 Lexington avenue, New York 
City, for their sympathetic interest and excellent photog- 
raphy which enables us to present the pictures of the 
exhibits. 

en 


THE EXHIBITS 
ACE MAIL ADVERTISING, INC., New York, N. Y., exhibited a 
complete mail service, including duplicating by printing, multigraphing, 
mimeographing, processing, as well as foreign languages. This display 
was in charge of Philip N. Hertling, vice-president and general manager; 
Miss Mary Mehling and Miss Margaret Gregor. 
ACE MANUFACTURING COMPANY, Newark, N. J.—The new model 


cious and attractive booth 

of the Varityper Company. 

Below is a portion of the 

A. B. Dick Company dis- 
play. 
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200-year executive type calendar was shown C. A. Brace, president, 
was in charge 

ACME CARD SYSTEM COMPANY, Chicago, Ill. and New York, 
N. Y¥., showed the complete line of Acme visible record equipment and 
Insite record products This booth was under the direct supervision 
of E. C. Norrington, district manager, eastern division. 

ADDRESSOGRAPH COMPANY DIVISION, ADDRESSOGRAPH-MUL- 
TIGRAPH CORPORATION, Cleveland, Ohio and New York, N. Y¥.— 
(See Addressograph-Multigraph Corporation.) 

ADDRESSOGRAPH-MULTIGRAPH CORPORATION, Cleveland, Ohio 
und New York, N. Y Complete displays of forms were presented and 
classified by lines of business to enable visitors to visualize the many 
applications of the company's equipment. 

The No. 3700. a machine especially designed for public utility com- 
panies continued to interest visitors who marveled at its completeness 
This machine, from a wide roll of paper, cuts to bill size, prints on both 
sides, puts the customer's name and address on the bill and delivers it 
already for mailing 

Sterling W. Greene was in charge of the general exhibit, while 
Walter Strain, New York manager of the Multigraph, and H. B. Phil- 
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lips, New York manager of the Addressograph, supervised their respec- 
tive displays. 

AMBERG FILE & INDEX COMPANY, Chicago, Ill. and New York, 
N. ¥.—Amberg indexing was featured. Filing supplies having metal 
window guides, and file folders in manila, kraft and colors were also 
shown. Paul G. Amberg was in charge, assisted by the New York 
sales force 

AMERICAN AUTOMATIC TYPEWRITER COMPANY, Chicago, Il. 
and New York, N. Y., demonstrated the American automatic typewriter. 
President J. H. Powers was in charge, assisted by W. E. Bret, A. L. 
Johnson and Miss Alice Burrey. 

AMERICAN MULTIGRAPH COMPANY DIVISION, ADDRESSO- 
GRAPH-MULTIGRAPH CORPORATION, Cleveland, Ohio and New York, 
N. ¥.—(See Addressograph-Multigraph Corporation.) 

AMERICAN PERFORATOR COMPANY, THE, Chicago, Ill. and 
New York, N. Y., displayed a full line of perforating machines used 
by banks for canceling purposes. Also shown were models used by 
business houses for canceling, dating, receipting, etc. Especially 
featured were the company’s check endorser and check signer. Man- 
ager John F. Dillon was in charge. 
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LEFT: Display of the Burroughs 

Adding Machine Company. 

RIGHT: Acme Card System Com- 
pany exhibit. 


LEFT: Booth of Oxford Filing 
Supply Company. RIGHT: Rein- 
er’s Rotaprint, Inc., display. 


LEFT: Master-Craft display by 

the Shaw-Walker Company. 

RIGHT: Shaw-Walker Company 
furniture exhibit. 


LEFT: Booth of the Monroe Cal- 

culating Machine Company. 

RIGHT: National Cash Register 
Company display. 


AMERICAN PROVIDENT SOCIETY, Inc., New York, N. Y., showed 
a book known as a guide to financial independence. 

AMERICAN SALES BOOK COMPANY, LTD., Elmira, N. Y. and 
New York, N. Y.—Rediform speed stationery for all makes of tabulat- 
ing, accounting and billing machines; Rediform interleaved speed sta- 
tionery for typewriters in conjunction with the Speedifeeder guide and 
container; Rediform Wiz registers with Flatpakit supplies and Rediform 
Speedigraph books for manufacturers and wholesalers, were among the 
products shown. This exhibit was in charge of Tim Thrift, assistant 
sales manager, from the home office, and A. H. Phillips manager of the 
New York office 

AMERICAN STEEL 
showed Bunn tying 


COMPANY, INC., New York, N. Y.., 
machines for many purposes. P. K. Keenan was 
in charge, assisted by Robert Rule and Edwin Messmer. 
AMERICAN TELEPHONE & TELEGRAPH COMPANY—(See 
York Telephone Company.) 
ART STEEL COMPANY, Inc 


CHASE 


New 


New York, N. Y., showed a new type 
of steel shelving; a new steel glass wall display case consisting of a 
steel cupboard with sliding drawers on top of which is a linoleum 
covered counter, completing the case is an attractive steel glass show- 


case finished in green, grained mahogany and walnut; typewriter tables; 
a new burnished finish for steel office equipment especially finished for 
modern ensembles; the new four-drawer steel file in addition to many 
numbers of their regular line set out in their own display units. Irv- 
Levy was in charge, assisted by W. I. Lampel, Gerard D. White 
A. Burger, president, attended regularly. 


ing I. 
and Samuel Katz. 

BAUM, RUSSELL ERNEST, Philadelphia, Penna. and New York, 
N. Y.—A full line of high duty folders with both hand and automatic 
feeds were demonstrated. 

BECK DUPLICATOR COMPANY, The, New York, N. Y., featured 
a new model electric Speedograph. It is said that the motor takes care 
of the entire operation except the manual feeding of the sheets. Also 
shown was the standard Speedograph line including various sizes of the 
automatic feeder model, as well as new items in the way of supplies and 
accessories. F. F. Fecher, general manager and C. A. Goodrich, sales 
manager, were present. 

BETTER PACKAGES, INC., Shelton, Conn. and New York, N. Y., 
showed the new Better-Pac shipment sealer which instantly denotes 
the proper length of gummed tape required and gives that amount to 
the packer, thus effecting a saving in the amount of gummed tape 
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used Another new model for use in clothing stores, laundries, etc., chine: bookkeeping machine for posting and proving two amounts and 


was also demonstrated determining two balances at the same time; billing machine equipped 


BINNEY & SMITH COMPANY, New York, N. Y.—"Grip-Fix ad with item counters that automatically record the production of the 
hesive paste was shown'in various containers. The standard aluminum operator in terms of machine operations and key depressions; billing 
Grip-Fix jars have been improved and the company has added.a full machine equipped for billing on continuous forms providing for the use 
range of handy sized tubes, which were especially featured. of either continuous inter-leaved carbon or single sheet carbon; accounts 

PrP. W. Kemp was in charge of the display receivab'e bookkeeping machine for posting ledger and statement, both 

BIRCHER COMPANY, INC THE, Rochester, N. Y. and New York originals and showing both account balance and total available dis 
N. Y.. exhibited their regular line of automatic letter opening machines count Also shown were accounting machines for banks and insur- 
mi sealing machines Shown for the first time was a new model ance companies and a tax accounting machine for computing real or 
hand letter opener R. 1 Reed of the home office und R. J. Ludlow personal property taxes and writing tax bills in one operation; desk 
of the New York office were in charge adding machines in many types as well as a special display of electric 


BREWER-CANTELMO COMPANY INC New York, N. Y Loos ealculators and posture chairs J. L. Stewart and J. F. Kastner of 


leaf binders, salesmen’'s portfolios, presentation binders, catalogue covers the home office were in charge, assisted by members of the New York 
snd advertising portfolios were displayed J. A. Brewer and Edward city agency General Sales Manager Britt was also present 
Cc. Cantelmo were in charg: BUSHNELL COMPANY, ALVAH, Philadelphia, Penna. and New York 
H A BRUNO R. R. Blythe Associates, New York, N. Y¥ Pub N. ¥.—showed Vertex file pockets, as wer ilso wallets, folders and 
ity headquarters of the New York business show filing supplies H. C. Landon, New York City manager, and Nelson 
BUCHAN TELEPHONE RECORDS COMPANY, Philadelphia, Penna Bushnell of the home office were in chargt issisted by salesmen of 
uml New York, N. Y displayed a line of loose leaf binders and ledgers the New York office 
J. O. Kirkbride New York manager, was in charg: BUSINESS EQUIPMENT TOPICS, New York N Y 
BURGESS BATTERY COMPANY, Chicago, lll. and New York, N. Y CARDINELL SALES COMPANY, Montclair, N. J., showed Ink-Out, 
Burgess Mountainaire window ventilators and Burgess Sound Ab the single fluid ink eradicator, also Eradopens and Eradovials. Presi 
sorbing typewriter pads were displayed In charge of this exhibit dent J. D. Cardinell was in charge assisted by R. J. Peer and Theodore 
were H. EB. Holladay and A. C. Faxer of the New York offic Reichard 
BURRELL-SNOW, Inc... New York, N. Y., explained a service as well COLLIER & SON DISTRIBUTING CORPORATION, P. F., New York 
* & monthly magazine known as Corporate Practice Review and  ™ featured The Harvard Classics, Dr. Eliot's Five-Foot Shelf of 
s book “Formal Corporate Practice H. R. Dunne was in chars Books as well as other books of their publication New York Man 
BURROUGHS ADDING MACHINE COMPANY, Detroit, Mich. and wer J. J. McNeirney was in charge 
New York, N. ¥ Seventy-five machines comprised this exhibit, in COPY-GRAPH CORPORATION, THE, New York N Y., demon 
chuding a new typewriter, a number of new cash machines and a strated the Copy-Graph ittached to typewriter, eliminating the wus 
counting machines There was a new food control machine for of carbon paper and enabling one to make from one to four copies 
registering and recording on guests’ checks the value of all food leav and the original Mr. Frooks was in charge 
ing the kitchens of hotels and restaurants; a tray-checking machine for COSMOGRAPH SERVICE, Washington, D. ¢ al New York, N. Y 


sfeterias retail automotive cash machine that checks gas and oil explained the Cosmograph method and system of visualizing an analysis 

in tanks as well as money in the drawer; a machine for validating of an organization or operation Mr. Padgett was in charge 

pad-out items: cash receipting machine: two-drawer cash machine for COXHEAD CORPORATION, RALPH C., New York, N. Y., exhibited | 
general use All cash machines were shown in new color combina the complete line of Mathematon calculating machines Especially 
tions and finishes including a beautiful new chrome finish The ac featured were the new Duo keyboard super automatic Mathematon, and ‘ 
counting machines included a new rotary magazine register machine the Mathematon electric calculating machine that automatically per 

with twenty registers that provides register designation for both forates cards at the same time as calculations are being performed 

individual entries and totals; typewriter-bookkeeping machine designed These two machines were shown for the first time Also showed the < 
to handle posting, proving and distribution in a single operation; front United accounting machine In charge of this display were Stuart : 
feed ledger and statement bookkeeping machine, which writes both P. Coxhead, vice-president, who specializes in the application of the : 
ledger and statement as original: payroll and paycheck writing ma Mathematon calculating machines to the insurance field; J. Oppasser i 





LEFT: Booth of the Ohmer Fare 
Register Company RIGHT L 
E. Waterman Company display 











LEFT Exhibit of American Sales 
Book Company products. RIGHT 
Display of Schofield Service, Inc 











LEFT Amberg File & Index 
Company exhibit RIGHT Booth 
of Elbe File & Binder Company 
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Jr.. in charge of public utilities, and F. J. Doran in charge of general 
office work 

CUTAJAR & PROVOST, 420 Lexington avenue, New York, N. Y., 
Booth 50, displaying the facilities of an advertising counsel. 

DAYTON SCALE COMPANY See International Business Machines 
Corporation.) 

DEFIANCE MANUFACTURING COMPANY, Orange, N. J. and New 
York, N. Y., showed the latest Defiance accumulating check writer and 
signer permitting absolute control of check writing by machine by an 
machine also introduces a new and interesting 
Reduces ten operations in check writing to 
Humphrey, manager, New York 


executive This new 
method of accumulating 
one Exhibit was in charge of G. W 
office 

DeVINNE-HALLENBECK COMPANY, INC., THE, New York, N. Y 
showed a variety of pieces in both offset and letter press printing. In 
addition to a display of black and white, comprising numerous book 
lets and folders, a prominent place was given to color work, which 
includes both four-color process and multi-color offset lithography. 4 
few specimens of a special process originated and developed by the 
company especially for the reproduction of etchings, wash drawings 
steel engravings, et were shown 

DICK COMPANY, INC., A. B., 
The complete Mimeograph line 
Introducing the new No. 96 Mimeograph with 
ams of paper at one loading. P. A 


York charge 


Chicago, Ill. and New York, N. Y.— 
was shown in an interesting manner 
an automatic suction 
feed capable of holding seven re 
Bennett, manager of the New sales branch, was in 
assisted by members of his staff 

DICTAPHONE SALES CORPORATION, New York, N. Y.—A com 
displayed, including 


features, including a new 


plete line of Dictaphones was dictating, trans 
cribing and shaving 
reproducer; desk mount; duplex foot control and improved stand, were 
especially stressed. The booth was in charge of C. R. Fox, New York 
branch manager, and Carol Lyttle, uptown manager They were as 
sisted by the New York sales staff The educational department was 
under the supervision of its director, Mise Ramona Beall The em 
offering a free training and employment 
was represented by Miss Bland 

DICTOGRAPH PRODUCTS COMPANY, INC., New York, N. Y 
showed for the first time an entire new line of the Dictograph system 
consisting of master or executive station and 
hand sets or mounted microphone typ« 
master station is also equipped with a 
enabling the executive to 


recorde: 


units. New 


ployment division service 


of interior telephones, 
sub-station of modern design 
transmitters optional The 
microphone, 


loud speaker ind sensitive 
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procure information from various departments without the necessity 
of holding a receiver to his ear. Many more features of this system 
were explained. New York District Manager R. E. Owen was in 
charge. 

DUPLI-TYPER SALES COMPANY OF NEW YORK, INC., New York, 
N. Y., demonstrated the Dupli-Typer, a simple device eliminating the 
use of carbon paper. 

EDISON, INC., THOMAS A., Orange, N. J. and New York, N. Y., 
displayed the Ediphone for dictation with all its latest improvements 
and refinements. The principle of electrical control on both the Execu- 
tive and Secretarial machines was shown. 

ELBE FILE & BINDER COMPANY, INC., New York, N. Y., showed 
loose leaf binders and stationers’ specialties including price books, ring 
books, ledger binders, post binders, storage binders, spring binders, 
sheet holders, prong binders, four-post binders, wing wire binders, cord 
binders, report covers, Swivelok binders, catalogue covers, pressboard 
folders, magazine binders, school supplies, desk pads, telephone book 
covers and a large display of loose leaf equipment adaptable to cata- 
logues manuals, price lists, display material, ete. President 
A. M. Rabinof, Peter Cooper, sales representative: Jules Sherman and 
Ernest Barnett were in charge. 

EDIPHONE, THE (See Thomas A. Edison, Inc.) 

ELECTROMATIC TYPEWRITERS INC., Rochester, N. Y. and New 
York, N. Y., displayed standard Electromatic typewriters: Electroma- 
tics with long carriages; Electromatics for stencil cutting with impres- 
sion indicators; Electromatics with bulletin type: Electromatic check 
writer; automatic letter writers and power perforators. The exhibit 
charge of Vice-President and General Manager Russell G. 
Thompson; New York Sales Manager Richard W. Davidson; Harold 
Briscoe and Thomas Mulheron of the New York sales office. 

ELLIOTT ADDRESSING MACHINE COMPANY, THE, Cambridge, 
Mass. and New York, N. Y., showed several models of addressing ma- 
chines selling from $37.50 to $2,500 each. Especially featured were 
the Elliott post card printer and addressing machine, which prints a 
message on a government postal card automatically on one run at a 
ibout 4000 per hour and on the second run, automatically 
puts the name and address on postal card at the same speed and the 
other machine is the public utility billing printing and addressing ma- 
chine, printing from a blank roll of paper on both sides, at the same 
time printing the name and address on four stubs, also scoring the 
bill and cutting it to the seventeen inch size New York Manager R. 


sales 


was in 


speed of 


DePace was in charge. 
FORCE & COMPANY, INC., WILLIAM A., New York, N. Y.—Hand 
numbering machines for office use as well as a representative number 
(Turn to page 105, please) 
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LEFT: Booth of Visible Records 







Dictograph Products Company ex- 
RIGHT: Display of Mun- 
Kee Products Corporation. 










LEFT: Hooven’ Automatic Type- 
writer Corporation booth. RIGHT: 
Coxhead Corporation 










74 


Uses Carbon Paper Forty Years 
Old 

Forty years ago letter copying 
books and presses were in every busi 
ness office. Box files for correspond- 
ence were ubiquitous. The carbon 
sheet which was to establish the ver 
tical filing system, around which was 
to be built a vast business for the 
manufacture of four-drawer filing 
cabinets and supplies, had been but 
recently introduced. The typewriter, 
which was to give great impetus to 
the carbon system, was gradually 
overcoming the resistance encoun- 
tered at its introduction 

A few years before that time the 
late A. P. Little of Rochester, N. Y., 
then a court stenographer, launched a 
typewriter carbon and ribbon busi- 
ness enterprise which continues under 
the title of A. P. Little, Inc. 

Forty years ago a young Hartford 
law stenographer bought some of the 
“Little” carbon paper and only the 
other day—but—the following letter 
received a few days ago by A. P. Lit- 
tle, Inc., from William P. Hopkins, 
consulting industrial engineer, tells 
the whole story: 

“Gentlemen: 

“While rearranging some old stocks 
1 stationery recently, I found part 
of old Rockwell & Rupel (Chi 
cago) typewriter papers that I had 


boxes 
had in storage since the season of 
1890-91; and among them I found the 
larger part of a box of your Cobweb 
carbon paper which was bought at 
that time—forty years ago! 

“I was working as a law stenog- 
rapher in those days, with an office in 
Franklin block in this city, and your 
old sales records would show my 
name as a rather frequent customer 
for ribbons, carbon, etc. Compara- 
tively few of the lawyers then em- 
ployed their own stenographers, and 
pleadings, motions, depositions, wills 
and the like came to me for transcrip- 
tion or dictation. I was using an old 
time Caligraph machine with the dou- 
ble keyboard, and the space bars at 
the sides of the keyboard. Then I 
‘graduated’ to the Smith Premier ma- 
chine with a double keyboard ar- 
ranged with capitals and signs in tiers 
higher than the lower case letters. 

“My shorthand days were prior to 
my college course; and since then 
I’ve seen a lot of experience in large 
and small organizations from a pro- 
fessional viewpoint. I’ve seen car- 
bons and carbons! I have bought 
carbon paper that dried out within 
two or three years so it would not 
give anything like a clear impression 
Never have I seen anything like this 
Little Cobweb carbon which I am 
using to make a duplicate of this let- 


ter, and which I send you for your 


NOTE 
AND 
COMMENT 


In and Out 
of the Field 


own test as an example of amazing 
keeping-power. I thought you would 
like to have it as an exhibit; and you 
are at liberty to use it and extracts 
from this letter if you wish to do so. 

“In those old days, when Mr. Little 
had promoted himself from a court 
stenographer to a business man, and 
when his very bright ‘right hand 
man’ was a Miss Lyons, I enjoyed 
our business relations very much, and 
none of the Little products I sold ever 
failed to give satisfaction to users. 
(I ran a little business of selling such 
supplies in connection with my steno- 
graphic work.) 

“T assume that Mr. Little must have 
passed on many years ago, but surely 
his product remains to speak for 
itself.” 

The copy of the above letter made 
on the forty year old sheet was con- 
vincing evidence of the enduring qual- 
ities of the color and the coating. 


* * * 


Binder in Service Twenty-five 
Years 

The story of the forty year old car- 
bon sheet reminds us of an incident 
in the loose leaf field. Several years 
ago there was returned to the Wilson- 
Jones Company for repairs a binder 
of a type which the company had not 
manufactured for nearly twenty-five 
years. 

Instead of repairing the old binder 
which, according to the sender, had 
been in constant use for the long 
period, a new one was sent with the 
company’s compliments. With it 
went a letter in which the sales man- 
ager at that time wrote: “There are 
two things against which our binders 
are not guaranteed. They are the 
wrath of God and the hand of Time.” 

a ho 


Birmingham Dealer Prominent in 
Politics 
S. W. Hawkins, president of the 
Dispatch Printing Company of Bir- 
mingham, Ala., is interested in poli- 
tics as well as in business. He was 
recently appointed one of the regis- 
trars of Jefferson county. Mr. Haw- 
kins is widely known and popular.— 
G. H. W. 
* . * 
Famous Baseball Player a 
Typewriter Man 


Not many baseball fans know that 
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“Wild Bill” Hallahan, the celebrated 
pitcher, is a typewriter mechanic, and 
whether he has a good summer on 
the diamond or not, he usually re- 
verts to his original calling in the 
winter months 

Although “Wild Bill” Hallahan has 
not been around so long as some of 
the other players, he was not long in 
winning a responsible place. The 
Cards were two games down in the 
1930 series with the Athletics and 
were in a bad way when they finally 
called on Hallahan. He responded 
with a shut-out. He was not hon- 
ored with the opening assignment this 
year, but he pitched another shut-out 
when the time came. 

Throughout his work last season 
and in the present World’s Series, 
Hallahan is in a fair way to be called 
one of the game’s great players. 


* * * 


Stationer Offers Solution of 
Cotton Problem 

H. E. Robertson, treasurer of the 
Bennett Printing Company of Dallas, 
Tex., formerly spent many years as 
a cotton oil miller, in which occupa- 
tion he became thoroughly acquainted 
with the cotton industry. 

In the current issue of the Cotton 
Ginners’ Journal, October, 1931, Mr. 
Robertson contributes a carefully con- 
sidered and able article’ entitled, 
“Much About Lint but Little About 
Cotton Seed Products.” He suggests 
as a solution to the cotton problem a 
five-year plan. First, the farmer will 
have to agree to reduce his acreage 
during the next five years from forty 
to fifty per cent. He will have to 
withhold one-third of the present 
crop to the second year and one-third 
for the third year, and so on, until 
finally, at the end of the five-year 
period the industry would have left 
over on hand only one million bales 
instead of nine million bales, which is 
the present carry-over stock. The 
carry-over of one million bales would 
be a safe margin. He believes that 
the Southern farmers and oil mill men 
have been sleeping on their own 
rights. The cotton bale is wrapped 
in jute which is also used to sack cot- 
Why not use cotton 
for meal bagging and sugar sacks? 
What is needed is a higher grade of 
cotton and more uses for it. He sug- 


tonseed meal. 


gested a sum of money, around ten 
thousand dollars, to be distributed 
among those writing the best papers 
suggesting new uses for cotton. He 
believes that such a plan would elicit 
thousands of replies, many of which 
would contain worth-while sugges- 
tions for relief from the cotton man’s 
present dilemma. 
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son Lamp rks Division of the Gen- 
eral Electric Company. 


THOMAS ALVA EDISON 
Born February 11, 1847—Died October 18, 1931 


To whose genius the world is debtor and 
whose good sense, industry and conduct 
of life make him an inspiring example. 


Joseph K. Gill 


On October 1, when Office Appliances was speeding 
westward, bearing the account of the ninetieth birthday 
celebration of the venerable J K. Gill of Portland, Ore., 
with a picture of Mr. Gill surrounded by bouquets from 
affectionate relatives and friends, he had already passed 
away peacefully at his home in the city where he had 
indelibly inscribed the record of an upright life. In the 
spirit of Tennyson’s immortal poem, “Crossing the Bar,” 
Mr. Gill laid down the burdens of life on October 1. 

It was our pleasure and privilege to have become ac- 
quainted with Mr. Gill in those kindly eighties, when his 
well-stored mind had achieved the wisdom, tranquility and 
tolerance of age without abatement of its keen and inci- 
Sive grasp on affairs. His serenity and charm of per- 
sonality gave the impression that he had eased gracefully 


cf 


7 


and gratefully into age. Whatever else he had given to 
his community, his greatest contribution was a long and 
useful life; and whatever of satisfaction he may have 
achieved in his remarkable career, we are sure that noth- 
ing exceeds in value the tranquil heart which, says James 
Lane Allen, “is the true flowering of life—the fruitage of 
the soul.” He was honest, upright and kind, meeting every 
issue four-square and being ever a part of the activities 
of his community. For sixty years he was an outstanding 
figure in the business and civic life of the city of Portland. 

On account of his advanced age, he had been in failing 
health for some time, He was one of the best known and 
one of the last survivors of the group of men and women 
who in early days in Portland established business or- 
ganizations and laid the foundation for the city’s future 
growth and prosperity. 

Mr. Gill was born at Holmfirth, Yorkshire, England, 
August 13, 1841, son of Mark and Amelia (Kaye) Gill. 
His father was a cabinet maker. The family came to the 
United States in 1854, and settled at Worcester, Mass., 
where Joseph Gill attended the public schools part time. 
The rest of the time he worked at odd jobs to increase 
the family income. Mr. Gill attended Wylie’s academy 
and Worcester academy, in his home city, Wesleyan acad- 
emy at Willbraham, Mass., and Willamette university, 
Salem. He was graduated at Wilbraham in 1866, going 
there from Oregon in 1865 to resume studies begun in 1862. 

Mr. Gill went to Oregon in 1864 and settled at Salem. 
There he married Miss Frances A. Willson, a daughter 
of Dr. W. H. Willson, who came with the Methodist mis- 
sionaries in 1837 and who was actively identified with the 
affairs of early Oregon. Six children were born to them: 
Mark W. (deceased), Jessie (Mrs. J. L. Hartman), Georgia 
(Mrs. W. A. Montgomery), Kate (Mrs. E. B. London), 
Frances and Dorothy (Mrs. Hugh Montgomery). Mrs. 
Gill died in 1914. 

A measure of sentiment is attached to the story of Mr. 
Gill’s business beginnings sixty years ago. He had 
been running a small book store at Salem and had at- 
tracted the attention of the late William S. Ladd, pioneer 
banker, who suggested that he come to Portland. There 
was not room for another book store, so negotiations were 
opened to purchase the firm of Harris & Holman, the 
junior member of which was the father of Rufus C. Hol- 
man, present state treasurer. When the price had been 





JOSEPH KAYE GILL 


tentatively agreed on Mr. Ladd, who was desirous of 
getting the best terms for cash, suggested to Mr. Gill that 
he draw a check on Ladd & Tilton’s bank for the amount, 
which was about $22,500. Mr. Gill did not have the money 
nor did he know where to get it, but he followed Mr. 
Ladd’s advice. The deal was closed and Mr. Ladd paid 
the check upon presentation, and the transaction was cov- 
ered in due time with a note bearing interest at the then 
(Turn to page 94, please) 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the offices of 
this journal their headquarters. The staff at the main office, 417 South Dearborn Street, Chicago, and the staff 
at the branch in charge of C. H. Everly at 1601 Pershing Square Bldg., Pershing Square, 42nd St. and Park 
Ave., New York, will be happy to be of any possible service. While the facilities at New York 
are not so many as at Chicago, there will be found the same desire to serve. United States 
manufacturers or their representatives traveling abroad are cordially invited to call 
upon Office Appliances’ London Correspondent, Mr. W. Teignmouth Shore, 

18 Templars Avenue, Golders Green, London, N. W. 11, England. 

Mr. Shore’s knowledge of the office equipment business 
and its possibilities in Great Britain makes his 
counsel valuable to those desiring to 
cultivate the British Market. 


LONDON NOTES AND NEWS 


By W. T. Shore, 18 Templars Avenue, Golders Green, London, N. W. 11, England 


Nors.—Mr. W. T. Shore, whose address is given above, is the authorized subscription representative of OFFICE APPLIANCES 
in the British Isles. New a should be sent to Mr. Shore. Renewal orders should be sent to Orrick APPLIANCES 
ome address, 417 South Dearborn street, Chicago, Illinois. 


London, October 2, 1931 

[ is scarcely necessary to say that I have no definite 

news to send as regards the situation here for Amer- 
ican Office Appliance men, and of their prospects. Your 
newspapers will be telling you many things about the 
political and business outlook here before I know them 
myself, because they will give you the news of the next 
few weeks before you read what I am writing today 
We are still waiting to know what will be the effect o 
our coming off the gold standard; whether there is going 
to be an immediate General Election or not; if there is 
it will kill business for at least a month. In short, we 
are all in the dark, and do not know when sunrise will 
come along. Whatever may happen politically, the at- 
mosphere of the business world is not, and will not soon 
become, bright. We know not whither we are going and 
so do not know what to be doing. The result being that 
we fear to make a move definitely in any direction; we 


are marking time. 

But one thing is being borne in upon British marketing 
men; that they will have to examine carefully and amend 
greatly their marketing methods, both in home and in 
foreign markets. This indirectly bears upon the methods 
of American marketing men here, for they will have to 
meet more strenuous and skillful competition. It is a 
significant sign of the time that one of our leading and 
most conservative newspapers has published a series of 
three articles on salesmanship, under the title of the 
“Weak Side of British Trade,” written by one who is 
well known on your side of the water as an astute and 
practical salesman and advertising expert, Thomas Rus 
sell. His text may be said to be “Nothing sells itself,” 
which is so evident that it is distressing that it is neces- 


sary to remind the British merchant of the fact. Perhaps 


the most significant passage for you is this: “To dis- 
cover the root cause of lost trade it is necessary to learn 
why losses have occurred and where the trade went to.” 
While you here are waiting on events and longing: to be 
in a position to get going again, it would not hurt to 
examine into your trade during the past few years in the 
office appliance market here, seeing what you have done 
that you should not have done and what you have left 
undone that you should have done. Such an examination 
may prove productive of very helpful results for your 
future trading methods here And I venture to suggest 
that in some cases it might be very wise to take into con- 
sultation an experienced British office appliance market- 
ing man, who should not be an advertising agent! After 
all, no American can possibly know our mentality so 
thoroughly as we do ourselves. It is a combination of 
British and American marketing methods that will win 
sales here 

One big factor is this: we are all out after not spending 
a penny more than we need do, and the business man 
must be shown that up-to-date office methods and ma- 
chinery are an economy not a luxury. Further, American 
methods and machinery must often be adapted and al- 
tered to suit our requirements, which many times are not 
exactly the same as yours. In the past the mistake has 
often been made, disastrously, of thinking that what is 
medicine for you is medicine for us; it is often poison for 
us. Many business men are a bit shy of American office 
appliances, because in the past they have been sold what 
was of little or of no value to them. Mental and physical 
adaptation is called for by your merchandisers here if 
they are to pull through the difficult times that are now 
with us and which will not pass away in a week or two! 
We here are out to put our marketing house in order; 








NOVEMBER, 1931 


and I sincerely suggest that you folk will do well to make 
sure that your houses here are not in need of any repairs 
or improvements. What may be needed is for each one 


of you ta.find out. 
-o- 


Business Efficiency Exhibition 

The next Business Efficiency Exhibition is being held 
at Saint Andrew’s Hall, Glasgow, from October 6 to 15 
It should be a good show, and I will tell you about it in 
my next letter. 

— 
Vienna Newspaper Man Used Portable Typewriter 
on Arctic Flight 

Some of the most thrilling incidents in the lives of news- 
paper men in their daily work never reach the light of 
publicity in their stories. An example is furnished in 
the experience of the special correspondent of the Vienna 
Neue Freie Presse who accompanied the Graf Zeppelin on 
its recent 10,600-kilometer one week polar journey which 
confirmed the unique adaptability of this airship for polar 
exploration 

Writing to his friend, W. J. Wade, of Remington Rand, 
the correspondent describes the obstacles which con- 
fronted him in carrying out the instructions of his editor 
to “radio about a thousand words daily.” 

“Already at Leningrad,” he wrote, “on the first lap it 
began to get difficult. Our fate depended on weather 
announcements received by radio, and this with the fact 
that we had on board Professors Weickmann and Molt- 
schanow, special meteorological experts, kept the two 
radio virtuosos, Dumche and Freund, busy. Static was 
terrible and to send through fifty words, normally the 
work of a few minutes, was the task of a half hour 

“It was that way until Franz Joseph Land. There came 
the famous meeting with the ‘Malygin,’ Russian icebreak 
ing boat, in the quiet bay of Hooker Island, and Eckener’s 
splendid water landing, the dramatic highpoint of the jour- 
ney. As long as we lay there next to the ‘Malygin’ in the 
water, the antennae naturally became quiet and there was 
no broadcasting. 

“In frantic haste my little Remington typed the report 
which I handed over to a Russian passenger on board the 
‘Malygin’ with the request that he should have it wire- 
lessed out to Europe. In the haste and excitement of this 
encounter I besought the man in heartbreaking tones to 
do this favor. He did it If there were records for non- 
stop typing, I believe my little Remington would have won 


1 
} 


them by this ending of the arctic journey.” 
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South Africa’s Speediest Typist 
Miss Nora H. Noonan won the typeivriting contest con- 
ducted by The Argus, Cape Town, South Africa, recently. 
Miss Noonan made a record of eighty-five words a,minute 
for one hour’s typing, using a stock model Underwood 
standard typewriter. 
In addition to winning the first prize of £25, Miss 














MISS NORA NOONAN 


Noonan was presented with an Underwood portable type- 
writer by Messrs. Hortors Limited, agents for the Under- 
wood typewriter, in recognition of her performance in 
this competition. 
The typewriting contest created much public interest, 
and the event was recorded by the cinema. 
—_——- ~~ 


Osmia Pen Company Organized in Britain 
The Osmia Pen Company, 44-46 Kingsway, WC 2, Lon- 
don, England, has been organized by Mr. Norman Coom- 
er, who had been connected with the British business of 
the Parker Pen Company more than five years. The Os- 
mia pen, made in Germany, is handled in a wide range of 
sizes. Mechanical pencils are sold also. 














BIG ITALIAN BANK USES EL- 
LIOTT-FISHER EQUIPMENT.—Here 
is a view of the accounting depart- 
ment of the Banca Unione of Milan, 
Italy, where four Elliott-Fisher ma- 
chines are regarded as indispensable 
parts of the bank’s equipment. A 
fifth Elliott-Fisher machine is used 
in the stock exchange department 
The Underwood Italiana Societa Ano- 
nima, Underwood Elliott Fisher dis- 
tributors in Italy, hopes to be able to 
induce the bank to exchange three of 
its kand-operated machines for as 
many electrically operated ones. Ef- 
ficiency and beauty are combined in 
this bank room with its large win- 
dows, high ceiling, artistic skylight 
and positions of the machines. 
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SEVENTH INTERNATIONAL OFFICE EXHIBITION AT BERLIN, GERMANY Left side, top to bottom: Kardex 


Dalton adding and bookkeeping machines ; 


sdding, calculating and bookkeeping machines. Upper inset 


ind portable, in nine international keyboards. Middle inset: 


facturers speaking to guests invited for the opening of the 





Powers tabulating machines; Addressograph duplicating and addressing equipment; Roneo duplicators 
and Marchant calculating machines. Right side, top to bottom: Underwood, Elliott-Fisher and Sund- 


Multigraph duplicating equipment; Rotaprint duplicators, and Burroughs 
A row of electrically operated Remington Typewriters, both standard 
President Klee of the National Association of Office Equipment Manu 
exhibition. Bottom inset: One of the main aisles during a busy day. 
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Berlin Exhibition a Success 

The great Berlin exhibition of 1931 was successfully 
concluded on a Sunday, after the week of the seventh 
International Office Exhibition which had brought over 
35.000 visitors to Berlin. During its ten days of existence 
the exposition registered about a thirty per cent increase 
in attendance over 1928. Exhibitors were well satisfied 
with results and visitors obtained much useful and valu- 
able knowledge. 

In the forenoon of the opening day there was a kind of 
official opening festival attended by about six hundred in- 
vited guests including state officials, state exhibitors, etc. 
The State Secretary of Commerce Dr. Schreiber addressed 
the guests, as did President Klee of the National Associa- 
tion of Office Equipment Manufacturers; Arthur Kohnert, 
president of the National Association of Typewriter Deal- 
ers, and Arthur Guthke, President of the National Sta- 
tioners Association, 

The exhibition was truly international, both visitors and 
exhibitors being from all parts of the world, including the 
United States of Great Britain, France, Italy, 
Switzerland, Sweden, Czechoslovakia, etc. 


America, 


Some new card punching machines, typewriters, book- 
keeping machines, and calculators were shown. Germany 
manufacturers displayed a new record selecting system 


automatic calculators. Among the 


and some new full 

American machines shown were Marchant, Monroe, Victor, 
Gardner, Burroughs, National, etc. The Swedish ma- 
chines, Odhner and Facit, were also represented. The 


Campos bookkeeping machine and the Bull Statistical ma- 
chine were also displayed. 

The Remington Rand Company displayed a row of five 
electrically operated standard typewriters, portable in nine 
different keyboards, the first model and the latest model 
standard Remington typewriters, the new Remington port- 
able noiseless, etc. As a special feature the Royal Type- 
writer Company issued tickets to visitors, one of whom 
won a Royal portable machine each day the exhibition was 
open. The new unbreakable frame Woodstock typewriter 
was also on display, as was the new standard Underwood 
No. 6. 

Breuer’s A. G., Berlin W 30, Germany showed its com- 
plete line of Rotafix duplicating machines and equipment 
including an office speed printer with various new features 
which attracted much favorable attention. A new stencil 
for rotary duplicating machines called the Bundsotype- 
Unima was exhibited by Belloprint G.m.b.H. Berlin W. 30. 
Some new models of Multor automatic duplicators were 
shown by Multor, G.m.b.H. of Berlin. 

During the exhibition several meetings and lectures 
were held. Members of the International Union of Office 
Appliance Trade Association held their meeting on Sep- 
tember 5. The National Stationers Association also had a 
meeting and several manufacturers conducted their sales 
meetings during the exhibition. 
arrangement the exhibition was artistic 
Each booth was carefully and tastefully arranged and dec- 
orated. The fine apparance impressed visitors and was 
audibly appreciated by many of them. 


In general 


Immediate results in the form of sales during the exhi- 
bition were not as great as in 1928. However, the exhibi- 
tors believe that a good foundation for much future busi- 
ness has been laid.—E. R. B. 


wasifinietesis 
Jugoslavian Territory Assigned by Woodstock 


The Woodstock Typewriter Company has appointed as 
representative in northwestern Jugoslavia Messrs. A. Pre- 
log d. z. o. z., Ljubljana. This concern has become well 
established in the typewriter field of its country. 
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COMPTROLLER A. E. DAVIS OF THE ROYAL TYPE- 


WRITER COMPANY BEFORE THE COURT OF KING 

NEPTUNE IN THE TRADITIONAL “CROSSING-THE- 

EQUATOR CEREMONY.”’’—This picture was taken during 

Mr. Davis’ two-months’ trip to South America recently. 

Mr. Davis called on many Royal dealers while in the South- 
ern hemisphere. 








Coming Arms Conference Stimulates Sale of 
Machines 


Special Correspondence to Office Appliances 


Geneva, October 6, 1931. 

Geneva is in the throes of preparation for the disarma- 
ment conference, to begin next February. Immense “bar- 
racks” destined for use as offices, as lodgings for delega- 
tions and commissions are rising in the neighborhood of 
the League of Nations’ present palace. The palace itself 
is being enlarged. A large hall, immediately adjacent, is 
nearing completion, and Geneva looks like a vast work- 
shop. 

The office appliance trade, perhaps most concerned of 
all trades, is making extensive preparations for a flood of 
work. Hitherto, delegations and commissions have 
brought a crowd of secretaries and typists in their train, 
but under the new economy epoch, it is expected that 
all considerations of secrecy, etc., will be neglected for 
the more pressing neeessity of cutting costs and that the 
local trade will reap a rich harvest, doing most of the 
secretarial work for the conference. 

American and German firms are stocking portables, 
rather than large machines, certain that they will find a 
ready market. The demand, they tell me, already grow- 
ing rapidly, is for noiseless or practically silent machines. 
Certain classes of portables have been made for this mar- 
ket. Although not quite silent, they can be worked, at 
night, in a hotel, without disturbing the neighbors next 
door. Provided with felt pads, they are still less noisy, 
and such machines are selling well, already. Offices, for 
dealing with the Disarmament Conference, are to be set 
on foot very shortly, and here will be large machines for 
making the maximum number of copies. A large number 
of second-hand machines of some of the best American 
makes are offered for sale or hire. Some of these recall 
the first days of the type machine. They should be re- 
tired from the market, as each of these ancient ma- 
chines, only fit for the scrap heap, is a bad advertisement 
for the leading American makes. Taken in part payment 
for new machines, it does not pay to keep them in circu- 
lation, working against the name they bear. 

Fountain pens, the best seller in all Europe at present, 
are going well in Switzerland. And new, excellent quality 
models are being got in for the conference as foreigners 
will eagerly purchase a new fountain pen, when pressed 
for time, on such occasions. 

American pens are going well, especially the brands of 
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good reputation and for the special conference public, 


quality is of more importance than price. For the native 
Swiss, this does not invariably hold good, cheap pens go- 
ing as well as the high priced article. 

Various brands of typewriting paper, carbons and rib- 
bons are being got in, as it is anticipated that the various 
nationalities will make varied demands on the shops. At 
a recent international conference held under the auspices 
of the International Labor Bureau, it was noticed that the 
typing was spaced more narrowly than of yore and that 
wide margins and wide spaces at top and bottom of the 
page had disappeared. When the reporters, who had 
brought no paper for notes, found that the type script 

felt that “this new 
Geneva is taking ac- 


was on both sides of the paper, they 


economy stunt” had been overdone. 


count of this new movement and stocking opaque, very 

white paper, for the new methods. They are also getting 

in reporters’ pads, formerly a superfluity—L. R. 
~>—_—_ 


Little Hindu Girl Wins Recognition 


Miss Y. Janaki Amma, who is about twelve years of age, 


daughter of Y. Narayan of Madras, India, recently received 









Miss Y. Janaki Amma, daughter of Y. Narayan, Madras, India, 
in expert typist, and a vocalist and violinist of ability, despit 
her youth 








her work as a typist and dem 
Lakshmi Ratans, Ltd., of 
1929. 


substantial recognition for 
onstrator at the booth of Messrs. 
Madras, during the Madras Park Fair Exhibition of 
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Here each afternoon and evening for ten days she dem- 
onstrated the Bijou portable typewriter with Tamil and 
English keyboards to thousands of interested visitors who 
were delighted at the grace, simplicity, charm and ability 
of the youthful typist as wel as by her precision and dex- 
terity in operating the machine 

In recognition of her excellent work, Messrs. Lakshmi 
Ratans, Ltd., agents for the Bijou typewriters, and their 
principals, Messrs. Sidel and Naumann A. G. of Dresden, 
Germany, manufacturers of the Bijou machines, presented 
Miss Y. Janaki Amma with a gold medal costing £4 and 
a Bijou portable typewriter, English keyboard costing £15. 

In acknowledgment of Miss Janaki Amma 


gifts, } 
wrote a charming letter remarkable in thought and expres- 


these 
sion for one so young. 

Miss Janaki Amma had the great misfortune to lose her 
mother when she was a year and a half old. Her father 
has brought her up and educated her under able private 
tutors both in the English and Telugu languages. She 
She holds a 
certificate in vocal music, intermediate grade, and in violin, 
1929, by the 

also holds a cer- 
first 
vocal music, advanced grade, second class, awarded to her 
in June, 1930, by the school of 
Madras. 

In her charming little letter 
gifts, Miss Janaki Amma said in part: 
felt somewhat nervous and bashful. 


is very much more than an expert typist. 
elementary grade, given in June, summer 
school of Indian music at Madras. She 
intermediate grade class, and in 


tificate in violin, 


summer Indian music at 
of acknowledgment of the 
“On the first day I 
3ut on the succeed- 
ing days I always remembered how big folks and others 
surround me when I was showing type- 


used to your 


writers to the people at large. Day by day I became cour- 
ageous, burying shyness in the deep sea, and explained 
and demonstrated your typewriters with enthusiasm, thus 
success to you. I feel 
I am greatly and suitably honored for the task en- 


bringing credit to me and great 
now 
trusted to me, though I am a small and little girl.” 
> 
Honduran Typewriter Man Safe 
Woodstock 


Honduras, 


representative of the 
British 


James E. Parham, 


Typewriter Company at Belize, was 


fortunate to survive the destructive hurricane of Septem- 


ber 10. He and his family were spared, although Mr. 
Parham injured his hand. His office and warehouse were 
destroyed completely. 
—— 
Fine Contribution to Benevolent Fund 
The British Stationer reports that a check for fifty 
guineas was contributed anonymously to the benevolent 


This fund is applied 
The check was an ap- 


fund organized by A. E. Owen-Jones 
to the 


preciation for A-E’s splendid management of the fund. 


relief of needy stationers. 








EUROPEAN PARKER PEN MEN 
TAKE AIR TRIP.—Delegates to a 
sales convention of the Parker Pen 
Company at Berlin, Germany, were 
recently treated to a sky trip in their 
company’s plane, the ‘“‘Duofold.’’ The 
photograph was taken at the airport, 
Templehof, Berlin A R. Zoccola, 
managing director of the Parker 
Fountain Pen Company, Ltd., Lon 
don, Eng., is fourth from the right in 
the above group The Parker plane 
is an effective advertising instrument 
making rush shipments and visiting 
practically every city in Germany 
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STERLING SILVER TYPEWRITERS 
FEATURE SMITH - CORONA CAM- 
PAIGN.—tThe principal feature of the 
L C Smith & Corona Typewriters 
Inc. Campaign introducing the new 
Sterling Model L C Smith & Corona 
is a Sterling silver typewriter The 
entire case of this machine is ac 
tually made of Gorham Sterling fin 
ished in the famous Gorham silver 
factory, Providence, Rhode Island 
Other features of the window display 
provided dealers is the hand made 
screen constructed of wood covered 
in silver and carrying the hand let 
tering “Sterling model Smith 

Corona”; a silver painted medallion 
base ornamented with a silver laurel 
spray; two white cards with adver 
tising message printed simply in black 
and having an engraved appearance 
Another feature of the campaign used 
to follow-up the window display and 
to focus attention on the new model 
in the store is a glass display case 
This case, attractively proportioned 
and constructed of clear plate glass 
has a black wooden base, and carries 
the lettering ‘‘Smith-Corona Type 
writers” etched on the front. It gives 
the dealer a valuable piece of display 
equipment, which can be used in 

definitely. Unusually attractive and 
effective consumer literature printed 
on parchment-like paper is available 
to dealers in advertising the new 
model Announcement circulars ars 
printed in black and silver as are the 
special dealer letterheads provided for 
local mailing campaigns Late this 
fall advertising announcements of the 
new Sterling model Smith-Corona 
will appear in the Saturday Evening 
Post, Colliers, American, New Yorker, 
Fortune, Popular Science Monthly, 
St. Nicholas, Writer's Digest and 

trade journals 
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George L. Meyer Injured in Auto Accident knee bone and internal injuries. He was confined to the 
George L. Meyer, representative in the North Central Sheboygan hospital for four weeks and was then removed 
States of the Jaclin Stationery Company, Parrot Speed to the Edward Hines hospital near Chicago for additional 
Fastener Corporation and Stationers Specialty Corpora- operations and treatments. 
tion, was the victim of an automobile accident September Mr. Meyer will not be able to call on his-trade any more 
18. The accident occurred at a point about twenty miles this year, but he expects to regain his health and strength 
south of Sheboygan, Wisc. Mr. Meyer sustained a broken sufficiently to take his regular January trip. 








THE POWER OF COMPARISON BRINGS RESULTS IN THIS WINDOW DISPLAY OF J. MEYERS STATIONERY & PRINTING COMPANY, NEW 
YORK, N. ¥ Human interest and novelty characterize this display which features National Visible equipment, made by the National Blank 
Book Company, Holyoke, Mass., in 
the Broadway window of the Meyers 
store during the week of September 
21. The old-fashioned method of 
keeping records was cleverly com- 
pared with the speedy and quick ref- 
erence features of modern visible 
equipment by having live models por- 
tray the old way and the new. On 
the left the live model takes the part 
of the old time “high stool” book- 
keeper humped over his ancient rec- 
ord book, groping for information, 
while on the right side of the window 
a modern miss demonstrated the 
speed and efficiency of modern visible 
records. The two signs, one reading 
“The old way took thirty seconds to 
find one record,’’ and the other, “The 
new way—thirty records in one sec- 
ond,’’ forcibly bring to the attention 
of the spectator the value of modern 
methods. Another display card em- 
phasizes this point as follows: 
“Would you buy a 1910 auto? Of 
course not. You'd want a 1932 model 
with all its up-to-the-minute improve- 
ments. Then why use 1910 Record- 
Keeping Equipment in your office 
when you can get this 1932 method 
with all of its efficiencies?” The 
basic ideas for this display were con- 
ceived by Arthur Hirsh who, aided 
by his associates in the store, was 
responsible for its success. A unique 
feature of the display was the fact 
that the J. Meyers Stationery & 
Printing Company sent out formal 
invitations which were attractively 
engraved, calling the attention of 
their various clients that this display 
was in their Broadway window, there- 
by making an excellent tie-up which 
brought the display to the attention 
of many prospects who might not 
otherwise have known about it, 
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in in Section of the Field. 


Gordon B. Muma Joins the Sales Organization of A. J. Schuster Is Selling Empire Chairs 
the McLeod Furniture Company \. J. Schuster, who has been engaged in the commercial 

, , : ’ furniture field the past thirty years, is covering the west 

Gordon B. Muma, who for six years was sales manager a : : mG, ig 
. . = . Michigan shore territory from Milwaukee, Wis., to Gary, 
for the Cutler Desk Company, later the Sikes-Cutler Desk : er i a na an 

Ind., for the Empire Chair Company, Johnson City, Tenn. 
His headquarters are with “Ernie” Esberg, in the Ameri- 
can Furniture Mart, 666 Lake Shore Drive, Chicago. 

Mr. Schuster was connected with The Globe-Wernicke 
Company at Chicago sixteen years. When the Globe- 
Wernicke branch at Chicago was discontinued, he joined 
Remington Rand at Chicago, and continued there five 
years. In his new work Mr. Schuster has opportunity to 
draw on his long retail experience for the benefit of deal- 





ers he visits. 
A 
Magill Heads Shaw-Walker Chicago Branch 

R. W. Magill has been appointed manager at Chicago 
by The Shaw-Walker Company, succeeding C, D. Aigne, 
who has entered the visible records equipment field. Mr. 
Magill has been manager of the bank department at the 
New York branch since 1930. He joined the Shaw-Walker 
sales organization in 1920, as salesman for the Philadelphia 
branch. He continued there ten years, during which pe- 
riod he became assistant manager under C. W. Norton. 

While at Philadelphia Mr. Magill enjoyed marked suc- 
cess in handling bank installations. In 1930 the position 








GORDON B. MUMA 


Corporation, Buffalo, N. Y., has joined the sales organiza- 
tion of the McLeod Furniture Company, Laurel, Miss. 
Mr. Muma is well known throughout the country in the 
‘fice furniture field. He has just completed a trip cover- 
ing every state from New York to Kansas. He plans to 
visit dealers in the remainder of the country within the 
next few months. Mr. Muma says that he did not find the 
anticipated business quietude during his travels. In fact 
in such cities as Des Moines, Omaha, Minneapolis and 





St. Paul he booked a good many orders. 

Mr. Muma comments on the fact that he found most 
office furniture dealers heavily stocked with the better 
grades of furniture. There is a strong demand, he says, 
for well designed and well built lower priced lines. The 
McLeod Furniture Company, situated in the midst of the 
great lumber market and owning a large tract, is admirably 











situated to offer a line of this type. 

H. E. Evans of the Bonhard Art Furniture Company, 
Cleveland, Ohio, formerly the Cutler Desk Company, has 1 manager of the bank department became vacant, and 
been engaged as designer by the McLeod Furniture Com- Mr. Magill was transferred to that position. He has an 
pany. Mr. Evans is now working on several new pieces’ intimate knowledge of bank operations, systems and 
which will be ready for the market about the first of the dexing, as well as a thorough understanding of the gen 
new year eral routine of commercial work. 

Mr. Muma is establishing his headquarters in Chicago. Mr. Magill has won many sales awards in contests dur- 


R. W. MAGILL 








n 
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ing his service with The Shaw-Walker Company. He was 


made first president of the “United States of Shaw- 
Walker,” and is also a member of the President’s club 
aasanestiiieesillbinies 


Mimeograph Branch Opened at Buffalo 

The A. B. Dick Company has established a branch at 
172 Franklin street, Buffalo, in charge of J. G. Kilpatrick. 
This has been fitted out in the usual style of the company, 
combining sales and demonstration facilities in handsome 
surroundings and fittings. 

The mimeograph franchise in Buffalo has been in the 
hands of Millington Lockwood a number of years, That 
stationer decided to relinquish his privilege, and the branch 
office was then established by the A. B. Dick Company. 

GF Orders on the Up-grade 

According to a recent news report orders amounting 
to upward of $100,000 were received by the General Fire- 
proofing Company, Youngstown, Ohio, during the first 
ten days of October. George E. Brainard, president of 
the company, announced on October 10 that business 
booked up to the date of his announcement was almost as 
great as that contracted in the whole month of August. 
The GF plant is now operating at about fifty per cent of 
capacity. dineiaes 

Monroe to Pay Regular Dividend on Both 
Preferred and Common Stock 

The board of directors of the Monroe Calculating Ma- 
chine Company, Inc., Orange, New Jersey, has voted to 
pay the regular dividend on both preferred and common 
stock. This action was taken at the recent quarterly 
meeting of the board of directors. 

a 
Hightower Appointed Manager of Royal Office in 
Philadelphia 

N. E. Hightower, who has long been prominent in the 
typewriter industry has become connected with the Royal 
Typewriter Company organization as manager of the 
Philadelphia office. 

Mr. Hightower became affiliated with the typewriter in- 
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dustry in 1904 as a stenographer in Dallas, Tex., office 
of a typewriter manufacturer. For over a quarter of a 
century he made a successful record as typewriter sales- 
man and sales manager. In 1930 he transferred to the in 





N. E. HIGHTOWER 


surance business and in two months had his agency lead- 
ing the country. He returned to the typewriter industry 
on October 1, 1931, as a member of the Royal staff. 
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Grievous Error in Golf Score 

In Office Appliances for October was presented a report 
of the New England Stationers Golf Tournament. In that 
report we credited the Connecticut Valley team with a 
score of 29 under the Nassau plan, and the Travelers’ 
team with a score of 9. This, we are informed, is just as 
wrong as wrong can be, for the Travelers’ team made the 
29 score, while the Connecticut Valleys scored the 9. 

The Travelers’ team consisted of Messrs. Armington, 
Hobart, J. Brownville, W. Brownville, Worth, Scranton, 
Dwyer and Taylor—worthy victors all. 














THE ADDRESSOGRAPH-MULTIGRAPH FACTORY IN EUCLID, OHIO, BEGINS TO TAKE FORM.—The picture above shows the vast interior with its 
skeleton of steel girders and posts. Skylights and windows in abundance will permit workers to function in daylight whenever the sun shines. Below 
is an exterior view of the factory as it is rapidly nearing completion. Peeping out to the right of the trees is the administration building. The con- 
struction work on the new plant began last June and has since been pushed vigorously so that today the foundation and rough work is all com- 


pleted and the slower, more careful labor of finishing is well under way. 


The factory unit is one story high and contains 3,000,000 square feet of floor 


space. The administration building is an H shaped structure, three stories in height, with a total floor space of 80,000 square feet. The magnitude of 
this building project can be comprehended more definitely when facts as to the amounts of materials used in its erection are known. These are as fol- 
lows : 756,000 bricks, 975,000 board feet of lumber, 8,625 cubic yards of concrete, 1,680 tons of structural steel, 130,000 building tiles, 52 miles of con- 
duit and wiring, 85,000 feet of pipe and more than 100,000 square feet of window glass. The plant represents an investment of about a million dollars 
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CONVENIENT REMINGTON RAND OFFICES IN DE- 
TROIT Remington Rand’s new offices in Michigan 
Metropolis are at Jefferson and Shelby streets, in the 
company’s own building. Modern offices and display 
rooms occupy four floors and the basement, each floor 
having approximately 4,000 square feet of space. M. J. 
Joyce, regional manager, is in charge. 


On the first floor (shown in illustration) is a very 
complete showroom. Two large display windows are 
in the front. One is used for typewriters and type- 
writer supplies and the other for accounting machines, 
Kardex, vertical, loose leaf and other products. At 
the left of the sales room are two wall cases each 12 
feet long, and there are three counter-height show cases 
for displaying supplies and other items. The Mainte- 
nance Department is located in the basement, which also 
accommodates typewriter and accounting machine stocks 
and heavy Safe Cabinets. On the upper floors are the 
various offices which handle sales and routine of the 
Detroit and regional organizations. 








Albert Riiegg Visits U. S. 


Albert Ruegg, managing director of Riiegg-Naegeli & 
Cie, S. A., Zurich, Switzerland, paid a visit to the United 
States a few weeks ago. He arrived September 5 on the 
LaFrance and sailed for home on October 7 on the La- 
Fayette. During his visit he spent some time at the Dicta- 
phone plant in Bridgeport, Conn., and at their headquar- 
ters in New York City, working on plans for the future. 

With regard to general business conditions, Mr. Riiegg 


states that he finds we are more pessimistic here in the 








ALBERT RUEGG.—From a photograph made 
by Office Appliances ten years ago on the oc- 
casion of his previous visit. 


United States than they are in his home land. He said 
that they feel the depression there, but apparently not to 
the same extent as we do here. He said that the imports 
into Switzerland from the United States are affected som« 
what by the feeling regarding this country caused by th« 
introduction of the new tariff and as a result, certain pref 
erences are given to European products and European 
concerns, although in our field American products still 
command the lead. 

Mr. Riiegg was not inclined to make any forecast of 
the future. He believes that if we all do the best we can, 
we will make progress as in the past and that as far as he 
can see, improvement will be gradual. He does not feel 
at all pessimistic regarding the outlook. Switzerland is 
still in good financial condition and its exchange is fairly 


stable. The methods of doing business in Switzerland as 
compared with his last visit some ten years ago show there 
is less difference between Swiss and American methods 


now than there was formerly. 
—— — 


Bank and Commercial Stationers Organize 


The American Institute of Bank and. Commercial Sta- 
tioners has been organized, and the constitution and by- 
laws went into effect November 2. 

William Mann Prizer (president of the William Mann 
Company), Philadelphia, Penna., treasurer of the organi- 
zation, is director of the third district, which includes Penn- 
sylvania, New Jersey, Delaware, Maryland, the District of 
Columbia, Virginia and West Virginia. 

The objects of the institute include the development of 
a larger realization of community interest and an increased 
fraternal spirit in the trade; exchange of information; edu- 
cation on trade practices; adjustments between the trade 
and others; investigation of methods of accounting, cost 
finding and production cost; and other purposes deemed 
for the good of the industry. 

A code of ethics formulated by the institute is led by this 
sentence: “Each transaction shall be tested by the stand- 
ards of truth, fairness and justice.” The by-laws include 
a list of approved trade customs. 

The headquarters of the American Institute of Bank and 
Commercial Stationers are at 1110 Chandler building, 
Washington, D. C. 

eee 


A. J. Hoffmann Joins New Jersey Wire Stitching 
Machine Company 


\. J. Hoffmann, formerly field manager for Bostitch 
products and more recently New York sales manager for 
the Star Paper Fastener Company, Inc., has become affili- 
ated with the New Jersey Wire Stitching Machine Com- 
pany, Camden, N. J., as general manager. The latter 
company is an old and established manufacturer of single 
and multiple head stitching machines. 

Mr. Hoffmann indicated that his new company wouid 
have some important announcements to make to the sta- 
tionery and allied trades within the next thirty days. In 
addition to continuing the making of folding and stitching 
machines for foot and motor drive, the company plans to 
enter the portable stapling machine field. According to 
these plans, offices will be established in New York City 
as soon as the new products are ready for distribution. 
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Conger Shows New Smith-Corona at Chicago 

L. J. (Ted) Conger, vice-president, L. C. Smith & 
Corona Typewriters, Inc., demonstrated the new sterling 
model Smith-Corona portable typewriter October 29 at 
his company’s Chicago office. His audience was composed 
of Chicago typewriter dealers and others from nearby 
cities in Illinois, Indiana and Michigan, as well as some 
members of the L. C. Smith-Corona organization. 

H. S. Gilbert, Chicago manager, introduced Mr. Conger, 
who, without preliminaries, told his story. All were 
deeply interested in the features of the new machine, which 
is described elsewhere in this issue. The demonstration 
was made on the regular $65 machine, which is furnished 
in black, green, and maroon. After calling attention to 
the departure in the design and showing various mechan- 
ical features, a beautiful silver machine was shown. The 
silver model sells for $100. 

After talking about the machine itself, Mr. Conger 
showed an illustration of a beautiful window display to 
be furnished fo dealers selling the silver machine. It was 
very attractive but dignified, and produced in black, white 
and silver. 

In his talk Mr. Conger reiterated the company’s policy 
announced two months before regarding discounts. He 
took occasion to compliment the Chicago Typewriter Deal- 
ers Association and Arthur Froehlich, its president, for 
their efforts toward maintaining a uniform discount policy. 
The following were among those who attended: 

W. M. Shipley, A. B. Froehlich and A. B. Belaz, Reliable 
Typewriter & Adding Machine Company, Chicago; S. E. 
Durand, Manufacturers Typewriter Clearing House, Chi- 
cago; Walter Lothrop, Typewriter & Adding Machine 
Company, Chicago; H. H. Kleinschmidt and R. M. Dering, 
Tribe of K, Gary, Ind.; W. W. Buetler, Typewriter Service 
& Exchange, Chicago; P. L. Comegys, P. L. Comegys & 
Company, Chicago; Harry Chumley and R. K. Kirk, Wood- 
worth’s Book Store, Chicago; E. A. Hug and H. A. Pinch, 
University of Chicago Book Store, Chicago; E. C. Goerlitz, 
Rockford Typewriter Service, Rockford, Ill.; Mr. Forbes, 
Forbes Typewriter Company, South Bend, Ind.; Mr. 
Robinson, Office Equipment Company, Michigan City, 
Ind.; Paul Shanks, Chicago Heights, Ill.; G. B. Simpson, 
Austin Typewriter Exchange, Chicago; James P. Ward, 
Jr., Shipman-Ward Manufacturing Company, Chicago; T. 
J. Stack, Stack Typewriter & Supply Company, Chicago; 
W. F. Schoenneman, Schoenneman Typewriter Service, 
Chicago; Elmer Young and John Grobark, Young Type- 
writer Company, Chicago; E. J. Clausing, International 
Typewriter Exchange, Chicago; H. H. Gehrett, Holbrook 
& Gibson, Chicago; O. C. Nelson, Pruitt Company, Chi- 
cago; Miss Taylor, Taylors Typewriter Company, Grand 
Rapids, Mich.; Mr. Foster, Wirtz Book Company, Mon- 
mouth, II. 

—_— 


The Guest Book 

W. A. Sheaffer, president, The W. A. Sheaffer Pen Com- 
pany, Fort Madison, Ia., gave us the pleasure of a call 
on October 22. Enroute east, on a business trip, Mr. 
Sheaffer was accompanied by Mrs. Sheaffer and one of 
her women friends from Kansas City, and was making 
the journey by automobile. We reckon an auto ride with 
Walter Sheaffer would be, in itself, something of an ad- 
venture. While deliberate and cautious in mapping out 
a line of action, once it is decided upon, Mr. Sheaffer 
pushes through without loss of time or motion, from which 
we assume that in an auto he would have the chauffeur 
“step on it.” 

An interview with Mr. Sheaffer is always interesting 
and instructive. His views upon the conditions affecting 
the trade with which he is most directly concerned are 
based upon his long experience as a successful retailer 
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before he entered the field of manufacture in which his 
achievements have been outstanding. One does not hear 
these views expressed without being impressed with their 
value. Just as one does not reflect upon present day 
fountain pen business without being impressed with the 
great value of Mr. Sheaffer’s several ideas by which much 
of the advance in the field has been made. 

Out of his study of economics and his observation of 
the factors that enter into the present general business 
conditions, Mr. Sheaffer considers that the solution of 
many of the present problems lies in application of a 
larger percentage of national resources to needs at home 
rather than their diversion to purposes abroad. No 
lessening of good will for the peoples of other countries, 
but less political expansion of foreign relations that de- 
velop “entangling alliances” in which national resources 
are involved. 

L. J. Conger, domestic sales manager, L. C. Smith & 
Corona Typewriters, Inc., looked in upon us on October 
28, bringing one of the new “Sterling” model Coronas 
in black and one in sterling silver, which latter are now 
being used in an effectively designed window display of 
the new model by the company’s dealers. 

The substantiality of the new model, its ball bearing 
key shift and delicate touch are impressive. 

A visit with “Ted” Conger always stimulates our 
enthusiasm. “Ted” is a Forwardist. Forwardists have 
zeal for and faith in their cause and the determination to 
advance it. If they ever settle down on their heels it’s 
only for an instant to get a fresh start on tiptoes. For- 
wardists radiate an atmosphere that is contagious. 

Leland S. Graff of George B. Graff & Company, Cam- 
bridge, Mass., called on Office Appliances during a trip 
to the west in the interests of the Graff specialties. He 
reported a satisfactory business. 

Thomas W. Moore of Berkeley, Calif, western repre- 
sentative of the Columbian Art Works, Inc. of Milwaukee, 
recently paid a visit to Office Appliances. Mr. Moore 
expressed himself as encouraged over conditions on the 
Pacific Coast which are showing gradual betterment. 

O. A. Hokanson of Fort Wayne, Ind., spent a few 
minutes in the office of this journal on October 17. Mr. 
Hokanson is well known in the typewriter world as a 
factory executive and inventor. 

Gordon B. Muma of the McLeod Furniture Company, 
Laurel, Miss., spent a short time with Office Appliances 
on October 20. He made his headquarters while here at 
the Elks Club. 

Albert B. Abrams of the Modern Stationer, New York 
City, visited Office Appliances during a recent trip to 
Chicago on his way home from the convention at New 
Orleans. 


New York Office 


J. A. Schmidt, of the firm known as Jasco, Antwerp, 
Belgium, visited the New York office of Office Appliances 
on September 29. While in this country, Mr. Schmidt 
paid a visit to Atlanta, Ga., where he completed arrange- 
ments to control exclusively the sale of the Scripto line 
in Europe with the exception of the Scandinavian coun- 
tries. In Atlanta, Mr. Schmidt obtained his first intimate 
impression of American industry. During his stay in that 
city he had a delightful visit with Ivan Allen of the Ivan 
Allen-Marshall Company. Going northward, Mr. Schmidt 
stopped at the plant of the Steel Equipment Corporation 
at Avenel, N. J. Upon reaching New York, he was dazed 
at the sight presented to his eyes. He said that he had 
heard and read much about New York City, but even in 
imagination he could not picture the vision he beheld when 
he saw New York for the first time. Mr. Schmidt’s reac- 
tion to the people of the United States and their method 
of conducting business is favorable. 





Meetings--Conventions--Dinners 


October Meeting of the Chicago Typewriter 
Dealers’ Association 
The regular monthly meeting of the Chicago Type- 
writer Dealers Association was held in the Lincoln Turner 
hall, Tuesday, October 13 The attendance, which was 
the largest since the first meeting in October, 1924, was a 


tribute to the new president of the association, Art Froeh- 








ARTHUR FROEHLICH 


lich, as well as an evidence of the interest in association 
work that has grown up among dealers. 

Among the first things done at the meeting was to ex- 
tend thanks to the Royal Typewriter Company and W. J. 
Montgomery (who, unfortunately, was absent) host, and 
also to his “knight errant” J. Larry McDonough, for the 
splendid meal, served German style. These gentlemen 
were also responsible for the excellent entertainment pro- 
vided by Mr. and Mrs. Moeller and Mr. Ellison, who with 
piano, flute and violin gave a program of popular and 
classical numbers. 

After being presented with a gavel (weighing about 
thirty-five pounds) President Froehlich called the meeting 
to order at 8:00 P. M. The reading of the minutes of the 
previous meeting was dispensed with and President Froeh 
lich made his selfstyled “debut” speech, in which he sug- 
gested some activities worthy of accomplishment and 
which would assure the future success of the association 
Announcement was made of plans for a huge picnic to be 
held the early part of next summer and a committee was 


appointed to work out details. A vote was taken to de- 
termine where the members desired to have next year’s 
national convention and Toronto was voted for unani- 
mously. Already eleven local members have pledged 
themselves to attend. 

A congratulatory telegram from Lamont H. Wood, 
president of the National Typewriter and Office Machine 
Dealers Association was read: “I want to congratulate 
you or rather your association in selecting you as presi- 
dent of the Chicago Typewriter and Adding Machine 
Dealers Association May this year bring forth great 
things which will benefit your membership and prove to be 
a most prosperous year. It would be a pleasure to have 
your entire membership join the National Association and 
the organization as a whole could accomplish great things. 
Let’s cooperate with the manufacturers and with their co- 
operation make this a record year. You and your associa- 
tion have my sincere and best wishes for a successful 
year.’ 

Walter Lothrop was introduced as the first paid mem- 
ber of the association on its organization. Many manu- 
facturers were represented as follows: Mr. Gilbert, L. C 
Smith and Corona Typewriters, Inc.; Mr. McClellan, Un- 
derwood Typewriter Company; Mr. Kennedy, Royal Type- 
writer Company, Inc.; Mr. Gallup, Woodstock Typewriter 
Company; Mr. Logan, Remington Rand Business Service, 
Inc. 

J. P. Ward, Sr., Art Ames and Frank Kline gave short 
talks. Following a discussion on the question of dues, a 
committee was appointed consisting of Frank Kline, J. P. 
Ward, Jr. and John Balaz, who were instructed to give 
report on this question at the next meeting. 

Shortly before adjournment, the following telegram ar- 
rived from Jack Wolle, sales manager of the portable 
division, Underwood Typewriter Company, addressed to 
C. M. Jungbluth, Chicago district manager of the portable 
division: “Effective October fifteenth Underwood abol- 
ishes all discounts on portables at retail excepting to 
United States government, schools for instruction purposes 
and few quantity users with prevailing contracts stop this 
action should influence dealers discontinue price cutting 
immediately stop my best wishes Chicago dealers sorry I 


cannot be with you.” 
The meeting adjourned at 9:15 P. M. and the remainder 


of the evening was devoted to entertainment. 














CHICAGO TYPEWRITER DEALERS’ ASSOCIATION DINNER HELD IN THE LINCOLN TURNER HALL, TUESDAY, 


OCTOBER 13, 1931 
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MEETING OF SHAW-WALKEPR 
DEALERS AT OMAHA, NEBR.— 
Front row left to right: Owen A 
Teague, Schooley Printing and Sta- 
tionery Company, Kansas City, Mo. ; 
L. S. Hughes, Hughes-Sargent Press, 
Yankton, S. D.; J. C. Hanes, Yelland 
and Hanes, Mason City, Ia.; J. O 
Popple, Zaiser’s Inc., Des Moines, 
fa.3; © E. Shadinger, Shadinger 
Printing Company, Abilene, Kans. ; 
Charles Emarine, Lewis and Emarine 
Company, Council Bluffs, Ia.; R. C 
Coffing, Omaha branch manager of 
the Shaw-Walker Company and W 

H McNiff, vice-president of the 
Shaw-Walker Company Middle row 
left to right: J. E. Miller. director 
of branch retail sales, Shaw-Walker 
Company ; E. R. Barr, Barr-Kuhiman 
Typewriter Company, Emporia, 
Kans.; H. 8S. Miller, Zaiser’s Inc., 
Des Moines, Ia.; V. T. Williams, 
Schooley Printing and Stationery 
Company, Kansas City, Mo.; R. L. 
Brown, Brown Stationery Company, 
Scottsbluff, Ia.; Mr. Leitler, Sioux | 
Falls Book and Stationery Company, 
Sioux Falls, 8S. D.; H. C. Jorgenson, 
Omaha branch Shaw-Walker Com- | ; 
pany; F. S. Lewis, Lewis and Em- 

arine Company, Council Bluffs, Ia. | 
Top row left to right: F. E. Bates, | 
Marengo, la. ; R. H. McGowan, whole | 
sale sales manager for Shaw-Walker 
Company; A. E. Coxe, Coxe Printing 
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Company, Mitchell, S. D.; R. N 


Stutsman, Zaiser’s Inc., Des Moines, Ia.; George H. Frohwein, Iowa City Typewriter Company, Iowa City, Ia.; Charles R. Storey, Zaiser’s Inc., Des 
Moines, Ia G. E. Marion, Omaha branch of Shaw-Walker Company, and R. Hammond, Zaiser’s Inc., Des Moines, Ia. 


Shaw-Walker Holds Dealers Meetings Throughout 
Middle West 

During the past four weeks the Shaw-Walker Company, 
Muskegon, Michigan, has held two or three day meetings 
at each of the following points: St. Louis, Mo.; Omaha, 
Neb.; Minneapolis, Minn.; Dallas, Tex.; New Orleans, La.; 
Chicago, Ill.; Indianapolis, Ind. In all about one hundred 
dealers have attended these meetings for the purpose of 
discussing wholesaling policies, added advantages for 
dealer service and sales, and an outline for the aggressive 
sales policy to be followed during the coming year. 

W. H. McNiff, vice-president of the Shaw-Walker Com- 
pany, T. E. Miller, director of branch retail sales and 
R. H. McGowan, wholesale sales manager, have had 
charge of all the meetings, more of which are to be held. 

en 
American Management Association Annual Meeting 

The 1931 annual meeting of the American Management 
Association will be held at the Hotel Statler, Cleveland, 
Ohio, Wednesday, November 11. 


Two Canadian Stationers Wins Doubles Bowling 
Tourney 

P. M. Black, manager of the Valentine-Black Company, 
Toronto, and R. M. Graham, manager of the National 
Drug & Chemical Company, were victorious partners in 
a recent Scotch doubles bowling tournament conducted by 
the Toronto Globe. The Globe doubles trophy is a much 
sought after prize in the bowling world and winners 
must be topnotch players in order to overcome the high 
class competition encountered in the tourney. Messrs. 
Black and Graham displayed their skill! and were awarded 
the prizes, which were silver mounted bowling balls and 
beautiful club bags. 

The tournament started with eighty-six pairs represent- 
ing Toronto clubs and eighty-four representing outside 
the city clubs. Toronto carried off the premier and con- 
solation prizes, while the runners-up were among the other 
entrants. The final play-off in the Scotch doubles was 
held in Victoria club. The prizes were,awarded immedi- 
ately after the conclusion of the tournament. 
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7 ee ZONE MEETING OF SHAW-WALKER DEALERS.—Front row, left to right: R. H. McGowan, sales manager, Shaw-Walker Co. ; Frank 
‘Fargo, F. H Fargo Co., Bridgeport, Conn.; Henry Levy, Henry Levy Co., Vicksburg, Miss.; Mrs. Chambers, Eyrichs, Jackson, Miss.; Miss V. 
gue, Office Supply Co., Jackson, Miss. ; Sterley Jerue, McLain & Hedman Co., St. Paul, Minn. ; Clarence R. Smith, C. R. Smith Co., Louisville, Ky. ; 


A. V. Breard, Monroe Office Equipment Co., Monroe, La. Back row, left 
A. L. LeBlanc, H. C. Parker, Inc., New Orleans, La.; H. C. Parker, H. 


Walker Co.; W. L. Coleman, Jr., E. L. White Co., Fort Worth, Tex.: J. 


man, H. C, Parker, Inc., New Orleans, La. ; 


to right: M. R. Schlessinger, M. P. Schlessinger Co., Greenville, Miss. ; 


Parker, Inc., New Orleans, La.; W. H. McNiff, vice-president, Shaw- 
Campbell, Mississippi School Supply Co., Jackson, Miss.; A. W. Herr- 


Albert Gill, Gill Printing Co., Mobile, Ala. 
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CHICAGO STATIONERS GOLF TOURNAMENT AT ST. ANDREW'S GOLF CLUB, SEPTEMBER 27, 1931 


Top row, left to right: Elmer Krumwiede, Colonial Chair Company ; Oliver 
William Durschlag and Charles Ziesk, all of Stevens-Maloney; R 


Stevens 

Janovsky, Wilson-Jones Company; Eldon Just, Just & Son; W. Reinang, 
guest; L. Griesel, guest; H. H. Friedlander; R. W. Dorrell; H. H. Hough 
ton; R. J. Voita ; W. 8S. Lennartson, Office Appliances ; Jack Ruby, Schiller 


Bledsoe, and 0. E. Kahn, Autopoint Co. ; T. J. Leonard, 
S. S. Stafford, Inc 

Second row, left to right: J. Lyng, Horder’s, Inc. ; W. Cox, Carter’s Ink 

Company ; W. Snelling, Horder’s, Inc. ; C. Weil, C. P. Weil & Son; Frank 

Mashek, The Frank Mashek Company; Mike Connelly, Marshall-Jackson 

Company T. MacCorkindale, Just & Son; D. Hefferan, guest; John 
Ramma, Automatic Pencil Sharpener Co.; Roy Garland, Wilson-Jones Co 

E. R. Jenkins, J. L. Hanson Company; Mr. Mueller, Midland Paper Com- 

pany ; Mr. Keeler, Mid-States Gummed Paper Company 

Third row, left to right Joe Pardi, Jr., and Joe Pardi, Sr 


& Schmidt; T. K 


American 


Chicago Stationers Hold Annual Golf Tournament 

>ixty-four eager and confident men participated in the 
Chicago Golf Tournament at St. An- 
lf Club, September 27, 1931. The first foursome 


teed ff at about 8:30 and the last one before 10 o’clock. 


} 


annual Stationers 


drew Cs 


Some hopes were blasted early in the tournament by un- 


| hal 


ills which uncanny proclivities for 


exhibited 


ching out water hazards and coming to rest in sand 





Seal and Stamp Company ; W. C. Crandall ; C. H. Waterman; A. Hoagland; 

Joseph A. Harbulak; E. P. Tardy; K. Schultz; Ralph Moher; Whiting 

Parks; E. V. Mendenhall; F. J. Minds; H. Weber, Weber & Pitner Com- 

pany ; George Cormack, Wilson-Jones Company ; Marshall Palm and Abram 
Kutok, both of Chandler's, Evanston. 

Bottom row, first picture, standing, left to right: H. E. Morgan, L. 8 
Turner, A. P. Franz, Joe Pritchard. Those in the front row were caddies 
for the affluent gentlemen of this foursome. The second picture is of the 
much photographed bird bath without its decorative surroundings of hand- 
some golfers. In the right background is the practice putting green. To 
the rear at the left is a glimpse of the small body of water that had a 
curious attraction for golf balls. The two remaining pictures are from left 
to right: C. P. Gaul, Sears, Roebuck & Company; 0. C. Hamilton and 
J. C. Krueger, both of F. S. Webster Company; Irving Anderson, Chan- 

dier’s, Evanston ; J. Potts; C. Jacobsen; W. Hoar; V. Gideon 


traps. Conversely some players showed even better than 
their usual skill 

The foursomes partook of luncheon individually after 
they had finished eighteen holes of tournament play. Many 
of them went out again in the afternoon for another nine 
or more holes 

In the evening, 
The more or less impromptu entertainment was hilariously 


everybody assembled for a banquet. 
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One outstanding indication that 





America is buckling down to real 





business is the fact that the Mimeo- 
graph is now being used as never 
before. Here is one tool that is work- 
ing overtime. In record volume the 
Mimeograph is turning out its grist of 
| letters, forms, bulletins, reports, charts, 
| solicitations, market reports, etc., by the 
La | hourly thousands, privately, and at low cost. 
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— I} It is an important force in the upward drive. 


an | | 


ter | Chicago, or consult classified ’phone directory. 
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Let us demonstrate how it can save time and 


money for you. » » Address A. B. Dick Company, 
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Joy reigned with a free hand. After the meal 
prizes were awarded as follows: First low gross, T. Mac- 
Corkindale, Wilson-Jones Cup; first low net, T. J. Leonard, 


received, 


Imperial Methods Cup; second low gross, Roy Garland; 
second low net, Marshall Palm; third low gross, Joe Pardi, 
Jr.; third low net, tied, Carl Jacobsen and Irving Ander- 
son; first bogey prize, J. W. Pritchard. 

Others winning prizes are as follows: K. Schultz, W. 
Durschlag, E. Just, E. Krumwiede, E. V. Mendenhall, 
Oliver Stevens, A. Hoaglund, Chas. Zeisk, Fred Minds, 
Geo. Cormack, Jack Potts, R. W. Dorrell, J. Pardi, T. K. 
Bledsoe, H. H. Friedlander, H. E. Morgan, W. Snelling, 
L. S. Turner, E. R. Jenkins, R. Janovsky, Jack Ruby. 

Booby prizes were won by Oliver Hamilton and C, P. 
Gaul 

Guest prizes were awarded as follows: D. F. Hefferan, 
first low gross; L. Greisel, first low net and C, Crandall, 
second low gross 

The prize assortment was so attractive that the prize 
winners had difficulty in choosing which one to take. The 
donors of prizes are as follows; Wilson-Jones Company, 
Wahl Company, The L. E. 
Crane & Pike Company, Louis Melind Company, Sanford 


Waterman Company, Eaton, 


Manufacturing Company, Joseph Dixon Company, Rand 
McNally 


Company, Carter’s Ink Company, Boorum & Pease Com- 


Company, F. S. Webster Company, Durolite 


pany, Smith & Marshall, Automatic Pencil Sharpener 
Company, Carter & Allen, Imperial Methods Company, 
W. A. Sheaffer Pen Company, Autopoint Pencil Company, 
National Blank Book Company, Rogers Bindery Com- 
pany, Parker Pen Company, and Frank Mashek Company. 

All arrangements for this indubitably successful tourna- 
ment were in the capable hands of T. MacCorkindale. He 
and his assistants earned the thanks and hearty approval 


of every one who participated. 
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N. Y. Stationers’ Golf Association Closes Season 

Marking a successful season, in which the elements had 
an important part, the participants in the Fifteenth Annual 
Tournament of the Stationers Golf Association of New 
York were greeted by one of those sunshiny days that 
bring joy to the heart of every golfer. The Richmond 
County Country Club at Dongan Hills in Staten Island, 
N. Y., proved more than a match for the skill of many. 

A dinner following the tournament was enjoyed by all 
of the eighty-two present. Arthur C. Bainbridge, the 
president of the Stationers Golf Association of New York 
made a few touching remarks in his own inimitable way. 
Fred Huber followed in a similar strain. 

Eberhard Faber, the host at the tournament, entertained 
the diners in a short talk, during which he gave thanks 
for the wrist watch presented him by his friends before 
leaving on his recent trip for Europe. He concluded with 
his well-known slogan, “Don’t worry and don’t hurry.” 

At this meeting, the nominating committee headed by 
Guy D. Hills presented the following slate for the coming 
year, adopted by a unanimous vote: Arthur C. Bainbridge, 
president; Louis H. Tavernier, vice-president; Fred G. 
Huber, secretary and treasurer. The Board of Directors 
elected were: Eberhard Faber, Chairman, George A. Carr, 
Julius Kahn, Murray Vernon, E. H. McCully, James E. 
Neary. 

The awarding of prizes produced some interesting side- 
lights on the game of golf. The Class A cup for the season 
was won by J. E. Tallent. The Class B cup by E. W. 
Smith, and the Class C by N. Haydon. The low gross for 
the day was turned in by Fred G. Huber, with a score of 
eighty. The low net was won in Class A by Ray Weisen- 
born, in Class B by W. G. Whittemore, in Class C by C. 
P, Fink. 
ment received a prize to remind him of the competition. 
G. Minnette was awarded the booby prize, amid a good 


Every member who participated in the tourna- 


deal of jollification 











FIFTEENTH ANNUAL TOURNAMENT OF THE STATIONERS’ GOLF ASSOCIATION OF NEW YORK AT THE RICHMOND 


COUNTRY CLUB AT DONGAN HILLS IN STATEN ISLAND, 


Fairchild, director of the association; Louis H. Tavernier, Fulton 
ton & Haupt, Inc.; R. A. Jonas, sales manager, Oxford Filing Supply Co. ; 
temore, secretary, National Wholesalers’ Association ; George Minett, visitor; Arthur M. Gilbert, Reed-Cook, Inc. ; 


Specialty Co.; A. C 


Y Top row, left to right: Doc Wells, visitor; George W. 
Brainbridge, president, Brainbridge, Kimp 
James Hurley, Oxford Filing Supply Co.; Harold Whit 
William 8S. Don- 


nelly, Modern Stationer Bottom row, left to right: Charles McNally, Nassau Pen & Pencil Co.; Julius Kahn, manufacturer of 
fountain pens and pencils; W. G. Whittemore, American News Co.; Harry Yaeger, associated with Julius Kahn; R. J. Urmston, 
J. 8. Staedtler Co.; Mr. Myers, Samuel Clayton and Mr. Welch of the Crossman-Clayton Co.; R. Mueller and R. B. Gingland of the 


Esterbrook Pen Co.; D. N. Briggs, Sun Rubber Co. ; 


Harry Lynn, Esterbrook Pen Co 
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ANNOUNCING 


PICK IT UP 
TYPE ON IT 


A NEW 


Bde announcement marks an event 
-..@ New opportunity in typewriter 
merchandising. Here is a machine which 
is a “portable” in weight, yet is already 
hnding favor with many professional typ- 
ists. A machine suitable for personal or 
business use. 

As a portable, the Sterling Model Smith- 
Corona has no equal on the market. In 
steady, responsive performance, in beauty 
of design, no small machine compares 
with it. 


As a general typewriter, it meets the 
requirements of the professional typist. 
Built with watchmaker precision. Every 


STANDARD OF FINENESS IN TYPEWRITERS... 


a portable 
a standard 


control full size, placed for the most 
instinctive, natural motions. New noise- 
less segment shift and “piano key” action 

through an entirely new principle of 
construction. 

These double qualifications open up a 
whole new market—small offices, retail 
stores, businesses where a good machine 
is needed, space is at a premium, and 
where the low price of $65.00 (with tabu- 
lator) is an important factor. 

Genuine Silver Typewriters 
for a unique display 
\ Gorham Sterling typewriter—an idea 
never before introduced into display mer- 
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An Amazing New 
Writing Machine iy 


ee ee 


THE. 


Sint 


MITH-CORONA 





. THE STERLING MODEL SMITH-CORONA 


chandising...is reflected in an eight-panel 
background of silver and black in the 
beautiful window display offered to Smith- 
Corona dealers to introduce this new 
machine. The silver machine may be sold 
at a handsome profit to you. 

The new model will be advertised ex- 
tensively in national magazines. Send for 
dealer broadside outlining prices, dealer 
discounts, and describing in detail the 
smart sales promotion material. 

Order stock now for December delivery. 
The number of Sterling silver typewriters 
is limited! It’s a case of first come, first 
served. Write to Dept. 32-K. 


L C SMITH & CORONA TYPEWRITERS INC - 51 Madison Ave., New York 
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Chicago Office Appliance Managers Hold Election 

The Chicago Office Appliance Managers Association met 
at the Hamilton Club Tuesday evening, October 6, for their 
annual election of officers. The old officers, C. E. Cyphers 
of Brandt Automatic Cashier Company, George W. Mc- 
Clellan of the Underwood Typewriter Company and D. R 
Cooke of Marchant Calculating Machine Company all were 
re-elected for their respective offices of president, vice- 
president and secretary-treasurer. W. A. Dixson of Post 





Cc. E. CYPHERS 


age Meter Company and A. E. Blackstone of Dictaphone 
Sales Corporation were elected to the board of control. 
Mr. Dixson was appointed chairman of the program com- 
mittee, the other members being C. L. Hayes of Interna- 
tional Business Machines Corporation and A. F 
of Visible Records Equipment Company. The member- 
ship committee consists of Mr. McClellan, F. C. Snow of 
Elliott-Fisher Company, William Eismann of Nelson-Eis- 
mann Company, and J. A. Gilbert of Office Appliances. The 
entertainment committee consists of Mr. Blackstone, Phil 


Trevor 








G. W. MeCLELLAN D. R. COOK 


Sea of Sundstrand Adding Machine Company, James T. 
Stewart of W. S. Gilkey Printing Company, and Joseph 
axis of The Elliott Company. 

Heretofore the organization has been meeting Monday 
noons. It was decided recently to change to evening meet- 
ings and have them just once a month. The election was 
held at he 
unanimous attendance seemed to justify the new arrange- 


first of these evening meetings and the almost 


ment; only one person was absent 


More Meetings and Dinners 


ooh “dee 


News on Page 176 


OFFICE APPLIANCES 


NATIONAL 
TYPEWRITER AND OFFICE MACHINE 
DEALERS’ ASSOCIATION 


OFFICERS FOR 1931-32 
Lamont H. Wood, Midwest Typewriter Co., 500 Grand 
Ave., Kansas City, Mo., president; Earl M. Wynn, Wynn 
Typewriter & Supply Co., Kansas City, Mo., vice-presi- 
dent; John A.La Hiff, J]. E. Albright & Co.,825 Broadway, 


New York City, secretary-treasurer. 
az 28 


Regional Directors 


Leo W. Adler, Cleveland Calculating writer Exchange, Indianapolis, Ind.; H. 
Co., Cleveland, Ohio; G. W. Boyce, E. Russell, Office Equipment Co., Des 
Boyce Typewriter Service, Dallas, Tex.; Moines, lowa; W. R. Shilling, Fort Pitt 
W. T. Comey, Thomas & Comey Type- Typewriter Co., Pittsburgh, Penna.; E. R. 


writers, Ltd., Toronto, Can.; George N. 
Memmend, Geo. 0. Memmend Tyee Spencer, Buffalo Typewriter Exchange, 
Buffalo, N. Y.; Mrs. Jessie |. Taylor, 


writer Co., Sacramento, Calif.; R. E. 
Huffman, Huffman TypewriterCo., Aber- Globe Typewriter Co., New York City; 
Vance W. Tilley, Lebanon, Tenn. 


deen, S. D.; W. G. King, King Type- 


Secretary LaHiff Sends a News Report 

Secretary John A. LaHiff of the National Typewriter 
and Office Machine Dealers Association addresses the 
members of the Association through the columns of Office 
(Appliances as follows: 

Toronto, popularly called the convention city, has been 
selected by the majority of our members for the 1932 con- 
vention. The interest of so many dealers seeking the con- 
vention for their city is an indication of their interest in 
making each convention bigger and better and more suc- 
cessful. 

You undoubtedly know that today most of the portable 
typewriter manufacturers have discontinued commercial 
discounts to anyone except the United States Government, 
parties having existing contracts (which will not be re- 
newed) and schools for instruction purposes. There are 
still some difficulties to be ironed out on the portable list 
price situation and the New York Association requested 
Mr. Wood by resolution at its last meeting to try and ar- 
range a “round table conference” with the portable type- 
writer manufacturers (inviting the local officers to sit in) 
so that views and ideas may be exchanged to better the 
condition throughout the industry. Mr. Wood has re- 
sponded to this resolution by offering to come to New 
York and seek the aid of the manufacturers. 

Another resolution passed at the National Convention 
that is bearing fruit is the one requesting local associa- 
tions to fix their dues at $15.00 or more per year, and 
send $10.00 of each dues payment to the National associa- 
tion. The New York group has done this by amending its 
by-laws at a regular meeting held November 13. By this 
action each member of the local association automatically 
becomes a member of the national group. The National 
issociation resolution is reciprocal in nature, as dealers 
in the vicinity of local associations will be accepted into 
the national association only through the local group. 

The New York dealers have changed the name of their 
organization to the National Typewriter and Office Ma- 
chine Dealers Association of New York 
tive measures are going to help build an organization far 


These co-opera- 


beyond fondest expectations, providing other locals step 
in line. Official requests to affiliate are going forward to 
other known local associations which are located in Cleve- 
land, Boston, Chicago and Los Angeles. Any local asso- 
ciation not mentioned here, is asked to advise the secre- 


tary immediately. 
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Prominent LIBERTY Here Are FACTS That Mean 


; Dealers Say:— More Dollars in Profit for You 


“Our order for 3.000 more boxes is en- 





























- closed herewith and we are ever so The following facts are important for every 

ni pleased that our increased sales have stationer and office supply house not now handling 

¥ made it possible to place this 3,000 order LIBERTY Storage Boxes. It will pay you to 

x with you fairly close to the previous one, weigh them carefully. 

and at that rather closer than we expected. a ia , a 

: We ase dhunerely cquveciative of sour oo I. LIBERTY Boxes are leaders in their field. They have 
* operation and will assure you of our sup- been far and away leaders for 14 years. There must be 
aI port in proportion.” (From an Illinois a reason why they sell faster. 

- dealer.) 2. LIBERTY Boxes are nationally advertised. We offer 
He : our dealers 100% cooperation both through national 
ua advertising, dealer helps and direct mail cooperation. 
st “We have your favor of the 23rd, advising 3 LIBERTY Boxes cannot be made better. Many large 
ed .: with reference to an order received *** users of LIBERTY Boxes have put all storage filing 
r- rom the American Savings Bank & Trust methods to the test. That they selected LIBERTY 
-_ Company, of this city. We thank you for Boxes is proof of their superiority. 

a this concession and want to say it is just MPF ea A z : - 

these little thi 3 , LIBERTY Boxes bring steady repeat business. Sales 

he ittle things that make business “Be - ° 

friendships worth while. Appreciate much for every LIBERTY Dealer who has permitted ms Se 
ict your courtesy in the matter.” (From an cooperate with him have grown rapidly and steadily. 
™ lowa dealer.) We can help you build sales. 

on LIBERTY Boxes save users money. Economy is the 
to. real secret of LIBERTY Box sales. Sales this year are 
nd ahead of last year. Why not cut in on this profitable 
‘a There is ¢ LIB. business? 

its ERTY Storage ' ’ 7 

5 pha Boxfor Let us tell you what dealers are saying—what users think. 

his eth gt na It is important. You too can make LIBERTY Boxes one of 
ly need. your best paying lines. We offer free sample and full in- 

nal formation by return mail. No obligation. 

ers 
nto 
eit BANKERS BOX CO., Inc. 9°41»: 
Ma- MAIL 536-538 S. Clark St., Chicago, Illinois 
wali ’ Please send us by return mail full information regarding your proposition to rated dealers 
far THIS on LIBERTY Storage Filing Boxes. No obligation. 
step ? " (-] Check here if you want a sample LIBERTY Box 
COUPON a 
il TODAY svesccccecdbecdsceice Jbbe skbhee ge lbbae due cos RNUREMEGn pea nnn 
ssu- Address 


cre- 


e | Attenah OF nc cccccccsvcsecsesccigssssevteeshégbss6esseceesscsueee neem 








Q4 


To encourage dealers to solicit new members Mr. Wood 
is offering a prize to every one securing five or more new 
members. Eight have been secured to date. Mr. Wood 
was instrumental in signing up the following: Herald 
Publishing Company, Newton, Kansas, Crane & Com- 
pany, Topeka, Kansas, Murphy’s Typewriter Exchange, 75 
Crafton street, Worcester, Mass., and H. M. Anderson 
Typewriter Company, St. Joseph, Missouri. 

W. T. Corney brought the following into the associa- 
tion; Canada Typewriter Exchange & Supply Company, 
22 St. James street, West, Montreal, Quebec, Canada, 
Typewriter & Appliance Company Ltd., Montreal, Quebec, 
Canada, and J. M. Hill, Ottawa, Ontario, Canada. 

The Lawrence Typewriter Exchange, Lawrence, Kan- 
sas, was brought into the fold through the good offices 
of Irwin Vincent of the Western Typewriter Company. 

Mr. Wynn is chairman of this membership drive com- 
miuttee, 

An executive meeting of the officers and directors of 
the National Typewriter and Office Machine Dealers As 
sociation will be held at Toronto some time during this 
month. Among the many matters to be considered is that 
of group or quantity purchasing to obtain low prices for 
association members. 

—<o—__—_ 
Mr. Konecky Visits the Prym Headquarters in 
Long Island City 


M. Konecky, Western manager and publicity director of 
Wm. Prym of America Incorporated, visited the headquar- 
ters of the company at 34-12 Washington Avenue, Long 
Island City, N. Y., during the week of October 19 for the 
purpose of conferring on a complete revision of prices on 
the Prym line of pins, thumb tacks, etc. 

_oo 
J. B. Wallis Joins Ohmer Organization 

Che Ohmer Fare Register Company, Dayton, Ohio, has 
announced the appointment of J. B. Wallis as manager of 
its Eastern district with headquarters in the Ohmer Build 
ing, 146 West 63rd street, New York, N. Y. Prior to his 
becoming associated with the Ohmer Company, Mr. Wallis 
was Southeastern district sales manager for the Remington 
Cash Register Company. 

Ee 
LaSalle Office Supply Company Moves 

The LaSalle Office Supply Company recently moved to 
new quarters in the Chicago Mercantile Exchange Build- 
ing, 308 West Washington street, Chicago. This company 
was established by Bernard J. McDonough last spring. 
Mr. McDonough has had several years experience in the 
office supply business and was at one time connected with 
the Dearborn Office Supply Company. 

_— 


J. Fletcher Walmsley in U. S. on Business 
J. Fletcher Walmsley, Barcelona, Spain, arrived in the 
United States recently for the purpose of obtaining repre 
sentation for office specialty and stationery lines for Spain. 
Mr. Walmsley comes well recommended by the American 
Chamber of Commerce of Barcelona. He plans to stay in 
this country at least a month and can be reached at the 


Hotel Gotham, New York, N. Y. 








WEDDING BELLS 


Hunter-Clarke 
Mr. and Mrs. William J. O’Brien have announced the 
marriage of their cousin Leila Hunter to Mr. Thomas A. 
Clarke of Memphis, Tenn. Mr. Clarke is a member of the 
firm of E. H. Clarke & Brother, of Memphis. 
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(Passed Away—Continued from page 75) 


customary rate of 1 per cent. a month. “That was Mr. 
Ladd’s way of helping a young man in whom he had con- 
fidence,” Mr. Gill used to say. 

Thus in 1871, Mr. Gill, with George A. Steel, later post- 
master of Portland and state treasurer of Oregon, as busi- 
ness associate, laid the foundations for the J. K. Gill Com- 
pany which became one of the outstanding enterprises 
in the industry. 

Mr. Gill was identified with the old Portland Board of 
Trade and the Commercial club, which are perpetuated in 
the Chamber of Commerce. He was one of the incor- 
porators, over 50 years ago, of the Columbia River Paper 
company, the forerunner of the paper manufacturing in- 
dustry of the Northwest Coast. When the Lang Syne 
society was organized in 1914 he was elected its first pres- 
ident and served two years. When he came to Portland 
he joined the First Methodist Episcopal church and was 
for many years chairman of its board of trustees, later 
holding the same position in Grace church when it was 
organized, and now a member of the board of the united 
churches. He enjoyed pleasure in Sunday school work 
and in the Boy Scouts movement, and until his health 
failed visited the store daily. 

Funeral services were conducted by Dr. Wilbert Dow- 
son at the First Methodist Episcopal church. The active 
pall-bearers were men who were long associated with Mr. 


Gill in the store 


Charles C. Upham 

Brief mention was made on page 66 of the October 
issue of Office Appliances concerning the passing of 
Charles C. Upham, president of The Diebold Safe Com- 
pany. Additional information reached us after the Octo- 
ber issue was printed. 

Mr. Upham was a direct descendant of one of the oldest 
New England families, long associated in the legal and 
church history of that section. His grandfather was a 
United States senator from Vermont, and a close asso- 
ciate of Daniel Webster in his later days. Mr. Upham’s 
father, William K. Upham, was a distinguished member 
of the Stark County Bar Association; after his death the 
association erected a monument to his memory in West- 
lawn cemetery. Charles C. Upham was senior member oi 
the Stark County Bar Association in length of affiliation. 
He had not been active in the legal profession for sev- 
eral years, business interests claiming his attention. From 
1906 to 1908 he was prosecuting attorney for Stark county. 

Mr. Upham was born at Lisbon, Ohio, August 1, 1854, 
and went to Canton with his family when five years old. 
He attended the public schools at Canton and later at- 
tended Montpelier College, Montpelier, Vt.; on his return 
to Canton he read law in the office of George E. Baldwin, 
being admitted to the bar in 1875. 

He was an official of The Diebold Safe & Lock Com- 
pany many years, and on the retirement of Ferdinand 
Harbuck became president, retaining that position until 
his passing. Mr. Upham was also a director of The Supe- 
rior Sheet Steel Company, The Canton Collateral Loan 
Company, and at one time treasurer of the Hubbard Steel 
Foundry Company, East Chicago, Ind. He attended the 
First Presbyterian Church, and was a member of Con- 
gress Lake Country club, Canton club, B. P. O. Elks and 
Junior O. U. A. M. 

To the last Mr. Upham enjoyed outdoor life, and had 
spent the day of his passing hunting squirrels with friends. 
Each year he went several times to Canada with friends 
on fishing trips. The winters he spent with his family at 
their home at Miami, Fla. Mr. Upham is survived by his 
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The ALL STREE? 


. . - a new suite by Imperial... 


Chaste simplicity ... impressive richness .. . dignified 
beauty! Imperial’s designers have caught these vital qualities in the 
new Wall Street Suite. And Imperial’s craftsmen have ably translated 
their designs in terms of solid Walnut and beautifully figured veneers. 
Another profitable Imperial creation that brings exquisite styling to the 
moderate-priced office furniture field! Write today for a descriptive 
folder of the Wall Street Suite, and a copy of our complete catalog 
if you do not have it. 


“. eae 


IMPERIAL Desk Company 
Eévanuville, Indiana 
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L SHEAFFER'S 
AS A DESK 


WITHOUT 


Simply take the pocket pen from the 
pocket and place it in the socket! 


The dealer always prefers to sell a pocket pen 
and a desk pen and make two sales instead of 
one. But to those who want a combination of a 
pocket pen and a desk pen the Sheaffer Balance® 
pocket pen is the only one that is suitable without 
conversion. Any No. 74 Sheaffer Balance® pocket pen 
made in the last twelve months will fit a Sheaffer 
desk set socket just the same as a regular desk pen. 




















There is no change-over in a Sheaffer Balance® 





No. 913, chromium finish 
base with two pin and clip 
depressions, one red, one 
black, $3.00 

No. K5-30TC Black and 
Pearl Balance® pocket foun- 
tain pen, $6.00 


No.816,green Brazilian onyx 
and black and gold Italian 
marble base, $5.75 

No. H74TC Marine Green 
Lifetime’ pocket fountain 
pen, $9.50 








SKRIP, SUCCESSOR TO INK. 
Makes all pens write better and the 
Lifetime® pen write best. 2-oz. bor 
tle, 15c. Increase profits and vol- 
ume by pushing 4-oz. bortle sales. 
Give your customers 100% more 
Skrip for only 663s% more money 
in the 4-oz. bottle at 25c. 


Sheaffer's Special HB Blue Cap 
Leads. Stronger, smoother, 
blacker 140,000 word lead 


supply, 15c. 
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POCKET PEN 
PEN, TOO— 


CONVERSION 


pocket pen when converting it into a desk set— 
no parts to lose or to lay around. Flat cap pock- 
et pens are not practical for desk pens. Only a 
Sheaffer Balance® pen will do. 




















In cases of people buying presents where they 
are not sure whether the recipient prefers a pock- 
et pen or a desk pen you can sell the pocket pen 
with a desk set socket.and it can be used either 
way and when the owner is cognizant of the serv- 
ice a desk set gives he can then buy the additional 
desk pen and have a separate desk set and sep- 
arate pocket pen. 





No. 532, Argonit onyx base, 
$5.00 


No. 5-30TC Black Balance® 
pocket fountain pen, $5.00 


No.831,green Brazilian onyx, 
black and gold Italian marble, 
and red and gold African onyx 
base, $5.00 


No. 74TC Black Lifetime® 
pocket fountain pen, $8.25 


SHEAFFER’ 


PENS-PENCILS-DESK SETS-SKRIP 


W.A.SHEAFFER PEN COMPANY. FORT MADISON, IOWA, U.S. A. 


New York . . . Chicago . . . San Francisco . . . W. A. Sheaffer Pen Co. of Canada, Ltd., 169-173 Fleet Street, Toronto, Ont. 
Wellington,New Zealand . . . Sydney, Australia . . . 52 Kingsway,London,England . . . 7 Blvd. Haussmann, Paris, France 


Reg. U. 8. Pat, Of. © W. A. &. P. Co.,"1981 
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FAR 


$TENCIL 


(Non-Cellulose) 


ARE PERFECT STENCILS 


Fibroin Stencils are unexcelled by any other 
make. They are adapted for every need. 


Fibroin Stencils do not deteriorate—Will not 
punch out—Sharp clean cut copies— Will not 
clog or gum typewriters—the ONLY stencil 
which will not affect the feed rollers of your 
typewriter. Thousands of satisfied customers 
say Fibroin is the BEST stencil. 


Legal size $3.50 per Quire. 


Letter size $3.25 per Quire. 
LESS ATTRACTIVE DEALER DISCOUNTS 


Send for a few quires subject to trial and ap- 
proval. If not all we claim for them return at 


our expense and FULL CREDIT WILL BE 
ALLOWED. Some splendid territories and 
state rights are available, especially on the 
Pacific Coast. 





FIBROIN 


STENCIL CORPORATION 


306 WEST ADAMS STREET 
JACKSONVILLE, FLORIDA 
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widow, Mrs. Elizabeth Schubach Upham; a daughter, 
Mrs. Harold W. Burris, Canton; and a niece, Mrs. Frank 
Harter, Norwalk, Ohio. 


y y y 
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John Henry Shaw 

John Henry Shaw, 76 years old, chairman of the board 
of Shaw & Borden, prominent stationery and printing firm 
of Spokane, Wash., succumbed to a heart attack at his 
summer home, Shaw-nee, at Spirit Lake, Idaho, in Sep- 
tember. 
pino man servant, Narcisso Bouque. Death came to him 
suddenly after he was seized with the attack, the end oc- 
curring before a physician could reach his side. 

For the last few years of his life Mr. Shaw took no ac- 
tive part in the direction of the affairs of his company, 
occupying the position of chairman of the board. During 


His only companion at Shaw-nee was his Fili- 


the years before his retirement he had built up a company 
to an outstanding place in the printing, engraving and sta- 
tionery field in the Pacific Northwest. 

Numerous honors were showered upon Mr. Shaw in 
the mature years of his life. Seasoned in civic and in busi- 
ness affairs, and leading an exemplary life, he was chosen 
first for every honor and office within the province of 
Masonry in the state, and was a 33rd Degree Mason at 
the time of his death, having served as grand commander 
1f the Knights Templar of the state and potentate of the 
El Katif Shrine. 

Diplomatic and trade relations honors were also _ be- 
stowed upon him. He was one of the honorary com- 
missioners appointed by the Spokane Chamber of Com- 
merce. He served as a member of the delegation from 
the Associated Chambers of the Pacific Coast, which went 
to China in the interests of general business. He also went 
to Europe to further friendly business relations overseas. 

Mr. Shaw was born in Piscataquis County, Me., and 
learned the trade of printer when a youth. As a young 
man he was part of the firm of Wingate and Shaw in 
Exeter, N. H., that firm publishing the first daily news- 
paper in that city. During his career he managed and 
edited several publications. On coming to Spokane in 
1889, he engaged in activities which grew into the Shaw 
& Borden Company. 

Two sisters survived Mr. Shaw, Miss Charlotte Shaw of 
Spokane, Washington and Mrs. L. C. Young of Portland, 
Maine —CML. 


Charles V. Merlau 

Charles V. Merlau, late president of the Merlau Office 
Furniture Company, Inc., Buffalo, N. Y., passed away 
October 12, after am illness of one week. Mr. Merlau was 
born April 8, 1871, at Wales, Erie county. He received 
his education in the schools of East Aurora, and went to 
suffalo forty years ago. 

Several years were spent in the furniture business of 
Buffalo, after which he operated the furniture business 
bearing his name the past twenty-five years. He was a 
member of Mystic Lodge No. 899, F. & A. M., the 
Shrine, Retail Furniture Dealers’ Association, the Greater 
Buffalo Advertising club, the Automobile club, Buffalo 
Athletic club, Grace Episcopal church and a past presi- 
dent of the former Buyers’ club. 

Surviving are his wife, Mrs. Marguerite Place Merlau; 
Mrs. Robert G. Fletcher, a daughter; Mrs. Clara E. Pet- 
tengall, East Aurora; John P. Merlau, a brother, of East 
Aurora. 

Ts rl ls 


r ry 


Robert E. Swank 
Robert E. Swank, a sales executive of The National 
Cash Register Company at Dayton, Ohio, lost his life 
at Chicago, October 18, in an automobile accident. The 
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Our 
Inquisitive Director 


t T a directors’ meeting the other day we talked about our trade advertising. 





he. The directors liked the idea of discussing mutually important problems 
Ys in these pages. 
ng . . . . 
ny “But,” said one director, “you get so interested in those problems that you 
a- : ; S 

forget to advertise Venus Pencil Products. 


Well, there you are! Of course I believe that you like these discussions and 


e . . eee? 99 . . - 
“ that you know our products and that everything is “jake.” But just to satisfy 
at myself and our director, I am going to ask you a few leading questions. 


(1) What is the name of the leading quality pencil in the world? 
m- Ans.— Venus. (That’s right!) 


a (2) What is the name of the 5c pencil with the natural cedar finish? 
ent Ans.— Velvet. (O. K.!) 

ent 

as. (3) Why isn’t it yellow? 


Ans.— Because its quality is superior. Superior quality demands a distinctive finish. 


in (4) Is it the largest selling 5c pencil? 
nd Ans.—No! (Worse luck!) 


in (5) Why isn’t it the largest selling 5c pencil? 
Ans.— Because the American Pencil Company went to sleep! 


rs (6) Is Velvet on the way now? 


Ans.— You said it. American Pencil Company has waked up. 


(7) What is the name of the original thin lead colored pencil? 
Ans.— Unique. (Right again!) 


hice 


vay (8) Is Unique a good product? 
wer Ans.— Yes. (Oh boy, this new Unique is just about swell. Have you noticed it?) 
to (9) Does American make a good line of cheap pencils too? 
oll Ans.— Yes, Polo (No. 498), Beats All (No. 494) and Dickens (No. 1040) 
the That’s very good. I knew you’d answer those questions. Now Ill report to my 
alo director that we really don’t need to mention our products to you. 


ws ug ahfin 
AMERICAN PENCIL COMPANY 


212 FIFTH AVENUE, NEW YORK 


nal 
life 
The 


OUR PRODUCTS ARE DISTRIBUTED IN CANADA BY VENUS PENCIL COMPANY, LTD., TORONTO 
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The Line for You 


OLUMBIA products enable you to offer 
your customers quality, variety, value and 
service of the highest degree. 

The Columbia line is the strongest and finest 
on the market regardless of cost. It is the 
choice of many large and nationally known 
users. The Apex line is equal to many and 
superior to some of the higher-priced progres- 
sive suspension lines. The Atlas non-suspen- 
sion line—considering strength, capacity and 
workmanship—represents the biggest value ob- 
tainable. 


These three lines include cabinets of four 
drawer height, counter height files, desk height 
files, wide and half sections, card indexes, short 
depth files, posting trays, ledger desks, check 
sorting desks, cross files, transfer cases. No 
matter what standard filing equipment your cus- 
tomer desires, Columbia can supply it. Some of 
the most popular units are illustrated here. 


Among eight hundred dealers who sell 
Columbia products is Horder’s, Inc., of Chi- 
cago. This organization handles our lines ex- 
clusively in its thirteen stores. Horder’s decision 
in favor of Columbia—made after most thoro 
investigation and comparison as to the quality 
and variety of Columbia products and unfail- 
ingly prompt service—is proof that we can serve 
you also to your entire satisfaction. 


Dealers interested in learning more about 
Columbia, Apex and Atlas lines are invited to 
write for our latest catalog and price lists. 


Columbia Steel Equipment Company 


P.O. Box 2244 
Philadelphia, Pa. 


COLUMBIA 


The Quality Line of Steel Office Equipment 


Office and Showroom 
Chestnut Street at 18th 
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car crashed into a street car, also taking the life of Stephen 
W. Miles, who was driving the automobile. Mr. and Mrs. 
Earl G. Cropp, who were in the automobile, suffered skull 


fractures. 


Ray B. Drum 
Friends of Ray B. Drum deeply regret his untimely death 
which occurred in Pittsburgh, Penna., in the latter part of 
August. Mr. Drum was well known in the office specialty 
field. For a time he was connected with the Pittsburgh 








THE LATE R. B. DRUM 


office of the Todd Company. Later he was transferred to 
the Chicago office where he functioned as manager for a 
number of years. 

Mr. Drum was an unusually capable and successful sales- 
man and in addition found time for active association 
work, serving at different times as vice-president and 
president of the Chicago Office Appliance Managers Asso- 
ciation. He was also greatly interested in sports, both as 
a participant and a spectator. Frequently he officiated as 
a referee in football games. 


¥ y 
mo m4 bo 
4 s 


H. S. McCormack 
H. S. McCormack, for many years connected with the 
office equipment industry in Chicago and Los Angeles, 
died in the latter city early in October. Mr. McCormack 





THE LATE H. 8S. McCORMACK 
—From a photo taken several 
years ago 


was engaged in the real estate business in Glendale, Calif. 
For a number of years prior he was a business specialist 
in the field of office equipment. 

In the early days of the typewriter Mr. McCormack in- 
vented a device that had to do with back spacing and car- 


riage reversing. Later he established the Business Bourse 
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“FORTY-SEVEN 


HUNDRED 
lan’t Be Wrong! 








The Proof: 


This number of most representative 
dealers in the stationery, office equip- 
ment and typewriter fields, who profit 
the PEERLESS way, is growing 
every month, regardless of general 
conditions. 


The Reasons: 


Larger Profit per Sale. 

. Complete Dealer Protection. 

3. Complete Dealer Cooperation. 

1. A Complete Rubber Key Line Sold 
Thru Dealers. 


~w 
. 


The Opportunity: 


Turnover doesn’t necessarily mean 
profit, but with PEERLESS KEYS 
it does. Nor does inventory mean 
large investment, as the PEERLESS 
DEALER SALES PLAN provides 
for but a minimum of capital outlay. 
Write for free samples and interesting 
details that every progressive dealer 
ought to know. 


*To our knowledge, this is by far the largest 
number of dealers in these fields that have ever 
concentrated on a single line of rubber keys 
and accessories. 


EERLES 


Typewriter Keys 


PEERLESS KEY COMPANY, Ine., 
176 Fulton Street, New York City 


PEERLESS KEY COMPANY, Inc. 
176 Fulton Street, New York City 

Kindly send us, without obligation, details of your profit- 
building plan for dealers, together with sample Peerless Key 
dealer helps. 
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TRIED and 

PROVED 
PROFIT 

AVN <a at 


arm that permits the tele- ty 
phone to rest fict on the desk XY 
for dialing 


Illustrated above is the new 


Telephone 
si gelel 4-410- 


Tuiery YEARS of consistent growth in 
the use of the telephone hes been paralleled by 
thirty years of increasing demand for Burns Telephone 
Brackets. Neither “booms” nor “depressions” have 
seriously affected their steady sales. The money- 
making possibilities they offer to EVERY stationer 
has the best guarantee possible—that of long and 
successful experience. ARE YOU GETTING YOUR 
SHARE OF THIS PROFITABLE BUSINESS, TO- 
DAY? If not, why not? Let us send you complete 
information on Burns brackets together with prices 


and discounts. JUST CLIP THE COUPON. 











AMERICAN ELECTRIC COMPANY | 


INC. 


6126 So. La Salle Street CHICAGO, ILL. | 


Se: Te 





AMERICAN ELECTRIC COMPANY, Inc., 

6126 South La Salle St, 

Chicago, Ill. 

Send us information, prices and discounts on the new Burns Dial Telephone 
Bracket and other Burns brackets 


NAME 


ADDRESS 


TOWN .. STATE 
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in New York City, which he conducted for a number of 
years. The Bourse was a combination of a permanent 
display of products and surveys for the application of 
them. 
~ h 
Frederick C. J. Wiss 

According to a report that appeared in the New York 
Sun for October 12, 1931, funeral services for Frederick 
C. J. Wiss, president of J. W. Wiss & Sons Company, 
Newark, N. J., scissors, shears and cutlery manufacturers, 
were held on the evening of October 11 at the Colonial 
Funeral Home, East Orange, N. J. The Rev. Robert 
Brewster Beattie, D.D., pastor of the Munn Avenue Pres- 
byterian Church of East Orange, officiated. 

Mr. Wiss died Thursday, October 6, at his home in East 
Orange, after a year’s illness. He is survived by his wife, 
Mrs. Charlotte Lange Wiss; two sons, J. Robert and Nor- 
man F. Wiss, and a daughter, Mrs. Denton Taylor. 

i 
Edward Carter 

Edward Carter, graduate of the Harvard University in 
1860 and brother of William Carter, founder of The Car- 
ter’s Ink Company, Boston, Mass., died at his home in 
Montreal, Canada, October 11, 1931. He was ninety-one 
years old. 

Mr. Carter was born in Newtonville, Mass., on Christ- 
mas Day, 1839. With his passing there survive only two 
members of the Harvard class *60. 

Shortly after the founding of the Carter’s Ink Com- 
pany in 1858, Edward Carter was associated for a time 
with his brother in the affairs of the company. In 1876 
he moved to Canada and made his home in Montreal, 
where he lived for fifty-five years until his death. In his 
earlier days he was one of the owners of the St. John’s, 
P. Q., Electric Light Company, which was later merged 
with some other light and power companies to form the 
Southern Power Company. 

Mr. Carter had three brothers beside William, and also 
a sister, all of whom he survived. A daughter, Mrs. John 
L. Shorthall of Chicago, is his only survivor. 

moh 
John Godson Bee 

John Godson Bee, who had been connected five years 
with the Grimes-Stassforth Stationery Company, Los 
Angeles, Calif., passed away October 7. Heart disease 
took him while at Santa Paula, where he had gone on 
business. Interment was in Calvary cemetery. Mr. Bee 
was born at Hull, England, and was forty-nine years old. 
He is survived by his widow. 

i 
Thomas Kerr 

Thomas Kerr, one of the founders of Neal, Stratford & 
Kerr, San Francisco, passed away September 24, follow- 
ing an illness of several months. His enterprise was one 
of the oldest business houses of San Francisco. 

i hh fh 
Charles Hitchcock 

Charles Hitchcock passed away suddenly October 13 
at New Haven, Conn. He was a partner of Herbert 
Barker, of the Barker Typewriter Exchange, New Haven. 

i oh 
U. G. Downs 

U. Grant Downs, manager of the stationery store at 229 
North Charles street, Baltimore, Md., owned by his father 
James H. Downs, a pioneer stationer of Baltimore, was 
shot to death by a burglar in the home of his father, 
Saturday, October 24. Mr. Downs surprised the burglar 
at his nefarious work and was first struck over the head 
and then shot as he fell. Mr. Downs was fifty-nine years 


old. 
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STEEL o WOOD 
TRANSFER CASES 





ROBARCO STEEL File Boxes and Transfer 
Cases are made from cold-rolled steel—elec- 
trically welded, and finished in high-lustre black 
japan; stocked in letter, cap and note sizes. 





No. 8030—Letter Size Steel Transfer Case 
Steel File Boxes are also furnished to order, in 


sizes and styles to cover a wide range of needs. 


They are practically indestructible—and are 
dust and rodent proof. 


ROBARCO WOOD Transfer Cases — cap, 


letter and note sizes only—are made from kiln- 
dried basswood, and will not warp or shrink. 





No. 8254—Note Size Steel Transfer Case Cases are attractively covered with embossed 


cover stock, mahogany in color; all edges are 
cloth bound. Furnished with brass handle in- 
stead of cutout, if desired. 


Covers are made of heavy binders board; or 
for additional strength and at a slight additional 
cost, steel covers will be furnished. 


Prices and descriptive circulars 
will be mailed on application 


ROCKWELL-BARNES CO. 


I5ll West 33th Street CHICAGO 





Steel Transfer Case with Follow Block 





No. 17-L—Letter Size Wood Transfer Case Wood Transfer Case with Steel Cover 
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OFFICES OF 
TOMORROW 


NM VE EY 


e ompany. 


NEW YORK: GRAND RAPIDS, MICHIGAN 
545 FIFTH AVE. 


CHICAGO: 
610 SO. MICHIGAN AVE. 





WHERE NOT EXCLUSIVELY 
REPRESENTED WE ARE 


INTERESTED IN RESPONS!- 


BLE CONNECTIONS. 











ELY 
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New York Business Show Exhibits—(Continued from 


page 73) 


of special numbering machines and other marking devices having gen- 
were shown Harry G. Baumann was 
in charge, assisted by R. H William A. Force, LI, president 
of the company, was also in attendance. 

FRIGIDAIRE SALES CORP., New York, N. Y.., 
water coolers, Frigidaires and icers 

GARDNER COMPANY, Orange, N. J., exhibited 
duplex and triplex, adding and subtracting machines, electrically driven, 
with hand carriage, semi-automatic carriage and motor-return carriage, 
as well as a statement machine of an improved nature; also the 
Gardner overdraft or credit balance, operating in all counters, which 
was shown for the first time. General Sales Manager W. R. Brown 
assisted by A. A. Latham, manager of the New York 


eral office and business utility 
Oakley. 


displayed air purifiers, 


single counter, 


was in charge 
office 

GEYER PUBLICATIONS, New York, N. Y¥Y.—Geyer's Stationer, was 
shown. as was also “Who Makes It and Where,"’ a cloth-bound directory 
Walter J. Breslin was in charge. 


of manufacturers of stationery 
(See The Journal of Business 


HAIRE PUBLISHING COMPANY 
Education.) 

HOLMES ELECTRIC PROTECTIVE COMPANY, New York, N. Y., 
a patrol service which consists of furnishing men as guards, 
Webb, patrol manager, was 


featured 
watchmen or special messengers P. B. 
in charge 

HOOVEN LETTERS INCORPORATED 
Hooven automatic typewriters in constant operation 
H. Nahm was in charge. 

HUBER, ALFRED J., Brooklyn, N. Y., displayed the efficiency springs 
for the purpose of keeping telephone cords from becoming knotted. 

INK-OUT MANUFACTURING COMPANY (See Cardinell Sales Com- 


New York, N. Y., showed two 
President Horace 


pany.) 
INTERNATIONAL BUSINESS MACHINES CORPORATION, New 
York, N. Y., displayed International electric tabulating and accounting 


machine equipment (Hollerith) including key punch equipment, electric 
sorting machines, electric tabulating and accounting machines. New 
devices of the Tabulating Machine Company Division such as reproduc- 
ing punch, which automatically reproduces one set of punched cards 
from another: printing tabulating machine with automatic summary 
ecard punch attached; electric billing machine which makes possible 
automatic billing, were also shown, as were also the new four bank 
printer, making the method applicable to smaller businesses 

The International Time Recording Company Division exhibited hourly 


supervised electric time systems consisting of master clocks, secondary 


clocks, attendance time recorders, automatic payroll machines, job 
time and cost recorders, signal program devices and door recorders. 
The International Scale Company Division showed heavy duty 


portable scales, accounting scales which automatically count number 
of units or measure material; percentage scales, parcel post and mailing 
scales, even balance scales, over and under scales, and for the first 
time the International Dormant scale, a large capacity scale of the 
dormant type 
Dayton Scale 
store and 


products include Moneyweight scales and 
including computing electric 


electric combination coffee mills and 


Company 


restaurant equipment scales 


meat slicers, electric coffee mills 
meat choppers, and bread slicers 
William MacLardy, manager of the exhibit and window display 
department, was general supervisor of this exhibit. P. A. Shackleford, 
manager of the New York sales office of the Tabulating Machine Com 
of that portion of the display: W. B 
O'Donnell sales agent of the International Time Recording Company 
Division, had charge of that showing: L. S. Smithers of the International 
Scale Company Division, was in attendance of this section, and Urban 
Raiff, sales agent in New York of the Dayton Scale Company Division, 
explained the various models shown in this display. 
INTERNATIONAL POSTAL SUPPLY COMPANY, THE, Brooklyn, 
N. Y., showed Model K automatic check endorser: Model Junior single 
feed check Model CC counting machine; Interna 
tional Nos. 2 and 3 and Midget metered mail machines: Model Flier 
and M post office canceling machines Engineer J. V. Pacher was in 
charge Messrs. Zahn, Schneider, Bock, Yule, MacDermeid 


pany Division, was in charge 


endorser: coupon 


assisted by 
and Glesner 

INTERNATIONAL SCALE COMPANY 
Machines Corporation.) 

INTERNATIONAL TIME RECORDING COMPANY (See International 
Business Machines Corporation.) 

JOURNAL OF BUSINESS EDUCATION, THE, New York. N. Y— 
A publication devoted exclusively to the teaching of business subjects 
ee universities, high schools, private schools and corporation 
schools 
_ KEE LOX MANUFACTURING COMPANY, Rochester, N. Y. and New 
York, N. ¥.—The company’s line of ribbons and carbon papers was 
on display Manager John A. Noonan and Assistant Manager E. R. 
Foudy were in charge. 

KRANTZ MANUFACTURING CO 
line of staplers 
h LASALLE EXTENSION UNIVERSITY, Chicago, Ill. and New York 
N. Y., explained their various business courses covering the subjects 
of higher accountancy, C. P. A preparatory work, complete law train 
ing, L. L. B. degree, business management. traffic management, indus 
trial management, modern salesmanship. Stenotypy, the machine way 
in shorthand, was also described. The newest division of the organiza- 
tion, the corporation service division, was also featured In charge of 
this exhibit were W. Weller. F. W Clarke, M. Schwartz, J. J. Janelli, 
H. H. Vacheron. L. S VanGuns and A. C. Shaughnessy, New York 
manager. 

LUDLOW & COMPANY. R. J. JR 

LUPTON’'S SONS COMPANY 
a line of steel shelving 


(See International Business 


Chicago, Il., displayed the Krantz 


(See The Bircher Company.) 
DAVID, New York, N. Y., exhibited 
display counters and tables 


MARCHANT CALCULATING MACHINE COMPANY, INC., Oakland, 
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Last Call fora 
BIG CHRISTMAS 


these numbers also make fine 
bridge prizes and Bift items 


DEALERS have been selling thousands of these 

smart desk pieces each month. Their beauty 

and usefulness should make them even more 
popular as Christmas gifts. Each item is dis- 

tinctive in design, carefully constructed of the 

finest materials and handsomely finished. Num- 

@’@ bers 1267 and 1295 are now being made in a 
@ beautiful pewter finish. New folder showing 
our complete line of twenty-four items is now ready. 


Send for your copy today. 

























<=, 


No. 1266-C ... 
Desk Memo Box 
and Perpetual 
Calendar... 
sprayed bronze in 
tan, green and 
olive . . . packed 
assorted .. . re- 
tails for $2.00 
each 


es. 29 us « 
Tumble Calendar 
. .. nickel silver 
with enamel .. . 
4 color combina- 
tions . . . retails 
for $3.50 each. 
No. 1387-B (In 
Brass) . . . retails 
for $2.50 each 


Mow BDF = 2 » 
Century Calendar 
-..Sprayed 
bronze finish in 
tan, green or 
olive . . . packed 
assorted in mini- 
mum quantities of 
six... retails 
for $1.00 each 


Ne. 2209 6 a 
Desk Secretary 
--+-sprayed 
bronze finish in 
tan, green or 
olive . . . packed 
in minimum quan- 
tities of three . . . 
retails for $3.50 
each , 


The J, E, MERGOTT CO. 


Manufacturers of high-grade metal specialties since 1888 


NEWARK, NEW JERSEY 


Export Accounts Given Careful Attention 








il 
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——Now for 


A “MORATORIUM” 
—on Skimpy Profits— 


Here's one moratorium that 
you can declare yourself—the 
suspension of skimpy profits. 


It would be timely. Right 
now you re feeling that the 
stationer has the tallest over- 
head of all retail business. 
Your profits must be big 
enough to pay that cost—and 
show a net! 





A a“ A 


For instance, can you demonstrate to your cus- 
tomers that your carbon papers give greater service? 
You could, if you were selling Old Town Triplekote 

prove it in a minute! 


Are you able to show your customers that they 
can enjoy a ribbon service they never dreamt of 
before, by stocking typewriter ribbons in quantities ? 
You could, if you were selling Old Town Hermetic 

no question at all! 


Old Town dealers have a powerful advantage 
the line of minimized resistance, plus a larger profit. 
Send for samples and prices today. 


Old Town Ribbon & Carbon Co. Inc. 


BROOKLYN, NEW YORK 


Johnson & Prince Sts. 








‘Ol Cow’ 


for NEW Service Standards 
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Calif. and New York, N. Y.—In addition to showing a line of high 
speed Marchant adding calculators in both hand and electrically op- 
erated keyboard models, there was displayed the newest all-electric 
duplex model, in two styles, a straight electric machine with semi- 
automatic division and the other a full automatic electrically operated 
machine. This machine has an accumulating dial that enables one 
to obtain the results of individual extensions and automatically totalize 
these extensions. The Instograph division of the company exhibited 
its new line of time recording machines, including in addition to straight 
time stamps models which embody such features as consecutive num- 
bering devices, classification wheels and split minute printing. An 
elapsed time machine and job recording machine was also shown. 
The Marchant display was in charge of H. A. Daniels, New York 
district manager, and the Instograph was in charge of J. H. Walker, 
New York district manager. Both were assisted by the New York sales 
forces of their respective divisions. 

MARTENS TYPE CLEANER COMPANY, THE, New York, N. Y.— 
Martens type cleaner for typewriters and office machine type, Addresso 
graph plates, check writers, rollers, etc., was demonstrated. A. T 
Wilkinson and H. H. Jarrett were in charge. 

MASTERCRAFT CORPORATION (A Division of Shaw-Walker.) 

McCASKEY REGISTER COMPANY, THE, Alliance, Ohio and New 
York, N. Y¥.—Three divisions of the company were represented: the 
commercial, consisting of cash account and credit account systems: 
general merchandise systems; the professional division devoted to sys- 
tems for handling the financial and clinical records of the doctor and 
dentist; the industrial division, including controlling stock, perpetual 
inventory, costs, production, planning, routing and dispatching, tool 
check and tool inventory, order control, machine control, carbon backed 
factory and office forms. A new feature was a hotel register, which 
was in charge of James Lyon Garfield of Philadelphia. 

McGRAW-HILL PUBLISHING COMPANY, INC., New York, N. ¥.— 
Publishers of System. 

MERCEDES CALCULATING MACHINE COMPANY (See Ralph C. 
Coxhead Corporation.) 

MICARTA FABRICATORS INC., DIVISION, WESTINGHOUSE ELEC- 
TRIC COMPANY, New York, N. Y., displayed applications of Micarta. 

MONROE CALCULATING MACHINE COMPANY, INC., Orange, N. 
J.—Included in this exhibit was the new Noiseless Monroe, said to be 
entirely new in design, and shown for the first time. One of the 
features of this new model is the design of the keyboard. Shadow 
rings around each depressed key enable the operator to check at a 
glance the correctness of the figures on the keyboard. Other models 
of the Monroe were shown such as regular models, the small electric 
and the Executive. A. J. Zonnevylle, manager of the New York 
uptown district, was in charge, assisted by District Managers R. Trego 
of downtown New York; F. M. Zelinski of Brooklyn and L. L. Broome 
of Newark. 

MOSLER SAFE COMPANY, THE, Hamilton, Ohio and New York, 
N. Y¥Y.—Among the different types of fireproof and burglar-proof safes 
which were shown, the company displayed a new armored steel chest 
in reinforced concrete blocks, said to offer complete protection against 
daylight holdup and night burglar. Each chest is equipped with 
an inside door with dual control lock so that the person in 
charge must operate both keys simultaneously before the lock will 
open. There is a concealed slot for change deposit, special baffles to 
prevent withdrawal from the outside, etc. Also shown were the new- 
est types of safes labeled for fire protection, night deposit safes for 
use of banks giving twenty-four hour service and the latest type of 
insulated, labelled, fireproof door. L. B. Morris, assistant secretary 
and director was in charge. 

MOSS, SAMUEL H., New York, N. Y., displayed a line of various 
office specialties including daters, special band stamps, etched plates, 
brass signs, inks, embossers, numbering machines, time clocks, etc.. 
also General pencils of all kinds and colors; inks and pads of the 
Fulton Rubber Type Company and the B. G. Volger Manufacturing 
Company. Especially featured was the Gold Label index stamp, finished 
in black ebony with the reading matter of the stamp appearing on the 
front in gold. This is said to be the only label that can neither be 
scratched nor removed from the stamp. Manager Samuel G. May was 
in charge. 

MOTOLOGUE ADVERTISING CORPORATION, New York, N. Y., 
demonstrated traveling electrical display signs. 

MULTISTAMP COMPANY, INC., THE, Norfolk, Va. and New York, 
N. Y¥.—Multistamp duplicating machines and supplies, including the 
new No. 8 combination outfit, were on display. J. W. Harshbarger. 
manager of the New York office, was in charge. Also in attendance 
was Vice-President P. H. Mason of the home office. 

MUN-KEE PRODUCTS CORPORATION, Newark, N. J.—The im- 
proved Mun-Kee pad was shown and special stress was placed on the 
re-inking process which it is said can be accomplished in ten seconds 
without soiling of fingers or wasting of ink. Attention was also called 
to the rubber base of the pad, the two-in-one inking surface, the ink 
reservoirs which cut down the necessity of frequent re-inkings and the 
Mun-Kee ink can. Also showed a new model pad with hinged cover. 
W. N. Hunter was in charge, assisted by Miss C. L. Weinstein. 


NATIONAL CASH REGISTER COMPANY, THE, Dayton, Ohio and 
New York, N. Y., showed improved hotel front office posting machine: 
complete line of Class 3000 machines equipped with automatic credit 
balance; vertical posting machine for commercial bank ledgers and 
statements; a new check writing and signing machine adapted to pay- 
roll check writing, dividend check writing and writing of accounts pay- 
able checks; new automatic check cutting and sorting machine which 
automatically cuts checks and stacks them in numerical order; post- 
ing machine for savings or thrift accounts; installment posting machine: 
typewriting-bookkeeping machine equipped with front feed and wide 
tally roll; accounting machines such as laundry entering and checking 
machine; analysis and distribution machine and typewriting-bookkeep- 
ing machines for bank transit work, accounts receivable, accounts pay- 
able and general ledger posting. 
front in gold. This is said to be the only label that can neither be 
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HAVE YOU SEEN THE 
VARI-TYPER ?—the greatest 


advance in typewriting in fifty years 





Vari-typer, the typewriter with changeable 
type, can win attention for your letters, 
dress up all your typewritten work most 
amazingly, and save money for you in a 

number of ways. 
Don’t fail to investigate the Vari-typer 
thoroughly, for there are dozens of jobs 
VAR TYPE R waiting for it in your office that it can do 

a 

far better and much more satisfactorily 


INCORPORATED 
Chrysler Bldg., New York «Tel. Vanderbilt 3-2590 | than they have ever been done before. 
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Takes the Place 
of Carbon Paper 







a 


What Every 
Stenographer 
has been waiting for 


= IN PAPER HAS HAD ITS DAY. use of carbon paper slows up the production of busi- 
A Everyone agrees that it is a nuisance; slow and ness letters approximately 25 % from the production 
wasteful in use; produces smudged copies; makes possible with the use of the DUPLI-TY PER. 


erasures difficult; soils hands, fingers and clothes. 





It was accepted by the millions of typewriter users 
only until something more efficient, cleaner and more 
economical should be invented to take its place. 


THE DUPLI-TYPER IS THE FIRST, LOW 


A Ten Strike 


Here is a ten strike for every stationery and office 
supply dealer! A new invention! ‘The first prac- 


PRICE PRACTICAL 
ACTUALLY ELIMINATES 
CARBON PAPER. 


The DUPLI-TYPER is a simple metallic de- 
vice, holding a replaceable ribbon, which produces 
It is made of one piece of steel, 
has no moving parts and presents no service prob- 


inked duplicates. 


lems whatever. It is entirely in- 
dependent of the typewriter. 

Its first cost is small. It is 
clean ; quick ; easily handled ; pro 
duces permanent, non-smudging 
inked duplicates and _ simplifies 
erasures. 

It is estimated that a sheet of 
carbon paper gives 180 lines of 
type before it is discarded. Com- 
pare this to a DUPLI-TYPER 
ribbon which will produce 400 
lines of type—a saving of about 
35% in the duplicating medium 
alone. 

From tests made with various 
operators, it is estimated that the 


DEVICE 
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USE OF 








The Dupli-Typer 


IS THE LOWEST PRICED 

DEVICE EVER CONCEIVED 

WHICH ACTUALLY ELIMI- 

NATES THE USE OF CAR- 
BON PAPER. 


$ =. Outfit 


DUPLI-TYPER ribbons will 
be sold in boxes of fifty, retail- 
ing at $1.50 per box. This as- 
sured repeat ribbon business 
affords a constant source of 
profit to the dealer. 








tical device which actually eliminates the use of car- 
bon paper is ready for the market. 
It is extremely efficient. 
will prove to be a tremendous ready seller. 
its extremely low price is within reach of every type- 
writer owner in the world. 
owner in the world will want one the moment the 


It is fool proof. 
It is simple to apply. It 
And 


And every typewriter 


advantages of the DupLi-TypeEr 
are explained. 


Here is additional business for 
you with a market consisting of 
every typewriter owner in your 
territory. And do not forget the 
replacement ribbon business which 
will increase as the use of the 
Duptt-TypeEr grows. 


Here is a new source of profit 
you should inquire about imme- 
diately. Write today. Your ter- 
ritory may still be open. Dis- 
counts on the Dupui-TypeEr and 
Ribbons justify your interest at 
once. 


DUPLI-TYPER SALES COMPANY 


OF NEW YORK, INC. 


11 West 42nd Street, NEW YORK CITY 


upli-Type 


ELIMINATES THE USE OF CARBON PAPER 
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the code calling system, an arrangement of calling to the nearest tele 
phone any one in a business establishment who may be away from his 
office or desk; a typical wiring plan, demonstrating an arrangement 
of telephones and simple key switches which provide many of the 
conveniences of the switchboard; several types of teletypewriters 
by which written messages may be transmitted instantly between two or 
more points; a telephone instrument equipped to assure easy use by 
persons with impaired hearing; an electrically lighted map of the United 
States, showing toll rates to important cities, 

O. D. PATENTS CORPORATION, New York, N. Y., showed the De 
sign-Aidor. 

OFFICE APPLIANCE COMPANY, THE, Chicago, Ill. and New York 
N. Y.. explained Office Appliances, the news and technical trade journal 
und its services to readers Cc. H. Everly, vice-president and eastern 
manager, was in charge iwssisted by George C. Wheeler 

OHMER FARE REGISTER COMPANY, Dayton, Ohio and New York 
N. Y¥ The company’s cash registers were shown in various models 
George F. Jacobs, branch manager, was in charge. 

CXFORD FILING SUPPLY COMPANY, Brooklyn, N. Y., showed the 
new Oxford sliding drawer storage files. In attendance were R. A 
Jonas and R P. Jon is 

PLECHNER, M. M. (See Standard Mailing Machines Company.) 

PNEUMATIC TYPEWRITER COMPANY, North Tonawanda, N. Y 
displayed the Pneumatic automatk electric reproducing typewriter sys 
tem Attending were Messrs. Swanson and VonKleist 

POSTAGE METER COMPANY, Stamford, Conn. and New York, N. 
Y showed Pitney-Bowes mailing equipment, metered mail equipment, 
poitage metebs, mailing equipment, mail tables, sealing machines 
stamp affixing machines, cancelling machines, parcel post mailing ma- 
chines New York Manager S. W. Sells was in charge 

POSTAL TELEGRAPH-CABLE COMPANY, New York, N. Y., fea 
tured the new Mackay radio combination short wave and inter-mediate 
wave radio telegraph equipment for ships, especially des'gned for long 
wave communications Regular telegraph and cable equipment was also 
displayed Attention was called to the services rendered by the com 
pany including airplane reservations, air express, air freight, A. B. A 
cheques, commercial news bulletins, marine bulletin service, New York 
theatre reservation service and personal service bureau. The new 
serial day letter service was explained. S. H. Geller, representing R. 
G. MeLaughlin of the metropolitan district of the company, was in 


charge 

POWERS DIVISION, REMINGTON RAND, INC., Buffalo, N. Y. and 
New York. N. Y Powers accounting machines were demonstrated in 
an interesting manner The Dexigraph, a system for photographic 


reproduction of record cards, was also featured 

QUIK-LOK FILE COMPANY, THE, New York, N. Y Here were 
shown collapsible storage files for documents, deposit slips, charge 
vouchers, orders, letters, drafts, checks, etc Also showed the new 
Grantex storage binders and LokQuik steel document binder. s. 
Scheinman was in charge. 

RECTIGRAPH COMPANY, Rochester, N. Y. and New York, N. Y 
demonstrated the Commercial Rectigraph machine, electrically oper- 
ated. The exhibit was in charge of A. A. Krieg. 

REO MOTOR CAR CO., New York, N. Y., showed Reo Commercial 
delivery truck 

REINER'S ROTAPRINT, INC., New York, N. ¥Y.—Here were shown 
the several models of the Rotaprint including Sheet-Feed Model No. 2; 
Standard model; Duplex model 

RIPEN COMPANY, KENNETH H., New York, N. Y., explained office 
planning and layout service 

SCHOLFIELD SERVICE, New York, N. Y., showed the new Wheeldex, 
a new method and system of card record keeping. Miss Scholfield was 
in charge, assisted by Miss Hawley. 

SET-O-TYPE COMPANY, Dayton, Ohio, and New York, N. Y., showed 
the Set-O-Type system of type setting and distribution. 

SHAW-WALKER COMPANY, THE, Muskegon, Mich. and Scarsdale, 
N. Y., displayed simplified indexes in typical set-ups for the corre- 
spondence of businesses of all sizes; showed for the first time the new 
Shaw-Walker double-top folders and Northern Spruce Kraft folders: 
the actual manufacture of 3x5 cards; Master-Craft line of loose leaf 
equipment displayed for the first time, featuring special sheet work, 
catalogue and price list binders, hand posting equipment, machine post- 
ing equipment and a novel combination tray and binder. Flat visible 
record equipment also had its initial showing, as an addition to the 
Shaw-Walker vertical visible displayed in typical set-ups for real 
estate records, credit records, etc One section was devoted to a 
display of modern developments of interest to bankers, including 
new insulated equipment, new counter equipment, new facilities for 
filing trust securities, ete Another section specialized in simplified 
records, specialized indexing and mechanical aids for retail stores. The 
electrically planned Skyscraper desk with luxurious new grained finishes 
for executive offices, also came in for its share of attention, as did the 
new Shaw-Walker radio desk L. K. Straus, J. H. Hume and R. J. 
Moulton were in charge 

SILENT BROADCASTER COMPANY OF NEW YORK, New York. 
N. Y., showed the Claud-O-Graph, a new electrical traveling message 
device for window displays, etc 

STANDARD MAILING MACHINES COMPANY, Everett, Mass. and 
New York, N. Y In addition to envelope sealers, stamp affixers and 
other mailing room equipment, the company had on display several 
models of rotary duplicators. The New Process duplicator was shown 
for the first time. Marcus M Plechner, sales agent for the New York 
district, was in charge, assisted by the selling staff of the New York 
city agency Also in attendance were A. W. Vanderhoof, sales man- 
ager, and Frederick W. Storck, president, from the home office. 

: STANDARD REGISTER COMPANY, THE. Dayton, Ohio and New 
York, N. Y., showed a complete line of both hand operated and elec- 
tric autographic registers, including the new duplex, two registers in 
one. Displayed for the first time was a new pin-wheel platen said to fit 
any make of typewriter, to enable the use of continuous forms and to 
insure accuracy or alignment of multiple copies. This company also 
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TODAY! 


New and Novel Products 
SELLY 














| wl 
These new MUNSON items 
attract buyers today 


Many dealers are winning new cus- 
tomers and making extra profit on 
the Munson Stamp Pad and the 
Munson Phone Cabinet. 

The Munson Phone Cabinet pro- 
vides a rubber base and holder to 
prevent slipping—an index for num- 
bers—a memo pad for notes and a 
pencil always in its place for dialing. 
It’s a necessity for the office and 
home. Retails for $3.50. 

The Munson Stamp Pad, with its 
patented spring cover, opens with 
a touch of the finger. The stamp- 
ing surface is reversible—two pads 
in one. Ink reservoirs in base assure 
perfect ink distribution. You al- 
ways attain perfect impressions. 
Comes in two sizes. 





Munson Ink 
Automatically 
feeds to the 
stamping sur- 
face from 
reservoirs in 
the rubber 
base, giving 


ti 
Tak die- 





Order a stock of these new fast 
selling numbers now! Capitalize 
on their selling appeal. Write for 
complete information. 


MUNSON STAMP. PAD CO. 
147 Fulten Street 
NEW YORK CITY 
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USINESS HOUSES which have 


need for fine appearing offices can 





JEP LAZA. 
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make good use of the beautiful Cam- 





bridge suite, im use in the oflices of 
the Northwestern Bell Telephone 
Company at Cedar Rapids, Iowa. 




















The furniture lines are dignified, hand- 





some and correct — thus the ensemble 





gives an appearance that is inspiring and 





distinctive. This is the type of ollice 


furniture that is selling. 
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Here's Your Entree 






to Bigger, More Profit- 





able Furniture Sales.. 


USE IT! 





“Human error is 4 
waste factor that modern 


ss must reduce to 
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ee pie 
an absolute minimulm, says 


ErHaN BATES STANLEY 


nd beauty of wood. 
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Furniture Associates, Inc., Department 86, 
420 Lexington Avenue, New York City. 


WOOD OFFICE FURNITURE ASSOCIATES, INC. 
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Remington 


Ss 


ON THE 


Nation-wide Radio Program 
Is Bringing Hundreds of Live 
Prospects to Remington Port- 
able Dealers Everywhere . . . 


jm in on the Remington 
Typewriter Radio Program! “Pick up” 
the theme song “I’ve Got Rhythm”! 


Thrill to the scintillating music of the 
Remington Rhythm Rounders 

under the direction of Frank 
Black. . 


known program creator 
Cc 


nationally 


and director. 

Listen to the clever 
Remington typewriter 
accompaniment “play- 
ed” by the skilled hands 
of Miss Olga Elkouri, profes- 


sional speed typist and instructor. 


Thousands of radio listeners are “dial- 

ing in” tonight on one of the most 

original and entertaining programs on 
< Cc 

the air. A program that has done more 


GS 





Monday . Wednesday 
WBBM Chicago WTIC Hartford | 
8:00 P.M 7:30 P.M. } 
WSB Arlanta 7°15 WLW Cincinnati | 
8:15 
Tuesday Thursday 
; WWJ] Detroit?7:30 “* “* 





| 


WBAL Baltimore , 


30 


WEE! Boston7:45 “ 


KMOX Str. Louis 


30° 


KDKA Pittsburgh 


10 00 * 
KJR Seattle 9:15 ° 


KSTP Sc.Paul 9:30 “ “ a | 
Remington Rhythm Rounders 


Friday 


KH] Los Angeles _ 


1 
WOR New York 


7-45“ 
WGR Buffalo8:15 “ 
W FAADallas 7:45 “ 


KPO San Francisco 






IR: 


toward actual- 

ly selling Rem- 

ington Portables than 

has any other form of advertising. 


A fascinating dramatization 
of how typewriting is easily 
and quickly learned with 
music is the keynote of the 
program. Announcements 
that free lessons, “Typewrit- 
ing To Music”, may be secur- 
ed from Remington Portable 
dealers are made during each 


--*2-- 
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Tue RemMINGTON RHYTHM Rounpers, Frank Black directing, 


ready to “hit the air” 
“T've Got Rhythm” 


with the Remington theme song 


broadcast. A huge radio audi- 
ence is responding in over- 
whelming numbers. Countless 
“typewriter-minded” prospects 
are visiting Remington Port- 
able dealer stores. More 
people are talking about the 
Remington Portable than ever 
before in the history of the 
portable machine. 


And the Remington dealers 
are selling more Remington 
Portables. 


THE REMINGTON PORTABLE IS ON THE AIR... 
TUNE IN//! 


Remington Portable 


idi- 
yer- 
less 
cts 
ort- 


ore 
the 
ver 
the 


lers 
tron 
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manufactures continuous folded and roll stationery for all makes of 
billing machines and typewriters. New York Manager Robert M. Henry 
was in charge. 

SWANSON & VON KLEIST (See Pneumatic Typewriter Co.) 

SYSTEM MAGAZINE (See McGraw-Hill Publishing Company.) 

TABULATING MACHINE COMPANY, THE (See International Busi- 
ness Machines Corporation.) 

TICKETOGRAPH COMPANY (See International Business Machines 
Corporation.) 

UNIVERSAL FIXTURE CORPORATION, New York, N. Y¥ Uniflex 
adjustable steel shelving, requiring no bolts and nuts in assembling 
shelves, was on display Vice-President Arthur Heine was in charge. 

VARITYPER INCORPORATED, New York, N. Y.—Specimens of 
original Varityper letters and Varityped process letters were shown 
as well as several models of the Varityper. Miss Mae Lennon was in 
charge Also in attendance were Vice-President J. E. Neahr and Met 
ropolitan Manager F. Singhi. 

VEEDER-ROOT, INC., Hartford, Conn. and New York, N. Y., showed 
keystroke counters for all makes of typewriters; Burroughs Moon 
Hopkins; Elliott-Fisher; Remington bookkeeping machine; Underwood 
bookkeeping machine; counter to count postings on Dalton bookkeep- 
ing machine; on the Burroughs bookkeeping machine; counter to count 
items on Burroughs listing machine; counter to count units on Ditto 
machine; to count punchings on card punching machines; telephone 
counter: hand tally for stock taking, etc., etc. D. J. Ogilvie and J. T. 
Quinlan of the J. T. Quinlan Company, were in charge. Assistant Sales 
Manager Post was also in attendance. 

VISIBLE RECORDS EQUIPMENT COMPANY, Chicago Il. and New 
York. N. ¥Y.—The company’s complete line of Flex-Site products, show 
ing Flex-Site "units holding all sizes of record sheets visibly was dis 
played Especially featured were the flat writing surface, embossed 
index sheets and non-rust steel rimmed covers on the units, as well as 
the new device for holding and housing the units. Two styles of 
multiple units, one with flexible covered units and the other the rocker 
type multiple unit for stiff covers were shown. New York Manager 
R. W. Brown was in charge Also in attendance was Sales Manager 
Cc. H. Law from the home office 

VIVID INCORPORATED, Chicago, Ill. and New York, N. Y., showed 
the several types of Vivid gelatin duplicators, including the non-con- 
veyor models and the conveyor type machines. C,. R. Watkins, manager 
of the New York office, was in charge, assisted by C. M. Jaffer, Walter 
Millmore and F. D. Pratt Also in attendance were President J. J 
Flanigan and General Sales Manager E. E. McNally of the home office 

WATERMAN COMPANY, L. E., New York, N. Y., displayed various 
lines of pens in several colors; the Lady Patricia pens; popular designs 
of desk sets: all colors of ink and a Signagraph, Jr. check signer. In 
charge of the exhibit were M. O'Connell, C. A. Granath and W. O 


Huston 

WESTERN UNION TELEGRAPH COMPANY, INC., THE, New York 
N. Y.. displayed the Simplex printer telegraphic apparatus: stock and 
commercial news tickers in operation; self-winding clocks in the new- 
est designs The sending and receiving of cable messages were also 


explained 

WESTINGHOUSE ELECTRICAL SUPPLY COMPANY, New York 
N. Y., showed the Westinghouse line of electrical motors, ventilators 
water coolers, fans and clocks 


New York Business Show Guest Book 


W. H. Alexander, New York; Ethelbert Allcock, Berger Manufacturing 
Company, New York; Mr. and Mrs. Chas. H. Ames, U. 8. Typewriter 
Parts & Supplies Company, New York; W. F. Anderson, Elin Company, 
West Orange, N. J. 

L. A. Barnett, Mimeo Service Bureau, New York; Harry Bates, Rem- 
ington Typewriter Company, New York; J. R. Battelle, Remington Rand 
Incorporated, New York; Walter J. Bennett, New York; A. M. Berend, 
New Rochelle, N. Y.; Roger W. Biett, B. G. Volger Manufacturing Com- 
pany, Passaic, N. J.; M. Bigelow, General Fireproofing Company, New 
York; Charles H. Blad, Polar Manufacturing Company, Suffern, N. Y. ; 
H. L. Bradstreet, The Dunleavy Company, Boston, Mass.; J. J. Brady, 
Munson Supply Company, New York; A. A. Bratton, 247 Broad street, 
Columbus, Ohio; W. E. Bret, Office Appliance & Equipment Company 
New York; A. B. Brightman, Barr-Morse Corporation, New York; A. P 
Brooks, Wilson & Adams Company, New York; Nelson Bushnell, Bush 
nell Company, Philadelphia 

Frank F. Casey, LaPorte & Austin, New York; James W. Cash, Stewart 
Warren & Company, New York; Andrew Cerruti, Underwood Typewriter 
Company, New York; Samuel L. Cohen, Union City Typewriter Exchange, 
Union City, N. J.; Ira Cole, Mittag & Volger, Incorporated, Park Ridge, 
N. J.; Tom 0. Cole, Globe-Wernicke Company, Utica; J. F. Collins, Safe- 
Guard Check Writer, Brooklyn; Ted Conger, L C Smith & Corona, New 
York; John M. Cooper, Atlanta, Ga Arnold L. Copeland, Rochester ; 
Jeannette D. Copeland, Rochester; E. A. Corbett, General Fireproofing 
Company, New York ; David T. Crossman, Crossman & Clayton, New York 

Ernest Dalton, Union Ribbon & Carbon, Philadelphia; E. D. Dorsey, 
Coxhead Press, Philadelphia; D. H. Douglass, New York ; George Drachus, 
Brooklyn ; Gaile Duncan, Gardner Company, Springfield, Mass.: J. Frank 
Dunleavy, The Dunleavy Company, Boston; E. R. Dwyer, Zeese Wilkinson, 
Long Island City 

J. S. Epstein, Old Town Ribbon & Carbon Company, Great Neck, Long 
Island ; N. Ericson, Remington Typewriter Company, New York. 

John B. Fairbairn, Underwood Elliott Fisher, New York; Helen C. Fitz- 
simmons, Remington Rand, New York; H. A. Fleischhauer, Brooklyn; 
Henry Frank, New York; William Franz, Royal Typewriter Company, New 
York; A. F. Fraser, Columbia Ribbon and Carbon Company, New York; 
B. V. Frooks, Copygraph Corporation, New York; Herbert E. Frost, Speed 
Key Manufacturing Company, Brooklyn 

C. 0. Gardner, Westinghouse Electric Company, Elizabeth, N. J.; 
George W. Gaskill, Underwood Typewriter Company, New York; Monroe 
Goldman, New York; James R. Gooding, New York: W. C. Gookin, Phila- 
delphia ; Donald Grant, McMillan Blank Book Company, Syracuse, N. Y 
_C. C. Harper, Error-No, Inc., Little Falls, N. Y.; E. G. Harrington. 
National Business Show Company, New York; C. W. Hatch, New York: 
A. B. Holmes, Columbia Ribbon & Carbon Company, Glen Cove, Long 
Island; Wm. P. Hoy, General Fireproofing Company, Youngstown, Ohio; 
T. A. Hughes, Underwood Elliott Fisher, New York; W. N. Hunter, Mun- 
Kee Products Corporation, Newark 

Percy R. Jacobs, John R. Rembert Company, New Haven, Conn.; H. H 
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FEATURE 
THIS NEW 
POPULAR CABINET 





THE 
COMBINATION TELEPHONE AND STORAGE CABINET 
DESK HEIGHT — 3014 INCHES 


You can sell many of these handy Combination 
Telephone and Storage Cabinets if you will display 
them, showing the convenient shelf for directory 
and the ample storage space for various private, 
personal equipment or any kind of valuable supplies, 
secure from inquisitive persons and from theft. 


A half shelf inside of the storage compartment and 
a convenient tray shelf on the finished inside panel 
of the door are also furnished. 


A neat and well proportioned piece of furniture: 
very attractively finished in grained Walnut or Mahog- 
any. A chromium plated top is furnished at low 
additional cost. 


The door is fitted with a Yale and Towne grooved 
key lock. 


Write for specifications and prices. 


The Bentson Mig. Company 
AURORA ILLINOIS 


Eastern Wholesale Distributors, A. H. Denny, Inc., 
356 Broadway, near Leonard Street, New York 
Michigan and Ohio Representative, Fred C. Funke, 
P. O. Box 244, Detroit, Mich. 
Western Representative, Vernon J. Selfridge, 
N. Spring St., Los Angeles, Calif. 
Southern Representative, Sapot Sales Co., 
302 Ambassador Bldg., St. Louis, Mo. 








THE STATIONER’S 


SCRAP 
BOOK 


OF 


IDEAS 


PRICE 6 ae POST FREE 


The most valuable 
moneymaking volume 
ever placed before the 
Stationer Trade—Con- 
tains nearly 200 hints in 
connection with every 
department of your 
business. 


Press Comments: 


The book conlains some 178 pages of common sense sugges- 
tions for commercial stationers and dealers in office equipment 
It is conveniently divided inlo four sections, as follows 
Organizalion; Advertising and Publicity; Selling Ideas; Win- 
dow Display and Selling Ideas for Specific Lines. An index 
in the front of the book classifies the subjects treated and gives 
the numbers of the pages where the stalioner may find sugges- 
lions on the particular phase of his business that he may be 
interested in al the lime The subjects run all the way from 
account books to window dressing and are wrillen in such a 
way thal the volume is an excellent reference book 

Office Appliances 


The Serap Book can be dipped into almost anywhere, and 
useful hints on a wide range of subjects, presented in a very 
readable form, will be found on every page 

The Newsagent, Bookseller's Review and 
Stationer'’s Gazette 


It was a distinctly good idea to bring together such a series 
of approved ideas, and the volume should meet with a warm 
welcome —The British Printer 


4 good idea in ilself and admirably carried oul. 
The Stationery Trades Journal 


Send Your Order with Remittance Today 
to the Publishers 


F. W. BRIDGES, Lt. 


GRAND BUILDINGS, TRAFALGAR SQUARE 
LONDON, W. C., ENGLAND 
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Jarrett, Marten’s Type Cleaner Company, New York; J. Jefferson, Cole 
Steel Equipment Company, Long Island City; L. U. Jerman, Hotchkiss 
Sales Co., Norwalk; Robert P. Jonas, Oxford Filing Supply Company, 
Brooklyn. 

Elizabeth Kite, Hamilton, Canada; R. H. Kohl, Star Paper Fastener 
Company, Norwalk; C. H. Korb, Brooklyn; Nat Kremer, Eagle Stationery 
Company, New York; S. Adam Kunze, New York , 

G. L. Larkin, Utica, N. Y.; Madeleine Lee, Remington Rand, New York ; 
F. B. Leedom, LaPorte & Austin, New York; C. G. Lentz, Underwood 
Elliott Fisher Company, New York; Leon Lessack, The Adams-Lessack 
Company, Philadelphia ; Irving M. Levy, Art Steel Company, New York ; 
Jack Linsky, Jaclin Stationery Company, New York 

R. B. Macke, Rochester; F. A. Mahler, Allen & Company, New York ; 
C. H. Mahoney, Getty Square Typewriter Exchange, Yonkers, N. Y.; Ray 
Manning, L C Smith & Corona Typewriter Company Inc., New York; 
F. Lioyd Massell, Buffalo; P. F. Mayer, Ames Supply Company, New 
York; Donald McLeod, Spencerian Pen Company, New York; E. Mc- 
Sweeney, Monarch Studios, New York; F. J. Meskill, Stanley Works, New 
Britain, Conn.; Henry S. Miller, American Writing Machine Company, 
New York; G. L. Mills, L C Smith & Corona Typewriters Inc., New York ; 
W. H. Muenze, Underwood Typewriter Company, New York. 

J. E. Neahr, Varityper, Inc., New York; Helen Nelson, Remington Rand, 
New York; J. H. Newmark, Dupli-Typer Sales Company, New York; F. R 
Nichols, Columbia Ribbon and Carbon Company, Glen Cove, Long Island ; 
George A. Nitschke, Automatic Pencil Sharpener Company, New York. 

Elmer L. Pape, New Britain, Conn.; E. J. Pirrung, Graphic Duplicator 
Company, New York; Joseph Posses, Jaclin Stationery Company, New 
York ; C. F. Price, Remington Rand, New York; Stanley J. Pymm, Franco- 
Tantum Products Company, New York 

Joseph Raber, Remington Typewriter Company, Camden, N. J.; E. K 
Ray, New York; R. U. Reed, Bircher Company, Rochester; A. J. Rend, 
New York; Henry Riegel, Sengbusch Company, New York; H. W. Rippey, 
The Bircher Company, Rochester; R. R. Roe, R. A. Stewart & Company, 
New York; Arthur Rose, New York; George Ruck, Columbia Steel Equip- 
ment Company, Philadelphia. 

G. W. B. Samuel, Columbia Ribbon & Carbon, New York; Harry San- 
ders, Rotaprint Inc., New York; S. Scheenman, Kay-Dee Company, New 
York ; H. C. Schwartje, Metropolitan Furniture Service, New York; W. F 
Schweiger, Multipost Company, Rochester; C. E. Sheppard, C. E. Sheppard 
Company, New York; Richard Siegel, Rotaprint A. G., Berlin; W. D. M 
Simmons, Underwood Typewriter Company, New York; J. Sinisi, Elliott 
Company, New York; W. H. Skinner, Washington, D. C.; H. C. Smith, 
New York; Charles E. Smith, Underwood Typewriter Company, New York ; 
H. D. Snyder, Acco Products, Inc., Long Island City ; Muriel Snyder, New 
York ; W. C. Sproull, Burroughs Adding Machine Company, Detroit; A. R 
Steinberg, Monarch Studios, New York; William H. Stewart, Stoll Blank 
Book Company, Trenton; Louis Stock, Line-A-Time Division, Remington 
Rand, New York. 

L. H. Tavernier, Fulton Specialty Company, Elizabeth, N. J.; W. A 
Taylor, United Typewriter Company, New York; J. R. Teeter, Wholesale 
Typewriter Company, New York; C. G. Tollefson, H. L. Judd Company, 
Oradell, N. J.; A. E. Tongue, Underwood Typewriter Company, New York ; 
Maud Tupper, Montclair, N 

Cc Underwood, American Writing Machine Company, New York; 
M. T. Updike, Star Paper Fastener Company, Norwalk 

Dr. Rino Verona, Remington Typewriter and Monroe Calculator, Turin, 
Italy. 

Chester F. Wagner, Acco Products Company, New York; J. F. Walmsley, 
Barcelona, Spain; L. H. Wilson, Remington Rand, New York; Lamont H 
Wood, Midwest Typewriter Company, Kansas City; C. K. Woodbridge, 
Remington Rand, Inc., New York; O. G. Worthington, Manhattan Stencil 
Company, New York ; E. J. Wright, U. 8. Typewriter Ribbon Manufacturing 
Company, Philadelphia; Fred W. C. Wurst, Westfield Hardware Company, 
Elizabeth, N. J. ; George B. Wray, Quigley Furniture Company, New York 

C. F. Yancey, Phillips Ribbon & Carbon Company, Rochester; Art 
Young, Old Town Ribbon & Carbon Company, Flushing, L. I. 

John B. Zellers, Remington Typewriter Company, New York; C. Zimmer- 
man, Brueco Sales Company, New York 


——.g——_—_—_ 
Findex Appoints Agents in Pittsburgh, Penna., and 
Portland, Ore. 

The Systems Equipment Bureau of Pittsburgh, Penna., 
has been appointed exclusive agent for the complete 
Findex line in the western half of Pennsylvania and east- 
ern half of Ohio including Cleveland by the Findex Com- 
pany, 720 South Pierce street, Milwaukee, Wis. The Sys- 
tems Equipment Bureau is operated by Robert D. Moore 
and R. S. Lawson. Both of these men have had extensive 
experience in the office appliance field. 

R. E. Leslie, Portland, Ore., has been appointed Findex 
agent for the northwest including the states of Oregon 
and Washington. Mr. Leslie was at one time the north- 
west manager for the American Multigraph Sales Cor- 
poration. 

> ——— 
“Royal Dealer Sales Jubilee” 

A sales contest under the title, “Royal Dealer Sales 
Jubilee,” was inaugurated by the Royal Typewriter Com- 
pany on October 1. The contest will continue through 
November and December of this year. It is described as 
a three months’ birthday celebration in honor of the first 
anniversary of the merging of Royal standard and port- 
able dealers into one sales organization. Over seven hun- 
dred and fifty articles, totalling ten thousand dollars in 
value are offered as prizes in this contest. 

The contest is open to all dealers handling products 
made by the Royal Typewriter Company. 





SES 


Cole 
\kiss 
any, 


ener 
hery 


ork ; 
rood 
sack 
ork 


ork 

Ray 
ork ; 
New 
Mc- 
New 
any, 
ork 


and, 
5 
ind ; 


ator 
New 
nco- 
hk 
end, 
pey, 
ny, 
uip- 
san- 
New 
s . 
yard 
M 

liott 
‘ith, 
ork 

New 
a 
ank 
yton 


A 
sale 
iny, 
rk ; 
rk ; 


rin, 


nd 


la., 
ete 
st- 
m- 


re 
ive 


ex 
on 
th- 

r- 


m- 
gh 

as 
rst 
rt- 





Colorful Scrap 


in home, school. 











ADDITION to offering an attractive profit per sale, 
Weis Scrap Books can be sold in a most gratifying 
volume because of their many uses, not only in the office, 


but in the home, school and library. 


Every man, woman and child is a 
prospect, and the fall and winter 
months offer particularly good oppor- 
tunities for volume sales in that the 
books are ideal for safeguarding 
camera views and mementos the 


average person collects. 


In the matter of features, Weis Scrap 
Books are without equal. The wood 
backs of the bound books are grooved 
and the leaves are glued and riveted 
into the grooves so that they can’t 
pull out. Demonstrate this to your 


customers. It’s always a very strong 





selling argument. 


e The F/ Manufacturing Company 














Books for every need 


office, library. 





HE loose leaf books are fitted with our patented “‘Keep- 
shape” seamless tube binding posts that allow for 
double expansion and keep their shape indefinitely. Leaves 
are strongly reinforced at the post holes to prevent tearing. 


Both styles of books are available in 
new patterns of the beautiful Modern- 
, istic and Crepe-finished Cloth covering 
*\ Aaa materials which materially increased 
,. — ; our scrap book sales. 

_" , \) 

ew Te \\ To help you conduct a successful sale 
Roy of Weis Scrap Books this fall and 
Pyne winter, special sales helps in the way 
| : of newspaper advertisements, envelope 
enclosure and window display material 
have, been made available—free. 
Check and double check your scrap 
book requirements today and lay the 
groundwork for increased fall ‘ and 


Christmas profits. 








162 Union Street. Monroe. Michigan 
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Christmastime 


You will find bookease prospects in the home if you will make the effort to 
locate them. You don’t need to carry a stock. Use our Bookcase Catalog 
and free advertising literature to solicit this profitable business. 


Anytime 


You will find bookcase prospects in the lawyers office, the church, school and 
club. Many stationers reap good profits selling Weis Sectional Bookcases 
trom catalog. And the free advertising literature is economically distributed 
thru outgoing mail and packages. 


Let us send you complete information. 


The fa Manulacturing Co.. 162 unions. Monroe. Mich. 
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Voice writing 


3893 FIRMS UN 


211 Cheeee 


BOUGHT EDIPHONES THIS YEAR 





GENERAL OFFICES 


find executives and assistants able to clear their minds of 
dictation, reports, memoranda, ideas and instructions re- 
gardiess of what stenographers may be doing. Again, two 
people are not required to do a one-person job. As a result, 


secretarial assistance becomes more productive. 


SALES ORGANIZATIONS 


today, who are driving for increased business, find Ediphone 
service invaluable. It not only gives them more time in the 
field, but also enables them to supplement their personal 
contacts with well planned correspondence that fits the 


prospect's problems. 


BECAUSE 
MANUFACTURERS 


find it just as unprofitable to use notebook 
dictation in the office as to have two men 
doing a one-man job in the plant. With Edi- 
phone service, they have accomplished more 
in building business in less time, with less 
energy, and with less expense. 


PROFESSIONS 


including lawyers, doctors, engineers and literary men 
find with Ediphone service, that briefs, medical histories, 
engineering proposals, or manuscripts can be dictated 
at any time and in less time. These advantages are 
essential because time to them is vital. 


SMALL OFFICES 


find it is not the volume of correspondence that deter- 
mines their need for Ediphone Service but the value of 
their time. Responsibilities frequently fall on one or two 
men. With Voice writing correspondence, reports, ideas 
areall handled as they come up or at any convenient time. 


In studying the special problems of these 3893 Ediphone users we 
have secured many valuable ideas. Write us without obligation. 





ws Ediphone 


CHICAGO BUSINESS SHOW—SPACE No. 113, NOVEMBER 9th-14th 


THOMAS A. EDISON, INC., 


ORANGE, N. J. 
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THE ELITE ROTARY 
DUPLICATING MACHINE 


THE MODERN IMPROVED MACHINE TO MEET THE 
MODERN NEED FOR SIMPLICITY—SPEED—ECONOMY 








aYeo 





AGENCIES 
NOW OFFERED 


To the established pro- 
gressive distributor or 
dealer, we are now pre- 
pared to offer exclusive 
sales franchises. Ana- 
lyze the sales possibili- 
ties of a machine of such 
merit. Write or wire for 
full information. Act 
now while opportunity 
knocks. 






This new Elite Rotary gives the busi- 
ness world a better, surer and finer way 
to reproduce perfect copies. At the rate 
of 4,000 to 5,000 an hour from type- 
written or traced stencils, perfectly clean, 
clear and uniform impressions are pro- 


duced through the Elite Silk Screen. 


Employing the justly famed two-drum 
principle, this new machine has a smooth- 
ness and precision of operation that sets 
new duplicator standards. Registration 
is absolute, and may be readily adjusted. 
Feeding is positive. Operation is simple 
and fast. Absolutely guaranteed for 
three years. 


Consider these features: 1—One revolu- 
tion per copy. 2—Feeds one sheet at 
a time, from thinnest tissue to card- 
board. 3—Absolute, true registration. 
4—Automatic inking device that dis- 
tributes over the entire printing surface. 
5—Copies produced through silk screen 
which does not clog. 6—Uses paste ink. 
7—Adjustable printing position. 8— 
Impression roller does not contact sten- 
cil in case of misfeed. 9—Counter 


registers only printed copies. 


Write for complete information. 


BRUECO SALES COMPANY 


141 EAST 29th STREET 
NEW YORK 
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The Field in Retrospect 

Paragraphic Bits About the Office Equip- 

ment and Supply Activities of the United 
States in Years Past 


{From The American Stationer, November, 1881—Absorbed by Office Appliances] 
Fifty Years Ago 

The Shannon file, which had been in litigation a long 
time, was cleared by a decision recognizing the rights of 
the inventor. 
Instances were reported in which dry goods houses 
were installing stationery and book departments. As a 
means of reprisal stationers were urged to stock job lots 
of dry goods to meet the new competition. 

A bronze medal was awarded E. Remington & Sons at 
the Adelaide international exhibition. The typewriter on 
which the award was based was an old model, taken from 
the stock of the local representative. Had this been one 
of the recent models, the editor assumed that it would 
have won a gold medal. 

{From The American Stationer, November, 1906 


Twenty-five Years Ago 


Stationers had organized local associations at 


Absorbed by Office Appliances] 


suffalo 
and Richmond. 

The firm of Mittag & Volger, manufacturer of inked 
ribbons and carbon paper, Park Ridge, N. J., had incor- 
porated as Mittag & Volger, Inc. 

The Crown Ribbon & Carbon Manufacturing Company, 
Rochester, N. Y., was erecting a new building, 60x120 feet. 

The Underwood Typewriter Company had expanded its 
branch at New York by taking the entire upper floor at 
21 Murray street. 

The Irving-Pitt Manufacturing 
into a fine new factory building at Kansas City, Mo. 

A. W. McCloy & Company, Pittsburgh stationer, held a 
formal opening of its new store at 642-44 Liberty street. 
[From Office Appliances, November, 1916] 

Fifteen Years Ago 
The National Association of Stationers and Manufactur- 
ers had held its twelfth annual convention at Atlanta, Ga. 
The Company announced a 

profit sharing plan for its employees. 

The Steel had 
through the consolidation of the U. S. Steel 
Company, Syracuse, N. Y., and The Fireproof Furniture & 


Company had moved 


Underwood Typewriter 


been formed 


Furniture 


Equipment Corporation 


Construction Company, Miamisburg, Ohio. 
The Hutchison Office Specialty Company had been in- 
manufacture the “Spool-O-Wire” paper 
fastener. William Maync, formerly with Favor, Ruhl & 
Company, was president of the new organization. 
The Vance K. Miller Company, Inc., had opened an 
office equipment business at 114 Poydras street, Dallas, 


corporated to 


Texas 


—_ ~~ 
Price Maintenance by British Body Upheld 

The Stationers Association of Great Britain and Ireland 
has found great satisfaction in a decision by the commit- 
tee appointed by the Board of Trade to inquire into the 
subject of price maintenance. The started 
hearings March 21, 1930, inquiring into the practices in 
various lines of trade which had the effect of preventing 
supplies reaching those retail traders who would not con- 
The committees 


committee 


form to restrictions imposed on them. 
held twenty-five sessions. The principle of price main- 
tenance was upheld by the committee, and the Stationers 
Association of Great Britain and Ireland is free to con- 
tinue with its protected list and other devices leading to 
the maintenance of prices by retailers. 
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The 
Office Appliance Salesman 
Finds New Opportunity 
with 
CORRY-JAMESTOWN 


“2* on 









ORRY-JAMES- 
TOWN MFG. 
CORP. has established 
an enviable reputation 
in the design and pro- 
duction of Steel Cabi- 
net Work, and out of 
many years’ experience 
has developed a line of 
stock filing cases, cabi- 
nets and metal furni- 
ture that gives unusual 
values in competitive 
commercial require- 
ments. 


FRONT 


The New No. 601 “Ar- 
mor’’—better than ever 
—at a lower price. 


Common sense tells 
the equipment dealer 
today that a_ single 
manufacturing organi- 
zation, specializing in lines without unneces- 
sary overheads, can protect and service its 
dealers to best advantage. 


The CORRY-JAMESTOWN Line is purposely designed 
with varying features on the theory that all uire- 
ments are not to be satisfied with one particular design 
or combination of features. Our ““STEEL AGE” is the 
de luxe of the highest-priced cases. The *““VIKING,” 
with many high-priced features, is the greatest value in 
the suspension file field. The “ARMOR” is, for the ma- 
jority of dealers, the “‘greatest excellence for the price”’ 
that has been introduced into the filing case field. 


Use the coupon for a new edition of reference catalog 
that makes selling easier. CORRY-JAMESTOWN 
MFG. CORP., Corry, Penna. Cable Address: CORJAM. 


WAREHOUSE STOCKS CARRIED IN NEW YORK—CHICAGO 
—PHILADELPHIA—SAN FRANCISCO—LOS ANGELES 








PIN COUPON TO YOUR LETTERHEAD 


CORRY-JAMESTOWN MFG. CORP. 


Corry, Penna. 


Please send me copy of new Catalog, Price List and Dis- 
count Sheet. 


Name.. 


Address... 


ORRY-JAMESTOWN 
STEEL, FURNITURE 




















Reputation— 


The greatest benefit which can ac- 
crue to a Retail Store comes from 
the reputation of selling only 
reliable and worth while merchan- 
dise. 


APSCO 


AUTOMATIC 
Pencit SHARPENERS 


Through the maintenance at all 
times of high standards in the 
material and workmanship of each 


APSCO model— 


By a policy of consistent and fair 
prices which afford a reasonable 
profit— 

We have built America's most 
successful Pencil Sharpener business 
for the Retailer. 


THE BENEFITS FROM OUR POLICIES AC- 

CRUE TO EVERY STATIONER WHO TAKES 

ADVANTAGE OF THEKNOWN 

SUPERIORITY OF APSCO AUTOMATIC 
PENCIL SHARPENERS 


Automatic Pencil Sharpener Co. 
CHICAGO ILLINOIS 
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Pens and Pencils Get Peppy Publicity 

Fountain pens and lead pencils have been receiving some 
fine publicity in newspapers recently, as “pure reading 
matter.” In one instance Ashton Stevens, a special writer 
for the Chicago Herald and Examiner, expressed a wish 
for a fountain pen that indicated the amount of ink remain- 
ing in the barrel. Wisecracks galore flooded “A Column 
or Less,” which is Mr. Stevens’ domain. 

Miss Ruxton, of the Chicago branch of The Conklin Pen 
Company, discovered the situation in her reading, and 
posted a clipping hotfoot to the factory at Toledo. R.G 
Compton, assistant sales manager, sensed the publicity 
value of the discussion on visible ink supply, and sent Mr 
Stevens a “Nozac” with the compliments of the organiza- 
tion. In acknowledging the receipt of the pen in his 
column, Mr. Stevens commented on the “pen that winds 
like a watch.” The Conklin pen was the first in the parade 
to the Stevens cubicle, and “got the jump” on the free 
publicity 

> * > 

W. G. Sibley, a veteran editor, contributes “Along thx 
Highway” to the Chicago Journal of Commerce. Some 
weeks ago he commented on the difficulty of finding a 
No. 2 lead pencil which works well on the print paper he 
uses in writing his “copy.” He received many suggestions 
from readers, including one that he give the “Venus” a 
trial. This suggestion came to the attention of Charles 
Wadsworth, of the American Lead Pencil Company, who 
provided the chirographic instrument of suitable unctuous 
ness, with Mr. Sibley’s name stamped on the wood cas« 
A suitable item thanking him for the attention seemed to 
end the discussion on writing instruments 

Later one reader of “Along the Highway” feared that 
the use of “Venus” might have a bad effect on the writer's 
daily work. 

“Your mind should always be clear and neutral. How 
can that be possible if when you begin your daily stuff the 
first thing your eye lights on is your own name in con 
junction with ‘Venus.’ You are just naturally up in the 
air and a thousand miles from home immediately. Be 
lieve me, that old girl has put many a good man on th« 
rocks, and we admirers would all hate to see you wrecked 
that way.” 

Mr. Sibley reassured his contributor: “In any event, 
though our hair shows white, we trust our heart is young 
We know it is young enough to read Shakespeare's naughty 
poem, ‘Venus and Adonis’ again, thanks to the referenc« 
to the Goddess of Love.” A stanza from the Shake- 
sperean poem was printed in conjunction with this com- 
ment 


—__—_.g—___—_ 


Early Typewriter Owned by Hoosier 

A United Press dispatch from Huntington, Ind., reports 
that William Peeler, a resident of that city, has what he 
believes to be the first typewriter built in the United 
States. Included with the original machine is what he 
believes to be the first typewritten letter sent through the 
United States mails. 

The letter was written by his father, Abner Peeler, June 
19, 1866, and addressed to his wife at their home at Web 
ster City, lowa. At that time the elder Peeler was trav- 
eling by stage coach to Washington, D. C., to obtain a 
patent on his machine. The model taken to Washington 
proved to be too large to comply with the patent law. He 
returned home, and spent two years making improve- 
ments 

On his second trip to the capital Mr. Peeler learned 
that the idea had been duplicated, and the patent sold for 
$4,000. Peeler, however, was paid $1,500 for the improve 


ments he had devised. 
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Why You Should 
CONCENTRATE ON HOTCHKISS 


Standardize on a line and you'll cut costs, in- 
crease turnover, build customer-confidence, 
make more profits. In paper fasteners the line 
you should standardize on is HOTCHKISS 


and here’s why!— 











HOTCHKISS is the oldest manufacturer of 
stapling machines and staples. 
HOTCHKISS is the largest manufacturer of 
stapling machines and staples. 


HOTCHKISS has pioneered for over 40 years in 
developing, improving, adapting, perfecting new 
devices to increase your staple business. 



















Horcnxiss Mover No. 1A 

Holds 210 Hotchkiss Wire 
Staples—binds up to 4 
sheets of 16-1b. paper—has a 
reach of 4% inches—weighs 
2 lbs.—adjustable for per- 
manent or lemporary fasl- 
ening 


er 


HOTCHKISS has a complete line of machines to 
meet every stapling requirement. 


HOTCHKISS has the finest line—good looking, 
long lasting, perfect operating paper fasteners. 


HOTCHKISS has foolproofed and made abso- 
lutely clogproof the first wire staplers of their 
kind. 






Horcuxiss Move. No. 2A 
Holds 105 Hotchkiss Wire 
Staples—binds up to 40 sheets 
¥, 16-1b. pape a ~—- of 
\¢ inches—tweighs 1 \4 - 
adjustable for adi dig or 
temporary fastening. 








HOTCHKISS patented improvements in all 
1931 models have never failed to function 
perfectly. 






HOTCHKISS is known—business men every- 
where ask for Hotchkiss Fasteners by name— 
therefore it’s easier lo sell Hotchkiss—and more 
profitable. 


HOTCHKISS slays sold—their quality makes 
less servicing, fewer complaints, more satisfied 
customers. 


HOTCHKISS is dealer sold—and we back you 
up with sales helps and advertising. 





Horcuxiss Move. No. 3A 

~The little machine for big 
usefulness—holds 50 Hotch- 
kiss Wire Staples—adjust- 
able for permanent or tem- 
porary stapling—lightwe ight 
bul sturdy. 






Horcuxiss Move. No. | 
The standard paper fastener 
for years—binds up to 25 
sheels—uses Hotchkiss No. 1 
flat slaples—guaranteed non- 
clogging 


















Let HOTCHKISS help you cut costs and 
make more money. Concentrate on the 
HOTCHKISS line from now on. Write for 


further information or see your wholesaler. 





Hotchkiss Staples are identified 
by the Red “H" on the yellow 
bor. Always stress to your 
customers importance of 
using the genuine for the best— 
and guaranteed—results. 





Hotchkiss Wire Staples 
are NOT soldered bul 
preformed and frozen in 
strips that hold together 
firmly yet detach easily 
with only the slightest 
Pressure on the plunger 
of the machine. They 
are guaranteed against 

ing and all com- 
plaints when used in 
Hotchkiss and other 


slapling machines. 















THE HOTCHKISS SALES COMPANY 
Norwalk Connecticut, U.S. A. 
Sole Domestic and Foreign Distributors 
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liked Ribbons 
and 


Carbon Papers baa 
Lead the World for Neat Writing ——— 
Long Service and True Economy ———SS=S 


= 











The Quality of Miller Line Inked Ribbons and Carbon Papers 
is established by:— 


Its rating in Dun’s and Bradstreet’s. Its organization of trained and experienced 


Its outstanding popularity. Ribbon and Carbon experts. 
[ts constantly mounting output. 

Its more than three decades of experimenta- 
tion, research and experience in the develop- 
ment of Typewriter Ribbons and Carbon 


Its modern plant, completely equipped for the 
production of Typewriter Ribbons and Car- 
bon Papers, for every institutional, industrial, 


Papers. commercial and personal writing purpose. 


With these facts before him, is there any reason why 





any user of inked ribbons and carbon papers should fail 





to provide himself or herself the means of beautiful and 





economical typewriting? 





Inquiries Cordially Invited 





The Miller Bryant-Pierce Company 


Aurora, Illinois Established 1896 


Direct Branch Service Everywhere 
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Census Report on Miscellaneous Stationery 

This report of the United States Bureau of the Census 
shows the sales channels used in 1929 by the 203 plants 
engaged primarily in the manufacture of papeteries and 
other stationers’ specialties—inkstands, penholders, desk 
pads, etc., copying devices, maps—wall, school and others, 
and globes, school supplies, etc. Other stationery goods 
are included in the specific industry classifications, such 
as envelopes, paper, paper goods, lead pencils (including 
mechanical), fountain and stylographic pens, gold, steel 
and brass pen points, and typewriters and parts. 

Sales to wholesalers account for 38.3 per cent, and sales 
to retailers thirty-nine per cent of the sales by manufac- 
turing plants engaged primarily in making stationery 
goods not classified in other industries. Data collected 
by the 1929 census of distribution show that the total 
sales of these plants in 1929, amounting to $74,062,000, 
$28,844,000 was sold to retailers, and $28,330,000 to whole- 
salers. 

Other sales were made as follows: To industrial and 
large consumers, such as libraries, schools, business of- 
fices, manufacturers, etc., 21.7 per cent, or $16,084,000; 
and direct to household consumers, one per cent, or $754,- 
000. 

Of the foregoing sales to dealers, industrial and large 
concerns, $5,288,000 was made through manufacturers’ 
agents, selling agents, brokers or commission houses. 
Twenty plants sold through such agents, five of which 
sold their entire output in this way. 


Summary of Sales Distribution 


Following are figures covering the 1929 distribution of 
sales of the manufacturing plants in the stationery goods 
industry, not elsewhere classified. 

Grand totals—Selling value, F. O. B. factory, $74,062,- 
000; per cent of sales, 100; number of plants, 203. 

[The total of manufacturing plants engaged primarily 
in the manufacture of stationery goods not elsewhere 
classified, is 203. Inasmuch as some plants sell to more 
than one type of customer, this figure is less than the 
total of the comparable figures which follow.] 

Sales to dealers, wholesale—Selling value, $28,380,000: 
per cent of sales, 38.3; number of plants, 122; selling 
wholesale exclusively, 42. 

Sales to dealers, retail—$28,844,000; per cent of sales, 
thirty-nine; number of plants, 106; selling to retail trade 
exclusively, 33 plants. 

Sales to consumers, industrial and large users, such as 
libraries, schools, business offices, manufacturers, etc.— 
$16,084,000; per cent of sales, 21.7; total number of plants, 
eighty-three; selling exclusively to large users, etc., twen- 
ty-three. 

Sales to households—$754,000; per cent of sales, one; 
number of plants, fourteen; selling exclusively to house- 
hold users, three. 

Of the foregoing sales to dealers and industrial and 
large consumers, $5,288,000 was made through manufac- 
turers’ agents, selling agents, brokers or commission 
houses by twenty manufacturing plants, five of which 
sold their entire output in this way. 


— 


“Keytainer” Identifies Accident Victim 

sritish Stationer] An unconscious man was recently 
taken into one of the London hospitals, and there was no 
means of discovering his identity until a nurse found his 
“Keytainer” with its registered number. John Walker, 
Ltd., were immediately rung up, and were able to give 
the man’s name and address at once. This is an added 
advantage to an article which has many other qualities 
to commend it. 
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40 Years 
im the 
‘Manufacture 
of 
Duplicating 
INK 








F. B. CANODE 
BEST INK FOR THE LONG RUN 








Our Duplicating Ink No. 500 is produced 
from our own formula for open type ma- 
chines. This ink is com- 
pounded by a special 
process that so thoroughly 
mixes the various ingredi- 
ents, that it positively 
will never separate— 
never leave an oily out- 
line around the letters, 
but always gives off a rich, 
uniform color, smooth, 
even-flowing, that dries 
fast, but never dries or 
hardens on the pad. 








No.500 Duplicating 
Ink, Square oblong 
container, 1 Ib. size. 


BEST INK FOR THE SHORT RUN 


No. 1700 Duplicating Ink is 
our specially compounded ink 
for the closed type machines. 
Each container holds just 
enough to fill the fountain in 
the cylinder. The same high 
grade, smooth, even flowing 
qualities that predominate in 
all of our inks are outstanding 
in No. 1700. This same ink 
may be had in one-third pound 
containers for portable ma- 
chines. 


BEST INK FOR ANY LENGTH RUN 














No. 1700 Du- 
plicating 
Ink, Round 
screw top, 
% Ib. size. 








Mr. Fred B. Canode is now, and has been 
for the past six years, associated only with the 
INK SPECIALTIES COMPANY 
His 40 years’ experience as a duplicating ink 
specialist qualifies him to solve any duplicat- 
ing ink problem—and compound ink for 
every eh and model machine either do- 

mestic or foreign. 


INK SPECIALTIES CO. 
515 SO. LAFLIN ST. 
STATION - CHICAGO, ILL. 
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SOMETHING 


NEW! 


The AMES 
Flexible PLATEN 


« 


j 


~ ~ J | 
Py 


gre years of costly experimental work en- 

ables us to announce a new platen of per- 
fection, developed by the Manhattan Rubber Mfg. 
Co. of Passaic, N. J. 


The illustrations clearly demonstrate the wonder- 
ful flexibility of this new compound, which, due 
to toughness rather than degrees of hardness, has 
the following distinctive features: 


THIS PLATEN IS SOFT ENOUGH to pro- 
duce perfect type impressions, materially increases 
ribbon life, improves paper feed, prevents type 


wear. 


IT IS ALSO HARD ENOUGH to produce 
better and more carbon copies, making brick-hard 
or brass platens unnecessary. Does not emboss 
paper. Perfect stencils are cut without special care. 

The price of this platen is only 10% higher— 
just enough to cover the increased material cost. 

Ames Flexible Platens are available for all 
makes of machines and in all sizes. 





AMES SUPPLY 
COMPANY 


564-572 W. Randolph St., Chicago 


Branch Office and Export Dept., Branch Office, 
50 Lispenard St., New York 583 Market St., San Francisco 
Great Britain Office: Longs, Ltd. 
79 and 80 Queen Street, London E. C. 4, England 
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Construction Started on New Forest Products Lab 

Construction is under way on a new Forest Products 
Laboratory by the Forest Service of the United States 
Department of Agriculture at Madison, Wis. The build- 
ing will be a part of the University of Wisconsin group, 
and will displace a smaller structure which has been oc- 
cupied a number of years. The former Forest Products 
Laboratory will be converted for the use of the engineer- 
ing school of the university when the new building is 
completed. 

The new Laboratory is U-shape in general plan, about 
275 feet in length and overall breadth. The five stories 
and ground floor will afford a total area of approximately 
175,000 square feet. The external walls will be faced with 
Bedford limestone; large areas of glass are an outstand- 
ing aspect of the design. The building will be fireproof 
structurally, with wood predominating in the interior trim. 
Softwood trim, with paint finish, will be used for the 
ground floor and working portions of the first floor. A 
representative selection of American hardwoods will form 
the trim on the second, third, fourth and fifth floors. 

As a future development it is planned to install wall 
panels and finish flooring of different woods in different 
rooms, so as to display effectively the beauty and useful- 
ness of many of our American forest species. Shelter and 
space are the major objectives of the construction, and 
the elaboration of display trim will be undertaken later. 


a 


Winners in Sheaffer Sales Contest 

Retail sales associates of the W. A. Sheaffer Pen Com- 
pany won more than $5,000 worth of merchandise in all 
thousand dollars 
Retail 
salesmen and saleswomen succeeding in selling a specified 
amount of Sheaffer merchandise during a stated period 
were awarded prizes of Sheaffer “Lifetime” merchandise, 
including pens, pencils and desk sets. This accomplish- 
ment made them eligible also to enter the race for cash 
These ranged from $300 for the grand prize down 
The cash prizes went 


parts of the country recently. Several 


in cash prizes were awarded in the same contest. 


prizes. 
to several hundred prizes of $1.00. 
to individuals who submitted in writing the best plan for 
selling Sheaffer pens, pencils, desk sets and “Skrip.” 

The $300 prize was awarded to Michael I. Evans, 
Pioneer drug store, Delphos, Ohio. The second prize 
of $150 went to Charles Zimmerman, Zim’s pen and card 
shop, San Diego, Calif.; Miss Norma Bluestein, Savannah, 
Ga., received the third prize of $100. In addition to the 
grand prizes and the dollar awards, there were also seven 
prizes of $50.00 each and fifteen of $25.00 each. 

ene 


French Stationers Display Office Machines 

According to The British Stationer, French stationers 
are now displaying modern office equipment in their win- 
dows, replacing gradually the traditional displays of pen- 
cils, pens, inks, papeteries, paper pads, cards, notebooks 
etc. The French stationer appears to realize that the pub- 
lic has taken it for granted that the miscellaneous utilities 
of the stationer are carried in stock, and that the novel 
things, which permit good profits, are entitled to display. 


<> 


“Functions of an Assistant to the President” 

The policyholders service of the Metropolitan Life In- 
surance Company, 1 Madison avenue, New York, N. Y., 
has issued “Functions of an Assistant to the President,” 
considering the scope of this corporate position in a num- 
ber of representative manufacturing industries and public 
This is No. 13 in the company’s 


service organizations. 
Copies can be secured 


series on “Business Organization.” 
through the policyholders service bureau 
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New Steel Costumer 


A quality product with a popular price for today’s market—$10.00 in 
gray or green finish and $11.00 in mahogany or walnut grained finishes. 
(List prices, f. o. b. factory.) Has paneled sides and is fitted with four 
polished bronze combination coat and hat hooks. Built to last a business 
lifetime. It is in keeping with the demand for steel office furniture 
and is just what you need to complete your equipment. Order one for 
your floor display today. 


New UTILITY Index Tabs 


The only complete line of Index Tabs in which the adhesive is applied 
direct to the celluloid. Three types—Strip Type, Shield Type and 
Indexed Type. No cloth or paper skirt is used; therefore 100% trans- 
parent. Strip Type Tabs are adjustable for 14", 4" or 14" projections; 
not necessary to carry stock of three different sizes. Supplied in green, 
blue, yellow and clear celluloid, except Indexed Type, which is in green 
only. 


A handsome, genuine walnut display case given free with the Utility 
Index Tabs Display Case Assortment. Send for literature and prices now. 


The Globe-Wernicke Co., Cincinnati 


Canadian Representatives: Preston Noelting, Ltd., Stratford, Ont. 
Export Dep’t, 30 Church St., New York 
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meal WATCH POSTAGE | 
& SHIPPING COSTS 















HANSON ScALEs 


Excess postage is waste—costly waste. It occurs in various shipping departments 
and is due principally to faulty or unreliable scales. Here is a large, live oppor- 
tunity for the alert office supply man. 



















; 
Hanson users save money in their shipping departments because a Hanson scale ; 
is always accurate and instantaneous in its registering of weights or rates. There 
are no beams or weights to manipulate—nothing to do but put packages on and 
read the weight or postage indicated on the dial. 
No. 550 is a heavy duty parcels post scale with a capacity of 50 pounds, graduated 
by two ounces. It computes the cost for all zones with rates indicated in red 
figures. Graduations and pounds are indicated in black figures on a white back- 
ground. Price $27.50. 5 
No. 475 is a heavy duty express scale with a capacity of 100 pounds. It indicates : 
weight only. The price is $27.50 \ 
7 
Every scale is tested with official weights before leaving the factory. Finished in 4 






olive green. Over all size approximately 8 by 10 by 1534 inches, dial 8 inches 
and brass platform 7 by 10 inches. All Hanson Scales are guaranteed. 







DEALERS: Let us explain how you can with small investment do a highly profitable and 
substantial business with Hanson Scales. Write for information. 









HANSON SCALE COMPANY 
525 N. Ada Street CHICAGO, ILL. Bn 
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Realignment of Mansfield Business 

The office supply business of The Mansfield Typewriter 
Company, 31 South Main street, Mansfield, Ohio, has 
been bought by Carlton Fernyak, operating as The Mans- 
field Office Supply Company. The Burns brothers con- 
tinue the Mansfield Typewriter Company, handling an 
extensive line of office machines. The Mansfield Type- 
writer Company carries new model Underwood standard 
typewriters, new model Underwood noiseless typewriters, 
new model Underwood noiseless portable typewriters, 
Underwood bookkeeping machines, Elliott-Fisher book- 
keeping machines, Sundstrand adding and bookkeeping 
machines, Mimeographs and supplies, Monroe calculators 
and Todd checkwriters and checksigners. 


—— 
Rupert & Rhodes Open at Toledo 

A new partnership operating as Rupert & Rhodes has 
been opened at 332 Board of Trade building, Toledo, 
Ohio. A general line of stationery and office supplies is 
carried. The principals are Mrs. Lyala Wallis Rupert, 
president of The Rupert Advertising Company, West 
Toledo, and Harry A. Rhodes, former vice president and 
treasurer of the Lake States Office Supply Company, from 
which he has severed his connection. Before his entry 
into the stationery field Mr. Rhodes was purchasing agent 

for The Owens-Illinois Glass Company. 


———— 
Revision of Federal Furniture Specifications 
The Federal Specifications Board of the United States 
Bureau of Standards is preparing to revise specifications 
of office chairs, wooden typewriter tables, steel lockers, 
steel storage cabinets, steel filing cases and metal waste 
baskets. The proposed specifications have been submitted 
to all manufacturers known to the board. Manufacturers 
who have not received the proposed specifications can 
write to the board at Washington, D. C., indicating the 
items in which they are interested. The present work is 
open until December 5, and suggestions and comments 
may be made up to that time. 


> 

Movie Use for Blotting Paper 
The South African Printer and Stationer reports an un- 
usual use for blotting paper. During the filming of a 
movie in Buckinghamshire it was extremely hot, and the 
performers were exceeding warm. Between takes the 
makeup man used blotting paper on the faces of the actors 
to absorb the perspiration, and thus prevent the makeup 
from smudging. This job was so hot that the studio 
supply of blotting paper was exhausted, and local station- 

ers did a landoffice business in blotting paper. 


———————<>—_—_—— 

Rem Rand Records Convention Registrations 

The National Association of Insurance Agents held its 
annual convention at Los Angeles, Calif., in September. 
Arrangements for handling the detail of registration of 
the delegates were made by Remington Rand Business 
Service, Inc., with a celerity that was characterized by 
The Insurance Field as “neatness and dispatch.” 


—_——<p>___——_- 
William Mauthe on Governor’s Council 

William Mauthe, of the Demountable Typewriter Com- 
pany, Fond du Lac, Wis., has accepted a place on the gov- 
ernor’s executive council. The announcement was made 
by Governor LaFollette. Mr. Mauthe had done yeoman 
service in the past as chairman of the Wisconsin Con- 
servation Commission. 


henna 
The Real Reason 
Answers—First Typist—I wonder why the boss passed 
you over in the last promotion? 
Second Typist (tearfully)—I can’t think. 
First Typist—Yes, I suppose that’s the reason. 
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A line which has both 
quality and individuality, 
variety enough for every 
requirement and manu- 
factured with the greatest 








care. 


MANIFOLD 
SUPPLIES 











COMPANY 


188 Third Avenue 
BROOKLYN (Station 2) N, Y., U. S. A. 
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THE New LEATHER LINE 


The Right Chair at the Right Price 


Graceful lines, fine workmanship and superior finish distinguish 
this new line of leather upholstered chairs . . . correct balance, 
thorough comfort, pleasing outline . . . a highly attractive and 
inviting appearance, at a very special price. 

You'll find a heavy demand for chairs of this pleasing type. 
The growing tendency toward designs of this kind can be proven 
by showing a number of these chairs on your floor. We recom- 
mend that you place an order for display, being confident you 
will quickly realize the advantage of a representative stock. 
Handsome illustrated booklet with full details mailed on request. 


JASPER CHAIR COMPANY 


Jasper, Indiana 











Sales Representative 
for metropolitan Chi- 
cago territory, William 
H. Brown, 4504 S. 
Wells St., Chicago, 
phone Boulevard 7957. 
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Nelson Joins Staedtler Organization 
In accordance with his policy of employing sales rep 
resentatives with an exhaustive knowledge and wide ex- 
perience in the pencil business, R. J. Urmston, general 
manager of J. S. Staedtler, Inc., 53 Worth street, New York 
City, has arranged for G. E. (“Gus”) Nelson, well known 
to the Metropolitan trade, to represent Staedtler in that 





city. 
Mr. Nelson’s experience in the pencil business dates 
G. E. NELSON 
back many years and he was, for a considerable time, 


in the employ of the Jos. Dixon Crucible Company. In 
bis new connection Mr. Nelson carries with him the best 
wishes of his many friends in the trade, and his knowledge 
and appreciation of dealers’ sales problems should be of 
considerable aid to Staedtler dealers in the Metropolitan 
district. 
——_——~<> —__—— 
Slater Wins Northwestern Essay Contest 

Values attached to the Remington portable in a recent 
essay contest among students at Northwestern University 
may be used by portable dealers and salesmen everywhere 
in their contacts with students in elementary, high schools, 
business schools, colleges and universities. 

Fletcher D. Slater was judged the winner of the North- 
western contest, by E. L. Weiser, Chicago 
Remington portable dealer specialist, co-operating with 
Chandler’s Book Store at Evanston, Ill. Chandler’s ad- 
vertised the contest by means of book marks distributed 
to students and the contest remained open for two weeks 
typewriter. 


conducted 


Slater’s prize was a Remington portable 

“Why a Remington Portable Is Best Adapted to the 
Needs of a College Student” was the subject of the essays. 

“T think the student wants a machine which will put out 
work to gladden the eye of the professor,” declares Slater 
“He wants a portable on which he can depend; one that 
will be easy on the pocketbook all the days of his life. 
And when he has to tote it about he wants less a trunk 
than a briefcase.” 

In all the essays submitted, lightness, compactness and 
the standard keyboard were points most forcibly stressed. 
Other features emphasized were the appearance of the 
work, speed, easy action, durability, economy, the gear- 
driven printing mechanism, paragraph key, carriage lock 
and special keyboards which are available. 

- ~~ 
Burke in New Position 

Eugene Burke, formerly with the Atlanta Office Sup- 
ply Company, has been appointed manager of the station- 
ery and office supply department of the Bennett Printing 
and Seal Company, of 42 Pryor street, N. E. This is one 
of the oldest firms in Atlanta.—J. H. R 






















NOVEMBER, 1931 131 


By 
Bank 


Equipment 
with a 


NEW 


significance! 





Complete SECUKIT) Bank Equipment Installation at the First National Bank & Trust 
Company, Ridgewood, New Jersey. Morgan French & Co., Inc., Architects, New York City 


Not merely a counter here . . . grille work there and a table over 
yonder . . . but planned by experts so the completed installation 


a Se a permits of maximum efficiency and dignified appearance. 
se SECURITY bank equipment specialists work with the dealer and 
Safes customer to insure a successful installation. This gives the SE- 
Be wens CURITY Dealer an advantage. His thoroughness of detail makes 
Filing Cabinets lasting friends. The SECURITY Franchise in your territory may 
y sae BY oe be available. Just write... 
ee ae STEEL EQUIPMENT CORPORATION 
Planned Equipment AVENEL, N. J. 
onan Branches: NEW YORK NEWARK BOSTON CHICAGO NEW HAVEN 
Ge ue I 
nera talog -— Oo 





PLANNED EQUIPMENT 











Cut Your 
Typewriter 
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NOISE 70 4 M/N/IMUM 


As long as typewriter pads are a necessity to reduce type- 
writer noises and desk vibration why not use an attractive 
one; when it costs no more than the ordinary pad ? 

The Burgess Sound Absorbing Typewriter Pad is something 
NEW and DIFFERENT — in typewriter pads. It is an adap- 
tation of the Burgess Principle of noise control in which a 
sound absorbing pad is covered by a hard perforated mate- 
rial, which provides a smooth, clean surface without affecting 
the acoustic properties of the pad. This method of sound 
control is now being applied suc- 
cessfully to interior walls and ceilings 
to reduce noise. 


FEATURES 


1. Absorbs Typewriter Vibration 
2. Lacquered Metal Shell 

3. Easy to Clean or Polish 

4. Solid Typewriter Support 

5. Attractive 

6. Increases Efficiency 

7. Lessens Nerve Fatigue 

8. Reduces Office Noise 





The solid construction of the Burgess Sound Absorbing Type- 
writer Pad is a very important factor, as it assures a much 
better touch by the typist — thus assuring quicker and neater 
work with less fatigue. 

When you consider how much more you get in the Burgess 
Sound Absorbing Typewriter Pad——it is a real bargcin. It is 
priced at $1.75 list each and will last a lifetime. It will not 
lose its shape, gather dirt or dust or become unsanitary 
and unsightly like the common felt pad. The color of this pad 
is “olive green.” You can keep it 
clean and polished with a regular 
dust cloth. 

They are built to fit any standard 
typewriter and are drilled to bolt on 
to either Drop Head or Side Pedestal 
desks. You cannot go wrong in push- 
ing this new Burgess product. It 
offers every dealer a good margin 
of profit. It Sells! The standard 
package quantity is six. 

For further particulars, please 
write us. 


BURGESS BATTERY COMPANY 


Engineers and Manufacturers of Acoustic and Electric Products 
111 W. Monroe Street, CHIC AGO 


New York Chicago Kansas City San Francisco 


Boston Atlanta Minneapolis Los Angeles 


In Canada — Niagara Falls and Winnipeg 








BURGESS 
SOUND-ABSORBING TYPEWRITER PAD 
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New York Travelers Oppose Railroad Rate Increase 

Sidney W. May, chairman of the committee opposed to 
the increase in freight rates of the New York State Trav- 
elers Association, late last summer presented before the 
Interstate Commerce Commission a strong argument 
against the petition of the railroads for a flat fifteen per 
cent increase in freight rates. He said that the functions 
of traveling men in overcoming sales resistance would be 
greatly handicapped if increase in freight rates must be 
added to the cost of merchandise. 

Mr. May presented a vigorous argument in opposition 
to the proposed freight increase, which he declared would 
be like killing the goose that lays the golden egg. 

















AND THE CAT CAME BACK.—Felix, the inimitable, is once again 
a member of the staff of the American Lead Pencil Company, for 
whom he functions in their newest window display of Blue Band 
Velvet pencils. His previous réle had to do with a Velvet school 
paster. He was so well liked by dealers that the company decided 
to retain his services in a new capacity. In the above window 
display Felix effectively—and with unconscious humor—demon- 
strates four cardinal points of Velvet desirability—strong lead, per- 
fect point, lasting quality and smoothness of writing. 

This window display is offered to the company’s dealers. Soon 
Felix will prove his versatility by demonstrating Venus and Unique 

thin lead pencils. 





















Penn-Mar-Va Club Prospers 

The Penn-Mar-Va Travelers Club composed of traveling 
men in this field in Pennsylvania, Maryland and Virginia, 
is making good progress, about twelve new members hav- 
ing been added already this year. The club is much 
interested in furthering the plans of the Philadelphia 
Stationers Association and made every effort to make the 
meeting in Philadelphia on October 8 a complete success 

It is reported that George Harscheid, president of the 
Penn-Mar-Va Travelers Club left his rubbers in the store 
of a dealer recently and failed to call for them. Finally, 
the dealer forwarded the rubbers to one of the rubber 
tire manufacturers, who returned to the dealer two new 
tires 31 x 6. It is said that with a president who has a 
foot like that, the Penn-Mar-Va Club is making a great 
impression. a 

Fabrikoid Shown in Likeness of Various 
Substances at Atlantic City 

Interchangeable sales book covers of Fabrikoid, in re- 
productions of leather, cloth and sharkskin, are now being 
shown in an interior display at the Du Pont exhibit on 
the Boardwalk in Atlantic City. The sales slip pads are 
replaceable, making possible the continued use of the cov- 
ers by inserting new pads as needed. The covers are the 
products of the American Sales Book Company of Elmira, 


New York. 
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A Profitable Display 


Sample Album 
of Wabaco Utility Binders 


THERE IS a real need for Wabaco Utility 
Binders. These strong, durable and attractive 
covers are for economically storing autographic 
register or other kinds of loose sheets. Place 
our Sample Album on your counter where it is 
easy for prospects to examine the binders, and 
it is sure to make sales. 


It is handsomely made up and contains samples 
of all stock sizes and styles. It is sold to dealers 
at $3.00 net—less than cost to make. Jt will pay 
big returns, for samples are always at hand even 
if stock is out. Salesmen can carry it on special 
calls and make many sales. Use the coupon. 


Wabash 


MAIL WABASH - INDIANA 


@THIS®e a 
THE WABASH CABINET CO., 
Wabash, Indiana 





Please send us one Sample Album of Wabaco Util- 
ity Binders at $3.00. 


Name “ 
as Serato eS SEA td tee eS 


Address _ ntttaa ee 
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Mahogany or Olive Creen 


Big stores, little 
stores make more 
money with 


Showblott 


Every customer who comes in your store uses 
blotters and will buy blotters in addition to 
other purchases if your blotter stock is properly 
displayed. 

Showblott is the greatest blotter display 
It is used in big stores 
and little stores at home and abroad, and it 
makes money wherever it is used. 


cabinet in existence. 


Showblott is handsome and sturdy, presents 
your complete blotter stock in a brilliant and 
colorful display that attracts attention and 
makes sales. Keeps your stock clean, elim- 


inates spoilage 


Our special offer brings Showblott to you 
at factory cost complete with a balanced stock 
of famous Wrenn Blotting. 


Write for details. 


THE WRENN 
PAPER COMPANY 


Middletown, Ohio 
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Forest Products Laboratory Resumes Instruction 
Courses 

Instruction in kiln drying lumber, gluing wood and 
boxing and crating, discontinued at the laboratory since 
1929, except for one class, was resumed this fall. Appli- 
cations for enrollment were accepted in the order of re- 
ceipt until the limited attendance figure set for each course 
is reached. 

The course in boxing and crating is for heads of shipping 
departments or other executives of manufacturing firms 
and for box manufacturers. It includes tests to show the 
importance of adequate nailing, effect of varying numbers 
of pieces in sides, tops, bottoms and ends, advantages of 
hardwood ends and cleats, effects of using green lumber 
and advantages of metal strapping. The course will in- 
clude also tests of crates to show best types of construc- 
tion for various loads. Lectures and discussions of trans- 
portation hazards of handling and of car movement, form 
a new feature of the course, presenting the results of the 
laboratory’s two years’ study of this matter. 

The instructors were prepared to examine during the 
course a limited number of containers sent in by. firms 
enrolling and to offer suggestions thereupon. Containers 
should not be forwarded until the matter has: been taken 
up with the laboratory. The attendance limit of this course 
is twenty and the course ran from September 21 to 26, in- 
clusive. The cooperative fee is $100 

The second course to be given will have to do with the 
gluing of wood. It is for executives, foreman and others 
in shops or factories where glued products are manufac- 
tured and for those making or selecting glue or gluing 
equipment. This course is very thorough and will cover 
the subject in every detail. The same fee will be charged 
and the attendance limit is sixteen. The course was from 
September 21 to 26 inclusive. 

Kiln drying of lumber will be given for factory and 
saw mill executives, foremen, kiln engineers and operators 
or anyone engaged in the artificial seasoning of wood. It 
includes thorough instruction on the various types of kilns 
used for different woods and takes up the other matters 
essential to a knowledge of the subject. Kiln runs are 
made during the course and each student is required to 
keep a record of the load, including daily moisture de- 
terminations, tests for case hardening, conditioning treat- 
ments, etc. The course ran from September 28 to October 
9, inclusive. The attendance limit was eighteen, and the 
cooperative fee was $150. 

Information forms for enrollment may be had by ad- 
dressing the director, Forest Products Laboratory, Madi- 
son, Wis. 

—- —~— 
Notes from Mid-West Travelers 

The following items were relayed to the headquarters 
of the Mid-West Travelers Club in Kansas City and from 
there forwarded to Office Appliances: 

“Ed. Cooper of Boorum & Pease Company, also Jack 
Gray of McMillan Book Company, spent a day or two 
calling on Des Moines stationers last week, both report- 
ing a nice ‘pick-up’ in their fall business all along the 
line. 

* * + 

“L. W. Holley & Company of Des Moines are opening a 
school supply department and will issue a complete cat- 
alogue of school items, supplies and equipment. 

* * * 

“E. J. Mitcheli, Levinson & Blythe Manufacturing Com- 
pany, St. Louis, is on the first leg of his fall trip, visiting 
dealers of Chicago, lowa, Minnesota, the Dakotas and sev- 
eral Nebraska and Kansas points. He made his first air- 
plane flight enroute from Minneapolis to Fargo and Grand 
Forks, N. D.” 
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Announces 


a new 4-drawer file 
with high price features 
in the low price range 


Born of competition, this new, heavy-duty 
ASCO four drawer filing cabinet is the ultimate 
value in the low price range. Made of standard 
grade furniture steel of full weight—electrically 
spot-welded throughout. All corners are acety- 
lene welded producing a rigid case built to 
stand the daily business grind. 


Four ball-bearing rollers give this new ASCO 
file drawer a smoothness you can’t appreciate 
until you operate it. Two Ball-Bearing rollers 
are housed in the channels and two are attached 
to the bottom of the drawer. All drawers are 
interchangeable. Positive spring follower block. 


This new ASCO four-drawer comes in green, 
grain mahogany and walnut finishes. The 
hardware is attractive and harmonious. With 
or without Yale paracentric lock. 


Price competition no longer worries the dealer 
who handles this new ASCO file. It is the sen- 
sational value of the year. Write or wire for 
prices and discounts at once. 


ART STEEL COMPANY, Inc. 


* 300 E. 145th St. - NEW YORK CITY - 

















Card cabinets in one, two and three drawers to house all 
standard size cards, document cases, short-depth correspon- 
dence files and storage cupboards—all equipped with the 
popular ASCO build-up feature, permitting any number of 
combinations. 

The illustration depicts one of the combinations possible 
_ these units—e rigid, uniform and attractive battery of 

ing cases. 












_ 

















Box Files . . . Bond Boxes . . . 
Cash Boxes . . . Security Boxes 
. . « Filing Cabinets — letter 
legal, combination, storage in 
desk, counter or standard heights 
. . « Bankers Note Cases... 
Card Index Boxes and Cabinets 
. . « Transfer Cases . . . Cuspi- 


dors . . . Stationery Storage 
Cabinets . . . Electro Cabinets 
. . « Letter Trays . . . Shelving 


. . « Wardrobe Cabinets .. . 
Typewriter and Office Tables. . . 
Waste Paper Baskets, etc. 
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POLAR LINE BUILDS BUSINESS FOR YOU 


Our assortment now consists of over 100 practical office items in a broad 
range of design and price. Ne office complete without POLAR PRODUCTS. 


The President Desk Pad—many other patterns 


JANUARY. 


Fountain Pen Sets—single or doubl 
Desk Calendar—any leather —any bondher 7 


oy Desk Sets in ioathanne large assortment 


Folding Desk Pads—three sizes—various colors of leather obtainable 


bie 


Folding Decorative Screens—50 styles, all colors Letter Trays—many styles in all finishes 


HARRY M. BROWN 


Th >, aaa, 
: c 


Leather Covered Desk Name Signs—any 
leather—any name 


Send for complete catalog. 


Polar Mig. Co. 
Wood and Leather Waste Bas- 


401 Nerth Broad Street kets—wood, four patterns, any 
finish; leather, four patterna, 
Philadelphia, Penna. any leather 
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Pencil Painting Possesses Mystic Qualities 

The accompanying picture is a reproduction of a pencil 
painting done by Philip Moore, one of the casting direc 
tors of the Fox Studios, Beverly Hills, Calif. The original 
picture was done entirely with A. W. Faber Castell draw- 
ing pencils. 

The artist recently held his first exhibition of pencil 
paintings at the Stendahl galleries, Ambassador hotel, Los 
Angeles. 

To call it a pencil sketch is hardly fair inasmuch as it 
has the painting qualities of tone and simulates a color 








REPRODUCTION OF A PENCIL-PAINTED PICTURE.—Philip Moore, one 
of the casting directors of the Fox Studios, Beverly Hills, Calif., is the 


artist who produced this beautiful picture. It was done entirely with A. W 
Faber Castell drawing pencils 


variation that is usually possible only through the use of 
pigment and oil. Delicately wrought with layer on layer 
of fine lines, sometimes tenuously threaded, sometimes 
softly blurred, at other times patterned like mosaic, these 
remarkable pencil paintings are neither wholly realistic 
nor completely abstract. They might best be termed 
since they encompass more than earthly life and 
more than symbolism. They are reminiscent chiefly of 
William Blake—philosophy, poetry and_ spirituality 
blended in simple and harmonious linear-emotional ex- 


” 


“mystic 


pression. 

The artist points out that his drawings will not rub, 
since he rubs each layer of lines before putting on an- 
other coat of lines, so that the pencil work is imbedded 
in and absorbed by the paper and, with the lead used in 
the Castell pencils, his drawings are as solid, permanent 
and hard as dry paint. The hand rubs over them and 
the pencil marks will not blur, the lovely tonal effects 
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930 E.L. 


The last word in comfort and appearance. it har- 
monizes beautifully with any Executive Office 
Directors’ Room furniture. This typifies Milwaukee's 
ability to design and build the finest. 93014 E.L. is 
the companion revolving ir. 


“High Visibility” Lowers 
Your Buyers’ Resistance 


“High Visibility’ (or eye appeal) loosens the purse 
strings of the nation more rapidly than any other one 
quality a product possesses. 


In chair selling, “High Visibility’’ is not merely a desired 
feature. It is a paramount feature—a pivot point upon 
which many profitable sales turn. 


Because it is of such importance, appearance is the first 
consideration in the building of any Milwaukee Chair. 


What of Comfort? Comfort is built into every Milwaukee 
Chair. Comfort is sensed through sight. And so a 
Milwaukee Chair is not only pleasing to the eye—it 
looks comfortable. It is comfortable. 


This matter of “High Visibility” is one which we con- 
sider from your sales volume viewpoint. We do every- 
thing possible to lower the buyers’ resistance—and to 
give him a product embodying Life-time Service Con- 
struction which every smart buyer also demands. 


Every Milwaukee Chair properly displayed is a success- 
ful advertisement: It attracts attention—lt creates desire 
It prompts buying action. 
The beautiful Milwaukee Chair Catalog bears out the 


“High Visibility” idea in the natural color illustrations. 
It is an authoritative guide in both buying and selling. 


THE MILWAUKEE CHAIR COMPANY 


For Over Half a Century Makers of Fine Chairs 


Executive Offices and Factory 
MILWAUKEE, WISCONSIN 


Member: Wood Office Furniture Associates, Inc., whose work it is to promote better 
offices through the use of wood. 





STAMP PAD 


[iFelong 


THE ONLY RUBBER STAMP 
PAD USING A RIBBON 
INSTEAD OF FELT 


Colors: Red, Black, Purple, Blue, Green 


The ribbons move forward as used. 
When the ribbon is entirely used up 
it is replaced the same as a typewriter 
ribbon. A constant repeat business 
for the dealer. 


TWO COLOR RIBBONS 
No Other Pad Has It 


Libraries and others use a two-color 
pad wherever an in and out card is 
used. 


FINGER PRINT PAD 


This pad has been adopted by the 
Bureau of Identification, Chicago Po- 
lice Department, and many other 
cities. Finger prints are taken by all 
sheriffs, coroners, industrial, public 
utility, insurance companies and sav- 
ings banks. 


Send for Trial Order 


LIFE LONG STAMP 
PAD COMPANY 


230 WEST SUPERIOR STREET, CHICAGO, ILL. 
Affiliated with The E. F. Guertin Company 


Manufacturers of Typewriter Ribbons 
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being entirely due to his variations of drawing and 
rubbing. 

Mr. Moore is one of those people who enjoys life tre- 
mendously. He is vital, full of energy, which must be 
diverted in many ways, so, to relieve the monotony of his 
casting director’s life, he indulges in this pastime of art 
though he has never had a lesson, spending his spare 
time at it Sundays and evenings, particularly in the last 
year and a half. Some of his pictures, such as the one 
above shown, have taken as much as one hundred hours 
to complete. 

$$ 
Smead Offers Silent Salesman for Showing Non- 
Soiling Brief Covers 

The Smead Manufacturing Company of Hastings, Minn., 
is making a very attractive offer to dealers in this field. 
In a well-executed four-page folder the company points out 
that every available square foot of floor space in the store 
is valuable and that one of the chances for profit lies in 
the possession of the attractive counter salesman just 
devised by the Smead Manufacturing Company, showing 
non-soiling brief covers. This counter salesman is small 
and compact, occupying a space of only nine by seven 
inches. It is offered free of charge with an order for 150 
non-soiling brief covers in assorted colors—15 holly red, 
15 Colonial buff, 30 jade green, 45 Quaker drab and 45 
autumn brown. These brief covers move rapidly. Their 
uses are many and they bring a handsome profit. There 
is a ready market for this line of covers from lawyers, 
auditors, accountants, appraisers, architects, industrial en- 
gineers, reporters, professors and many other professions. 
The covers are made from one of the toughest cover 
papers ever produced and are built for hard usage and 
long wear. They do not soil easily or show finger marks. 
The Acco fastener used in these covers is made of very 
flexible material and will withstand all kinds of bending. 
The fastener is concealed so as not to mar expensive office 
furniture. The catch lock works easily and simply, allow- 
ing quick withdrawal for insertion of sheets. 

The Smead Manufacturing Company will send full par- 
ticulars of this offer including prices, to any dealer who 
may be interested. 

— 
News Notes from Toronto 

H. W. Nelson, secretary-treasurer of the Commercial 
Stationers Association of Toronto, contributes the follow- 
ing brief news items: 

Messrs. Buntin & Reid Company, Ltd., one of the oldest 
paper houses in Toronto, are erecting a new warehouse 
at 117-125 Peter street. These new premises will facilitate 
the handling of their very heavy stock of paper. 

* * 7 

The Willson Stationery & Printing Company, who have 
been located at 118 King street, West, for many years, 
have moved to new and much roomier premises on the 
south side of King street. 

» @¢ ¢ 

Business in general has not been anything to boast of 
for a long time, but there is now a very noticeable pick-up 
which, it is believed, will continue. 

——— 


Springfield Stationery Concern Gets Out Interesting 
House Organ 

The Springfield Office Supply Company of Springfield, 
Mass., is to be congratulated on the interesting and hu- 
morous house organ entitled, Stationery Suggestions, 
which they issue. Volume 1 Number 11 for September is a 
Query Number, and contains many things of interest to 
customers of the concern, not forgetting the lighter side 
of life. 
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ECaAUSE he 


insisted on 
a Straight 


Ganeudscs toe 


Basis eo 


, = incident — one of the events in the early career 
of Mr. A. A. Keith, progressive president of the Keith 
Safe Company, Denver, Colorado—contributed toward his 
success. He started his own organization. Today, his is one 
of the largest, best equipped safe companies in the West. 
A successful distributor of Berloy metal office equipment. 


Says a letter from the Keith Safe Company — 

66 This line has established itself in this territory 
as high quality merchandise, giving the utmost in 
service and durability. We are always confident 
in recommending Berger equipment, knowing that 
we are selling our customers a lifetime of service 
in steel furniture, thus making steady customers 
of the new ones and keeping the old ones satisfied. 99 


Pungent statements! Could more be asked of any productP 
One thing. Can it be sold at a profit? 


Ample evidence is at hand to prove that Berloy Metal Office 
Equipment has and is being sold at a price that is profitable. 


Investigate. Berloy specialists will gladly help you sell 
important installations. 


FACTORY FIRED HIM 


BERLOY 
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Corner of Keith Safe 
Company store, Denver, 
Colorado. Above—Mr. 
A. A. Keith, President. 





METAL FILING CABINETS 
TRANSFER CASES 
DESKS 
STORAGE CABINETS 
LOCKERS 


CONVERTIBLE, FLEXIBILT 
WFDGE-LOCK METAL 
SHELVING 


ADJUSTABLE METAL 
BOOKSHELVES 


THE BERGER MANUFACTURING CO. , CANTON, OHIO 
Division of REPUBLIC STEEL CORPORATION 
BRANCHES AND OFFICES IN PRINCIPAL CITIES 
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The new 


No. I 3 


$6.50 Retail 
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Tras new No. 13—the latest addition 
to the wide-famed Speed Fastener family 
—is a sturdy and rugged stapler made 
from the finest tempered steel with the 
utmost precision and accuracy. It is the 
only hand operated machine that will 
staple with 1/44”, 3” and 1/.” staples. It 
will bind up to 120 sheets of 16 Ib. paper 
or its equivalent, 31/4 inches or less from 
the edge. It has a positive non-reversible 
follow block. The new paper guide is 
quickly and easily adjusted. 


For heavy duty desk work, this new ma- 
Its six rubber feet 
make it extremely sure and steady in 
operation. 


chine has no equal. 


Yet it is compact in size. 


Model No. 5— 
the most con- 
venient stapler 
made. A push or 
pull of the finger 
grip gives either 
permanent of 
temporary fasten- 
ing. Binds up to 
50 sheets of 16 










Write today. 


Ib. paper or 
equivalent. Binds - 
three inches from 
the edge. $5.00 


retail. 


388 Broadway 


Speed Fasteners show you the way 
to new and better business. 
a sample order now and examine 
these two new models. 
agree they are unbeatable values. 


‘PARROT 


SPEED FASTENER CORP. 









and the new 


“BABE” 






$3.00 Retail 
$3.50 West of Mississippi 


All Speed Fasteners are perpetually Hil 
guaranteed. i! 


And the new “Babe”—the smallest sta- 
pling machine on the market—is the fa- 


vorite of business. It is light and com- i 


pact, yet it presents all the advantages | 


of larger models. In six attractive fin- 


ishes—red, green, mahogany, oak, nickel 
and black. Detachable head permits its 


use as a tacker. Temporary or perma- 


nent fastening. | 


Model No. 9— H 
the largest capac- 
ity desk stapler, 
loads 250 staples 
at atime. Tem- 
porary or perma- 
nent. Also used 
as atacker. Slide 
indicator and sta- 
pling gauge. 
$6.00 cetell. 


Send 
You will 








New York, N. Y. 


area I 


ammenaeminial . ; | 
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Midwest Travelers Active 
The following items of interest concerning the 
bers of the Midwest Travelers Club reported to 
Office Appliances through the courtesy of Miss M. E. 
Moore, the Columbia Ribbon 
of the 


mem- 


were 


Hanson, secretary of R. C. 
& Carbon Company, Kansas City, Mo., 
club: 

E. J. Mitchell of Levison & Blythe Manufacturing Com- 
headquarters office that he 


secretary 


pany, St. Louis, 
worked in Kansas City during the week of October 5, 
and submits the following news: 

“Calling on South Dakota stationers during the week 
of September 21 were Elmer Erickson of the C. Howard 
Hunt Pen Company; Fred Foster of The Globe-Wernicke 
Company; W. R. (Bill) Braden of Stationers Loose Leaf 
Company, all of them winding up the week at Sioux Falls. 


reports to 


“The Omaha stationers were greeted the week of Sep- 
tember 28 by Karl Kiesel of The Carter’s Ink Company; 
W. R. Braden, Stationers Loose Leaf Company; W. H. 
Wallace, Bainbridge, Kimpton & Haupt Company; Harry 
Spurlock of the National Blank Book Company; Walt 
Stempel, Wilson-Jones Company; E. J. Mitchell of Levi- 
son & Blythe Manufacturing Company, also Fred Sheafer, 
Roy Thompson, Al Meyers and Oscar Hug. 

“R. E. Spaeth, manufacturers’ representative, made the 
rounds at Lincoln and Omaha, reporting a nice seasonal 
business. 

“Governor Bob Latsch of Lincoln, Nebr., is working 
steadily on plans for the 1932 regional meeting at Wichita, 
and says everything points toward an excellent program.” 


. * * 


Miss Hanson also sends the following: 

Walt Stempel, president of the Mid-West Travelers 
Club, reports that Bill Harper, for some years connected 
with the Western Lithographing Company at Wichita, has 
joined the W. A. Sheaffer Pen Company forces. 

George Hausam of the Hutchinson Office Supply Com- 
pany was in Kansas City during the week ending October 
2 and visited club headquarters. He is looking very fit 
after the trying experience he has through. He 
bought a new car while he was in Kansas City and drove 
down to Lexington, Mo., to see his son, who is in Went- 
worth military academy. He intended to take the drive 
back to Hutchinson by easy stages, but we won’t vouch 
for that. 

The “inquiring reporter” also hears that Mr. Hausam 
left Sunday morning, October 11, for New Orleans, to at- 
tend the printers’ meeting the week of October 12, and 
the National Stationers Association convention the week 
of October 19. 

R. C. Moore, Kansas City branch the 
Columbia Ribbon & Carbon Manufacturing Company, Inc., 
left Sunday, October 5, on an extended business trip. He 
then attend the 


been 


manager of 


planned to spend a week in St. Louis; 
National Stationers convention in New Orleans, and call 
on dealers in Texas and Oklahoma on his way back to 
the branch. 
— ~~ 

Oxford Announces New Lower Prices for Folders 

The Oxford Filing Supply Company of 340 Morgan 
avenue, Brooklyn, N. Y., announces a reduction of ten per 
cent on Oxford straight cut manila folders, with the usual 
$2.00 list price differential for tab styles. They have pre- 
pared a price list supplement which shows the new list 
prices. The usual dealer discount applies as well as the 
new quantity discounts. The supplement also gives cur- 
rent list prices on Broadway grade items and on the new 
Oxford sliding drawer storage files. This supplement will 
be sent gladly to any dealers who have not already re- 
ceived it and who will notify the company to this effect. 











Typewriter Ribbons 


Rightly Known as 
“The Perfect Ribbon” 


Now furnished in a ‘‘Perfect’’ lithographed metal 
box. The new modern package retains the 
general trade-mark, style oid cales scheme of the 
celebrated Blue round box (trademark Reg. U. S. 
Pat. Office) so well known for wary yw a 
century. Every possible improvement been 
added to make the new EUREKA RIBBON BOX 


more serviceable and satisfactory to the user. 
Special Features: 


A full telescope cover, making a 
more perfect sealed air-tight box. 
A box body with rolled edge to 
prevent cutting the oo and con- 
structed so that the ribbon projects 
for easy removal. 

A more attractive package of modern- 
istic design, to assist in breaking down 
sales resistance. 


EUREKA ribbons are absolutely non-type filling 
possess great recuperative power, exceptional 
durability and a brilliant clean, sharp, permanent 
write. alers who are not familiar with the 
reputation and unsurpassed quality of EUREKA 
ribbons, are invited to write for complete in- 
formation. 


MITTAG & VOLGER, Ine. 
Principal Office & Factories 
PARK RIDGE, N. J. 
AGENCIES throughout the World 
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Drug and Stationery Store Separate 
| Cecil’s Drug and Stationery Store, Inc., of High Point, 

N. C., has undergone a reorganization and change in its 
way of doing business and will be known henceforth as 
Cecil's Cut Rate Drug Store. Cecil’s Office Equipment 
Company will do a stationery and office equipment busi- 
} ness, carrying charge accounts Both stores are con- 
nected, as the drug store entrance is on Main street and 
the stationery store entrance is at 116 College street. The 
new arrangement gives the office equipment store a sepa- 
rate telephone, while it still has the 7:00 A. M. to 12:00 
P. M. delivery service of the drug store. 

F. E. Brockmann, formerly vice-president of Brock- 
mann’s of Charlotte, N. C., is manager of the stationery 








Li T HOGR RAP kd . D company and will be glad to receive catalogues, interview 


L € TTE Roe EA DS salesmen, etc., at the College street address of the store. 
. | 
and other o forum 


with your wenn Ra 


PRIVATE 
WATERMARK 


Never before possible except in 

large quantities on mill order. 

Now available through new pat- 
ented process, for which we are 
exclusive licensee in this terri- 

tory. 

Even the user of only 5-M. letter- | 
heads can now have the advan- 
tage of a private watermark here- 








tofore only enjoyed by the largest array 

_ = » | DiSEIES Ld 
concerns in the country. 
Interested? Then mail coupon. % ro 
Complete information, samples : ¢ 


and prices will be immediately 


mailed to you without obligation. >EMONSTRAT 
LUTZ & SHEINKMAN, INC. HOW MR. SMITH DISPLAYED THE NEW UNDERWOOD NOISELESS 





Trade Lithographers Since 1896 PORTABLE TYPEWRITER.—H. C. Smith, proprietor of the Typewriter 
. . » . Rental and Sales Bureau, 228 East Forty-second street, New York, N. Y 
2 Duane Street, Me Be Ge prepared the window pictured above. It attracted favorable and profitable 


attention. 


CHRISTMAS LETTERHEADS IN 
STOCK FOR IMPRINTING 


Vail the Coupon 


<_epemenes Sy 








Attractive Shaw and Borden Blotter 
The Shaw & Borden Company of Spokane, Wash., re- 


cently sent out with its mail an attractive blotter which 
| LUTZ & SHEINKMAN Oo. P.—11 ; ee ; , 
» Fe as als " y Tz , Ss > y 1 “ity. 
| 2 Duane Street, New York City wa ilso quite generally di tributed throughout the c ty 
The blotter is done in a shade of yellow and contains 
| Gentlemen: | : . - ; ' — : : ewe 
| Kind? 2 w _ | the pertinent advice, “Modernize your office with time sav- 
imdily = t -ai** Ss , : = o- : v 
_— ata Paden sgh ir penger eegguam tet ond Pees Book | ing productive office tools. Printed in red below the 
Specimen Letterheads” to the undersigned, at no obligation i 
| whatsoever. | above message are the words, “Office equipment needs 
| | punch.” At the right is a sketch of an office scene show- 
; ! ing a well arranged business office with desks, files, visible 
! Address ; indexes, personnel, etc. Below in a panel some of the 
lines the company carries are named, including the new 
Town Clemco desk, Meilink structural steel safes and system 
. desks, files, filing systems, shelving, sectional bookcases, 
| State | : 665s 0 Mies ta : ; 
| | chairs, etc. Featured among the illustrations is the Globe- 
| Individual | Wernicke visible index with its practical and attractive 
| CHECK HERE IF INTERESTED IN | steel cabinet for housing. 
CHRISTMAS LETTERHEADS wn : al ° 
| | [he blotter is very attractively gotten up and is one 
| Simply attach to Card or Letterhead | which will be kept upon the desk as a convenience because 
| | it is a real blotter that absorbs ink. 
Gene ow ee ee ee ee ee ee ee oe _—_-—_-— — me ee ee ee ee ee ee ce el 
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6 collection ideas you can hand your customers . . . 


“MY RECEIVER IS TUNED to RHB wait- 
ing for $16.92,"’ runs the message one retailer 
mails with a return envelope and this jingle: 


"Radio is all the go; 
I have one, by heck! 
See if yours will reach to me, 
Broadcast me a check!"’ 


“SAFETY FIRST,” captions the cartoon of 
a fat man with a safety pin doubling fora sus- 
pender. “This pin will relieve you of worry 
and bother, too,” the letter explains, “if you 
use it to pin a check to this letter and mail it 
back in our return envelope 


THE DATES YOU REMEMBER ith of 
July, Thanksgiving, Christmas, Straw Hat 
Day. The dates you forget (a list of unpaid 
purchase dates). Remember this one (marked 
ona calendar) with a check."’ This letter, told 


in pictures, brings checks home in one store’s 
return envelopes. 


FOR SENSITIVE PEOPLE a printed form, 
with a filled-in amount, mailed with a return 
envelope, is a more effective reminder thana 
personal letter, one tactful retailer reports. 


“*TIE THIS STRING to your finger so you 
won't forget to mail that check you owe us. 
Our envelope’s enclosed.’’ That's how one* 
store stirs the memory of absent-minded cus- 
tomers. 


“SAY IT WITH STAMPS” is the rubber 
stamp on every bill for less than a dollar that 
one store mails. A return envelope is always 
enclosed. 





COLU 


UNITED 





STATES ENVELOPE COMPANY 


SPRINGFIELD, MASS. 


With thirteen manufacturing divisions covering the country 
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Here’s an idea 
you can use—also sell 


F checks come dribbling back these stren- 

uous days, try enclosing a return envelope 
with every bill. It can’t put money in empty 
pockets. But it can... and DOES... give 
your bill a better break in getting first look 
at what money there is. 

Because it’s human nature to mail the 
check with an envelope first. And because 
that return envelope signals, “We EXPECT 
our bills to be paid promptly!” 

The envelope to use? Columbian U.S.E. 
White Wove. Itdoesn'tcosta fortune (butlooks 
as though it might). It’s sturdily made. Easy 
to seal. Snaps up printing, typewriting, script. 
And the watermark USE is your guarantee. 

P. S. Pass this idea along to your cus- 
tomers... and collect a profitable order for 
return envelopes. 





US E, that’s the watermark on every Columbian U. S. E. White 
Wove envelope. A return envelope with every bill brings checks back 
faster—and Columbian U. S. E. White Wove is the envelope to use! 
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Standing out conspicuously in any 
stock—in any display—in any store 
are the products of A. W. Faber: 
PENCILS... LEADS... ERASERS 
. . « RUBBER BANDS. Certain sat- 


isfaction comes to the man who uses 










as well as to those who sell such 


meritorious merchandise. *# ¢ 





a 





A. W. FABER, Incorporated, NEWARK, NEW JERSEY 


“CASTELL” DRAWING PENCILS—THE WORLD'S STANDARD 





> 
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House Organ Contains Valuable and Entertaining 
Information 


original, neat, informative and well 


One of the most 
printed house organs to come to our desk is “Weston’s 
Record Papers,” containing material not usually found in 
house publications. It is published by the Byron Weston 
Company of Dalton, Mass. 

The include Memorials of the World War, 
Wrong Number, Ancient Advertising Methods, Ownership 
Study, Calendar 
Watermarks, 
The publica- 


contents 


Handwriting A Fascinating 
Stimulators, Old 
Museum, etc. 


of Space, 
Simplification, 
LaFayette’s Watch, 
tion is printed on different types of Weston’s papers in 
Cuts are used freely, including 


3usiness 
Boston 


several different colors. 
pen drawings and half tones, with the final few pages de- 
voted to business-stimulating ideas. 

The table of contents which is above given will afford 
an idea of the general interest of this publication. 
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CHRISTMAS 
GREETINGS 







Annual Seal Sale 


23 “annua Sf a4 


Every cap 


deserves protection 


from tuberculosis 


Buy 
CHRISTMAS SEALS 


THE NATIONAL, STATE AND LOCAL TUBERCULOSIS 
ASSOCIATIONS OF THE UNITED STATES 











Profit in Turnover Items 

The successful merchandising of miscellaneous office sup- 
plies demands the elimination of slow-moving lines and the 
prominent display of the popular numbers. 

The Carter’s Ink Company this year in its advertising 
has been laying special emphasis on the importance of using 
permanent inks for business records. 
proved by hundreds of letters received from prominent 
businesses, has aroused business men to the importance of 
The ink fea- 
many 


The campaign, as 


using a permanent ink for important records. 


tured has been Ryto, long standard in business 
houses. 

Progressive dealers are cashing in on this advertising 
campaign by featuring Ryto in its new and attractive pack- 
age. The new cartons and labels are unusual in design, 
modern in treatment, and colorful. Other Carter numbers 
appearing in new dress are Blink, the washable blue ink, 
and Kongo, the permanent black ink. 

These new packages were designed to stimulate rapid 
turn-over of dealers’ ink stocks, and the experience of many 
dealers proves the validity of the company’s ideas. 





OPENS INA Fly 
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ZIPFOLIO 


window 
displays tell 
the stor y 


ave created unprece- 
pey are made of the 
od pigskin. 


Attractive window disp 
dented sales for ZIPFOLIC 
finest top grain steer hide, s 

A genuine TALON slide fas 
and down the side, so that pape 
conveniently extracted or sealed sd 


mmopens at the top 
Mme be quickly and 
d clean inside. 
Increase your sales volume. 


Order ZIPFOLIOS * 
E. W. BREDEMEIER & CG 


CHICAGO 


An attractively em- 
bossed window orf 
counter display, 24x | 
1134 inches, finished 

in gold lettering, will 
be sent upon request. 





ZIPFOLIO 
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American Writing Machine Co. Makes Proctor 
Cincinnati Manager 

B. E. Proctor, Jr., who for the past twelve years, in onc 
capacity or another, has covered all the territory between 
Winchester, Virginia, and Atlanta, Georgia, is the new 
STAPLING PLIERS manager for the American Writing Machine Company in 

U8. and POREION PATENTS ee : 
Cincinnati, 

Mr. Proctor has had wide experience in banking, office 
equipment and typewriter circles, and “Gene” Proctor, as 
he is known to his friends, a Southerner born and bred, 
is well known to all the dealers in Cincinnati and ad- 








joining territory. 











HE crushing, driving power in the jaws 
of a Neva-Clog Stapling Plier is suffi- 
cient to drive a Neva-Clog staple through 
even 50 sheets of bond paper with the utmost 
ease. Yet this is only one of the ten features 
of Neva-Clog Stapling Pliers. 





Woven materials, leather, wood, cardboard or 
any similar surfaces can be stapled as easily 
as bond paper, with a Neva-Clog Stapling 
Plier. 





“MIDNIGHT” BRAND CARBON PAPER PECULIARLY WELL ADAPTED 
TO WINDOW TREATMENT.—tThe Carter’s Ink Company of Boston, Mass., 
has introduced a new brand of carbon paper known as “‘Midnight,’’ the 
cartons of which present an opportunity to the window trimmer of making 
a striking display with materials the dealer already has in his stock. The 
window from which the above picture was made had a background of dark 
blue crepe paper to which gummed silver stars of various sizes were 
affixed. Two packing boxes covered with dark blue crepe paper appear in 
the foreground topped by a box of Midnight carbon paper. Like packages 
are placed upright on each side and others are arranged symmetrically on 
the floor, making a perfectly balanced picture. The letters of the word, 
‘‘Midnight,’"’ were made by cutting out silver paper letters similar to the 
design on the box and pasting them to pieces of black show-card board 
The Carter’s Ink Company will supply to dealers gratis the mounted box 
wrappers, empty boxes and sample folders which make up the rest of the 
trim 

Orders received for Midnight brand carbon paper have greatly ex- 
ceeded the expectations of the manufacturers. The distinctive and hand- 
some design on the back of the carbon sheet attracts many new users, 
ons . . > I: who, the dealers say, return for more because of the quality of the sheet 
rhe demonstrating display P-lillustrated above Any dealer interested in this product may obtain sample sheets by 
is NEVA-CLOG’S offering to vou for increased writing to The Carter’s Ink Company, Cambridge, Mass 
fall sales. Processed in three colors (red, 


yellow and black) this display folds out to 














hold a pair of pliers in position, illustrating Leather Goods Concern Issues Illustrated 

how it will staple 50 sheets of bond paper. Catalogue 

It is free on request. The Windsor Leather Goods Company, 10 West Thirty- 
COUPON seventh street, New York City, importers of fine English 





leather goods for men, are mailing to the wholesale job- 
bing trade a copy of their illustrated catalogue showing 


Neva-Clog Preducts, Inc., Bridgeport, Conn. 


Please eend stent tel + P-1 Window Displays for the latest novelties for men in leather goods, in an as- 
Neva-Clog Stapling Pliers Free. sorted range of fine leathers. This catalogue is sent to 
wholesalers exclusively and a copy will be gladly supplied 
Name...... ee by the importers on request to any wholesaler who has 
not already received one. A large stock of merchandise 
Ns a ie gn a ade ieee ee Caer nS wes om is carried in New York City for immediate delivery for 





the holiday season. 
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Something New and Needed 
*Uertex A{LPHABETER 


A complete alphabetical unit employing the 
famous Expanding “Vertex’’ File Pockets 


Name # 





Each Division a ‘‘Vertex’’ File Pocket of 134” Expansion, the group indexed 
AtoZ. Four extra Pockets for special accounts—All Pockets metal tabbed. 


HOLDS 1500 OR MORE PAPERS 


Standard Correspondence Size—Without Box Will Fit in Any Vertical 
File Cabinet or Lower Double-Drawer of Desk 


For filing 
General and Personal Correspondence 
Bills, Vouchers and Receipts 
Factory Orders and Forms 
Club and Social Papers 
Clippings and Data 
Shipping Department Orders and Forms 





PACKED IN STRONG, ATTRACTIVE 
DARK GREEN BOX WHICH CAN BE 
USED AS A FILING CABINET IF DESIRED 









NEEDED BY DOCTORS, DENTISTS, CLERGYMEN, 
TEACHERS AND AUTHORS . . . BY GARAGES, RETAIL 
STORES, OFFICES AND FACTORIES 








ALVAH BUSHNELL COMPANY 


13f4# AND WOOD STREETS PHILADELPHIA 
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» BIG BUSINESS « 


ACCLAIMS 
THE IMPROVED WOODSTOCK 


Why Woodstock 
Gives Greater Value 


Longer Life 
Greater Speed 
Better Performance 
Quicker Action 
More Accessible 
Greater Simplicity 
Absolute Visibility 
Wider Writing Line 
Greater Flexibility 


Make us prove 
the above claims. 


Ask for a 


demonstration. 





Investigate! 


There is a Woodstock Model for 
every typing need — correspondence, 
billing, addressing, routine form writ- 
ing, etc. There is a Woodstock Type 
Face to suit every personal preference 


and writing demand. 


WOODSTOCK TYPEWRITER COMPANY 


Six North Michigan Ave., Chicago, Illinois ee 
Branches in Principal Cities—Agents all over the World 


PRECISION—SPEED—DURABILITY—SMOOTHNESS 


» » 
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Some News from Dixie’s Steel Center 
The Zac Smith of 
Birmingham, Ala., was given the contract to supply most 


Printing and Stationery Company 


of the office equipment for the new $4,000,000 county 
court house in that city 
* x * 

The Monarch Stationery Company has recently been 
organized in Birmingham by O. W. and C. B. Farmer, 
who have had years of experience in the printing and 
stationery business. 

* * &* 

C. S. Rankin, former district manager of Remington 

Rand Business Services, Inc., Jackson, Miss., was trans- 


ferred to New Orleans on October 1 as branch manager 
of Remington Rand, Mr. Rankin transferred 
to New Orleans as a fitting reward of his successful oper- 
ation of the company’s business in the Jackson district. 


Inc. was 


J. E. Bare, formerly of Jackson, has been transferred 
from Atlanta and Birmingham as branch manager to 
Jackson. Mr. Bare is welcoming his old friends at 315 
East Pearl street.—G. H. W. 

— 


New Carton for Well Known B & P Specialty 


“Standard Ledger Leaves” made by the Boorum & 
Pease Company at New York are now appearing in a new 
dress. To the familiar green carton of one hundred 


sheets is mounted an attractive box top in green, gold and 
black, making it easy for the dealer to use the packet it- 


self for window or counter display. This cover has been 





BOORUM & PEASE COMPANY 


“Ee Jone BOsTeN (awe *T. tet ie 


Hehe 


; 
c J 


NEW CARTON FOR BOORUM & PEASE STAND- 
ARD LINE LEDGER LEAVES 


reproduced in a display card which the Boorum & Pease 
Company supplies as an additional dealer help. 

Both the label and the card feature the fact that Boorum 
& Pease standard ledger leaves are now made with Flexo 
paper manufactured by the Byron Weston Company. 

Flexo enjoys a wide popularity because of its quality 
and its made-in-the-paper hinge, which causes the leaves 
to lie flat in the binder. 

8 
Belgian Representative Visits Scripto 

With the arrival in Atlanta of Jules A. Schmidt, 
Antwerp, Belgium, plans have been completed for the 
of Scripto pencils throughout Europe and 
Africa, the Atlanta-made product a 
world-wide distribution. Mr. Schmidt made a journey of 
more than 4,000 miles for the purpose of securing the 
H. R. 


of 


distribution 


giving practically 


Scripto contract.—J. 
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ty Sabenest th. 
Keplacing Rice: nabeniuk: 


Tre consumer is definitely turning away from 
Price as the dominating factor of interest in every 


thing he buys. He recognizes that prices have 
been deflated and no longer jumps at bargain 
offerings. Today he is seeking value instead of 
Price. 

The Myrtle 2200 Series of office desks is a hand- 
some period design of demonstrated quality and 
value. It is made in several size flats and type- 
writers with Clemco, table and phone stand to 
match. Because it has both quality interest and 
price interest it can be sold at a reasonable 
profit on today’s market. 

Write for the Myrtle Catalog and price list 
covering the complete line in popular price range. 


MYRTLE DESK COMPANY 
HIGH POINT, N.-C. 


Member: Wood Office Furniture Associates, Inc. 


GOOv SEES 


MYRTLE 








ee 


DESK 


MYRTLE DESK CO. 
High Point, N. C. 


( ) Tell us about your Home Desk Plan. 


O. A. 11-31 


( ) Send us your new catalog and price list. 


Dashetsiviies ccs ee vcunhecueks 
fe ee ae 
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THESE B O L I | G 
OFFICE CHAIRS 


DEMONSTRATE A NEW 
HIGH QUALITY AT POPULAR PRICES 





No. 5010 


Buying today is 
shifting from 
the idea of 

how little can 
| buy an article 
for—to—how 
good an article 
can | buy for a 
small amount of 
money. Quality 
iS regaining its 
selling appeal 
A low price 
alone does not 
sell merchan- 
dise any longer 





























No. 5011 


This “Bol 
ing ~ suite has 
all the qua! 
ifications of 
high priced 
furniture yet it 
comes within 
thepopular 
price range. 


The wise buyer 
who, seeking 
value, 
in these 


ing 
Chairs 


finds it 
"Bol- 
Office 














n keeping with their dignified and rich appearance, these chairs are 
onstruction and materials thruout. Genuine leather is used 


The turned and fluted post design will 


of quelity « 
available in 4 variety of colors 
match most of the popular period desk styles on the market today 


Write for our descriptive folder showing this suite in full color 


ENDING any 


OW DANY r 
i 


T 
poin ra 
aro™ Arp 


SILER CITY NORTH CAROLINA 
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Playing Up the Window-Contest Idea 

“The second ten years are the best,” says H. M. Clark, 
head of the Office Supply Company, Phoenix, Ariz., that 

“It takes ten years in this business to 
in the lines to 
We began in 1922, when Clark and Byrd was the 
firm M. Clark, 
president; D. R. Johnson, vice president; and E. D. Weber, 
secretary All of these men have had a part in building 
up the patronage to what it is today and all had ideas as 


bears his name. 


get established several you really want 


feature 


name. In 1928 we incorporated, with H 


to what lines could be most advantageously featured. 


“Now we have got the range.” 
The new store, built especially for the company and 
according to plans worked out by the officers in con- 


junction with the architect, is equipped with the most 
modern of stationery store equipment, such as Van Dorn 
steel and metal Weis cabinets 
and a combination of window staging that makes the dis- 


shelving counters, filing 
play of office supplies and equipment a specialty. 

“The matter of window display is a hobby with me,” 
Mr. Clark, “and I schedule 


whereby our showing is assured of the greatest variety 


says have arranged a now 


and freshness. Everyone on the payroll takes a hand in 
window dressing.” 

Twice a week each window is changed, though not on 
the same day. This makes four changes weekly in the 
general effect and gives four members of the force an op- 
portunity to feature special lines. 

“The entire force take an interest in this competition 
and every month a vote is taken as to the most effective 
It is the outgrowth of our experience in noting 
the interest taken in national of a similar na- 
ture,” says Mr. Clark, “and it has the advantage of giving 
the firm the benefit of every bit of the competition, be- 
cause no matter which department wins, the firm is bound 


display. 
contests 


to win anyway.” 

The Clark Company was recently awarded the contract 
to supply the chairs for the administrative offices of the 
fine new city-county building erected at Phoenix, fulfill- 
ing the contract with chairs of Heywood-Wakefield make 

Among the supplies featured by the Clark Company 
are Irving-Pitt loose leaf forms and bookkeeping supplies, 
Mittag and Volger carbons and ribbons, Weis filing and 
cabinet supplies, Southworth typewriter papers, Van Dorn 
steel office furniture and Haywood-Wakefield chairs. 

The store in all its details is one of the finest stationery 
and business furniture establishments in Phoenix and the 
management have a right to feel that they have achieved 
a real place in the development of the city within the past 
ten years.—R. G. 

———— 


Canadian Contest Brings Out Slogan for 
Remington Portable 

A unique contest to popularize portable typewriters was 
concluded recently by Wentworth Radio and Auto Supply 
Company, with stores at Toronto, Hamilton, Kitchener 
and St. Catherines, Canada. 

Every evening for a month the concern sponsored a 
radio broadcast at 6 P. M. from Station CKOC at the 
Royal Connaught Hotel, Hamilton. The advertising inter- 
ludes of the program were devoted to the contest and ad- 
portable At each 
were announced. In all, 


Together, the letters 


vertising comment on typewriters. 
broadcast one or two “letters” 
forty-nine letters were broadcast. 
made eleven words of a slogan regarding the Remington 
portable, represented in the territory by Wentworth. The 
listeners were admonished to note and record the letters 
and at the end of the month submit their construction of 
them into the slogan. 


The grand prize announced was a Remington portable 











T H OF U GG H T 






is the stationer’s 


M 4 C7 i Cc 





> Aladdin's magic lamp brought him 
prosperity. Whenever a stationer pros- 
pers, keen THOUGHT is responsible— 
THOUGHT in buying as well as in sell- 
ing ... After all, the stationer is the 
buying agent of his customers. He 
thrives when he makes sure that his 
customers get full VALUE for their dol- 
lars . . . Carbon paper and typewriter 
ribbons are essentially ink problems, 
and the wise stationer knows that the 
greater knowledge and resources of 
|. P. L., the world’s leading ink-makers, 
have added extra VALUE to Ault & 
Wiborg products. 


T H E 1 NTERNATION AL 
PRINTING IN K CORPORATION 


Manufacturers of AULT & WIBORG PRODUCTS 


CINCINNATI, OHIO + 26 BRANCHES IN PRINCIPAL CITIES + NEW YORK CITY 



















Try it—resolve to find at least one 
idea each week for serving your pa- 
trons better .. . That is the procedure 
back of every |. P. |. Ault & Wiborg 
product! We have no Aladdin's lamp, 
but we do use careful THOUGHT to 
make continual improvement in every 
item of this established quality line. 


THE INTERNATIONAL 
PRINTING INK CORPORATION 


Manufacturers of Ault & Wiborg Products 
Cincinnati, Ohio + New York City 


Successor to The Ault & Wiborg Company (Ohio); 
The Queen City Printing Ink Co.; Philip Ruxton, 
Incorporated . 26 Branches in Principal Cities 





Have you a 


“THOUGHT-ROOM"”? 


The ingredient a real merchant adds 
to his goods is THOUGHT. And that 
THOUGHT, persistently and _ skilfully 
applied, changes a storekeeper to a 
merchant . . . Consider your store 
methods. Do you have a “thought- 
room” where your service to your 
customers is continually put through 


hard, concentrated analysis and study? 
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CERTAINLY! 


ANYONE CAN OPERATE SUNDSTRAND 
BY TOUCH...AND HERE’S WHY 





CONSIDER... 
THESE IMPORTANT SUNDSTRAND FEATURES 


i—Ten numeral keys in logical common-sense 
arrangement. 2— All keys under the fingertips of 
one hand. 3—Column selection is automatic. 





4— DIRECT subtraction with credit balance feature. 
5S — Increased speed...greater accuracy. 6 —Tap your 


figures out exactly as you'd write them with a pencil. 


SUNDSTRAND 


10 KEY ADDING-FIGURING MACHINES 
Product of Underwood Elliott Fisher Company 


Marketed by General Office Equipment Corp. 
342 Madison Avenue, New York, N. Y. 


Sales and Service Everywhere 


“UNDERWOOD, ELLIOTT-FISHER, SUNDSTRAND 
SPEED THE WORLD'S BUSINESS” 


SUNDS | 


AUD! A ND ne .G U8 I 





° 
. 





It’s because of Sundstrand’s unique 
ten-key keyboard. Ten numeral 
keys...the logical, common-sense 
number ... arranged the logical, 
common-sense way. All the keys 
under one hand. 

Column selection is automatic... 
there’s no looking to see where a 
number goes...the machine puts it 
in the right column. No wonder the 
speedy touch method comes natur- 
ally to beginners as well as experi- 
enced adding machine operators. 

But Sundstrand is more than fast 
...it’s convenient. You have just the 
features you need. Addition, direct 
subtraction and multiplication. 
Credit balances. Manual or electric 
operation. Sizes to fit your require- 
ments. 

And there’s another good Sund- 
strand feature ...its economy. 
Sundstrands cost as little as $100. 


There never was a Sundstrand 
that couldn’t pay for itself 









NUMERAL 





OFFICE APPLIANCES 





If you believe that a better line of steel desks would pro- 
duce a bigger volume and a larger net profit for you let us 
exchange letters. . . . The success record of Steelcase Desk 
dealers and the steadily growing list of Steelcase Desk users 
will interest you. ... Increasing demand, better pro- 
duction methods, standardized parts and lowered costs 
enable us to offer Steelcase Desks at prices any user of 
office equipment can afford to pay. ... Steelcase Desks 
and the complete Steelcase line represent at this time a 
particularly good opportunity to increase your net profits. 


. . »« Why not cast your ‘“‘net”’ by writing us today? 


METAL OFFICE FURNITURE CO., GRAND RAPIDS, MICH. 


(STEELCASE 


L Business qt sipimm ernr 








FOUND WHERE BUSINESS SUCCEEDS 
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which, according to the radio announcement, was to go 
to the listener who submitted the correct slogan, together: 
with another slogan written by the contestant. Neatness 


in the submission of the answer counted. 

Winner of the M. J. 
avenue, Toronto, The 
formed eleven words from the forty-nine letters broad- 
“Not a Big Typewriter Made Small, 


prize was Galvin, 529 Brunswick 


Canada. correct answer which 
cast, was as follows: 
Suilt Sturdy 
1,250 registered contestants participated 


and 


but a Portable ” 

Approximately 
from various towns and cities throughout Canada 
Uv. S A. 

A contest announcement that every contestant would be 
rewarded was met by mailing to each one at the close a 
contest voucher good for a cash credit of $10 on the first 
payment toward the purchase of a Remington portable 
from the sponsors, within sixty days. 

The Wentworth Company the 


simulation of their sales of portable typewriters in the 


report from event great 
a large mailing list of prospects and a 
In 


various stores, 
generous number of “hot leads” for immediate sales. 
addition, more than 1,250 worth-while and original slogans 


were obtained 


> 
Byron Weston Catalogue Contains Useful 
Information 
The Byron Weston Company of Dalton, Mass., 
sued an interesting catalogue which may be secured by ad- 
dressing the company at Although it 
and description of Byron Weston 


has is- 


its headquarters 
is entitled a catalogue 
papers, it appears to be actually a reference book of fine 


business and record papers, containing much useful in- 





NEW BYRON WESTON CATALOGUE 


formation. Appropriate uses are suggested for each paper 
in the ledger group and also for those papers made es- 
pecially for mechanical accounting. The catalogue con- 
tains a dictionary of paper terms, trade customs and gen- 
eral information useful to purchasing agents, office man- 
The booklet is of pocket size 


and commends itself particularly to use by salesmen of 


agers, dealers and printers. 


paper houses, printers, lithographers, engravers and sta- 


tioners. 


a 

New Salesmen for Birmingham Smith-Corona Office 
The Birmingham, Alabama, office of L. C. Smith and 
Corona Typewriter Company has added the following 


3urgess, formerly of the Wood- 
G. Lamkin, formerly with Davis 


new salesmen: F. B 
stock Company, and R 
Office Supply Company, who will sell ribbons and car- 


H. W. 


bons.—G. 


THIS IS THE ONLY 


HAND-FITTED *5 PEN 











THEY BOOST YOUR 
$5-PEN PROFITS 


You’ve plenty to offer $5 customers if you sell 
Eversharp. The only hand-fitted pen... at a 
popular price. Handsome designs and colors. 
|And pre-cisely the same superb writing quality, 
| thanks to Eversharp’s interchangeable nibs, that 
_you offer in the world’s most beautiful writing 
_instrument—the new Eversharp DORIC ... Have 
you seen the new solid-gold-mounted (14k) DORIC 
pen and pencil sets? Ask the Eversharp salesman. 


Made by THE WAHL COMPANY, 1800 Roscoe St., Chicago 


EVERSHARP 
(Peenal ((pomt 


PENS snvn@ PENCILS 
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ee 
| lost my profits 
through a lot of 


ODDS 
and END % 


OO many lines, too many laggards, too 
big an inventory—and far too little 
profit. There’s a set-up for every dealer to 
avoid. Get rid of the slow sellers. Carry the 


complete line of Canco metal office baskets. 


Canco Metal fireproof baskets are selling fast 
in leading stores. These handsome, durable 
baskets have many features that attract 
buyers. They come in a wide variety of 
styles and sizes. There are rich finishes of 
walnut, oak and mahogany to blend with 
office decorations, green ones—and white 
baskets for institutional use. Place your 


order now. 


Galvanized Ware Department 


AMERICAN CAN COMPANY 
TOLEDO, OHIO 


City Park Avenue and Hamilton Street 





Iilustrated here is the Canco 
No. 82, 13% x 14%, furnished 
in green, walnut, oak or mahog- 
any. We have available also the 
small size corrugated basket No. 
160, 12% x9%%4x11%, also No. 
480, 15% x 1244 x 18, a larger 
corrugated basket. Both of these 
baskets can be had in either 
green or white. 
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Stevensons Lease Big New Store in San Francisco 

For the past eight years Stevenson & Son, distributors 
of Gunn desks and Columbia files in San Francisco, have 
been building the foundation for what seems destined to 
be one of the largest and best financed office furniture 
stores on the Pacific Coast. 

They have outgrown two locations in that time and have 
now leased the immense store on the corner of Second 
and Mission streets (formerly occupied by C. F. Weber & 
Company). 

This store is particularly designed for the office furni 
ture business, containing several large display rooms 
wherein executive suites can be shown to the best ad- 
vantage. 

Stevenson & Son specialize on Gunn products, namely, 
Lino top desks, bookcases, cafeteria tables, etc. They are 
also the distributors for the Columbia line of steel files. 








. ; rey ePrletel:) 135 my 
2 an had vw ry | TYPEWRITERS-ADDING MACHINES. 














THIS UNUSUAL AND ATTRACTIVE STORE IS IN NEWARK, OHIO 
Hal D. Cornell, proprietor, is an enthusiastic and progressive dealer. He 
handles L. C. Smiths, Coronas and Corona adding machines. 








Parker Dealers Note Activity Among Pen Buyers 
The Parker Pen Company recently made a special offer 
to the public and the trade aggressively advertising their 
proposition in 565 newspapers and magazines. The com- 
pany last spring came out with a new burgundy red and 
black pen. This was followed by a new Parker pen and 
pencil set at $5.00 and immediately thereafter the com- 
pany produced extra business for four thousand dealers by 
giving an automobile and thousands of dollars in cash and 
merchandise to the retail sales people. This year The 
Parker Company stimulated turnover by permitting deal- 
ers to give a gold cap Parker pencil, discontinued model, 
free with every Parker pen purchased for thirty days. 

Now comes the company with an authorization to deal- 
ers to offer consumers a tapered pen end free for a limited 
period with every sale of a Duofold pen. This enables 
the purchaser to change his pocket Parker to a desk set 
pen or vice versa, in five seconds. 

In the 1931 program of advertising, special advertising 
as well as special sales stimulators are employed. In one 
campaign, news pictures featuring the dealer have the 
leading role. The advertisements used are of many dif- 
ferent sizes and in each community the Parker camera 
man takes photographs of local dealers’ stores showing 
activity at pen counters. Every picture tells a story and 
illustrates important selling points. 

In the Parker program of planned selling is the an- 
nouncement of a complete Italian marble desk set includ- 
ing a Parker pen to retail at $4.95. 
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REATER 


CONVENIENCE 
FILING AND FINDING 


Ww 


SUPERIOR 


~ 


, aa 


CONSTRUCTION — \yRNNA Bi ts 


WwW 


AUTOMATIC 
EXPANDING FILES 


F ILL the Automatic drawer fu//—put your hands on the folder 
you want—open it—the front of the drawer tilts forward, the 
compressor backward, adding 9 inches of working space. You do 
not waste 5 inches in each drawer for working space as in other files. 
This wide space enables you to file and find quickly and accur- 
ately, without forcing and jamming letters into the folders. 


A touch of the hand closes the Automatic drawer — the front 
and compressor automatically resume vertical positions — com- 
pressing the contents without adjusting the compressor, keeping 
them under constant compression. The guides and folders are 
held vertically with every index uniformly visible. 
Thus the 9 inch working space, the visibility of the contents, the 
elimination of manipulating the compressor, and of the waste 
working space required in other files—speed up filing and finding 
operations 50°:—save 20% to 30° in floor space and give to Auto- 
matic files the lowest cost per filing inch. 


A UIOMATLIC Acomplete line in two depths—24'2’ 


and 28", with every practical drawer 
EXPANSION ow COMPRESSION combination — superior in construc- 


tion, workmanship and finish. 
Send for descriptive literature and 
ME'D AT GREEN BAY WISCONSIN USA our agency plan. 


DOUBLE DECKS AUTOMATIC 
FILES 

, National Broad- 

casting Com- 
pany, to save 
space, time and 
have ready ac- 
Mm cess to its music 
| library, double 
decked its Auto- 
matic 4-drawer 


| files. 


AUTOMATIC FILE AND INDEX COMPANY 
427 West Randolph Street CHICAGO, ILLINOIS 


OA 11eGRAY 
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SHE BUYS 


THIS CARBON | 


AGAIN 










. a 





Its quality, beauty and easy identifica- 


tion assure repeat orders for you 


N the market only a short 
time, Carter’s Midnight Car- 
bon Paper is already recog- 


nized as the most outstanding car- 
bon paper improvement in years. 


Dealers are making quick easy 


sales. 
Excellent wear impressions 
clear as originals were sufh- 


cient to establish this new carbon 


asa steady seller. 

In addition the attractiveness of 
the “midnight-sky” design on the 
back of each sheet has proved to be 


Carter SM 


a powerful incentive to sales. Users 
are delighted with the attractive 
cheerful appearance of this artistic 
carbon on their desks. 

And because this distinctive design 
instantly and forcefully identifies 
the carbon, the user is constantly 
reminded of the brand she is using. 
When she orders quality carbon 
again, she is bound to ask for Car- 
ter’s Midnight. 


The Packaging, Too, 
Wins Customers 


The smart box-cover design 
and the crisp, clean, protective 

















Three things bring her in 
again for Carter's Midnight 

. Superior service, at- 
tractive ap pearance, and the 
fact that the unique design 
has trademarked this brand 
so forcefully that she is 
bound to remember it, and 
ask for Carter's Midnight. 








are fea- 
tures of Carter’s Midnight quickly 
appreciated by purchasers. 


Cellophane wrapping .. . 


Dealers find another selling point in the 
finger tab cut-out in the bottom of the 
box. This makes removal of the carbon 
sheets so easy. ... 


Midnight is a black, standard weight 
sheet, available with regular coating, or 
special coating for Noiseless typewriters. 


Check up on this carbon, and you will 
understand why dealers are finding it easy 
to get full mark-up on quick sales. 


Send us your order NOW for a dozen 
boxes to try out. The result will be your 
steady backing of this new carbon. The 
Carter’s Ink Company, Boston, Chicago, 
New York. 


IDNIGHT CARBON PAPER 
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“Why I Don’t Sell Substitutes” 

The caption is the title of a well considered book by 
Charles C. Casey, just published by the Dartnell Corpora- 
tion of Chicago and New York. 

Mr. Casey, in the course of his book, which is beauti- 
fully bound and contains 164 pages, makes the startling 
statement that $500,000,000 barely represents the colossal 
amount of dead stock and “orphan” merchandise now dor- 
mant on dealers’ shelves throughout the country. 

Based on intimate knowledge of the retailer and his 
problems the author proceeds to analyze the factors which 
make success and bring profits in retailing, and points out 
where, how and why we have frozen inventories, unsatis- 
factory turnover and loss of sales. His purpose is to bring 
out clearly the definite profit advantages to the average 
retailer of buying only known and standard merchandise 
and the danger and losses involved in tying up money in 
unknown and inferior substitute goods made up to trade 
upon the advertising and prestige of accepted products. 

A general idea of the contents of the book may be ob- 
tained from the following chapter titles: Where Does the 
Retailer Get His Profit? Which Sales Pay Most Over- 
head? How Turnover Affects Net Profit; Why Do We 
Lose Customers? The Selling Power of Prestige; En- 
thusiasm Is a Big Thing in a Store; More Profit in the 
Top Dollar of a Sale; How I Reduced Scattered Lines; 
Putting the Brakes on the Shopping Habit; Selling Cus- 
tomers to Stay Sold; The Danger of Scattered Buying; 
Making Mail Orders Easily; Analysis of Direct 
Sales Cost, and Adding Power to Local Advertising. 

The book is copiously illustrated with clever pen and 
ink sketches and is written in the form of lively dialogue. 
It is easy reading because it tells a story and proceeds 
to a definite end without too much effort to impress the 


Come 


moral. 
Why I Don’t Sell Substitutes is 5% 
inches long and retails for $1.85. 


inches wide by 8 


ncnauniillieianedes 
N. Y. Merchants’ Association Publishes 
1931 Year Book 

The 1931 Year Book of the Merchants’ Association of 
New York, which has just been published, contains what 
is regarded by many as the best selective, alphabetical and 
classified compilation of prominent concerns in the trades, 
industries and professions, published in New York City. 

The names cover the membership of the association as 
of September 2, 1931, numbering approximately 6,000. The 
enrollment is derived from every section of greater New 


York and about 900 out-of-town concerns with branch 
offices and sales agencies in New York City are repre- 
sented in the membership. 

The classification grouping is mostly carefully worked 


out with respect to the relationship of the trades, indus- 
tries and professions to each other in New York City. 
The membership is divided into fifty large divisions of 
which twenty-two are without subdivisions, while the other 
twenty-eight divisions comprise 142 subdivisions. One 
of the main divisions is “Office Appurtenances and Sup- 
Stocks and Kindred Lines.” 

The president of the Merchants’ Association of New 
York for 1931-1932 is Thomas J. Watson, president of the 
International Business Machines Corporation, New York, 


N. Y. 


plies, Stationers’ 


——<———— 
Dictaphone Chicago Office in New Quarters 

The Chicago office of the Dictaphone Sales Corporation 

moved recently from 321 South Wabash avenue to 64 East 

Jackson boulevard. The new quarters are larger and more 

efficiently arranged for accommodating the private and 

general offices as well as the repair department and the 
school room, 


| 











For the Dealer 


in Office 
Furniture 


ERE is a book that should be in the 
hands of every office furniture 
dealer. Within its pages are pictures, 

in natural colors, and descriptions of the 
most complete line of moderately priced 
office furniture in America. Pages are de- 
voted to picturing the interior construc- 
tion features of our products; notable 
among these being a copyrighted X-Ray 
view of a complete desk, showing at a 
glance every inch of its interior construc- 
tion. Here, too, is a picture of the great 
Hoosier plant—in short, here is the whole 
story regarding the Hoosier Line, and the 
reasons for its ever-increasing popularity. 


You owe it to yourself, Mr. Dealer, to get 
all the facts pertaining to this fast-moving 
line. Your copy is ready for mailing. No 
obligation, of course. 


HOOSIER DESK COMPANY 


Jasper, Indiana 
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Gussco—the guide 
to real profit 





> 





The Complete Line 
Filing Folders for every 


Index Cards 


system 
Index Guides Press- 
board Guides Metal 


% Tip Guides — Celluloid 
, =, ~=Tip Guides and Folders 








In this day of close buying and shrinking profits 

the combination of quality and price becomes an 
insurmountable barrier in making a sale unless 
you meet 


can competition. 


Gussco dealers meet all competition with this 
complete filing supply line—and they make a 


reasonable profit. 


This opportunity is offered to you. Write for 
samples, catalog and prices. Select a represen- 


tative stock. Do it now. 










GulDE SYSTEM 


& Suppiy Co. 


335 CANAL ST. 
NEW YORK 


‘‘THE HOUSE THAT 
STICKS TO THE TRADE” 







Look for the Blue Metal Edge 
Box. Be sure it's GUSSCO 
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Bankers Box Company Inaugurates New 
Dealer Cooperation Plan 


The Bankers Box Company, Inc., 536-38 South Clark 
street, Chicago, Ill., has announced a new plan of dealer 
representation in the western territory The new plan 
came into being partly because of the fact that the sale 
of “Liberty” storage files has increased so rapidly that 
dealers’ business cannot be properly taken care of by 


manufacturer’s agent and partly because of the desire of 
the company to offer a more complete cooperative service 


to dealers. The plan involves the appointment of D. R. 


Pinney as representative of the company devoting his 
entire time to the development of the sale of “Liberty” 
storage boxes for dealers. The major portion of Mr. Pin- 





will be spent doing consumer work for dealers 
He will work with deal- 


ney’s time 
throughout the entire territory. 
ers and salesmen on prospects helping them to close sales 
Mr. Pin- 


ney’s experience as sales manager for Neal, Stratford & 


and give training talks to dealers and salesmen 


Kerr of San Francisco during the past several years equips 
him well for his new work. 

In addition to this personal cooperation, the Bankers 
Box Company, Inc., has prepared a complete direct-by- 


mail plan including attractively illustrated folders in 
colors and copies of sales letters that have proved effec- 
cards, midget sample 


tive. In addition, window display 


boxes for salesmen, mats, electros and complete layout 
for newspapers, catalogs and house organs are provided. 
An important phase of the new plan is that inquiries and 
orders received as a result of national advertising are for 
warded to respective stock dealers 
alae ean 
Mason Typewriter Exchange Opens Branch in 
Hornell, N. Y. 
The Mason Typewriter Exchange, Almond, N. Y., re- 
cently opened a branch office at 33 Seneca street, Hornell, 
N. Y. The 


in charge of 


office and repair shop of the new branch is 
Fred Stephenson 
———E 
A Royal Portable Typewriter Disappears 
The New York Typewriter and Adding Machine Dealers 
the loss of a Royal portable type- 
finish, No. 284484, and requests dealers to 
xr this machine and notify the association. 
a 
Stationers Association of New York Has 
New Member 
Steel Equipment Company of New York, N 
Stationers 


Association 
writer, black 


look out ft 


reports 


The Cole 
Y., has been 
New 


made a member of the Associa 


York. 


tion of 
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; PUSTURE 
j ee 


every Seated Occupation 


O/ MORE, pioneers in correct posture seating, offers you the most 
complete line of correct posture chairs in the world. And each model 
in the line is distinguished by the famous Do/More postural design 
which has been universally acclaimed by physicians and industrialists 
as a boon to seated workers. 


“Tt 


oon 
































Posture seating is the next great step in industry because it elimi- 
nates the fatigue which is costing industry over two billion dollars 
annually. In the past, factories and offices have spent hundreds of millions of 
dollars on such items as lighting and ventilation to improve working condi- 
tions. Hundreds of millions more will be spent in the next decade to reseat 
executives and employees in these offices and factories. Actual experience 
proves that it pays. Almost without exception, those who try a few Do/More 
chairs to test the Do/More principle of seating repeat with orders until their 
entire organizations are Do/More equipped. 











No. 516 
Executive 
Chair 


Do/More presents an enormous opportunity for profit to the alert dealer. 
It costs you nothing to get the facts—to learn of the big installations being 
made in the world’s leading offices and factories—to get details of actual 
production increases where Do/More seating is used—and to learn how you 
can participate in the new volume of business that the Do/More principle 
unfolds. We will gladly give full particulars to reputable firms in those terri- 
tories which are not now adequately served. Simply write. 





No. 577 
Department 
Head Chair 


ae. = DO/MORE CHAIR CO. 
: 611Do/More Blk., Elkhart, Ind. 
IN CANADA: 


DO/MORE CHAIR COMPANY 


| : EA OF SEATI N > nantes 





















SEAM SEN. SRI A 
There is a Do/More model for every seated occu- models for executives. (No. 510 Deluxe pictured 
pation—ranging from a sturdily built steel chair above). The latter combine all famous Do/More 
with wood seat and back for factory use to the new correct posture characteristics with smart, 
No. 580 deluxe line of beautifully upholstered aluminum modern lines—an achievement in chair design. 






Secretary 
Chair 





No. 555 No. 2805R No. 1055 For Business No. 060 
For General Office Use Mc at ng Clerks Cashier's Chair Machine Operators penne Chair Factory Chair 
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Ready, 


for Christmas trade e 


SENGBUSCH GIFT DIPADAY DESK SETS 












Black Bases 
Flashed with Jade — Chromium plated fittings 
No. 1977 with one inkstand and one socket. 


No. 1997 with two inkstands and two sockets. 
Complete with No. 43 Pens. 





Jet Black Bases 

Sandblast design — Silver Decorated 

No. 1978 with one inkstand and one socket. 

No. 1998 with two inkstands and two sockets. 
Complete with No. 43 Pens. 





Stock these 4 new Sengbusch 
Gift Numbers and watch 
them sell themselves! 


Great news! The holidays are almost here! Are you 
ready? Are your stocks complete? 


You are all set for profitable, fast moving holiday 
business the minute you stock and display these four 
beautiful new gift numbers. They are Christmas Aces 
— beautifully designed, masterfully finished. Practical 
gifts for a year when Americans scrutinize values 
closely, these handsome desk sets sell themselves. 


Stock them! Display them! This is the way to 
make 1931 Christmas trade the high mark of your 
retail experience. 


Sengbusch 


SELF-CLOSING INKSTAND CO. 
1115 Sengbusch Bldg. Milwaukee, Wis. 
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Announce Film Library for Training Retail 
Sales People 
A “library” of thirty-six film picture productions, one a 
month, twelve a each having co-related lecture or 
talk is being offered by Visual Training New 
York City. By this system, anybody can hold an effectual, 
visualized 
experience or training is required to project the pictures 


year, 
Libraries, 
store meeting for the training of clerks. No 
nor to give the talk. 

Research work covering a period of three years and the 
study of the best modern retail selling methods in both 
large and small stores, as well as those of leading chain 


store groups, have been condensed in these films under 
the supervision of recognized experts. 

The series covers the whole range of counter and floor 
conduct, customer contact, increasing the unit of sale, 
inspiration to better work, building good will and practical 
merchandise selling 

The pictures may be projected on any wall or screen 
in rooms large or small, by means of special projection 
equipment supplied as a of the course. Each film 
meeting lasts about forty-five minutes. The talks 


films may be repeated as often as desired, both for present 


part 
and 


employes and those newly employed. 
<> 
Zellers Writes About Recent Trip Abroad 

The return a few months ago of John A. Zellers, vice- 
president and general foreign director of Remington Rand, 
a five months’ trip through Europe and Asia 
an African port, has inspired him to 
India 


Inc., after 
with a brief stop at 
write an interesting article entitled, “A Visit to 
An Appreciation,” published in the July issue of the Rem- 
ington Export Mr. Zellers’ remarks are illus 
trated with some interesting photographs. His 
while abroad included Berlin, Paris, Marseilles, Port Said, 
Egypt; Calcutta, Bombay, Delhi, Lucknow, Cawnpore and 
Madras in India, and Colombo in Ceylon. After leaving 
Colombo, he went to Naples, from which point he visited 


Review. 
itinerary 


other cities. 

In another portion of this little journal is an illustrated 
article on the effects of office noises on the acoustic camera. 
The article makes the point that standard typewriters gen- 
erate sixteen times as much noise as noiseless machines. 

The visit of the King and Queen of Siam is featured, 
and there are several other informative articles. 

There is an interesting picture of two veterans of the 
typewriter world abroad, Cesare Verona, Remington rep 
resentative for Italy, and Anton Waltisbuhl, Remington 
representative for Switzerland, both holders of Remington 
forty-year service decorations. 

0 
Convenient Library of City Directories 

In order to attract prospective customers to its store, 
the stationery department of the Foote and Davies Com- 
pany, at the corner of Auburn avenue and Pryor street, 
Atlanta, Ga., is maintaining a complete library of city di- 
rectories, which it took the local chamber of 
More than 200 city directories, from all parts 


over from 
commerce. 
of the country, are on the shelves, and these are renewed 
every year by the firm.—J. H. R 

——— 
Art Metal Agent Participates in West Virginia 


State Fair 

The Owl Print Shop, 917 Market street, Wheeling, W. 
Va., agent for the Art Metal Construction Company in 
that district, recently exhibited Art Metal and other lines 
at the West Virginia State Fair. The Art Metal lines 
included Mount Vernon desks and filing equipment. 

The state fair mentioned was the fifty-first successive 
event of the kind to be held in the state of West Virginia. 
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New Air Mail Accuracy 
Requires New Scales 


The Post Office Department now 
permits a variation of only five 
grains instead of one-thirty- 
second of an ounce as hereto- 
fore. Old scales will not weigh 
to that It is 
found in the new improved 


fine precision. 





Triner 

Model 9 

T Beam 
Postal Seale 





for weighing and checking air 
mail, foreign mail, and general 
mail. The United States Post 
Office Department has placed an 
initial order for 11,250 of these 
scales for use in various post 
offi es. 


Air mail with insufficient post- 
age goes by rail. Many letters 
which apparently require five 
cents according to old scales, 
will require an additional ten 
cents because of new govern- 
ment exactness. This new scale 
will save costly delays and em- 
barrassments. 


A Live Opportunity 
for Stationers 


This improved model can be demon- 
strated in every office and mailing 
room with the utmost confidence that 
it is the finest as well as the only one 
which will meet the new requirement 
for accuracy within five grains. Impor- 
tant refinements which will appeal at 
once to intelligent business men have 
made this accuracy possible, including 
the fine-weight indication obtainable 
at the end of the beam with a pointer 
adjusted to a definite hairline balance 
position within a trigger-loop. 


Inform your sales staff of the new 
government accuracy in postage and 
build new friends now by featuring 
this new Triner product. 


i en An Mn ne i i i il i, li li i, li, li, li lil li li li, li lin, li, li lin lili li l,l i i. li l,i lJ A Je dlls dl tl dle dle de ld a hh heehee 








Triner Scale & Mig. Co. 


2714 W. 2ist Street 
CHICAGO, ILLINOIS 
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THE STATIONER'S 


SCRAP 
BOOK 


IDEAS 


PRICE oe POST FREE 


The most valuable 
moneymaking volume 
ever placed before the 
Stationer Trade—Con- 
tains nearly 200 hints in 
connection with every 
department of your 
business. 


Press Comments: 


The book contains some 178 pages of common sense sugges- 


lions for commercial stalioners and dealers in office equipment 
/ s conveniently divided into four sections, as follows 
Oraa wr (dvertising and Publicity; Selling Ideas: Win- 
dow Display and Selling Ideas for Specific Lines in index 


the book classifies the subjects treated and gives 
h numbers of the pages where the stalioner may find sugges- 


the particular phase of his business thal he may be 


ed in al the time The subjects ran all the way from 
count books to window dressing and are wrilten in such a 
way thal the volume is an excellent reference book 


—Office Appliances. 


The Serap Book can be dipped into almost anywhere, and 
weful hints on a wide range of subjects, presented in a very 
readable form, will be found on every page 

The Newsagent. Bookseller's Review and 
Stationer s Gazette 


lt was a distinctly good idea to bring together such a series 
spproved ideas, and the volume should meet with a warm 
—The British Printer 


4 good idea itself and admirably carried out 


—The Stationery Trades Journal 


Send Your Order with Remittance Today 
to the Publishers 


F. W. BRIDGES, LTD. 


GRAND BUILDINGS, TRAFALGAR SQUARE 
LONDON, W. C., ENGLAND 
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It opened its doors to the public on Labor Day and con- 
tinued until September 12. There was not only instruction 
but entertainment in the mammoth exposition hall. Each 
afternoon the famous Carroll Kelly Jungle Club orches 
tra of Baltimore appeared in front of the booth of the 
Owl Print Shop. In addition to this, a novelty musical 
number was put on each evening by Deacon Hampton’s 
Pickaninny Band. The fair was well patronized by other 
leading concerns who showed interesting exhibits in prac- 
tically every line of industry. 

The Art Metal furniture shown by the Owl Print Shop 
excited much favorable comment 

—— ao 

International-Filene-Finlay Translator at Pan- 

American Union Conference 

The 400 delegates of twenty-one countries of North and 
South America in attendance at the fourth Pan-American 
Commercial Conference adjusted their head phones at the 
Pan American Union building in Washington, D. C., on 
October 5 and listened to opening addresses delivered 
simultaneously in English and Spanish through the me- 
dium of the International-Filene-Finlay Translator, in- 
stalled in the convention hall by International Business 
Machines Corporation, 

The translating system which was developed early this 
year, eliminated at the sessions of the Conference the de- 
lays formerly necessitated by translation into one or more 
languages of each succeeding speech 

A similar installation has recently been forwarded by 
International Business Machines Corporation to the 
League of Nations in Geneva, which will enable 700 dele- 
gates to listen in to addresses being translated from cen- 
tral booths, as they are delivered, into as many as six dif- 


ferent languages. 


—— 
Sheaffer Campaign on “Skrip” 

The W. A. Sheaffer Pen Company, Fort Madison, Iowa, 
is conducting an advertising campaign in color devoted to 
“Skrip,” the company’s writing fluid. This advertising 
is running in prominent national magazines and in hun- 
dreds of newspapers in Sunday rotogravure sections. The 
campaign started in the Saturday Evening Post and in 
Life, buttressed with powerful display material for the 
windows and stores of dealers. “Skrip” is made in per- 
manent royal blue for vital record work, and also in five 
washable colors—blue, black, green, purple and _ red. 
Washable “Skrip” remains legible indefinitely if not ex- 
posed to water, acid or strong sunlight. This product 1s 
put up in glass containers, two ounces to gallon size, with 
a retail range from fifteen cents to $4.50 

<cenieeliiiniaieitas 

Nelson Takes Weldon Roberts Lines for Coast 

George D. Nelson of Los Angeles has been appointed 
Pacific Coast representative for the Weldon Roberts Rub- 
ber Company of Newark, N. J 

Mr. Nelson carries complete samples of the extensive 
line of Weldon Roberts erasers which, by their world 
wide distribution, have earned the right to the slogan 
which tells us that they “Correct Mistakes in Any Lan 
vuage.” 

Mr. Nelson will be calling regularly on the entire Pacifi 


Coast trade where he has been known for many vears 


Sa See 
McDowell Promoted 

William R. McDowell, for nineteen years connected 
with the sales force of the Underwood Typewriter Com- 
pany at Detroit, Mich., was recently made manager ot 
the Underwood branch in Charlotte, N. C., located at 127 
West Fourth street 

Office Appliances congratulates Mr. McDowell upon 


his well de S¢ rved promotion 
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Le | : 
Solid or 
Sectional 


GUNN Bookcases 
mean Protits for You / 








Sectional Bookcase No 500 
which was responsible for making 
the name GUNN famous in the 
bookcase field The plain style is 
particularly adapted for general 
office use; as sections may be 
added to accommodate any 
number of volumes and fit any 
Space. A portent PASE 
investment for any modern busi- 
ness institution. 


BM | 





IGNIFIED, attractive and endur- 

ing—and in thorough accord 

with its ensemble surroundings—the 

new period bookcase by GUNN repre- 

sents the final touch in the completely 
modern private office. 


In narrow widths, and fitting snugly 
into a nearby nook—the new GUNN 
Period Bookcase displays and pre- 
serves for instant reference those 
choice volumes which have become 
indeed a real part of the success of 
each modern master executive. 


A well known designer has imparted 
to each of these artistic pieces the 
elusive beauty and daintiness of the 
rare old period motifs. Each possesses 
the solid worth given to it by GUNN 
“‘Minuteman’”’ master craftsmanship. 
And each will remain to its owner an 
enduringly attractive and useful re- 
minder of the one who suggested its 
purchase. 


A showing on your own floors will 
bring you real profit—order your 
samples now. 





GUNN FURNITURE COMPANY 


GRAND RAPIDS MICHIGAN U $ A 


Permanent Display 
W aters-Klingman Building, Grand Rapids, Michigan 





JS / STRAIGHT $110 oT1NG” Eon FIFTY TWO YEARS 


You 


auwYy A GUS RS 


WHEN 
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The Original Cloth Gusset Line of Wallets 














Leatheroid Expanding Envelope, Demonstrating Con- 
struction Features—Patented. 





The original, and superior because 
of the patented reinforcement— 
not just a strip supporting the flaps, 
but one solid piece from top to 
bottom. A special process of glue 
welding prevents the gusset from 
tearing away under the corners of 


the flap side of the wallet. 


This method of Qualitybilt construction is positive 


assurance of durable service to your sales force; it 


enables them to sell these goods under all conditions 


and make satisfied customers. 


To display these is to sell them. 
Wallets are packed ten to a con- 
tainer—just the right quantity for 
easy over the counter business. 


Phone, write or wire your needs. 


Quality Park Envelope 
Company 


11-116 The Merchandise Mart 
Chicago, Ill. 


Factories at Saint Paul, Minnesota 







PATENTED REINFORCEMENT | 
¢ SOLID Piece from Tor 
Pocvet to BoM 


so 
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Leatheroid File Pocket Showing Construction Features— 
Patented. 











The Sign of Quality Keathonoid, That Invites Comparison 
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Frank J. Roderick Returns from European Trip 

Frank J. Roderick, vice-president in charge of the Bar- 
rett division of the Lanston Monotype Machine Company, 
Philadelphia, arrived home from Europe September 20 
aboard the SS. St. Louis. Mr. Roderick had been gone 
for several weeks calling on Barrett distributors in Con- 
tinental countries, spending most of his time in Germany 


and Czechoslovakia. While in Germany he attended the 








FRANK J. RODERICK ON BOARD THE 
SS. ST. LOUIS ENROUTE FROM EUROPE 
TO NEW YORK 


International Buro-Ausstellung in Berlin, where all of the 
very latest models of the Barrett desk machines were on 
the booth of Clausen, Barrett dis- 


tributor for Germany. 


display in Salomon 


During the exhibition a convention of Barrett distrib- 
utors was held, the following representatives of the Bar- 
rett Garman 
Clausen and his Barrett department manager, Mr. N. Neil- 
sen, of Oslo; Mr. S. Quarnstrom, of Stockholm; Mr. H. 
Haldrosan, of Bergen; Mr. A. Aarup and Mr. H. Haugen, 
Copenhagen; Mr. I. Ebstein, Brussels, and Mr. Henry 
Ebstein, London; Mr. C. Mamet, Paris; Mr. H. Kuhne, 


Zurich; Mr. P. Castelli della Vinca, Milano; Mr. Ludwig 


European organization being present: S. 


Spitz, Vienna; Mr. Mirslov Svestka, Prague; Mr. I. Car- 
dozo, Amsterdam; Mr. Salomon Clausen, Berlin. 

Mr. Roderick reports that the new model 122-E Barrett 
adding-listing-calculating machine equipped with direct 


subtraction was of the features of the exhibition. 
Now that he is back in Philadelphia he says that his first 


job is getting out enough of the model 122-E to fill orders. 


a ee 
Address of George W. Kemple Wanted 

The Lanston Monotype Machine Company, Barrett 

Adding Machine Division, Monotype building, Philadel- 

phia, Penna., requests Office Appliances to print the fol- 


one 


lowing notice: 

“We have an inquiry from a person wishing to get in 
tovch with George Kemple, who was formerly associated 
with the Typewriter Service Company, Weston, W. Va. 

“If Mr. Kemple should read this or if any of his friends 
know his whereabouts, we shall be glad to have his ad- 


dress.” 


oe 
Carruthers of Sheaffer Back in U. S. 

Jack Carruthers, territorial manager the W. A. 
Sheaffer Pen Company in the Pacific northwest, returned 
to the United States a short time ago after an extensive 
European tour. He visited relatives in southern Ireland 
and other parts of the Mr. Carruthers 
writes for an avocation, and made his trip abroad serve 
not only as a pleasure jaunt, but also to gather data for 
use in a book which he is now writing. He visited Eng- 
land, Ireland, Scotland, Wales, the Isle of Man, France, 
Belgium, Holland, Switzerland, Italy and Germany. 


for 


sritish empire. 
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WISE DEALERS 


STOCK GRAND PRIZE 
CARBONS AND RIBBONS 


The profits—the 
frequent turnover—the quality— 
these are just a few of the reasons 
why wise dealers stock Grand Prize 
Carbons and Ribbons. 


Better because only the finest mate- 
rials are used. Dyes that make for 
enduring records—smudge-proof 
letters. The finest cloth and paper 
because an article that holds up 
satisfies its users—and satisfied 
users are come-back customers. 





Write us! You will learn of a 
genuine profit-making deal and a 
splendid product. 


GRAND 
PRIZE 


CARBONS & RIBBONS 


Pactric CARBON AND RIBBON MPa. Co. 
J. Francis O'Connor, Pre 
Head Office and Factory 
1451 HARRISON ST. SAN FRancrisco, CaALir. 
Chicago Office: New York Office: 
[ 608 S. Dearborn St. 149 Church St. 





Los Angeles Office: 
Boston Office: 406 8. Main St. 
93 Federal St. Denver Office: 
1030 15th St. 


San Francisco Office: 
149 New Montgomery St. 


a 
SUPER-WRITE 


A new line of Carbons and Rib- 
bons for those who demand the 
finest. Write for Samples. 


396 Flinders Lane, 
Melbourne, Australia 
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Here is a Real Line 
of Real Sponge Rubber 


CHA | 


CUSHIONS 
BY ““SUNRUCO” 


EXECUTIVE 


Velour Cover .... .3 Sizes 4 Colors 
DURO-COMFO 

Leatherwove Cover .....1 Size 2 Colors 
CORDUROY 

Corduroy Cover .4 Sizes + Colors 
UNIVERSAL 

Velour Cover ..... .4 Sizes 4 Colors 
FELT 

Fluted Felt Cover. 5 Sizes 2 Colors 
ECONOMY 

Autocloth Cover .3 Sizes 2 Colors 
SNUGFIT 

Felt Cover 4 Sizes 2 Colors 
SANI-SNUGFIT 

Rubber Cover ......... 2 Sizes 1 Color 


A size for every chair! 
A color for every taste! 
A price for every purse! 


Sponge Rubber Chair Cushions were first Orig- 
inated, Designed and Produced by “SUNRUCO.” 


The “SUNRUCO” mark of Identification is your 
Guarantee of the best that can be made. 


“SUNRUCO” CREATES—others Imitate. 


Write today for New Illustrated Catalogue 


Prices— Discounts. 


The Sun Rubber Company 
Barberton, Ohio, U.S. A. 
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‘Tis Folly to Be a Price Cutter 


By Jack Knabe, Office Equipper, Huron, South Dakota 





ET’S get down to business and talk this thing over. 

Sure, things are changing fast these days; conditions 
have changed. A new order of merchandising is here. 
That which was sane and proper in the days gone by may 
not apply today. Tomorrow we will laugh at our folly of 
yesterday. Conditions are changing. They’re changing 
back to normal. We've had our spree. Let’s sober up 
and go to work. It is not nearly so bad as some would 
make it out to be. We've got the finest country in the 
world; our resources are without limit. We have the finest 
manufacturing organizations in the world. Even that 
Russian five-year plan can’t stop us. All we need is to 
get back on a sound economic system of distribution and 
business will continue in the same old way. 

During this period of readjustment many of the past 
abuses in the office equipment field should be corrected. 
Price cutting is the outstanding abuse. Price cutting has 
never made a profit for any organization! It’s a game 
anyone can play. Cut your price and the other fellow 
may get sore and cut under you. Price cutting has never 
built up a healthy operating condition. The office equip- 
ment and especially the typewriter business is a demon- 
stration of a sales organization trying to obtain volume 
without an operating profit. Good business demands a 
fair operating profit. A one-price policy is the only sane 
policy of operation. Bill Jones and the International 
Prune Association, Inc., Ltd., should be treated alike. I 
have never quite understood why a purchaser who may 
own ten or twenty or even a thousand machines should 
be given any special consideration on the part of a single 
machine. In most cases it requires more time on the part 
of the salesman and more service expense afterward on 
the machine sold to the large user. 

A manufacturer of steel items lost one of his most valu- 
able dealers because their anxiety to land a big job 
prompted them to cut the price to such an extent that it 
left no operating profit for the dealer. The permanent 
loss of this dealer meant a greater loss in the long run 
than had they lost the order. 

We're all too anxious-to get the business; we’re afraid 
the other fellow may get some. There is plenty of busi- 
ness for everyone who is willing to make an intelligent 
effort to get it. 

ES —— 
Onken Fixtures Can Be Obtained from Reinermann 

The display fixture line formerly made by the now de- 
funct Oscar Onken Company at Cincinnati, Ohio, is being 
merchandised through the Reinermann Fixture Company, 
808 Saratoga street, Newport, Ky. Paul S. Reinermann 
of the Reinermann Fixture Company was formerly sales 
manager for the Oscar Onken Company. 

In addition to the Onken line of display fixtures the 
Reinermann Fixture Company offers a number of small 
specialties for the office supply and stationery trade. 

* = 

Watch Out for H. L. Miller, Alias A. B. Charles 

[Through the good offices of J. B. Amos, advertising 
manager of the Hedman Manufacturing Company, Chi- 
cago, word has come to Office Appliances that one H. L. 
Miller, alias A. B. Charles, is ranging the country palming 
himself off upon the users of check writing devices as 
a legitimate representative of some check writer manufac- 
turer. According to a notice sent out by the Ohio Hotels 
Association, Inc., Miller, or Charles, is wanted in Cin- 
cinnati for bond forfeiture. 
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Deluxe Autopoints 


For your Christmas trade 


Profit from the popularity of the 





“Pencil of Big Business” 











Autopoint Pen and 
Pencil in matched 
sets are ideal for 
school use. To list 
from $7 to $10.50 
complete. 


b pare by year the popularity 
and reputation of Autopoint 
increases. It is a fact that this “pen- 
cil of big business” receives more 
word-of-mouth advertising... friend 
tells friend ... than any other pencil. 

Profit from this popularity. Fea- 
ture Autopoints for Christmas gifts. 
Their prices fit in with the desire 
of people this year for gifts of mod- 
erate cost which promise years of 
service. 

The Autopoint Pen is a new item 
which makes splendid Christmas 
merchandise. Matched sets of beau- 
tiful pyroxylin in fashionable color 
combinations. Pen prices range from 
$4.50 to $7.50. Pencils from $2.50 
to $3.50. 

Display material free. Order now. 





Autopoint Oversize, 
the famous “pencil 
of big business.” 
List $1. 





The “Better Pencil” JJ The “Better Pen” 
Autopoint Company, 1801-31 Foster Ave., Chicago, IIl. 
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MR. BUYER MUST BE SHOWN. 


{ Some New and Worthwhile ] 


Items in Loose Leaf Equipment 


Service Line of 
Sectional Post Binders 


In mechanical design and in the selection of 
binding material this new series represents the last 
word in Post Binders. Full length piano type 
hinges. Three grades of Material bound covers 
and three grades of Hard covers. Black lacquered 
metals. Both End and Top Lock. Ask for 
Booklet No. 137. 


Visible Record Books 


Cesco Visible Record Equipment is extensive and 
covers two grades of Binders—both of the prong 
construction. No other line is as complete or 
so well designed. Ask for Booklet No. 181. 


A Wide Range of 
Prong Binders 


line of Prong Binders includes four 
grades and four capacities, with both metal 
hinges and material hinges. No where else is 
there such a large assortment to choose from. 


Our new 


Permanent Transfers 


The Cesco Automatic Transfer is unique in its 
field. Appeals instantly to Banks, Public Utili- 
ties and others interested in permanent filing. 
An entering wedge to bigger business. Ask for 
Booklet No. 170-C. 


Group Printing for 
the Larger Accounts 


Form Printing is now being bought on an annual 
basis—all forms at the one time with periodical 
deliveries. We have the facilities for doing this 
work and can handle these larger contracts for 


you. Ask for Booklets on Group Printing. 


The C@cc Line Will Help you Meet 


His New Purchasing Demands 


Now more than ever before it is imperative 
that you handle a Loose Leaf line of unques- 
tioned merit—because your customers are de- 
manding maximum worth for every dollar they 
To-day’s critical buyer measures every 
He has 


spend. 
purchase by the yard-stick of value. 
grown inquisitive about materials, construction, 
quality. He has learned to interpret “economy” 
in its broader term—longer service. 

Looked at from many angles the Cesco Line is 
the logical one for any dealer. It has kept step 
with progress—developed new styles and types 
of binders—enlarged and improved upon its 


entire line. 


We have a discount policy which puts the dealer 
in a position to cope with the present “buyers’ 
market.” Exclusive territory — either on 
specialty items or the general line—available to 


active dealers. 


A new Cesco Catalog is being issued in sectional 
of the 
Send for copies—also for booklets 


form. Sections new items are now 


available. 
covering the complete line. 


THE C. E. SHEPPARD COMPANY 


1401-4429 2Iist Street 


LONG ISLAND CITY, N. Y. 


New York City Sales Office, 444-6 Chrysler Bldg. 
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Salesmen Become Baseball Stars in 
Monroe Sales Contest 

Home runs, triples and doubles were scored in rapid suc- 
cession in the Monroe Baseball League, the designation 
given the three months’ sales contest which was held dur- 
ing the summer by the Monroe Calculating Machine Com- 
pany, Inc., Orange, N. J. 

The company’s district offices throughout the country 
were divided into ten teams, matched against each other in 














A. HEDGES 


J. E. BALL, JR R 


regularly scheduled and the team securing the 
greatest number of contest points during each game was 
declared the winner of that game. The “Pirates” won the 


series championship, and the following members of that 


games, 


team shared proportionately in the substantial cash prize 
which went with that honor: J. H. Edward and W. B. 
Kelleher of Boston; J. F. Smith, Charlotte, N. C.; P. B. 
Newell, Akron; J. L. Aldrich, W. J. Fiander, and B. H. 
Stusrud, St. Paul; I. P. Donaghey and M. B. Smyth, Mil- 
waukee; W. H. Kurtz, Manchester, N. H.; J. F Boniface, 
Columbia, S. C.; F. R. Street, Greenville, S. C. 

The “Cardinals” came in second and were also awarded 
a cash prize. Members of this team who contributed to the 
total number of “runs” scored included: E. M. White, 
Albany; T. C. Macauley, Boise, Idaho; J. 
A. R. Rose, Baltimore; A. J. Gunderson, Louisville; B. F. 
Huggins and E. W. Clede, Houston; R. H. Pennock, De- 
troit; E. D. Barnes, Hartford; and T. H. Abbott, Peoria, 
Ill. 

J. E. Ball, Jr., representative of the Monroe Company’s 
Washington, D. C., district, made the highest “hitting aver- 
age” for the three months and was awarded first prize for 
the best individual sales record. 

R. A. Hedges, representative of the Los Angeles district 
who ranked second in the number of sales points secured 
during the contest, was the winner of the salesmen’s sec- 


ond prize 


> 
Weber Costello Publishes Catalogue No. 32 

Under the title, “Globes of the World,” The Weber 
Costello Company, Chicago Heights, IIll., has published a 
twenty-page catalogue dealing exclusively with its line of 
globes for home, school and office use. The book meas- 
ures 8% by 11 inches and contains half tone illustrations 
of various globes in the Weber Costello line. A special 
insert carries illustrations of three of the globes in full 
colors. 

Copies of the catalogue are available to dealers on re- 


quest. 
a 
Hanson Takes the Varityper Agency 
Doc Hanson of the Hanson Business Machines, Inc., 


2082 East Fourth street, Cleveland, Ohio, has taken on the 
Varityper line fcr the Cleveland territory. 





H. Hayes and | 
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drawer for drawer 


INTERCHANGE 


Aurora Steel Transfer Cases have many out- 
standing advantages, one of which is the 
extra filing depth of 26%%”, which permits 
a drawer-for-drawer exchange with the regular 
filing cabinets. 

Another is the rigid, fully enclosed, dust- 
proof construction of 
each drawer unit, which 
gives the maximum 
amount of protection 
to valuable records. 


And still another ad- 
vantage is the exclusive 
stacking feature, which 
securely locks one 
drawer unit on top of 
another, thus per- 
mitting the building up 
of cabinets to any de- 
sired height, without 
twisting or swaying. 


The single drawer unit 
construction makes it 
possible to install 
exactly the amount of 
transfer space needed, 
while additional units 
may easily be added 
as required. 





Stack of four Type 701 
Letter Size Units with Base 


SPECIALIZED 
SERVICE 


Are your requirements 
exceptional? Why not 
let our plan-engineers de- 
sign the sort of filing or 
storage equipment that 
will serve you most effi- 
ciently? We specialize in 
building unusual equip- 
ment for out-of-the- 
ordinary uses, and our 
wide experience should 
prove invaluable to you. 


Regardless of your fil- 
ing or storage require- 
ments, Aurora Steel 
equipment will fulfill 
them, and at a price 
you like to pay. Write 
today for catalog and 
prices. 


Aurora Metal Cabinet Company 


435 Weedlawn Avenue 
Aurora, Illinois 





~. 
AURORA, ILL. 


——— 
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It's Dependability 
you re selling! 


The business man who is putting money into new equip- 
ment must be convinced that it avails him of the greatest 
convenience and economy of effort obtainable, that its 
usefulness shall not be limited by any stint of material, 
designing or craftsmanship. 

UHL steel equipment offers 
these indispensable advan- 
tages to the utmost, not sim- 
ply because the framing struc- 
ture is of steel, but because 
the designs are right, both for 
use and strength. There is a 
combination of best materials 
and most skillful design which 
no user has been able to wear 
out, even in the most severe 
service. 

UHL installations of fifteen 
years ago are giving service 
today that cannot be im- 
proved upon by competitive 
lines. Purchasers of UHL 
“Postur-Chairs,” “Little Dan- 
dy” stands, UHL stools, type- 
writer cabinets, etc., can be 
confident of settling once for 
all, the matter of equipment 
for the particular needs being 
attended. 

This UHL dependability offers 
prestige and profit for the UHL 
dealer. If you are not profiting 
by the UHL line better write us 
at once and join the large family 
of Dealers and learn more about 


this valuable profit making line. 
Catalogue is waiting for you. 


The Toledo Metal Furniture Company 
1490 Hastings Street, Toledo, Ohio, U.S. A. 





No. 8500 
Postur-Chair 








No. 50-56 





No. 7070 


UFIL 
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A Remarkable Advertising Program 
Remington Rand Business Service, Inc., 
the Remington Rand series of broadcasts featuring Rem- 
ngton noiseless portable typewriter. 


has announced 


This series will con- 
tinue weekly, having started during the week beginning 
October 19. The the dealer, 
listeners being invited to get a free copy of lesson sheets 


broadcast will tie in with 
on typewriting to music from their dealers. 
The printed matter which accompanies this campaign 
is of great vigor and interest. The subject of typewriting 
to music is brought out forcibly in a series of rhythmical 
exercises intended to teach users of Remington portable 
typewriters how to type easily and speedily. These ex- 
ercises were developed by Miss Olga Elkouri, Remington 
speed typist and demonstrator, and when they are prac- 
ticed to music enable anyone to learn the rudiments of 
typewriting with satisfactory facility. This series is ten- 
dered for individuals who would like to use a typewriter at 
home or traveling, for personal correspondence and other 
kinds of writing. Those<desiring to become full-fledged 
stenographers or secretaries are urged to enroll in com- 
mercial 
A series of folders and booklets is provided by the Rem- 
dates and 


courses. 

ington Typewriter Company announcing the 
places and where the Remington Rhythm Rounders will 
present their lessons. 

The broadcasting takes up every day of the week named 
except Saturday and Sunday. One booklet gives a series 
of half tone illustrations supplemented by text. One pic- 
ture shows Walter Craig, author of big radio hits and Ray 
Vir Den arranging programs. Another picture is a like- 
ness of C. King Woodbridge, vice-president in charge of 
sales, sitting through rehearsals in the radio studios. A 
third picture shows Frank Black, director of the Rhythm 
Rounders, directing the orchestra with Miss Elkouri and 
Mr. Black is celebrated 
as a director of radio successes and has chosen and ar- 
ranged all the music for the Remington radio programs. 

The week beginning October 19 was a big week for the 


two machines in the foreground. 


Remington organization. 
a 
Handy-Roll Company Offers New Counter Display 
Carton 
The Handy-Roll Company, 1245-47 Thirty-fourth ave- 
nue, Oakland, Calif., has designed a new counter display 
carton, which is supplied with each dozen Handy-Rolls. 





NEW HANDY-ROLL DISPLAY CARTON 


Che new carton is a colorful and attractive affair in blue, 


red and white. 
A new double-fold lithograph folder is also being dis- 


tributed to Handy-Roll dealers. The folder is litho- 
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C4 Whether your customers buy on quality or whether 
“uae price is their only consideration, you can meet all 
e * “9? 

or requirements by standardizing on the “Y and E 


line of Systems and Supplies. 


For many years, the ‘‘Yand E”’ label has symbol- 
ized the highest quality Systems and Supplies re- 
gardless of price. More recently the lower price 
“Rochester Brand” of Supplies was introduced to 
answer the needs of those to whom price was all 
important. 


Latest addition to the Rochester line is a complete 
line of Rochester Kraft Folders. Of a high grade 
sulphite, made to our special formula, these folders 
are extremely durable fe their weight. 


Backing all ““Yand E”’ Products there is on file in 
our System Department more than half a million 
forms in practical everyday use—a great fund of 
information and help. Write for complete details. 


YAWMANANDERBE MFG.(O. 


1155 JAY STREET 33 22 33 ROCHESTER, NEW YORK 
Export Department: 368 Broadway, New York, N. Y., U. 8. A. 


Steel and Wood Filing Cabinets . . . . Steel Desks . . . . Steel Shelving . . . . Safes . . . . Office 
Systems and Supplies . . . . Visible Index Equipment . ... Bank and Library Equipment 
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SEA FOAM BOND 
GUARANTEES 
GOOD IMPRESSIONS 


. . on your shelves 
. . in your windows 


. / 
. . In your customers 
correspondence ! 


The smart green and blue box clearly 
illustrates 5 of the strong sales points on 
this thin paper specially designed for car- 
bon copies and office forms.A box package 
that offers stunning window and counter 
display material. 

Sea Foam Bond is built right for type- 
writing. Thin, but tough, it makes clear cut 
carbon copies—14 if thin carbon paper is 
used! Sea Foam Bond saves office rent 
since it slips into half the filing space re- 
quired by bulky papers. Yet Sea Foam Bond 
has stamina to stand upright in the file and 
endure all sorts of erasures. It comes in 7 
bright colors. 

With Sea Foam Bond's new package and 
its attendant advertising in great national 
publications, for the first time the consumer 
can recognize and buy carbon paper by 
name. 

See your regular wholesaler Now and 
stock this nationally advertised, profit- 
building paper. If he can’t supply you write 


us direct for samples and prices. 


Look for this mark in each Sea Foom Bond sheet 
<< 





WP il 
THIN PAPER, ESPECIALLY DESIGNED 
FOR CARBON COPIES AND OFFICE FORMS 
a" 


New 1000 sheet box of BROWNVILLE PAPER COMPANY 


Bo x11 Sea Foam Bond 
Sea Foam Bo 9 Water Street, Brownville, New York 
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graphed in blue, red and white with a space left for the 
dealer’s name to be imprinted. The various uses of Han- 
dy-Roll tape are adeptly illustrated and described in the 
es ee 
Collegians Have Convenient Desk Set 
The W. A. Sheaffer Pen Company, Fort Madison, Iowa, 
has designed a pen desk set especially for use in the lobby 


circular. 


of the administration building of the University of South- 


ern California. Standard Sheaffer products of this type 





SHEAFFER DESK SET IN LOBBY OF ADMINISTRATION BUILDING OF 
THE UNIVERSITY OF SOUTHERN CALIFORNIA 


have been made for office, ladies’ vanity, sports trophy, 
hotel and lamp uses. 

The desk set which has gone to college has a black 
carrara glass base, and a long black “Radite” receptacle 
for checks and other necessary writing supplies mounted 
in the center of the base. Two safety “Skrip” bottles are 
pegged at either end, together with two “Lifetime” desk 
pens. The combination is said to be an unusually con- 
venient and enduring device for a public office. 

et 


“Colorbrite” Bands as a Gift 

In these days inexpensive and practical gifts mean a 
good deal more than useless and expensive ones. With 
this in mind, Eberhard Faber has just put on the market 
a bright little gift box, with a silver cover of modern 
design, containing an assortment of the popular “Color- 
brite” bands to retail for fifty cents. There are four sizes 
of bands, and each one can be readily selected by its dis- 





NO. 750 “COLORBRITE” BANDS ASSORTMENT 
tinctive color. This smart new box with its cheerful 
contents makes a ready appeal as a gift item or bridge 
prize, and is appropriate for sale not only by stationers, 
but also by department stores and gift shops. 

The No. 750 “Colorbrite” bands assortment is packed 
six boxes in a carton, and for displaying on the counter 
or in the window there is an attractive showcard on which 
the actual box can be placed—telling the whole story at 
once, and turning many onlookers into buyers. 














You Can’t Make Money li 
You Haven't Any Stock! 


SslLuagord 





YOU CAN MAKE 


BIGGER PROFITS 


at these 


RADICALLY 
REDUCED 
PRICES! 


You can’t expect profits unless you have stock 
on hand but you can obtain BIG PROFITS 
on Roberts Nenhesing Machines because 
they are sold 
UNDER A LIBERAL, MINIMUM IN- 
VESTMENT, MINIMUM _ STOCK 
PLAN WHICH INSURES YOU OF 
Se Ce 
anc 
AT PRICES WHICH HAVE BEEN 
REDUCED TO LESS THAN PRE- 
WAR LEVELS! 
Lower prices to the consumer mean lower 
prices to you PLUS the enormous sales 
possibilities of a market greater than ever, 
embracing thousands of smaller offices that 
up uotil now have refrained from buying 
numbering machines at former, higher 
prices, 


Study These Lowest Number- 
ing Machine Prices in 


History! 
OLD NEW 
MODEL PRICE PRICE 
37 7.50 $5.00 
47 7.50 5.00 
49 7.50 5.00 
49 (4 actions) 8.50 6.00 
49 (5 actions) 7. 6.50 
53 18.00 15.00 
90 (6 wheels) 18.00 15.00 
95 (6 wheels) 15.00 12.00 
92 18.00 15.00 


Write for special discounts and 
liberal trade-in allowances on 
old numbering machines re- 
gardless of make or condition. 

















numbering 


| 
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machines 


OBERTS NUMBERING MACHINE CO. 


94-710 Jamaica Ave. 


Brooklyn, N. Y. 




















PATENTED 
AND 
PATENTS 
PENDING 


WEL 
SKELETON TRAY 


This companion tray to our File-Fitting 
tray, illustrated below, reduces the cost on 
this valuable card filing principle intro- 
duced by Wagemaker. 


This tray is made from one piece of metal 
and features a new type of follower, which 
is as perfect as it is simple. 

Trays are made with suspension handles 
as illustrated for filing cabinet use and are 
also made without handles and in 9”, 10”, 


7 sr 2 | 
11” and 12” lengths for desk drawer fil- 
ing. 
Have you prices and samples of these t | 
skeleton trays? The price is very low. | 
i 
With your sample order let us send you | 


a good supply of circulars and display 


rl 
cart 
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(Meetings and Dinners—Continued from a Forward 
Section) 


Boston Chamber of Commerce Honors 

W. F. Cushing 
On October 2 last, Walter F. 
Cushing tendered him a complimentary luncheon at the 
sixty 


business associates of 


Boston Chamber of Commerce in recognition of 
years’ service in the stationery field. 

An elaborate brochure was presented to each participant. 
engraved 


Then followed 


The frontispiece consisted of a specially 


trait of Mr. Cushing bearing his signature. 


p< iT- 


a record of his business and social activities, church affilia- 
tions, lodge activities, etc. 

A history of the firm of Adams, Cushing & Foster, Inc., 
and of the Moore Pen Company was given 


The brochure was entitled, “After Sixty Years,” and is 
a beautiful example of printing and engraving, which 
Office Appliances purposes to keep on file on account of 


its historical value. 
This 


whose 


Mr. 


service is unusual in 


journal extends congratulations to Cushing, 


record of sixty years of any 


business. 

An unusual feature of the luncheon above mentioned 
was the presence of many men who have spent over fifty 
years in the business and are still connected with the in- 
dustry, and some who have passed sixty years of service 
in the business 


The speakers at the banquet included Ralph S. Bauer, 


William E. Crosby and Rev. C. Harry Atkinson. Re- 
sponse was made by Mr. Cushing, after which closing re- 
marks were made by G. L. Davis, who has been Mr. 
Cushing’s business associate for forty-three years 


—- ——<—___— 
Philadelphia Stationers Hold 26th Annual Dinner 
On Thursday evening, October 8, the Philadelphia Sta- 
held its twenty-sixth annual dinner 


The 


tioners Association 
in the Clover room of the Bellevue Stratford hotel. 


Penn-Mar-Va Club of travelers did splendid service in 
connection with this dinner. Preceding the dinner, the 
association held a monthly business meeting with Owen 


Charles W. 


President 


H. Spencer of Chester, and Honeywell of 
Wilkes-Barre as Past 


a recommendation from the executive committee that the 


guests. Irwin reported 
annual dues and assessments of active members be made 
$50 with the proviso that the matter be given a year’s trial 
and if found to be insufficient to be subject to change. 
The motion was adopted. 

A motion was also passed appointing Charles A. Con- 
nell New 
Orleans Mr. 
Irwin to the chair and the latter read the report submitted 


by the nominating committee, recommending the re-elec- 


as delegate to represent the association at the 


convention. President Connell then called 


tion of the past year’s incumbents as officers for the en- 
suing year 
The 
At the time when the foregoing meeting was held an- 


nominees were elected by acclamation 

other meeting of non-member stationers was going on in 
an adjoining room. An organization was effected to meet 
at a round table the following Thursday to consider trade 
matters and possible consolidation with the Philadelphia 
Association. 

125 people attended the 


several ladies who were presented with corsage 


Stationers 
About 


cluding 


dinner, the number in- 


bouquets of roses. 

Tom Stagge’s committee put on a program of local tal- 
held the of all. pre- 
toastmaster. Mr. Connell, in response to some 


ent that interest President Connell 
sided as 


remarks by Mr 


pliment paid him in re-electing him president for succes- 


Irwin, spoke appreciatively of the com- 
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—and gives 
YOU a 
firmer hold 
on your 
Customers 


















Sheets in Flexi-Post Binders are held by screw compres- 
sion in a grip that will hold weight of binder—a demon- 
stration that seldom fails to interest a customer. 






There are several other Flexi-Post features just as in- 
teresting. Show customers the wide working space for 
insertion and removal of pages—unlimited capacity— 
non-protruding, flexible-sectional posts—and point out 
the Lifetime Guaranty on entire mechanism. 










That is the way to sell Flexi-Post Binders. And prac- 
tically every sale means an account that will grow—for 
in Flexi-Post you sell a service, not just a binder. 







Investigate our Exclusive Franchise proposi- 
tion and Dealer Sales Plan. Mail the coupon. 


STATIONERS LOOSE LEAF COMPANY wisconsin 















REG.U.S. PATOFF 
anteed Binder - a Unit of the FAULTLEss Line 


Stationers Loose Leaf Company, Dept. C-11, Milwaukee, Wis. Teil us 
more about your Exclusive Reenchies and Dealer Sales Plan. Send 


’ 
catalog. Is our territory open? 
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AT THE CHICAGO BUSINESS SHOW 


A Complete Display of New National 
Accounting Machines and Cash Registers 


This year at the Business Show, National presents the most 
complete line of business machines in its history. Machines 
will be on display which give results never before possible. 
Each offers new and important features. 


Posting machines for banks, bookkeeping machines with 
typewriter attachment for all types of records, analysis 
machines, check writing and signing machines, cash reg- 
isters for every kind and size of business... all are grouped 
together in our Business Show display. 


We cordially invite you to visit our exhibit ... to make 
yourself at home... and to learn more about the particular 
machine you are most interested in. Sections 104-105- 
106-116-117-118 Stevens Hotel Exhibition Hall, Novem- 


ber 9th to 14th. 


THE NATIONAL CASH REGISTER COMPANY 


DAYTON, OHIO 
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sive terms, and invited non-member stationers to rise and 
be counted. He extended thanks to the Stationers Loose 
Leaf Company for cigars and cigarettes and to the Mod- 
ern Stationer for the song books. He then introduced 
O. H. Spencer, retail director for the third regional dis- 
trict and now the new governor for the district, also 
Charles W. Honeywell, retiring governor. He introduced 
likewise William H. Brooks, Jr., the new retail director. 
Each person rose and received applause. 

Mr. Irwin then introduced the guest speaker of the 
evening, Charles H. Grakelow, the able director of public 
welfare to the administration of Mayor Kendrick. Mr. 
Grakelow’s speech was filled with wit and humor and 
pointed incidents. He spoke strongly about every one 
being boosters for Philadelphia. He urged cooperation 
and showed how gatherings of this kind smooth off the 
rough edges and heal misunderstandings. 

Following Mr. Grakelow’s address, Charles P. Garvin, 
general manager of the National Association, was intro- 
duced and spoke briefly. 

Tom Stagg started the entertainment with a pseudo 
announcer’s talk in which he introduced Jack Sheehan as 
Garrett Buchanan, a high nasal tenor. He was enthusi- 
astically encored. W. F. Power of William Murphy’s Sons 
followed with humorous poems and stories. Henry Coradi 
of the D. L. Ward Company made a hit as a black face 
comedian. He was followed by Rossini, a clever card 
trickster, while William Ebert of A. Pomerantz & Com- 
pany closed with a creditable violin solo.—C. H. 

——<———— 
Commercial Stationers of Toronto Play Golf 

Thirty-one members and their friends, comprising most 
of the membership of the Commercial Stationers Associa- 
tion of Toronto, enjoyed a game of golf on Thursday, 
August 27 at the Weston Golf Club. A fine dinner was 
provided by the club, after which prizes were distributed 
by D. A. Balfour, with the usual pleasantries and back- 
chat. Those who won prizes included Ross Helwig, for 
the Luckett trophy cup with a low net of 72; second low 
net, L. J. Hughes; low gross, A. W. Daly; second low 
gross, H. Muir; low gross first nine holes, R. S. Cranston; 
low gross second nine holes, J. C. Hill; least number of 
putts, D. A. Balfour; high gross, J. S. Luckett and R. J. 
Williams; sealed hole, J. S. Luckett, Jr. Prizes were also 
given to J. O. Patenaude, J. E. Moir, A. W. Daly and 
George Chisholm. 

The golf committee cordially thanked Mr. Templeton 
of the W. A. Sheaffer Pen Company, Ltd., for the beau- 
tiful pen and pencil set which they donated. 

eH 
Cash Register Salesmen Convene 

Eighty salesmen and sales agents from eight states at- 
tended a convention of the Southeastern Division of the 
National Cash Register Company at the Atlanta-Bilt- 
more hotel on Wednesday, September 23. 

Among the officials attending the convention were F. B. 
Patterson, president of the company; S. C. Allyn, execu- 
tive vice-president; J. H. Angleton, in charge of cash 
register sales; J. W. Dozier, vice-president in charge of 
domestic sales; W. A. Outten, in charge of accounting ma- 
chine sales; O. C. Corbin, head of the merchant’s service 
department; W. S. Grubbs, Southeastern Division man- 
ager, and Ewing Stumm, in charge of the Atlanta branch. 

The convention, which was preceded by similar meet- 
ings in New York, Boston and Atlantic City, closed with 
a banquet at the Atlanta-Biltmore Hotel.—J. H. R. 

SS 
Cleveland Office Machine Men Meet 

The Cleveland Typewriter and Adding Machine Dealers 
Association held their regular monthly meeting in the 
Hotel Olmstead on Friday evening, October 2. The resolu- 
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Every New Customer 
is Worth Money 
To You 


Just how much, depends on how you treat them. 
The figure varies widely but every salesman—every 
store places some sort of value on a new customer. 

If you have been turning away pr for low 
priced desks in the belief that price trade is worthless 
to your store, it's time to reconsider. 

or when you have become acquainted with 
Alma Desks, you'll know it's possible to sell a low 
price desk at a good profit—make new customers 
and strengthen old friendships. Alma Desks are 
built for good stores that give a full measure of value 
regardless of price. 


ALMA DESK COMPANY 
HIGH POINT, NORTH CAROLINA 




















and Means Stationer 
The extensive line of DIEMER 


filing and mailing containers offers 
valuable aid in serving your trade. 
For over sixty years DIEMER has 
cooperated with the stationer in 
working out all sorts of problems 
involved in filing and mailing 
papers, books, merchandise, etc. 
We offer this service along with 
our quality line. Catalog with full 


details on request. 













We are particularly well equipped 
to make special items in either 
large or small quantities 


John F. Diemer Co. 
519 Broadway 


New York 





























ONE BOOKKEEPER’S SALARY 
was saved when Norris & Company, a Bos- 
ton piano and radio store, exchanged their 
ledger records for Postindex Visible Files. 
Two people easily handle the work that 
kept three bookkeepers struggling. And the 
manager has a quick, accurate picture of the 
complete credit history of every account 
when he wants it. 

There's plenty of room for facts on the 
Postindex 4-sided cards . . . date of each 
overdue notice, amount of every payment, 
details of customers’ calls and promises. 
And up at the top, on the visible line, a con- 
venient code shows up every monthly pay- 
ment the customer makes... and every time 
his payments have been overdue. 

There’s a system that would cut down 
overhead, speed collections, for many a 
store in your territory. Tell them about it 
next time you scout around ... retail stores 
are live prospects for Postindex! 


TO WELL ESTABLISHED 

DEALERS: Postindex has 

proved a profitable franchise 

im many a community. If it's 
‘ open in yours, drop us a line 
=~ .. + we'll give you facts and 
figures. 
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Drawer Cabinet 
POSTINDEX VISIBLE FILES 


Sostindex 
tstble files 


“4 SIDES TO WRITE ON” 














A Division of Art Metal Construction Company, Jamestown, N. Y. 
MAKERS OF THE COMPLETE LINE 
OF STEEL OFFICE EQUIPMENT 
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tions passed at the national convention met with the ap- 
proval of all the members present. An exhaustive discus- 
sion was held on the cost of overhauling a typewriter to 
conform with the specifications of the Federal Trade Com- 
It was concluded that such work could not be 
The association’s next step will be to 


mission. 
done under $12.50. 
start a campaign to educate the public to demand an over- 
haul under the Federal Trade Commission's specifications. 
Local dealers will print their guarantee on their invoice 
and state that they have conformed with every ruling of 
the Federal Trade Commission in executing their work on 
the machine referred to. 

The association has suspended dues for the balance of 
the year as it has sufficient money in the treasury to carry 
on the work. 

The association will change over to the National Asso- 
ciation’s ruling of $15 per year dues, $5 to go to the local 
and $10 to the National. 

—— 
Oregon Typewriter Dealers Association 

At a meeting of the Typewriter Dealers Association 
of Oregon, in the banquet room of the Weatherly building 
on Friday, September 18, at 6:30 P. M., ten members of 
the association were present and all officers were on duty. 
\. L. Roberts and B. W. Morrison, typewriter mainte- 
nance men for the Union Pacific Railroad, were guests of 
the association, and after dinner there was some discus- 
sion between the members and guests regarding the du- 
ties and commercial activities of typewriter maintenance 
officials. 

Che secretary was instructed to write to the secretary 
of the National Typewriter and Office Machine Dealers 
Association preliminary to affiliation with that organiza- 
tion. 

The members enjoyed a pleasant evening reviewing and 
renewing association activities after the summer vacation. 
— 

Golf Tournament at Gedney Farms 

The eighth golf tournament of the Stationers Golf Asso- 
ciation of New York was held on Tuesday, August 25, 1931, 
at Gedney Farms, White Plains, N. Y. The players con- 
tested for points and for season’s cups. 

At the previous tournament, held at Sound Shore, sev- 
eral good records were made. 

The ensuing tournament was held on Thursday, Septem- 
17, at the Knickerbocker Club. 

ee 
Atlanta Office Appliance Association 


The association named in the caption hereof reports 


ber 


renewed activities. 

Meetings are held each Monday at 12:30 o'clock at the 
Ansley hotel, Atlanta, Ga., and these meetings are well 
attended. The fall program includes a series of subjects 
for discussion, such as Value of Sales Contests and Should 
Salesmen Be Given a Definite Allotted Quota? 

— 
Chicago Marking Device Men Meet 

The October meeting of the Chicago Stamp Manufac- 
turers’ Club, Inc., was held the eleventh at the Bismarck 
hotel. Routine business was disposed of, and a general 
discussion carried on, with the assistance of marking de- 
vice men from out of town, who had been invited to share 


in the meeting 


a 
Stationers Square Club 


The first meeting of the fall season of the Stationers 
Square Club of Greater New York, No. 576, was held at 


the Level Club, New York City, on September 17. Dinner 
was served at seven o’clock. There was a good attendance. 

The Stationers Square Club has returned to the Level 
Club, which has been the favorite meeting place. 
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C2LI a desk 


to shoot your sales curve HIE | 


STYLED TO 
PLEASE HIS EYE, 
planned to speed his 
work, and priced to 
fit his job! lt'’s the 
New Yorker—for 
today's executive. 





T takes a desk that IS a desk to That’s the desk you need for tough year 
sell in 1931! Here’s one that does _ selling. The desk that’s right now plump- 
it... Art Metal’s New Yorker! Its com- _ing up many a slim order book. And we 
panions, Mount Vernon and William Penn, _ have an extra-fine line of things-for-the- 
are stepping out just as fast. window and _ things-for-the-mailman to 
APPEARANCE .... that’s part of the _ help you wake up prospects! They re FREE 
answer. The desks look like a million dol- to any Art Metal agent. Is your territory 
lars. Even the big moguls who ran offices open? Write to Art Metai Construction 
B. D.* would be proud to claim them. Company, Jamestown, New York. 
CONVENIENCE... that’s another part. 
The desks are extra-roomy, planned for 


*Before depression ! 


concealed wiring. 


And PRICE tells the rest of the story! 
For this beautifully grained, impressive rt ata 


desk is priced so low you can count it in 


on any general office bid. STEEL OFFICE EQUIPMENT 
THE ART METAL LINE . . . Fire Saves . . . Storage Cabinets . . . Desks . . . Shelving . . . Plan Files 
Horizontal Sectional Files . . . Upright Unit Files . . . Counter Height Files . . . Postindex Visible Files 


In The Art Metal Building Equipment Division .. . Hollow Metal Doors and Trim... Elevator Enclosures... Architectural Bronze... Library Fittings... Partitions 
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This chest says 
aw NO ’ — h— 





MEET the Diebold No. 170 Vertical Cashgard — 
decidedly anti-social to bandits, stubbornly 
saying “No!” to all their hold-up attempts, 
and providing a sort of life assurance for the 
manager of the store in which it is installed. 


It takes up very little room, standing vertical, 
and makes a safe repository, in any store, for 
the day’s cash—which, as it accumulates, is 
dropped into the interior of the Cashgard, only 
an amount sufficient for change being kept at 
hand. And here it remains in absolute safety 
until the appointed collector or collection 
agency calls for it. 


\ sign outside the door notifies bandits before 
they enter, that their visit can be only unfruit- 


ful. The Diebold Cashgard thus protects cash 
and at the same time discourages attacks. 


There should be much business in your terri- 
tory for Diebold Cashgards. Kroger Grocery 
and Baking Company have installed over 5,100 
in their stores, and Fisher Brothers, of Cleve- 
land, have equipped their stores similarly. 
Chain stores of every description, and independ- 
ent establishments, will be interested. 


Write for further information. Diebold Cash- 
gards are made by the makers of the Diebold 
Vault and Vault Door in your bank, and manu- 
facturers of safety devices for all business in- 
stitutions. 


DIEBOLD 


SAFE AND LOCK COMPANY . CANTON, OHIO 
OVER SEVENTY YEARS OF BANK SERVICE 
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Stationers’ Association of N. Y. Resumes Meetings 
The first regular meeting of the Stationers Association 
of N. Y. was called to order by President Julius Blum- 
berg, after a fine dinner, on October 13 at the Arkwright 
Club of New York. This first meeting of the regular sea- 
son attracted a large and interested group of members. 
The minor details of business having been concluded, 
Jack Gram of the J. L. Hanson Company of Chicago was 
introduced as a visitor in New York. President Blumberg 
announced that a prominent speaker would be 
at the regular November meeting, held the third Monday 
He urged that all set aside that date in 


present 


in that month. 
anticipation of a real treat. 

Walter J. Roscher of the Globe-Wernicke Co., 
introduced as a man “who knows his game,” brought forth 
some interesting ideas on “The Selling of Filing Equip- 
He stressed the advantages of the 


who was 


ment and Supplies.” 
stationer in his everyday contact with the users of filing 
equipment and supplies. Figures were presented to show 
the opportunities that stationers overlooked in this very 
important factor in every office equipment dealer’s busi- 
ness. 

Mr. Roscher urged stationers to insist upon their sales 
men’s learning their customers’ filing systems and require- 
ments. It was suggested that a salesman could obtain 
more information from his client by seeking information 
from the purchasing agent and file clerk, rather than at- 
tempting to impart a superior knowledge. Many instances 
were cited wherein successful contacts were made as a re- 
sult of salesmen’s being intelligent enough to analyze the 
filing requirements of their customers, once they had the 
opportunity to examine them. 

Mr. Roscher went on to demonstrate the elementary 
necessities of every filing system, calling attention to the 
fact that the lack of labels on filing folders, excessive loads 
for common folders and elements of that character, offer 
splendid opportunities to make suggestions of value. “You 
do not have to be an expert on filing systems to sell them,” 
says Mr. Roscher, adding further that “All one needs is 
just a fair knowledge and good horse-sense.” 

At the conclusion of Mr. Roscher’s address, the meeting 
was declared adjourned. 

as Saw 
Toronto Stationers Play Golf 

Thirty-seven members and friends enjoyed the fourth 
golfing tournament of the Commercial Stationers Associa- 
tion of on Wednesday, 23. The 
weather was ideal. The games were played at the Royal 
York Golf Club. The Luckett trophy cup was won by W. 
D. Evans of the Sheaffer Pen Company, Ltd., with a low 
Mr. Evans also won the mahogany elec- 


Toronto September 


net score of 66. 
tric desk clock. 
Other prize winners were as follows: 
Meyers, Office Specialty Company, Ltd.; 
E. Collins, National Stationers, Ltd.; second low gross, A. 
Daley, Brown Brothers, Ltd.; least number of putts, J. P. 
Cook, James A. Cook & Son, Ltd.; second least number of 
putts, D. C. Cranston, Grand & Toy, Ltd.; lucky hole, 
first 


Low gross, G. E. 
second low net, 


J. C. Hill, Canadian Pad & Paper Company, Ltd.; 
nine holes, low gross, N. Brown, Brown Brothers, Ltd.; 
second nine holes, low gross, R. S. Cranston, Brown 


Brothers, Ltd.; first nine holes, low net, J. E. Moir, Brown 
Brothers, Ltd.; second nine holes, low net, W. Hardman, 
Reynolds Hardman Company; high gross, M. C. Moore, 
Wahl Company, Ltd.; high gross, J. Booth of 
Booth & Fullerton. Prizes were also given to S. Evis, 
J. S. Luckett, E. Franks, H. Muir, C. McHardy, M. Smith, 
R. Findlay, D. A. Balfour. 


sect ynd 


abetted 
Life Office Managers Meet 
The annual meeting of the Life Office Management 
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Now ready! A new, 


tard 
complete line of 


MANILA FOLDERS 


and a new, improved folder stock that you will quickly 
recognize as superior to what you are now using. The 
prices will help you get the order. 


Sturdy Tab folders have double thick top, to wear longer 
and reduce file bulk. 


National folders are in regular design—all usual tabs. 


Price list and samples are 
ready. May we send them? 


National FiberstoK Envelope Co. 
429-447 Moyer St. Philadelphia, Pa. 


2 ee ] 
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See the Auto-Ty pist 


Before Buying Any Automatic Typewriter 








Produces genuine typewritten letters at about a penny 
apiece. The simple pneumatic (piano player) action 
gives the personal touch—requires little service. 


Used for: 
1. Selective Selling. 
2. Customer Control. 
3. Collections. 
4. Intensifying and following up other forms 
of advertising. 


Send for catalog giving full description and prices. 


Auto-typist 





© 


American Automatic Typewriter Co. 
232 West Schiller St., Chicago, Illinois 

















A NEW 


INGENTO CUTTER 
30 Inches 








Heavy Duty Cutter 
Cutter and Table Combined 
There are now eight sizes 


Write for prices 


Manualactured Only by 


IDEAL SCHOOL SUPPLY CO. 
8316-8346 Birkhof! Avenue 
CHICAGO, ILLINOIS 


























DEMONSTRATE 
THE NEW 


OHIO 


LINE OF 
LOW PRICED 
FILING CASES 


to those buyers who 
have held off their filing 
equipment purchases 
for values just like these. 
Write for prices and 
literature on this new 
low priced line of stand- 
ard filing units. Fine 
case construction and smooth drawer 
action at a retail price that demands 
action. Also a complete line of low priced 
storage cabinets. Sold through dealers 
only. 


THE CANTON ART METAL CO. 
CANTON, OHIO 
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Association was held in Toronto during the week begin- 
ning October 14. Papers on head office departmental 
audits, meeting of head office department heads, the in- 
fluence of present conditions, etc., were discussed. 
a 
N. Y. Stationers Square Club to Attend a Boxing 
Contest 

The regular monthly meeting of the Stationers Square 
Club of Greater New York was held Thursday evening, 
October 15, at the Level Club, 253 West Seventy-third 
street, New York, N. Y. Dinner was served at 7:00 o’clock 
and was followed by a regular business session. 

At the September meeting a decision had been made to 
attend a boxing contest for two reasons, one to enjoy an 
evening of sport and the other to replenish the exchequer, 
which suffered considerably last year. The tickets for the 
boxing show will be sold to members of the club at regu- 
lar box office prices, a profit accruing to the club because 
it is privileged to buy the tickets at half price. 

Because no centrally located armory had scheduled any 
bouts for Thursday evenings during October, the club 
members’ “evening of sport” was postponed until some 
time in November. 

a 
Toronto Stationers Hear Mr. Blackhall 

The Commercial Stationers Association of Toronto met 
in the banquet room on the mezzanine floor of the King 
Edward hotel, Thursday, October 8, for a regular monthly 
luncheon meeting. Mr. Blackhall, of the Standard Em- 
bossing Company, Ltd., Toronto, addressed the meeting, 
giving an interesting account of his recent three-months’ 
tour of Europe with the Rotary club. 

Members were reminded that the credit bureau of the 
association could function effectively only if the members 
would make it a habit to send in to the secretary’s office 
the names of C. O. D. or slow pay accounts. This feature 
of the Toronto association’s work has been found very 
valuable by members in the daily conduct of their business. 

Meetings were formerly held in room “G” of the Kiny 
Edward hotel. Certain unavoidable but disturbing noises 
in that location resulted in the change to the banquet 
room, 

———_—~<—____- 
Seattle O. A. Salesmen’s Club Resumes Meetings 

The Seattle Office Appliance Salesmen’s Club is now 
back on a regular schedule of evening meetings. These 
meetings are held at one of the local hotels, where the 
members have dinner together. For the rest of the eve- 
ning some member takes charge, demonstrating the prod- 
uct he sells during the day, as well as providing some 
entertainment. 

At the first meeting of the season held Wednesday, Sep- 
tember 30, a demonstration of the new noiseless Monroe 
calculating machine was given. 

Future meetings will be held every other month instead 
of each month as in the past. In addition to the evening 
meetings, the organization gathers every Monday noon 
for exchange of ideas and fellowship. 

—- <> —- 
New York Stamp Manufacturers Club Meets 

The New York Stamp Manufacturers Club met last 
month at Goldgrube’s restaurant, under the chairmanship 
of George M. Ness, Jr., president of the club. This was 
the first meeting after the summer vacation and was well 
attended 

The discussion at the meeting centered around the gen 
eral conditions found in the stamp and allied trades with 
particular reference to “price annihilators.” For this re 
port we are indebted to A. L. Scheuer, publicist for the 


club 
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VATA RODUCT 
/Vew PACKAGE 


/Vew PROFITS 





HOW a user of numbering machines the new Force Inked-Felt pad and he'll never 
bother with an ink bottle again. 


Re-inking a numbering-machine pad is a mussy job—even on a “Force.” But 
now it's no longer necessary. Force Inked-Felt pads, inked at the factory, come ready 
to slip into the machine and use—you simply take the tweezers supplied for the purpose, 
lift out the pad from its air-tight isinglass container, and press it into the holder. No 
spilled ink; no stained fingers. And the machine will be better lubricated, stay cleaner, 
snd print clearer in the bargain. For Force pads contain genuine Force Oil Ink lots 
of it evenly distributed. 


lust to make sure users will know about Force pads we've packed them six to a box that 
opens into a crackerjack counter display. Here's a big sales help that costs you nothing. 
Very small cost to you for the pads, too, for our dealer discount is mighty liberal. Find 


out about it at once; just drop a card to our nearest office. 


WM. A. FORCE & COMPANY, INC. 


105 Worth Street, New York City 180 No. Wacker Drive, Chicago 
Pacific Coast Agent—Wm. M. Partridge —573 Mission Street, San Francisco 


IFDIRCHE WNVIKIEMD = THEIL IPAM 
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NEW IMPROVED 








F.E.BeeLine 
















Best folder stock 
now on the 


market 


3 pl 
Top ead Tab 
where the 


Wins every test of 





wear, tear or 


strength 


TRIPLTOP FOLDERS 


Made of this improved stock 


— at the same 


old prices 


Wherever a wide variety of folders are sold or used, 

people will tell you that Tripltop Folders could not 

be improved, except by improving the folder stock 
AND NOW F. E. B. has done just that. 


All of our most careful tests indicate that the new 
F. E. B. folder stock is, literally, the very best folder 
stock on the market. We publish this announcement 
and invite your orders because the new stock (now 
used in Tripltop and other folders) has these out- 
standing qualifications: 
] The new F. E. B. folder stock is entirely 
* free from ground wood and other de- 
teriorating matter. 


‘ It is highly refined stock of unusually 


-_- , 
strong fibre. 


5 4 It has surpassed all others in our me- 
> . a *,* . . 
chanical tests for qualities indicated by 


tearing, wearing and bursting strength. 


| It is more rigid—makes folders that 
a 
. . 

stand “heads up, at attention”? through- 


out a longer period of service. 


5 This stock is pleasing to the eye, to the 
Fe : 
touch, and to the purchasing agent— 


better folders without increase in cost. 


And so we present this new material in the famous 
F. E. B. Tripltop Folder—triple strength where the 
wear comes—no extra weight or bulk—the folder 
with plain or colored tabs and tops that wear longer. 
Except for a very limited supply on hand, all the 
many varieties of Tripltop folders are now being 
manufactured from this new F. E. B. standard folder 


stock. 


Write for free sample of the new F. E. B. folder stock, 


Filing Equipment Bureau 


Manufacturers of the Widest Line of Filing Supplies in the World 


Fr. E. B. Building > 


27 Melcher Street - 


Boston, Mass. 
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(New Machines and Devices—Continued from page 67) 


New Steel Costumer Announced by Globe-Wernicke 
The Globe-Wernicke Company, Cincinnati, O., recently 
introduced a new steel costumer, No. G-68, that is in 


keeping with the demand for steel office furniture at a 


popular price 


This new costumer is well designed and substantially 





GLOBE-WERNICKE STEEL COSTUMER NO. G-68 


made of heavy gauge steel; has paneled sides, and is fitted 
with four polished bronze combination coat and hat hooks, 
which lend a striking contrast to the attractive finishes 

It measures 68% inches high and 20 inches wide at bas« 
Upright is securely fastened to the base with heavy bolt 


Furnished in green, gray, mahogany or walnut. 
————— 


Force Introduces Inked-Felt Pad 
William A. Force & Company, 105 Worth street, New 
York, N. Y., has announced a new accessory for their num- 
bering machines, Force inked-felt pads. These pads are 
made of resilient felt, uniformly saturated with Force oil 
ink. It is claimed that they will give perfect service for 





COUNTER DISPLAY OF NEW FORCE 
INKED-FELT PADS 


10,000 to 14,000 impressions, after which it is recommended 
that they be replaced. The new pad removes the oppor- 
tunity for spilling ink and mussing the fingers when re 
inking numbering machine pads 

It is claimed that regular changing of pads instead of 
applying ink to the old one keeps numbering machines 
clean and better lubricated. The new pads are easily 








The leading 


trade paper 


for the 
Office Equipment Industry 
in 


Germany 





BB 






“Biiro-Bedarf-Rundschau 


(Office Equipment Review) 


Founded and Edited since 1908 
by Friedrich V. Schack 


Issued Weekly 
Circulation in all German 
Speaking Countries 


Subscription Rates 
$4 per year $6 for 2 years 
Specimen copy free 


Biiro-Bedarf-Rundschau 


Berlin-Charlottenburg 5 
Germany 
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Another new desk lamp of excep 
tional beauty and quality with the 
exclusive Silverglo totally indirect 
light feature. The base is 5 by 7 
inches, and the overall height is 15 
inches. The shade is adjustable. 
All parts are cast except the shade, 
which is heavy gauge brass with 
ornamental border. 

Finishes are Bank Bronze, Antique 
Brass, or any special matched 
finish. 

Put in a display of Silverglo Lamps 
today, and send for catalogue show 
ing complete range of designs and 


No. 610 
List $20.00 


prices. 


A Lamp for Every Need 


Silver§lo Lamps, Inc. 


300 E. Federal St. Baltimore, Md. 
The Modern Genii of the Lamp” 








— 








Performance Speaks 


Not until an office machine has actually been put 
into use can its merits be judged. The “Satellite” 
stands the tests of 
time and hard usage. 
It is heavy enough 
to stand steadily, yet 
it can be moved eas- 
ily and quietly on its 
large metal casters. 
The “Satellite” can 
help swell your 
sales volume. 


Model 2X 


Made especially for 
typewriters and other 
office machines. The 
top is made of highly 
finished oak, mahog- 
any or walnut and is 
sixteen inches square. 
If desired the top can 
be had in all metal, and 
is adjustable. The 
metal top is supplied 
in a baked ebony 
enamel, 


Adjustable Table Company 


Grand Rapids, Michigan 
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substituted for the old by means of a sturdy pair of 
tweezers packed with each pad. These new pads are kept 
in perfect condition in the airtight isinglass tubes in which 





FORCE INKED-FELT PAD BEING RE 

MOVED FROM ITS ISINGLASS TUBE 
they are sold. Six of these containers are packed in a 
unique box and become an effective counter display when 
opened, 

Smith-Corona Introduces Secretarial 
Ribbons and Carbons 
Che Secretarial brand of typewriter ribbons and carbon 

papers are two new items being distributed to the type- 
writer trade by L. C. Smith and Corona Typewriters Inc., 
51 Madison avenue, New York, N. Y 


These new products are designed and packaged primarily 





SECRETARIAL BRAND INTRODUCTORY GIFT PACKAGE 


for a “quality” market They are particularly recom 


mended for fine, careful typing work where non-fading 
permanency is demanded as well as sharp, clear type im- 
pressions such as on important letters, documents and 
contracts and when carbon copies are as important as the 
original 

Secretarial ribbons are packed in a silver, green, white 


and black box with a hinged cover and are wrapped in a 
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Conklin consumer advertising in November and December will tell the world 
about the new Nozac. Tie your store to this nation-wide promotion program. 
Display Nozacs. 
















The Conklin Nozac 
Classik, shown at the 
left, is the first and 
only truly matched 
pen and pencil set. 
Note how the lines 
and proportions of 
pen and pencil— 
cap, barrel and bands 
— exactly harmon- 
ize. The Conklin 
Nozac Classik is an 
outstanding gift spe- 
cialty featuring ultra- 
modern decagonal 
design as well as the 
new Nozac filling 
device by which the 
pen is filled and 
emptied by merely 
turning the knurled 
end of the barrel. 
Conklin Nozac Clas- 
sik pens $10 and 


























Tremendous traditional popularity of pens and pencils 
with gift buyers is now revived and energized by the 
unique new mechanical features of the Conklin Nozac... 
“The Pen That Winds Like A Watch.”” Again will Christ- 
mas shoppers crowd around the pen cases in stores where 
the Conklin Nozac is featured. All writing equipment lines 
will benefit from the powerful stimulation afforded by this 
. . . the greatest writing instrument specialty of all time. 


Letters to us from PEN USERS in all walks of life and from 
all sections of the national market constitute irrefutable 
evidence that here indeed is the pen that has engaged 
public interest in a new and more emphatic way than ever 
before. The fact that one has a pen is no longer a barrier to 
sales. The whole world wants Conklin Nozac writing equip- 







pencils $5. Other 
Conklin Nozac pens 
$6andpencils $3.50. 
Visible ink section 
optional. In four 
thrilling color com- 





Here's the “hottest” number ever 
devised for the low-priced market 
—Conklin DAWN PEARL. The 









ment. Here is the opportunity of the century for you, Mr. 
Retailer. Order early and order plenty. 


THE CONKLIN PEN COMPANY 
TOLEDO, OHIO 


pens $3.50 and the pencils $2.50. 
Other Conklin pens $2.75 and 
more. Pencils $1.00 and more. 
Conklin Endura pens $5.00 to 
$8.00. Pencils $3.50 and $4.50. 
Distinctive colors. Ultra-modern 
sheaves. 


The Conklin Pen Co., Toledo, Ohio 


Please send me catalog and prices 
of Conklin Nozac and other Conklin 
products. 


binations. Richly 
packaged in gift pre- 
sentation boxes. 


Chicago San Francisco 
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SATISFACTION GUARANTEED 
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SATISFACTION 
principally! 


Further advantages in ship- 
ping: you can reduce ex- 
pense and add convenience 
by ordering a pool car of 
Indiana Desks and New 
Indiana Chairs. Ask us. 
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By all means! Once satisfaction 


is assured, profit and prestige will 
follow. Sound quality with mod- 
ern design and arrangement stand 
out in this 1800 line of Indiana 
Desks. No greater desk value has 


ever been offered. 


Dealers with first hand acquain- 
tance of this group, know there 
is unusual quality at moderate 
price. Local conditions governing 
supplies of material, production 
and transportation, afford us dis- 
tinct advantages. Let us tell you 
about this 1800 line. 


INDIANA DESK COMPANY 


Jasper, Indiana 
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three-ply laminated wrapper of waxed paper, g 
cellophane. 

The Secretarial carbon paper is put up in a smart, open 
end box in the same color combination as the Secretarial 
four flat 


he folders keep each sheet fresh 


box, containing folders of 
sheets each. 


ribbon protecting 
twenty-five 


and clean until the last sheet is used 


An unusual feature of the introductory campaign on 
these products is the special introductory gift package, 
illustrated on Page 188. The black and silver box is gold | 


lined and contains one box of ribbons and one box of 


carbon papers with folder of twenty-five sheets for use in 
sampling. These gift boxes are being distributed among 


secretaries to high executives. 











VARITYPER TYPE-PLATES OF BAKELITE 
(permitting correspondence in foreign languages) and variable 
spacing of characters, are features of the Varityper. In the con- 
struction of type-plate units, Bakelite molded material has replaced 
vulcanized rubber. Rubber type plates were attacked by the acetone 
content of stencils, whereas the new material is resistant to sol- 
vents, inks and reagents in general. 


Changeable type 








The O. C. White Company Shows Some New | 





Desk Lamps | 

The “Play-O-Lite” portable desk lamps, here illustrated 
have been announced by the O. C. White Company, 15-21 
Hermon street, Worcester, Mass 

The “Play-O-Lite” desk lamps are neatly finished and | 

— - 4 

TWO NEW DESK MODELS LN THE “PLAY-O-LITE” LAMP LINE 

adjustable to lighting requirements. A shutter or eye 


shade on each lamp helps to direct the light rays just 


where they are wanted. These lamps are finished in ma- 










*“Pelouze” Postal Scales 







b ininend tell automatically the exact amount of 
postage, in cents, required on all mail matter, in- 
cluding parcel post rates by zones. Warranted ac- 
curate. Beautifully finished in French gray or gold 


bronze enamel. 
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Made in Several Styles 


BUBUE 












OMOMIOE 


Intended for in- 
dividual desk, li- 
brary, office or 
shipping room. 


ASL), 






OO 





" 
” 


JE OROMOMOR 

















NATIONAL 





















3 Dealers Supplied = ——EP ER nae 
Ry by Leading =) 
Fy Jobbers 

= 









Send for 


Catalogue 
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“FAST MAIL” 


UEUBU, 











v 


Pelouze Manufacturing Co. 


232-242 East Ohio Street, Chicago, Illinois 
Original Manufacturers Reliable Automatic Postal Scales 
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MoreNSales. 


You can always sell something that saves money. 
Cook’s File Signals save money, time, and effort, for 
all users of visible card, book, and index systems. 
You can show your trade that these signals are an 
economy, not an expense. 

Recommended by practically all manufacturers of visible 
systems, because easily attached 
and not accidentally removed. 
Stainless steel, 12 colors, plain or 
printed with numbers, days, 
months, and alphabet. Send for 


samples and prices. 


THE H. C. COOK CO. 


14 Beaver Street, Ansonia, Conn. 




















COOKS 
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BLACK 
DIAMOND 


q+ ¢ @¢ © © 4 «4 


CARBON 
PAPER 


The Peak of Perfection 


A featured carbon paper 
of quality, to be depended 
on at all times. It sells 
and re-sells. 


Write today for samples 
and prices. 


Rochester Ribbon & Carbon Co. 


Incorporated 


10 Browns Race, Rochester, N. Y. 























300 


NEW ITEMS 
IN A SINGLE YEAR 


In a single year Office Appliances announced 
some 300 items in the section devoted to new 
machines and devices. 





Usually this information is given before the 
items appear on the market and always in 
advance of most sources of such news. It is 
not uncommon for a dealer to tell us that 
some of his best selling lines have been secured 
from seeing the things in Office Appliances. 
Many readers this section in itself is 
worth the subscription cost, not to mention 
all the other features. 


say 


If you want to keep in touch with the activi- 
ties of the office equipment industry, there is 
no better way to do it than by entering a sub- 
scription to Office Appliances. The rates are 
$2.00 a year, $3.00 for two years; Canada $2.50 
and $4.00; Foreign $3.00 and $5.00. 


The Office Appliance Company 


417 Seuth Dearbern Street 
Chicago, 111. 
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hogany, walnut or oak grained wood and also in russet 
bronze or olive green bronze lacquer. Special colors can 


be had on order 
— 


Art Steel Company Announces a New Low Price 
Four-Drawer File 
The Art Steel Company, Inc., 300 East 145th Street, New 


York, N. Y., is offering a new four-drawer filing cabinet 


in the low price field. The cabinet is made of standard 
grade furniture steel of full weight—electrically spot 
welded throughout. All corners are acetylene welded. 


ball-bearing rollers, two 


four 


The drawers operate on 





POMITIVE LOCK 
COMPRESSOR 





NEW ASCO FOUR-DRAWER FILING CABINET 


THE 


attached to the bottom of the drawer and two housed in 
t tracks. 
spring follower blocks and are interchangeable 


equipped with 
This new 
walnut 


The drawers 


1e channels or are 


cabinet is offered in green, grain mahogany and 
finishes, and with or without the Yale paracentic lock, as 
desired, 
———-_ -~~>—s—-- - 
Sengbusch Takes Exclusive Selling Rights to Ace 
Bridge Pad Holder 

The Sengbusch Self-Closing Inkstand Company of Mil- 
waukee, Wisc., the selling rights 
to the stationery and office appliance trade of the United 


has obtained exclusive 


States of the product known as the Ace bridge pad holder, 








ACE BRIDGE PAD HOLDER LN POSI 
TION ON LEG OF CARD TABLE 


which is in reality a companion piece to “Card Partners 


announced to the trade in 1930. 

The Ace card table bridge pad holder clamps firmly to 
the leg of the card table, placing the bridge pad and pencil 
off the table top and out of the way, but convenient for 
A holder 


use. A strong spring clip holds the pad tightly. 
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Instant Shelf Adjustment 





ADJUST-A-SHELF BOOK UNIT 





HERE’S just what you have been needing 
for years to fill the demand for strong, dura- 
ble, allsteel book-units with instantly ad- 
justable shelves. It is a product of The 
General Fireproofing Company, and is built 
in the same plant and by the same crafts- 
men who build book shelving for some of 
the largest libraries in the United States, 
and offered at prices that intrigue the 


hesitant buyer. 


GF Adjust-a-Shelf Book Units are self- 
contained units for quick instalment and 
permanent, trouble-free service. Each unit 
has a base shelf and six other shelves in- 
stantly adjustable to any required spacing 
without the use of tools—and the shelves 


cannot work loose. 


Each unit comes fully assembled and as 
many units as may be needed can be com- 
bined by bolting together—side-by-side. 
The shelf adjustment is the same general 
type of arrangement accepted as standard 
by libraries. Adjust-a-Shelf Book Units are 
finished in a durable olive-green oven- 
baked enamel. Special finishes, flat or 
grained, are available on special order only. 


There is an unlimited market for the GF 
Adjust-a-Shelf Book Unit. It satisfies all 
needs for the business library as well as those 
of the largest public institutions. Here is 
your opportunity to stock a line that will 
also create sales for other GF products. 
Send for illustrated literature and prices. 


THE GENERAL 
FIREPROOFING COMPANY 





Youngstown, Ohio 


In Canada, General Fireproofing Co., Ltd., Toronto 
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Two inexpensive, complete All-Facts record keeping 
systems for the small and medium sized business. One 
is a durable bound book containing 50 daily record 
pages and 2 summary sheets, the other a loose leaf 
binder with 150 daily record pages and 4 summary 
pages. A reliable record for the retailer, manufacturer, 
lawyer or doctor who does not require a more elaborate 


Here are two system of records. 

s No accounting knowledge is re- 
-’ f t F quired to operate the All-Facts 
ro é ma ers system. Simple, easy-to-understand 
headings on the sheets guide the 
user at all times. Proof of accuracy is obtained by com- 
paring column totals. All-Facts provides the necessary 
information for making up the annual Income Tax Reports 

and give conclusive proof of their accuracy. 


Sheets in the All-Facts systems are sturdy buff ledger 
stock lithographed in brown ink with lines spaced to 
permit uncramped handwriting. Bindings are substantial 
boards with black cloth sides and red craft-leather back 
and corners. The bound book outfit (50 daily record 
sheets) complete retails for $3.50; loose leaf style (150 
daily record sheets) retails at $7.50. Advertising folders 
that actually sell are also provided to dealers who stock 
All-Facts systems. Complete details will be sent to all 
dealers who wish to cash in on this ripe market. 


WILSON-JONES Co. 


<> NEW YORK CHICAGO KANSAS CITY 
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whole device is rigid 


This holds r 


or square leg as desired. 


is provided for the pencil and the 


suitable writing base. may be 


to give a 
adapted to a round 


The Ace 


kitchen memorandum clip 


a convenient telephone pad holder and 
Order clerks also This 


is also 


use it 


device retails for only fifty cents, or sixty-hve cents west 
of the Rocky Mountains 
— 
Boxed Erasers for “Realpoint” Pencils 
The Autopoint Company, 1801-31 Foster avenue, Chi- 
cago, Ill.. has brought out boxed erasers for the two new 


“Realpoint” propel-repel-expel pencils. Six erasers are 


Twelve boxes 
the 


contained in a box, retailing for ten cents. 


are packed in a carton, the minimum quantity sold to 














trad The boxes sell for 10 cents. Two sizes of erasers 
Vieehanical 
PENCIE: 
" f p int 
Extra leads 
under cap 
““REALPOINT PENCIL DISPLAY EASEL 
are provided—small size for use in the fifty-cent “Real 


point” No 
Ne 


£00: the standard size fits the $1.00 Realpoint, 
». 550 

soth “Realpoint” pencil models are furnished on attrac- 
and color. The 


tive easel back cards, of modern design 


pencils and card combined are strong eye catchers. 
egitim’ 
Bates Adds Gauge to Samson Hand Punch 
The 
New York, N. Y., has added a measuring gauge to its Sam- 


Bates Manufacturing Company, 20 Vesey street, 





BATES SAMSON HAND PUNCH 
EQUIPPED WITH GAUGE 
gauge accu- 


son hand punch as regular equipment. The 


of the hole that 
The price of the punch remains the same. 
I ] 


rately measures the position is to be 


punched 


- pj 
New “Adco” Health Chair Announced 


The Adams, Groesbeck, Mirabella Company, 70 Gold 
street, New York, N. Y., has placed on the market a new 
and improved chair which is described as the “Adco” 


health chair. 


Like 


[he chair here illustrated is for general office use 


| 


| 








195 


The smallest or- 
der or biggest 
order for Yankee 

Hi-Class, the first- 
line adding machine 
paper, is ship at 

once. Plenty of stock 

on hand at all times. 

3% inch roll on standard 

wooden core, strong, blue- 

white paper—lintless. Full 

250 feet guaranteed. Write 
for new reduced prices! 


250 FEET 


Guaranteed 


NOLINT 





tasrlee 
HI-CLASS 


ADDING 


MACHINE 


APER 
I °° 


YANKEE PAPER & SPECIALTY CO. 
 MENASHA.W|S. 
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QUALITY 
PRODUCTS 
NEED 
QUALITY 
MEN! 
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If you are exact in your requirements, 
if you like to do business on a high- 
|| grade, honorable, strictly satisfactory 
basis, you'll enjoy representing us . « . . 
| 


| 


TTT 


WW HHH 
WHT ii] i} 


for quality is OUR STANDARD. We 
are exacting in the type of representa- 
tives who present “Little” carbons and 
ribbons, and we appreciate men who de- 
mand that in return from us. Our line 
is in keeping with this policy. If you 
are the man, this is your opportunity. 
Write us in detail. 
































Rochester, N. Y. 
New York Office: 











A. P. LITTLE, Inc. 


Bible House, Astor Place 
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A COMPLETE LINE 


Correct in Design— Honestly 
Built—at the Right Price 


A Style to Suit Every Preference. 
A Quality to Satisfy the Most Exacting. 
A Price to Fit Every Purse. 

Glad to send Catalogue 


Jasper Seating Company 
Jasper, Indiana 


Louis H. Farber, Chicago Representative 
Telephone Plaza 8785, 7020 Jeffery Blvd., Chicago 


NON-CLOGGING 


PAPER STAPLERS 





COMPO 
No. 3C. 
WIRE MACHINE 


HERE IS THE LATEST NEWS— 


COMPO No. 3C Wire Stapling Machine has a capac- 
ity of 50 wire staples, os 1 lb. and will fasten 40 
sheets of 16 lb. paper or its equivalent. The No. 3C 
Wire Staples are made 50 per strip and packed 5000 
per box. 

All COMPO Wire Machines have the ADJUSTABLE 
ANVIL which permits TEMPORARY and PERMA. 
NENT FASTENING which means that papers may be 
securely fastened for a time or stapled together for- 
ever. They have also a new feature which makes the 
machines absolutely FOOL PROOF and CLOG 
PROOF. SEND YOUR INQUIRIES TO US— 


COMPO MANUFACTURING & SALES CO. 


WESTPORT, CONN. U. 











OFFICE APPLIANCES 


the other models in the “Adco” line it can be quickly ad- 
justed without the use of tools. The base is of square 
tubing, welded to solid spiders. The swiveling spindle has 
a ball vertical adjustment. The seat measures sixteen 
inches wide by twelve inches deep. Vertical adjustment 
of it is from seventeen to twenty-one inches from the 








STYLE NO. 470 ““ADCO”’ 
HEALTH CHAIR 


floor. The back frame is of rectangular tubing which can 
be adjusted laterally. The back rest is fourteen inches 
wide by five inches deep and can be adjusted vertically. 
Casters are of one and five-eighths inch single wheel, noise- 
less hard rubber. Gliders may be had if desired. Up- 
holstery of genuine leather over curled hair can be had in 
brown, green or blue. Metal parts are finished in black, 
olive green, maroon, brown, grained mahogany or wal- 


nut 











HOOSIER PORTABLE TYPEWRITER DESK NO. G838.-—-This attrac- 

tive piece of furniture is especially adapted for housing the portable 

typewriter in the home. It is part of a series which includes desks 
for office use. For description, see Page 164 of the October issue 








Delaware Typewriter and Supply Company 
Expands 

The Delaware Typewriter and Supply Company, 925 
Market street, Wilmington, Del., has extended its business 
activities to include a stationery department. Contacts 
are now being made with manufacturers and jobbers and 
it is expected that the new department will be in full 
swing within a month or so. 
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NOW! 
REINFORCED FOLDERS 
by 


SHAW WALKER 


Shaw-Walker now opens to you a short cut to more folder business. You can get 
this business because you can now give your customers more for their money. 








Nowhere else in the industry can you get a wider variety of tab styles or a higher 
quality of folder stock—( fine quality sulphite manila and genuine Northern spruce 
Kraft)—and on top of this the added feature of Reinforced Tabs in all weights 
and styles. 


In addition to dozens of standard Shaw-Walker cuts—including the famous Super- 
Ideal and Ideal indexing folders—we are furnishing folders for three other makes 
of indexing systems, in Kraft as well as manila! Ask about these. Get replace- 
ment business in your city with greater values and more complete service! 


Your customers can actually see the added value of Reinforced Tabs. Write 
today or send the coupon for information and prices. People have got to buy 
folders. You should get the lion’s share with the wide range and greater value 
in the Shaw- Walker line! 











< z* , Built Like.a 














Half Cut Folders 


Third Cut Folders 





GHAW WALKER 4uskegon, Michigan, 


Please send us complete information and prices on 
your new line of Kraft and Manila Reinforced Folders. 





“Explain to us your individualized sample-folder mailing campaign to our prospects!” 
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The End of Dall Times 


—Like the end of a race, 
Tells the story of who’s who. 


Only the real contenders stick when 
the going is tough, when the competi- 
tion is hard to endure and the pace 
takes every ounce of energy. 


Enduring quality, service and satis- 
faction mean more today to keen, 
careful buyers than “‘new low’’ prices. 


That’s why they are coming—thou- 
sands upon thousands of good business 
people—to see you—at the 


NATIONAL BUSINESS SHOW 


Chicago At The Stevens Hotel 
November 9th to 14th, 1931, inclusive 


“Tt’s the personal contact that counts” 


NATIONAL BUSINESS SHOW COMPANY 


Incorporatec i 


Frank E. Tupper, President 


50 Church Street - NEW YORK 


Chicago: 417 S. Dearborn St. C. H. Hunter, Manager 
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(Bringing Back Equipment Business—Continued from 
page 40) 

that for most retail products, the best efforts of the advertising men 

fall into insignificance when the merchandise is put into the cus 

tomer’s hands Why the shiny angles of an automobile with its 


throbbing power, what advertising man could ever put that into copy’ 
The flash of the cigar lighter, why they can't put that into copy And 
you can put that merchandise in your store properly displayed in such 
a way that it is going to help you bring back the equipment business 
and I advise you to go into your department stores In all of the 
times I have sat 
year with this organization, I have never heard one man say anything 
und suggestive or sight-buying merchandise 


through group meetings or conventions of the last 


about demand merchandise 
I have been in hundreds of stationery stores where you have got your 
demand front door where the man or 
woman can come in and grab it and get out Go to your department 
On every floor is the demand merchan 


merchandise right up at the 


stores and study their method 
dise stuck away in such a way that the buyer has to pass the sight 
buying or suggestive merchandise. And that is one way that we can 
help bring back business, by proper display, and you can only do it 
gentlemen, by experimentation. Your stores are a department store of 

They are simply department stores in that 
have thousands of commodities, and some of 
those commodities are demand and some are sight-buying commodities 

Now, just listen to this: The spendable income in this country, 85 
per cent of it, or $40,000,000,.000, is spent by women. They spend the 
pay envelope of the United States, and a great deal of the merchan 
in your store is purchased by women— 
the girl who comes in from the office. Now, no woman ever goes 
downtown to buy custom jewelry or perfume. She goes downtown to 
get some of the demand stuff, something necessary, and while she is 
in the store this attractive display of merchandise attracts her attention, 
and she buys the sight merchandise. Now, let me give you an illus 
slong that line that actually happened to me some three weeks 
azo in New York We built a desk, and I never liked it. I studied the 
desk, and I couldn't tell what was the matter with it The proportions 
were right, and I decided at last the carving on it was a little bit too 
deep But, anyway, I never liked the desk. That was my individual 
opinion, and our dealer in New York had that desk on display, and 
he never sold any of the desk sets In that particular dealer's store 
rooms for the display of merchandise, and one 


office supply materials. 


particular line You 


dise that you have on display 


tration 


he had some privat 
of the rooms is an oak room, and this was an oak desk The room 
is paneled in the Jacobean finish, and this desk was the same And 
the desk he had in there he sold, and he moved this cheap desk—that 
is, it is a fairly low-priced desk—into this room, and I came along that 
couldn't believe my eyes, and before I left. New 
Why? 


day and I saw it, and I 
York a man came in and paid the full double list for that desk. 
Because it was properly displayed. 

Now, I say to you that if you will not study this question of dis 
play right now, it is the one thing that you should be studying and 
experimenting with, because it is going to help you get more business, 
ind that is what we are all after 

Now, the next thing is the trained selling force. I want to say to 
you that the salesmen that come into my office are licked. All you 
have to do is to suggest to them that you don't want any of their 
products and they fold up their tent and leave. I think that Martin 
L. Davey sounded the keynote of one way by which we can bring 
business back in irticle in Salesmanship a few weeks ago, 
and by an organization which he got together he put this into effect. 
Davey said, “Orders are off all over the country because of the thor 
oughly whipped attitude of the salesman. Morale is shot, and in many 
cases nothing is being done on the part of the management to restore 
it They accept, without fighting, in most cases the objections on the 
part of the customer, then trudge back to headquarters and have a 
convention of hard times Mr. Davey says, “My judgment is that if 
the salesmen through the effort of management would suddenly quit 
taking ‘No’ for an answer, and determine with bull-dog determination 
to get orders, the business of this country would increase 15 to 20 


a published 


per cent 
Now 
want to say to you that 


wree that our salesmen are whipped, but I 
there isn't a man in this house today who 
doesn't own his own business, who is working for some other corpora 
tion on a salary, that has not during the last two years felt maybe 
that his job was in danger And there is too much cracking the whip 
over these salesmen Why, men, call them together; decide whom you 
and whom you have got confidence in, and then call 
them together and say, your jobs are safe.’ That is the first 
thing to do Cut down your force if necessary, but don't let these 
morning and face all of the discouragements that 
are poured over them, feeling that if they don't get a certain volume of 
business you are going to check them off. I know of one of the big 
gest companies in the United States that has pretty nearly lost their 
selling force this year because they swung their selling from salary 
to commission in this particular time, and the price of their stock re 
flects it, because their condition is not very good 

Now then, one thing that will help us to get more equipment busi- 
ness I don't many salesmen you have got, whether one 
two, three, six, or a dozen; have a morning meeting every morning of 
retail and outside men You better open your stores fifteen or twenty 
minutes earlier, and you executives that come strolling in about 9 
o'clock with a scowl on your face had better begin to get down to 
give that selling force a little bit of 


gentlemen, we all 


are going to keep 


Boys 


fellows leave every 


care how 


these morning meetings and 
encouragement 

Then another thing We have got to do more door-knob pulling right 
now to get back this equipment business I could tell you of ex 
periences, because for over seven years I didn’t do anything else but 
travel this country over, as old as I am, and I would go into this 
agency and that agency, and take the salesman by the hand, and we 
pulling door knobs, and I would rather 
because there is 


would go from door to door 
do it right now than any other kind of salesmanship 
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Appearance that 
Sells! 


Here is the new Zipper Envel- 
ope—handsome, rich appear- 
ance, rounded corners with easy, 
instant access to papers. They 
come out just as they went in, 
neat, clean and flat. Finest of 
cowhide leather in brown or 
black, sizes 1242 x 9,15 x 10 
and 16 x 11 inches. Here you 
have opportunity for sale in 
quantities; just mention the 
number and we'll quote. No 
obligation; write, wire or phone. 


National Brief Case Mig. Co. 
512-532 Seuth Peoria St. Chicage, Hl. 





Our catalogue 
showing complete 
line ef and 
sample cases, stu- 
dent cases, and the 
National Karyall. 











Feature the clear, lasting impressions 


VICTORY STAMP PADS 


Verse teon De, Stoheatithenda in 
Victory Stamp P; of high grade, long 
wearing materials, inks of brilliant hue and fast 
color. Six sizes, from 2 x 334 inches to 4x9 


inches. 








MUCILAGB 
SEALING WAX 


STAMP PADS INKS 

















Luther Ink and Stamp Pad Co. 


55-57 EAST PARK ST. NEWARK, NEW JERSEY 
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DISPLAY TIP-TOP 


STANDARD BRASS 
PAPER CLIPS 
Sold by all Jobbers. Write to factory 


for new prices showing your profit. 


The Tip Top Mfg. Co., Inc. 


SYRACUSE, N. Y. 
Canadian Agent — BROWN BROS., Ltd. 
TORONTO 


een Minded Men 


Men who can visualize the future of the 


RIBBON AND CARBON 
BUSINESS 


are fast coming over to the PHILCO LINE with 
its many Patented Specialties such as 
TAB-EDGED CARBON 


PHILCO HUMIDOR PACKED 
RIBBONS 


CARBO-GRAPH 
THE ERASER PLACER 
LINE-O-GRAPH 
HANDY PACK CARBON, Etc. 


A chemical and physical laboratory constantly at 
work on new products and the improvement of old 
ones assures the Philco Dealer of a successful 
future. 

























LET US SHOW WHAT WE HAVE TO OFFER. 


Phillips Ribbon & Carbon Co., Inc. 


61 Halstead St., Rochester, N. Y. 
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& certain adventure in finding out what is going to happen in the 
next place, and that is what we need. Why, I know an equipment 
dealer in Chicago that has laid his whole selling force off, and there 
they sit in the store like a spider waiting for the customer to come in, 
and it is one of the oldest houses in the city Do you wonder that 
the equipment business is off when we display that type of selling? 

Now I realize I am wasting time talking to you men, because you 
are not the ones that need this. I realize that. You fellows that come 
to these Conventions are the fellows that are practicing, in most cases, 
the things which I am advocating, but I want to say to you that in my 
experience more business can be dug up by door-to-door canvassing 
than any other way. Why, I could take you over to a little town 
where Wesleyan University is located—Delaware, Ohio—and tell you 
of a salesman who was to be fired because he had a red balance of 
$500.00, and we went in there and in two days we dug up more busi- 
ness by a door-to-door canvass than he could close in the month of 
December, and it was just before Christmas. And he said to me, “Don't 
go into that bank; they just bought a bookkeeping machine.” And I 
said, ““‘We will go in anyway,"’ and we went in, and we found a compet- 
ing machine on trial, and we found that banker ready to trade out 
some old equipment. So I say to you, start these men in the morning 
cheerfully; tell them something that is encouraging; send them out 
with some piece of equipment that they can carry with them to show; 
examine their portfolios and see whether they are just carrying a bag 
of nothing, or whether they have got a good sales kit that will help 
them. I made an experiment along this line. I sent one man up to 
New York and I put the man that is down here in Texas and Louisiana, 
and he traveled by railroad and the other man traveled by car. One of 
them carried a desk table with him and a chair, and the other one 
didn’t, and the results were just as I expected. The man who had the 
equipment to show and to demonstrate did best, and the man working 
down here didn’t do as much business, and I know both of these men, 
they were equally good. Then I gave this man down here a car and 
the equipment, with the result now that he is getting more business 
than the Eastern man is, because if he ever calls on you he has got 
something to show you, and that is part of selling. 

A definite sales plan. I mean by that, gentlemen, that you should 
establish quotas for the men in your department, and then break those 
quotas down for that man, and don't establish them beyond the pos- 
sibility of getting it. Don't be grasping, but give them a quota that 
they can get, and then if it is necessary for certain reason to increase 
it, increase it, and give them credit. Have a target with a bulls’ eye, 
and don't shoot at a target in which there is no bull's eye. Have a 
definite sales plan in that you are always giving those men something 
to take out, giving them ideas on certain merchandise, giving them en- 
couragement, giving them a sales kit that will help them. That is your 
job—management, and management is leadership. 

Now, consistent advertising: I have 25 letters from 25 dealers in 
the United States, some of them members of this organization, that tell 
me there is no use to advertise, there is no business. One of them said 
to me in a letter, “I haven't got a single prospect for equipment!"’ 
Well, if I was in that shape, I would have gone out and I would fine- 
tooth comb that town until I did find one prospect for equipment, and 
if he had gone out looking I think he would undoubtedly have found 
that prospect. 

You men who have furniture departments and you pay no attention 
to period furniture, you will have to do it, some of you. I want to 
tell you that around the desk that is built up through a period. 
Elizabethan or what not, is a romance, and whenever you can get 
something of that kind to work in your selling power you have really 
got something. A man came into our show room not long ago, and 
I showed him a Louis XVI desk. He said, “I'm not interested in 
whether it is a Louis XVI or Louis I." I said “No? And then I 
told him something of the period history, and then I noticed that where- 
ever he went, he came back to the Louis XVI desk. He was with a 
dealer, and the dealer told me afterwards that everybody that came in 
admired his desk, and he got chesty and told them all about the Louis 
XVI period. (Laughter.) But he didn't care whose desk it was. 
Another thing—you men who have got furniture departments have got 
to get into the question of interior decorating just a little bit, and 
don't think that this is a subject that is a secret matter and only for 
artists. I have been in this industry a year and a half, and the office 
of the President of the University of Illinois is my idea of what it 
should have been, and he thought it was wonderful, and I got away 
with it—just plain common horse sense, that is all, and a few combina- 
tions can be worked out. Get your men interested in that subject. 

And then, Manufacturers’ Co-operation. Gentlemen, we can't co- 
operate unless you co-operate. We can get up an advertising plan and 
give it to you, but if you won't use it, it is no good. We can't co- 
operate with the dealer who gets a job under these present times, and 
after he has got the order wires us he has got a very competitive 
situation—can we give him a better price. And we have those things 
happen. But I believe we are getting closer and closer to this co- 
operation, and I feel quite sure that the dealer and the manufacturer 
by co-operation are going to get somewhere in this business 

Now, there are these other methods that are used by the refrigerator 
industry, reporting increases of from 30% to 200% in the first six 
months of this year, canvassing, consistent follow-up advertising, and 
so on. By the General Electric in their drive for lamps. With a sales 
quota of $400,000.00, they obtained 250% of the expectancy during 
the period from last June ist to August 3lst, selling over a million 
dollars worth of lamps. By Clarke W. Tobin, of New York, who has 
built up a million dollar hosiery business in one year, and he has 
done it with high priced hosiery, while the rest of them have cut 
their prices to a dollar or 88 or even as low as 75 cents. This man is 
marketing hose for $1.95. These are a part of his methods. They are 
@ part of the methods as used by the Auburn automobile, who have 
increased their business, and by fifty other companies that have bet- 
tered their earnings in 1931 over 1930. Try them out, and I venture 
to say you are going to increase your equipment business. I thank you. 
(Applause.) 
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NEW LOWER PRICES 


ARE IN EFFECT ON 





Prices Reduced! We now offer Oxford 
Manila File Folders at prices that heretofore 
could buy only ordinary grades of folders . . . 
making Oxford more than ever the logical line 
for you to feature. 


For while the price of Oxford Folders has gone 
down, the quality has gone up! Yes! The 
strength of the stock is greater, durability is 
greater, and the handsome appearance has been 
maintained. 


A Transfer Time Hint 


Another reason why there is unusual sales op- 
portunity in the Oxford line right now 
The Oxford Dealer can offer his customers a 
COMPLETE Transfer Time Service. Here’s 
how: Recommend the remarkable new Oxford 
Sliding Drawer Storage File for transferred 
records, and then suggest Oxford methods and 
supplies for more efficient filing in 1932. 

With new low prices, quality folders to match 
those used in any system, four different styles 
of ‘‘miscellaneous” folders, the Oxford Speed- 
Index, Rol-labels, and the Oxford Sliding Draw- 
er Storage File to round out the services he can 
offer at Transfer Time, the Oxford Dealer is in 
a favorable position indeed! 


Write us now for complete information. 


OXFORD FILING SUPPLY CO. 
340 Morgan Ave., Brooklyn, N. Y. 
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Challenge Us 
With Your Filing Problem! 


JoneSteel Will Answer It Suceessfully ... . 
and With the Finest Filing Equipment Ever Built 


The remarkable rise in the popularity of JoneSteel Filing Equipment 
is based on the completeness and versatility of the line . . . and on the added values 


built into every cabinet. 


Drawers in upright, counter height and desk high units are dust-proof 
because of the protective feature introduced in JoneSteel construction. Full ball-bear- 
ing rollers result in a velvety, finger-tip ope ration of drawers loaded to capacity. 


And JoneSteel finishes! You know how appearance is becoming more 
and more important in deciding the sale. We invite your most critical comparison. 
The beauty and faithfulness of JoneSteel Mahogany and Walnut finishes is a selling 
advantage of great and growing importance. Special finishes receive our most careful 


attention. 

A better product for the money! Greater value . . . added features 

. Superiority of finishes . . . a file for every need. These are the qualities that 

account for the rapid success of JoneSteel Filing Equipment in a highly competitive 
field. 


Have you received the JoneSteel catalog? Why not send for it 
and the complete details of construction, finish and prices which will gladly be in- 


cluded? 


Jamestown Metal Desk Co.Inc. Jamestown, f.U. 
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(The Result of the Ratio Research—Continued from 
page 50) 

second year the gross margin was 34.7 On salaries, total salaries, the 
figure was 17.9, and for the second year 19.9 We have sub-divided 
the salaries, and here is what we got Salaries of proprietors, partners 
corporation executives, 3.4 for the first year 3.9 for the second year. 
Salaries and commissions for outside salesmen, 6.5 for the first year 
ind 7.3 for the second year For inside salesmen, store salesmen, for 
the first year 3, and for the second year 3.1. And I want to call your 
attention there to the fact that oftentimes when salesmen feel that 
the boss is a very fortunate fellow, that these figures indicate that the 
boss is a pretty good scout; in other words, he is paying to his sales 
men three times as much as he gets, and oftentimes the boss is the best 
salesman of the lot That doesn't always apply, but it sometimes does 
Salaries for clerks, porters, order clerks, 1.3 for the first year, and 
1.4 for the second year Office employees, 2.6 for the first year, and 3 
for the second year. Salaries for shipping clerks, truck drivers and de 
livery boys, 1.1 for the first year, and 1.2 for the second year 
t don't think we will take up your time 
is inter 


Now we come to advertising 
just now and give you the sub-divisions of advertising, but it 
esting to note that on the first year this group spent 1.6, and on the 
they kept up a very fair average ol 


second year they spent 1.5, s 


ulvertising, showing a good percentage of courage in the business 
Coming to delivery expense 8 on the first year und § on the 
second year The other figures, miscellaneous expense, etc., are not 
of any particular interest rent 2.2 the first year, and 2.5 the second 
year Here is an interesting figeure, the losses from bad debts 7 the 


first year, and it only goes up one point to .8 the second year, making 
the total expense for the first year in this group of 28.3, and for the 
second year 30.6: and a total net profit of 6.3 for the first year, and 
for the second year a total net profit of 4.3. Those firms have manu 
facturing departments 

And now we will give you the same picture of some firms doing an 
average business of from $50,000 to $100,000, doing a total busi- 
ness of $1,232,101.00 the first § year, and $1,061,000.00_ the 
second year, showing a decrease in sales of 14 This group had a 
gross margin the first year of 33.6, and the second year their gross 
margin went up to 34.6 In total salaries, this group had a figure for 
the first year of 16.6, and on the second year it is back up to 18.3, 
und in justice to the merchants in our business I would like to call 
attention to the fact that if it had not been for this disturbed business 
condition, undoubtedly the effects of the first two Harvard researches 
would have translated themselves into a good deal of profit, because 
we found on the 1929 figures—of course there was a very high gross— 
but nevertheless we find that the figures correspond very closely to the 
Harvard averages, and in almost every case we were coming down 
under those averages On advertising this group did 1.3 the first year 
and 1.2 in the second year: total delivery expense was 1.4 the first year 
and 1.5 for the second year. 

Rent in this group seems to be higher, 3.5 for the first year, and 4.1 
for the second year This group had a total expense of 27.3. which 
went to 30.4, and the net profit was 6.4 in the first year, which de 
preciated to 3.6 in the second year 

Now, this report, Gentlemen, is simply an accumulation of high spots 
that we have discovered in a research into this business What we 
issue in the way of a report is not particularly important, except in 
that it does give you a picture of a business that is not half as bad 
off as people would have you think it is. Our averages here show that 
we are only 14 or 15 per cent off the business on general averages. 
We find all through these figures many firms that are applying the 
lessons learned already in the depression, and those things are un- 
doubtedly going to make themselves felt in the future. Many people 
have said to me that so-and-so is hanging on with his eyelashes, and 
one of the most popular topics in the Pullman car forum is how long 
it will be before there will be no more stationers, and all that kind of 


thing It doesn't prove out with these figures These figures show a 
healthy business, and out of them I get this picture: that with these 
firms applying all the corrective measures that they are, in the next 


period we are going to feel the effect of that reduction in overhead 
more than we do in this period, so that, instead of expecting things to 
be worse off, I really am expecting things to be better Of course, we 
recognize that the firm that cannot carry through in these times is 
going to go by the board, but that is only the exceptional case The 
this business have been through many 


solid, substantial merchants i: 
depressions, and they are going to get through this one, and until we 
got these figures I had done some worrying about our business, but after 
studying these figures I don’t worry any more. I know merchants that 
ire building, that are doing things 

Now some people may say we are giving you a false picture of the 
condition of the industry Of course, the firm that makes a profit 
naturally feels a little more at ease in submitting a report of business, 
and you might take the position that we have gotten only the good 
picture, but we have firms included in these ratios that have gone very 


heavily in the red We haven't tried to do anything but present a 
true picture of the conditions The thing that I want to stress par- 
ticularly as we come to the end of this report, Gentlemen, is this I 


am absolutely convinced that if we will get ourselves together close 
enough, so that we can develop in our industry this type of work, so 
that we can watch what the successful firm is doing, and know it, and 
so that we can get more firms, not only to give us their reports, but 
to send in their reports when they are doubtful as to whether they have 
got the best condition or not, and let us get their comparisons, and let 
us make comparisons for them, I believe that in the same degree that 
we can develop that kind of work, that in that same degree we can 
develop all the other phases of our work and build up a profit that 
we ought to 


certainly won't be a quarter of one per cent, or even 3.2: 
make at least five per cent in this business and build up from that, 
and I believe it can be done 

I want to thank you for your very courteous attention to a lot of 
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The 


BUYER'S GUIDE 


will help you select 
the right pen .. 





It is a compendium of useful information on 


PENS PEN HOLDERS 
COMPASSES DRAWLET PENS 
BALL BEARING CLIPS 
DRAWLET INKS 


Your copy is available, free, at— 
ESTERBROOK PEN COMPANY 


86 Cooper St., Camden, N. J. 
or BROWN BROS. Ltd., Toronto, Canada 
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PENS 


Looseleaf 


HOLDER 





the most useful and economical 
transfer binder 


Any customer, large or small, will appreciate your in- 
troducing him to the F. B. Loose Leaf Holder. For 
the,many records to be.transferred, vouchers, invoices, 
sales records, etc., the F. B. is ideal. Instantly ad- 
justable to size of records and distance of centers. 
Capacity ‘regulated by interchangeable posts. Sells re- 
tail at $3.50 per dozen sets, f. 0. b., New York. Ask 


for samples. 





1228 INTERVALE AVE. NEW YOR 














EB.MANUFACTURING CO. 
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big figures: I haven't any millions, but I like to talk about them. I 
thank you. (Applause.) LALLA 














For the Dealer 
in Office Furniture 


new data awaits your request concerning 
added and improved grades in our Sturdy Built 
line of business furniture. Ranging from 
executive suites down to a complete office 
utilities group, WESTERN now offers six grades 
from which to choose in the exact fulfillment 
of requirements. 
Beneath the greater eye-appeal and attractive- 
ness is the everlasting quality of staunch con- 
struction and value commensurate with the 
day’s trend. Your request for full information 
is invited. 


Western Furniture Company 
St. Louis 


Factory Representatives 


Matt M. Corbett, 1206 Santee Street, Los Angeles 
John Hood Millar, 328 Union Ave. S.E., Grand Rapids 











New, Exceptionally 
Attractive Prices on WARSHAW 


Card Index Cabinets 


Finger tip reference for detailed information in hundreds 
of office occupations coupled with attractive appearance 
of Alligator covering actually multiply your profits. A-Z 
outfits are applicable and remarkably convenient in so 
many places. Our volume enables us (and you too) to 
sell them at very low prices, yet with attractive profit. 
Cabinets furnished complete with ruled cards and index. 
In leatherette covering also. Recipe indexes also available. 
A request on your bee Hoe: brings full details of this 
— “eee value. The sooner you write, the more you'll 
profit. 


WARSHAW MFG. CO., INC. 
35 York Street Brooklyn, N. Y. 
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National Stationers Association Convention, 
New Orleans, 1931 


Registration—Men 


Abrams, Albert B., Modern Station- 
ery, New York City 

Adams, Francis K., 8. G. Adams 
Co., St Louis, Mo 

Allen, Eldridge B., The Globe-Wer- 
nicke Co., Dallas, Texas 

Allen, Ivan, Ivan Allen-Marshall 
Company, Atlanta, Georgia. 

Autry, J. N., Cooke & Cobb Co., 
Brooklyn, N. Y. 


Balch, Harry, Quality Park En- 
velope Co., St. Paul, Minnesota 

Barnes, C. 8., Stationers’ Corpora- 
tion, Los Angeles, Calif. 
Bartol, Geo. E., Jr., C. Howard 
Hunt Pen Co., Camden, N. J 
Baudean, L. Henry, Baudean, Inc., 
New Orleans, La 

Beckman, H. L., Wilson’s Station- 
ery & Printing Co., Houston, Tex 

Berger, F. A., Stationers’ Ass’n of 
New Orleans, New Orleans, La. 

Black, J. N., Parker Pen Co., Janes- 
ville, Wisc 

Blumberg, Julius, Stationers’ Asso- 
ciation of New York, New York 

Boatwright, J. L., Baughman Sta- 
tionery Company, Richmond, Va 

Bonnet, C. R., Standard Prtg. & 
Litho. Co., Houston, Texas. 

Borden, O. C., Browne-Morse Co., 
Muskegon Heights, Mich. 

Boren, W. A., Skagseth Stationery 
Co., Miami, Fla. 

Bosworth, L. 8., L. 8. Bosworth 
Co., Houston, Tex 

Bredon, H. A., Eaton, Crane & Pike 
Co., Pittsfield, Mass 

Brewer, C. D., H. K. Brewer & Co., 
New York, N. Y 

Bristoll, B. J., 
Moines, Iowa 

Brown, Earl, American Lead Pencil 
Co., Hoboken, N 

Brown, E. R., Eugene Dietzgen Co., 
New Orleans, La. 

Brown, John A., J. R. Weldin Co.. 
Pittsburgh, Penna. 

Brown, Maynard, American Lead 
Pencil Co., Hoboken, New Jersey 

Buckley, Jos. P., Perry & Buckley 
Co., New Orleans, La 

Burke, Edward, H. & W. B. Drew 
Co., Jacksonville, Fla. 

Burkholder, L. A., The Berger Mfg 
Co., Canton, Ohio 

Buschardt, W. B., Houston, Tex 


Koch Brothers, Des 


Canode, Fred C., Ink Specialty Co., 
Chicago, Ill. 

Carpenter, W. W. S., Sanford Man- 
ufacturing Co., Chicago, Ill 

Carroll, W. J., Birmingham, Ala 

Carter, Richard B., Carter’s Ink 
Company, Cambridge, Mass. 

Carter, W. Winthrop, Jr.,E. C. Pal- 
mer & Co., Ltd., Houston, Texas 

Caswell, F. H., F. S. Webster Com- 
pany, Cambridge, Mass. 

Chadwick, H. C., Art Metal Con- 
struction Co., Jamestown, N. Y 

Chase, C. A., American Pad & Pa- 
per Co., Holyoke, Mass 

Cheney, Paul W., Southworth Co., 
Mittineague, Mass 

Christensen, Fred., 8S. E. & M. Ver- 
non, Inc., Chicago, Ill. 

Chute, M. H., Jr., Bainbridge, 
Kimpton & Haupt, New York 
City, New York. 

Clary, Jos. W., C. R. Gibson & Co., 
New York City, N. Y. 

Clegg, W. C., The Clegg Company, 
San Antonio, Texas 

Clifton, E. C., Sengbusch Self-Clos- 
ing Inkstand Co., Birmingham, 
Ala. 

Cole, W. W., General Pencil Co., 
Hoboken, N. J 

Coleman, Lee, E. L. White & Co., 
Fort Worth, Texas. 

Collins, M. J., Graham Paper Co., 
St. Louis, Mo. 

Collins, Sidney, Automatic Pencil 
Sharpener Co., Chicago, Il. 

Colomb, Victor L., Palfrey, Rodd & 
Purcell, New Orleans, La. 

Conger, C. M., Wilson-Jones Co., 
Kansas City, Mo 

Connell, Charles A., Automatic 
Printing and Stationery Co., Phil- 
adelphia, Penna. 

Cooper, Harrison M., Associated 
Stationers’ Supply Co., Chicago, 
Il 

Cooper, J. W., Jr., Atlanta, Ga. 

Copeland, H. E., Boorum & Pease 
Co., Brooklyn, N. Y¥ 

Cornwell, E. E., National Blank 
Book Co., Holyoke, Mass. 


Crile, Don. A., The Canton Art 
Metal Co., Canton, Ohio. 


Dameron, Frank, Dameron-Pierson 
Co., Ltd., New Orleans, La. 

Davies, John R., Moore Fush-Pin 
Co., Philadelphia, Pa. 

Davis, J. O., Miller-Davis Company, 
Minneapolis, Minn. 

Dix, O. B., The Powers Co., Mo- 
bile, Ala. 

Dorsey, Henry, The Dorsey Com- 
pany, Dallas, Tex 

Douglas, W. J., Zac Smith Station- 
ery Co., Birmingham, Ala. 

Duncan, J. H., H. C. Cook Co., An- 
sonia, Conn. 

Dunwoody, Edwin H., Reyburn 
Mfg. Company, Philadelphia, Pa 


Eisenlohr, Otto, The Dorsey Com- 
pany, Dallas, Texas. 

Evans, J. Clarke, Office Equipment 
Co., Tampa, Fla. 

Evans, J. E., Evans and Kert, Ltd., 
Ottawa, Ontario. 

Evans, S. R., General Fireproofing 
Co., Youngstown, Ohio. 

Evis, Syd. A., Stainton and Evis, 
Toronto, Ontario. 


Faber, Eberhard, Eberhard Faber 
Pencil Co., Brooklyn, New York. 

Fargo, Frank H., Conn. Valley Sta- 
tionery Association, Bridgeport, 
Conn. 

Fay, Robert C., American Writing 
Paper Company, Holyoke, Mass 

Ferguson, J. E., U. 8. Playing Card 
Company, Cincinnati, Ohio. 

Fischer, John, Jr., Tropical Print- 
ing Company, New Orleans. La. 

Fitzwilliams, John B., T. Fitzwil- 
liam & Co., Ltd., New Orleans, 


a. 

Flotte, Jas., Jr., Perry & Buckley, 
New Orleans, La 

Ford, G. H., The Office Supply Co., 
Jackson, Miss. 

Frater, Harry L., Wilson-Jones Co., 
Chicago, Ill. 


Gardner, L. B., Hill Printing & 
Stationery Co., Waco, Texas. 

Goodrich, 8. T., Wilson’s Stationery 
& Printing, Houston, Tex 

Gorton, E. H., The Wahl Company, 
Chicago, Il. 

Gray, D. D., Art Metal Construction 
Co., Inc., Jamestown, N. Y. 

Greenleaf, W. H., Boston, Mass 

Grey, Jack, McMillan Book Co., Sy- 
racuse, N, Y. 


Haage, Jack, Blaisdell Pencil Co., 
Philadelphia, Pa. 

Hamilton, Horace T., The Reyburn 
Mfg. Co., Dallas, Texas. 

Hamlin, G. E., McMillan Book Com- 
pany, Syracuse, N. Y. 

Hamilton, Walter J., Vortex Cup 
Co., Chicago, Ill 

Hansell, F. F., Jr., F. F. Hansell & 
Bros., Ltd., New Orleans, La 

Hansell, M. E., Il., F. F. Hansell & 
Bros., New Orleans, La 

Hanson, John B., Perry & Buckley, 
New Orleans, La. 

Hanson, Thomas H., National Blank 
Book Co., Tulsa, Okla. 

Harpold, E. G., Dameron-Pierson 
Co., Ltd., New Orleans, La. 

Hausam, George, Hutchinson, Office 
Supply & Printing Co., Hutchin- 
son, Kan. 

Hawkins, H. E., Stationers’ Loose 
Leaf Co., Milwaukee, Wis. 

Healy, E. B., Santa Fe Book & Sta- 
tionery Co., Santa Fe, N. Mex. 

Heep, John, Wilson Sationery & 
Printing Co., Houston, Texas. 

Hengge, R. R., International Print- 
ing Ink Corp., Cincinnati, Ohio. 

Heppner, C. W., Pacific Northwest 
Stationers, Portland, Oregon. 

Herschler, A. A., The Wahl Com- 
pany, Chicago, Il. 

Hester, J. E., Jr., American Crayon 
Company, Sandusky, Ohio. 

Hice, G. S., Roberts Numbering Ma- 
chine Co., Brooklyn, N. Y. 

Hildreth, Jos. H., Esterbrook Steel 
Pen Mfg. Co., Chicago, Ill. 

Hirsh, Arthur J., Meyers Stationery 
& Printing Company, New York 
City, N. Y. 

Hoge, Wm., The General Fireproof- 
ing Co., Youngstown, Ohio. 

Holt, G. C., W. A. Sheaffer Pen 
Co., Ft. Madison, Iowa. 
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HERE is A DIFFERENT TYPEWRITER RIBBON AND CARBON PAPER 











The original Dixon 
Carbon Paper 
Machine, 1906 









The Main Plant oy 

Columbia today, located 

at Glen Cove, L. I., 

N. Y., just outside New 
York City 





An informal photo of the executive 
personnel of the Columbia Ribbon 
& Carbon Mfg. Co., Inc. Left to 
right: E. F. Currier, Secretary, 
Frank R. Nichols, Sales Manager, 
A. Bertram Holmes, Vice-Pres- 
ident and Treasurer, H. W. A. 
Dixon, President, L. M. Dixon, 
Vice-President, and Robert S. 


Sall Moore, Technical Adviser 
different and better 
-atter a generation of endeavor! 


In a small, frame building in Toronto, in 1906, Harold W. 
A. Dixon together with his brother Lewis, set up what was 
destined to become the first Columbia machine for making 
carbon paper. 


It is a far cry from this primitive machine and the small 
room of yesterday to the wonderfully efficient inking ma- 
chines within the fine Columbia factories of today. 


In object, however, the Columbia business of a generation 
ago and the Columbia business of today, are one and the 
same, constituting a continued endeavor to not merely 
manufacture carbon papers and typewriter ribbons, but to 
produce them as fine and as uniform as experienced tech- 
nicians and perfected machinery make possible. 


“Call on Columbia” for different and better typewriter 
ribbons and carbon papers, and see the difference! 


COLUMBIA RIBBON & CARBON MFG. CO., INC. 
MAIN OFFICE AND FACTORY: GLEN COVE, L. I., N. Y. 


Branch Offices and Agencies in all Principal Cities of the United States—Also Toronto, Mexico City, London, Madrid and Milan 


COLUMBIEIA ano'eaunen Parens 
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The Invinetble 


“FAIR PLAY” CREED 








In order that all Invincible dealers may have a clear and definite 
understanding of the sales policies of this company we set 





forth the following as the Invincible Creed: 


I The Invincible Metal Fur- 
e niture Company never 
has, and does not intend to es- 
tablish direct factory sales 
branches. 


2» It has been the policy of 
e the Invincible Metal Fur- 
niture Company to carry on 
transactions through dealers 
and in no case where we have an 
established dealer will this fac- 
tory quote direct to the con- 
sumer. 


We shall deal exclusively 

e through our own dealers. 

In no case will we change the 

name plate on any of our stand- 

ard merchandise so as to be able 

to sell competition, ‘around the 
corner.” 


We have not, nor will we 

e accept orders from any so- 

called Mail Order House for 

standard merchandise for re- 
sale. 


Invincible metal products 

e will never be sold to syn- 

dicates for resale at a less price 

than sold to our established 
dealers. 


ay Quotations to all estab- 
e lished Invincible dealers 
will be based on the same quan- 
tity prices, f.o.b. factory. 


4 An ‘In Stock’? Depart- 
e ment shall be maintained 
insuring prompt delivery on all 
standard numbers at all times. 


i 4 Invincible metal products 
e shall be priced low enough 
to assure the dealer quick turn- 
over at a fair profit, and enable 
him to meet competition. 


*h Complete satisfaction to 
e the buyer shall always be 
the first consideration in mak- 
ing Invincible products. 


This is the Invincible “Fair Play’? Creed—our pledge of per- 
formance in the making and selling of Invincible Products. 
Its purpose is to protect Invincible dealers and help them 


make greater profits. 


INVINCIBLE METAL FURNITURE CO. 
2600 Franklin St. 





Manitowoc. Wisconsin 
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Honeywell, C. G., Deemer & Com- 
pany, Wilkes-Barre, Pa 
Honeywell, C. W., Deemer & Com 


pany, Scranton, Pa 

Hooker, L. E., Commercial Furni- 
ture Co., Chicago, Ill 

Horder, E. Y., Horder’s, Inc., Chi 


cago, Ill 


Hucke, C. H., Lyon Metal Products 


Inc., Aurora, Ill 

Huger, Killian, Garcia Stationery 
Co., New Orleans, La 

Hunn, Aug., H. H. West Company, 


Milwaukee, Wis 


Hunsucker, W. J., W. A. Sheaffer 


Pen Co., New Orleans, La 

Hyatt, A. W., A. W. Hyatt Station 
ery Mfg. Co., Ltd., New Orleans, 
La. 

Ilium, H. C Wahl Co., Chicago, 


Ill. 


Jaques, W L., 
pany, New York City, N. Y 

Jerue, Sterley F., McClain & 
man Co., St. Paul, Minn 

Johnson, J. H., Johnson Staty. Co., 
Houston, Tex 

Jones, Hastings H., Art 
Const. Co., Jamestown, N 

Jordan, Edgar, Standard Prtg. Co., 


Jaques and Com- 


Hed 


Metal 


Inc., Alexandria, La 

Josephson, Benjamin, Josephson 
Mfg. Company, New York City, 
N.Y 

Kaplan, L. I., Office Supply Co., 


Atianta, Ga 

Kastner, E. J., L. E. Waterman Co., 
New York City, N. Y. 

Keon, T. Harris, U. S. Pencil Com 
pany, Philadelphia, Penna 

King, C. E., King-Hannaford Co., 
Inc, Morgan City, La 

Kuch, C. F., Hotchkiss Sales Co., 
Norwalk, Conn 

Kulp, Benjamin, Wilson-Jones Co., 
Chicago, Ill. 


znham, Dick, Binney & Smith Co 
New York City, N. ¥ 
atsch, R. D., Latsch 
Lincoln, Neb 
zawiess, Arthur, 8. E. & M 
Co., New York City 
szawrence, E. M., Lawrence Printing 
Co., Inc., Greenwood, Miss 
Leftwich, Austin, Tropical Printing 
Company, New Orleans, La 
Levine, M. I., Reliance Pencil Corp., 
New York City 
Lindquist, H. L., 
New York City 
Link, Frank J., Art Metal Construc 
tion Co., Inc., Jamestown, N. Y. 
Little, E. L., Wabash Cabinet Com 
pany, Wabash, Ind 
Lotsch, Jos. M., Roovers Bros 
Brooklyn, N. Y 


Brothers 


Vernon 


_ 


Geyer’s Stationer, 


Inc., 


MacGregor, Jack, L. E 
Co., New York City 
Maish, R. A., Dennison Manufac 
turing Co., Framingham, Mass 
Mandeville, Geo. S., Wilson-Jones 

Co., Chicago, Ill 


Waterman 


Mann, O. D., Imperial Desk Co 
Evansville, Ind. 
Mannen, J. E., Stationers Loose 


Leaf Company, Milwaukee, Wis 


Marschall, Al., Carter’s Ink Co 
Cambridge, Mass 
Marshall, C. M., Ivan Allen-Mar 


shall Company, Atlanta, Ga 


Martin, Hobart W., Office Appli- 
ances, Chicago, Ill. 
Mathes, C. B., Conklin Pen Com- 


pany, Toledo, Ohio 

Maura, J. E., Jaclin Stationery Co., 
New York City, N. Y 

Mayer, Alfred J., Gregory, Mayer & 
Thom, Detroit, Mich 

Mayers, Homer D., The Canton Art 
Metal Co., Canton, Ohio 

McDaniel, L. H., Wilson-Jones Co., 
Chicago, Ill 

McGinty, Ben, Yawman and Erbe 
Mfg. Co., Rochester, N. Y 

McGowan, R. H., The Shaw-Walker 
Co., Muskegon, Mich 

McGrew, T. G., United Typothetae 
of America, Washington, D. C 

McLaughlin, P. F., Trussell 
Co., St. Joseph, Mo 

McMahon, J. J., The 
Mobile, Ala 

McNiff, W. H., 
kegon, Mich 

McPike, H. C., Weis Manufacturing 
Co., Monroe, Mich 

Miller, E. B., Commonwealth 
lishing Co., Chicago, Ill 

Miller, Donald C., Office Appliances 
Chicago, Il 

Miller, Granville, 
Co., Nashville, 


Mfg 
Powers Co 
Shaw-Walker, Mus 


Pub 


Granville Miller 


Tenn 


Mitchell, C. L., Crane & Co., To 
peka, Kans 

Moody, E. B., E. L. Steck Co., Aus- 
tin, Texas 

Moore, Prep., Wilson’s Staty. & 


Houston, Tex 
, Columbia Carbon & 
Mfg. Co., Kansas City, 


Prtg. Co., 

Moore, R. C 
Ribbon 
Mo 

Morgan, J. H., Swan-Morgan Co., 
Huntington, W. Va 

Morgan, H. A., Stationers Corpora 
tion, Los Angeles, Cal 

Mule, Paul, Tropical Printing Com- 
pany, New Orleans, La 

Musgrave, J. R., Musgrave 
Co., Shelbyville, Tenn 


Pencil 


Neary, J. E., Geyer’s 
New York City, N. ¥ 

Norman, 8. Guy, Hoosier Desk Co., 
Jasper, Ind 

Norris, J. R., National Blank Book 
Co., Holyoke, Mass 


Stationer, 


O’Donnell, H. J., O'Donnell Broth- 
ers, Inc., New Orleans, La 

Ogren, J. W., National Association 
of Loose Leaf Mfrs., Chicago, Il 

Orem, H. B., Wilson’s Staty. & 
Prtg. Co., Houston, Tex 

Orem, Herbert, Houston-Galveston 
Typothetae, Houston, Tex 

Overend, Robert B., Eagle Pencil 
Company, New York City, N. Y 

Oviatt, Silas, Dameron-Pierson, 
Ltd., New Orleans, La. 

Paetz, W. L., Ramires Jones Print- 
ing Co., Baton Rouge, La. 

Palmer, E. M., Graham Paper Co., 
St. Louis, Mo 

Palmer, Frank H., Eaton, Crane & 
Pike Co., Pittsfield, Mass. 

Parker, C. L., Wilson’s Staty. & 
Prtg. Co., Houston, Tex 

Parker, H. C., H. C. Parker, Inc., 
New Orleans, La 

Parsons, J. C., The Wahl Company, 
Chicago, Il 

Pearce, P. T., The Cargill Company, 
Houston, Texas. 

Perin, Oliver W., The Gibson & 
Perin Co., Cincinnati, Ohio 

Perkins, Door Franklin, Boyeson, 
Inc., St. Paul, Minn 

Perschall, Frank X., Perry & Buck- 
ley Co., New Orleans, La 

Pierce, Allan, E. C. Palmer Co., 
New Orleans, La 

Pierson, J. Ogden, Dameron-Pierson 
Co., Ltd., New Orleans, La. 

Pomeroy, Brenton C., Byron Weston 
Company, Dalton, Mass 

Pratt, Geo. W., J. L. Fairbanks & 
Co., Boston, Mass 

Price, Herman, Eagle Pencil Com- 
pany, New York City, N. Y. 

Priest, Carl, Parker Pen Co., Janes- 
ville, Wis 

Pues, Larry J., 
cible Co., 


Joseph Dixon Cru- 
Jersey City, N. J 


Ramsey, C. H., Typo Trading Com- 
pany, New York City, N. Y 

Reckford, John King, American 
Lead Pencil Co., Hoboken, N. J 

Reynell, Charles E., Oxford Filing 
Supply Co., Brooklyn, N. Y. 

Riley, Tom, Eberhard Faber Pencil 
Co., Brooklyn, N. Y. 

Rockwell, H. P., Yawman and Erbe 
Mfg. Co., Rochester, N. Y 


Ryan, A., Oxford Filing Sup. Co., 
and Geo. B. Graff Co., Jackson 
ville, Fla 

Ryan, Frank M., manufacturer’s 


representative, Chicago, III. 


Sauter, Robert, A. W 
Newark, N. J 

Sayers, Warner, Cincinnati Cham- 
ber of Commerce, Cincinnati, 0 

Schermerhorn, H. F., Kueffel & Es- 
ser Co., New York City, N. Y¥ 

Schoen, C. P., The Wahl Co., Chi- 
cago, Ill. 

Shee, C. C., Oakville-American Pin 
Division, Oakville, Conn 

Shelp, R. G., F. 8S. Webster Co., 
Boston, Mass 

Sibert, Ross J., The Clegg 
pany, San Antonio, Tex 

Simpson, Roy John, Sanford 
Co., Chicago, Ill 

Skagseth, Arne, Skagseth 
ery Co., Miami, Fla 

Small, Charlies, R. H. Baxter Sales 
Corp., New York City, N. Y 

Smith, Fred W., Boorum & Pease 
Co., Brooklyn, N. Y. 

Smith, Geo. H., International Print- 
ing Ink Corp., New Orleans, La 
Smith, W. E., Smith & Marshall, 

Chicago, Til 


Faber Co., 


Com 
Mfg 


Station- 
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For that Sales Manual, Catalog, 
Book of Regulations, etc. 


PERFECTION METALS 


Our service is particularly designed for stationers 
who operate their own printing and binding plants. 
Many different types and sizes of ring and post 
binder metals are now being used and because we 
specialize in their production, frequently bringin 
out new metals embodying latest ee pes an 
improvements, this service is exceptionaily valuable 
in its field, 

If you do not have our catalog, send for a copy. 
Besides specifying and illustrating our many stock 
metals, it is a veritable compendium of useful in- 
formation on the subject. 


Loose Leaf Metals Co. 


INCORPORATED 


6816-6824 Arsenal St. ST. LOUIS, MO 











SUPERIOR DESK PADS 


An entirely new line of folding pads of different con- 
struction, design and color combinations is now 
ready for the trade. The files are legal size, giving 
greater capacity. They are equipped with seven 
pockets on each side instead of six, and can be fur- 
nished with one wing only if desired. The work files 
can be folded over the pad when desk is not in use. 


Superior Folding pads are bound in genuine and in 
imitation leathers. Their attractive appearance gives 
them a ready sale, are the biggest value in folding 
pads and offer a repeat profit for you. We are ready 
to tell you about it. Write 


Superior Office Specialty Co. 


Manufacturers of 
Desk Pads and Chair Cushions 


544 W. Lake Street 


Pacific Coast Representative: 
Western Wholesale Stationers Led. 
228 S. Los Angeles St., Los Angeles, Calif. 


Chicago 











DAVIDS’ 


EXCELSIOR STAMPING INK 


E acu day brings new 

opularity to the new 
Dakelite screw caps with 
which all Davids’ Excelsior 
Stamping Ink bottles are 
equipped. With the new 
cap, muss and soiled hands 
are passe. The cap is al- 
ways clean and handy to 
use. 


The purity of the chemicals 
used in the manufacture of 
Excelsior Stamping Inks 
insures a product of un- 
surpassed quality. 


Try this new idea on your 
customers. It's a sure 
winner. Orderastock now. 





Established in 1825 


Spencer, O. H., Spencer Stationery 
Co., Chester, Penna. 

Sprott, J. S., Lyon Metal Products, 
Inc., Aurora, Il. 

Steinhilber, Fred., Geyer’s Sta- 
tioner, New York, N. Y. 

Stewart, E. N., Stewart Office Sup- 
ply Co., Dallas, Texas. 

Storey, L., Wilson’s Staty. & Prtg 
Co., Houston, Tex 

Stott, C. A., Chas. G. Stott & Co., 
Washington, D. C. 

Szafir, Alex, E. Szafir & Sons & 
Co., Beaumont, Tex 


Tehan, Harry, Chas. M. Higgins & 
Co., Brooklyn, N. Y. 

Thompson, C. 8., Standard Furni- 
ture Co., Herkimer, N. Y. 

Tope, Roy N., Esterbrook Steel Pen 
Mfg. Co., Camden, N. J. 

Towne, Joseph M., National Blank 
Book Co., Holyoke, Mass. 


Van Blarcum, A., Conklin Pen Co., 
Toledo, Ohio. 


Waddy, Woodson P., Everett Wad- 
dey Co., Richmond, Va. 

Wadsworth, Charles, American Lead 
Pencil Co., Hoboken, N. J. 

Walker, A. J., Farnham Prtg. & 
Staty. Co., Minneapolis, Minn 

Wall, Courtney, Boorum & Pease 
Co., Chicago, Ml. 
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Ward, John, Alt. Rep. Stationers’ 
Association of N. Y., New York. 

Ward, W. E., John Ward & Son, 
New York City, N. Y. 

Webster, Phil F., manufacturer’s 
representative, San Antonio, Tex. 

Weeks, Frank M., Columbia Ribbon 
& Mfg. Co., Atlanta, Ga 

Weissenborn, R. A., General Pencil 
Co., Jersey City, N. J 

Wells, J. E., McLeod Office Furn. 
Co., Laurel, Miss 

West, J. E., Dartnell Publ. Co., Chi- 
cago, Ill. 

White, Woods, Sterchi-Fowler- 
White, Inc., Chattanooga, Tenn. 
Whitmore, E., Dartnell Publica- 

tions, Inc., Chicago, Ill 
Williams, Earl E., Dennison Manu- 
facturing Co., Framingham, Mass 
Wilson, E. C., Wilson Stationery & 
Printing Co., Houston, Texas. 
Winston, W. D., The B. F. Good- 
rich Rubber Co., Akron, Ohio. 
Wittstein, H. H., The Globe-Wer- 
nicke Co., Cincinnati, Ohio. 
Wolcott, George, Wilson-Jones Co., 
Chicago, Il. 

Wood, Robert N., Esterbrook Steel 
Pen Mfg. Co., Camden, N. J. 
Worrel, C. E., Diebold Safe & Lock 

Co., Canton, Ohio. 


Yawman, Francis J., Yawman and 
Erbe Mfg. Co., Rochester, N. Y. 


Registration—Ladies 


Abrams, Mrs. Albert B., New York 
City. 

Beckman, Mrs. H. L., Houston, 
Texas 

Berger, Mrs. Frank A., New Or- 
leans, La. 

Brown, Mrs. Earl, Atlanta, Ga 

Burke, Mrs. Edward, Jacksonville, 
Fla. 


Jerue, Mrs. 8. F., St. Paul, Minn. 


Keon, Mrs. Harris T., Philadelphia, 
"a. 

Kaplan, Mrs. L. I., Atlanta, Ga. 

Kopping, Mrs. Louis F., New Or- 
leans, La. 


Lindquist, Mrs. H. L., New York, 
i. We 
Little, Mrs. E. L., Wabash, Ind 


® Carpenter, Miss Mary, Chicago, Ill id. 
a eus avias n Co. Carpenter, Mrs. W. W. S., Chicago, Lotsch, Mrs. J. M., Brooklyn, N. Y. 
Il 


* INCORPORATED e ‘arter, Mrs. R. B., Cambridge, Marschall, Mrs. A. L., Carter’s Ink 


_— 














Mass Co., New Orleans, La. 
95-97 Vandam St. New York, U. S. A. Clegg, Mrs. W. C., San Antonio, Marshall, Mrs. C. M., Atlanta, Ga. 
Texas. Mathes, Mrs. C. B., Toledo, Ohio. 
Makers of Fine Sealing Wax—Iinks—Adhesives Collins, Mrs. 8. E., Chicago, Ml. Mayer, Mrs. A. J., Detroit, Mich. 
Colomb, Mrs. Lionel, New Orleans, Miller, Mrs. Donald C., Chicago, 
ie ' ' — | La ill. 
‘olomb, Mrs. V. L., New Orleans, Morgan, Mrs. J. Hanley, Hunting- 


~ 


La. ton, W. Va. 
Copeland, Mrs. H. E., Brooklyn, Musgrave, Mrs. J. R., Shelbyville, 
i. & Tenn. 


YOUR CALENDAR WORRIES Dameron, Mrs. Frank, New Orleans, Neary, Mrs. James E., New York 
City, N. Y. 


ARE OVER » » » 


La. 
Davies, Mrs. J. R., Philadelphia, 


Duncan, Mrs. J. H., Ansonia, Conn 


Garvin, Mrs. Chas. P., Washington, 


O'Donnell, Mrs. H. J., New Or- 
leans, La. 


Palmer, Mrs. E. M., Graham Paper 


Geyer, Mrs. Andrew, New York Co., St. Louis, Mo 

City, N. ¥ Pierson, Mrs. J. Ogden, New Or- 
leans, La. 

Hansell, Mrs. F. F., Jr., New Or- Porter, Miss Hazel, Lake Charles, 
leans, La. La. 

Hansell, Mrs. M. E., II, New Or- Pues, Mrs. L. J., New Orleans, La 
leans, La . - 

Hanson, Mrs. T. H ulsa, Okla . . 

Healy, Mrs. E. B., Santa Fe, New 7. Mrs. H. F., Ho- 


Mexico : 
, , , Spencer, Mrs. 0. H., Chester, Pa. 

Bae oe een Ny. Stewart, Mrs. W. Neill, Dallas, Tex 
Hirsh, Mrs. Arthur J., New York 

City, N. ¥ Ward, Mrs. J. J., Long Island City, 
Honeywell, Mrs. C. W., Scranton, -_ Ss 

"a. Weeks, Mrs. F. M., Glencove, 
Honeywell, Mrs. C. G., Hazeltown, N. ¥ 


Pa Wilson, Mrs. C. E., Houston, Tex 


Hyatt, Mrs. A. W., New Orleans, Wittstein, Mrs. H. H., Cincinnati, 
La Ohio 


Newspaper Man Enters Office Supply Field 


you have « 200 year calendar, covering all the dates L. O. White, veteran Atlanta newspaper man, has pur- 
from the years 1800 to 2000 inclusive. chased the stock and equipment of the Atlanta Office 
— — oon Gon qth the dial Supply Company, 85 Walton street, which recently went 
yoy aden ae ver years Seek te — = into bankruptcy, and will operate it under the same name 
The Ace eliminates errors and evoids disputes be- : ; 
cause it is absolutely accurate, and the saving in re- Mr. White is a newcomer to the stationery field of the 
fills pays for the calendar. Southeast, but he is not a newcomer at all to the business 
the Ace is furnished in colors to harmonize with people of Atlanta, having been connected with the “At- 

other office fittings, and at the retail price of $5.00 it : ea gr : 
lanta Constitution” and the “Atlanta Journal” for a period 


is a sure winner. ; . 
of eighteen years. He will have associated with him in 


ACE MANUFACTURING co. his new business men of wide experience in the stationery 


280 Plane Street field. 
NEWARK, N. J. J. F. Hanchey, former proprietor of the business, is now 
——ee associated with the Office Supply Company of Atlanta. 


FOR HERE in the Ace, a new executive type, 


in the same location. 
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PLEASE 


MR. STATIONER 


MAY | BE 
A CUSTOMER 
OF YOURS? 


I buy dozens of typewriter ribbons 
every month and I'd like to get them 
all from you— your store is very con- 
venient to our office and it looks neat 
and efficient. But there is one thing | 
insist upon—the ribbons | buy must 
be Roytypes. 

Why ? Because that is the one ribbon 
the operators in our office prefer. Grade 
for grade Roytypes out-last all others. 
The impressions are always clear and 
sharp — uniform to the last inch. 

But that isn’t all! Roytypes are the 
only ribbons packaged to appeal to the 
girl. Their new vanity cases are irresis- 
tible. All of us are saving them—using 
them on our desks for pins, change and 
stamps—taking them home for our 
dressing tables. 

The office manager too likes Roytype 
Ribbons. He says that he likes the work 
they do and besides —he takes the cases 
home to his wife. 


ROYTYPE 


CONCENTRATE on the line the opera- 
tor prefers. Everything she buys for her 
personal use is packaged in the mod- 
ern manner. Now Royal has added 
Roytype Ribbons to the list. Three 
grades —Vertex, Vogue, Value— all 
cased in enamelled vanities. Write for 
the new, unique, extra-profit-making 
proposition for the stationer. 


ROYAL TYPEWRITER COMPANY, INC. 
2 PARK AVENUE, NEW YORK CITY 
Branches and Agencies the World Over 


RIBBONS 











VERTEX 





Supergrade 
Retails at $1.00 


VOGUE 


Standard grade 
Retails at $ .75 


VALUE 





Commercial grade 
Retails at $ .60 
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WORLDS 
QUALITY 
STANDARD 








MORE Volume—MORE Profit—in LESS Space! 


For 15 years Horder’s Inc., operated at a profit the store shown here. Needing modern equip- 
ment, and knowing the merchandising value of Service Steel Products, they accepted our coop- 


eration. Now, with better storage and service facili- dispensed with—a saving of $20,000 on the lease 
ties they handle more volume, in less time, with one after the entire Service Steel equipment has been 
sales clerk less than before. The second floor is pais sd reshape we can serve you as well? 








324 So. Dearborn St., Chicago. MHborder’s store as it was New store in old location. All on one floor. Second floor 
Second floor was needed This arrangement slowed up dispensed with. Less help needed to handle more volume. 
service, increased rent, necessitated more help Note the New and old customers enjoy prompt dispatch with which 
difference of storage display and service facilities in the orders are handled. Equipment designed by Ray J. Eichen- 
new layout opp< laub, specialist in modern merchandising equipment 
neers in De Luxe St Store Equipment Have you our catalog? Tell us your needs. 


SERVICE STEEL PRODUCTS CORP., 914-18 W. North Avenue, CHICAGO, ILL. 
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New Catalogue of Associated Stationers Supply Co. 


A catalogue containing three hundred and four pages ex- 
clusive of cover has just been released for distribution by 
the Associated Stationers Supply Company, 225-231 South 
Jefferson Chicago, Ill. The book measures eight 
and one-half by eleven inches and illustrates and describes 
to furniture 


Street, 


a complete range of office utilities from pins 
In it are a number of insert pages carrying colored illus- 
trations of special items 

Thirty-three pages in the new catalogue are devoted ex- 
clusively to rubber stamps and supplies, indicating the im- 
function of these items in the general conduct of 
business. The section has a title page on which are col- 


ored illustrations of a rubber stamp, a bottle of rubber 


portant 











MEASURING A GIANT SWORD FISH CAUGHT OFF 
CATALINA ISLAND, OCTOBER 4, 1931 At the right, 
William Tonkin, assistant sales manager for the Victor 
Adding Machine Company, and at the left is J. T. Mor- 
ris, Victor Los Angeles divisional manager. Being well 
equipped with the becoming modesty of true fishermen 
these boys refrain from giving details of their Herculean 
task of subduing this deep sea monster 








stamp ink and a rubber stamp pad, referred to as “The 
Three Musketeers of Modern Business and Industry.” 
The title page the following statements, 


epitomizing the value and function of marking devices in 


also carries 
the daily conduct of business: 

‘The sturdy workers pictured here, and detailed in the 
following pages, are made for each other—all for one—one 
Loyal, adventurous fellows, ever ready for new 
they perform deeds requiring endurance, speed, 

And this they do in many, many ways at ex- 
Their usefulness—their portability 
are so fundamental—that noth- 


for all. 
s¢ rvice S 
accuracy. 
ceedingly small pay. 
and immediate readiness 
ing has ever been found to supplant them. 

“They do work for every one—from the office boy to 
the president—from the stock boy to the superintendent. 
No special skill or training is needed to use them—they 
save time—speed up service—protect good will. 

“Is it not conceivable that one might judge the efficiency 
—the flexibility and resources of an organization by the 
number of these devices which are in use? Is it not worth 


possibilities for new uses which 


while to study, fully the 
might be found for them in your organization?” 
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ONE 
SUPERIOR QUALITY 


for Every Office Use 





BERKSHIRE TYPEWRITER PAPERS multiply your sales 
— because you can supply better values of durability 
and service, in a complete assortment of weights, 
colors, and finishes. Berkshire proves its superiority, 
and there is no practical requirement it cannot meet. 
Use it, as a service, for simplified profits. Let us give 
you display material and newspaper electros. . . 


Eaton, Crane & Pike Company, Pittsfield, Mass. 


BERKS HIRE 


TYPEWRITER PAPERS 











Make a ‘“*Clean-up’’ with Vul-Cot 


You can’t go wrong on the wastebasket that’s been ‘‘standard equipment’’ in 
most American offices for a generation. Through the peaks of prosperity and 
the depths of depression, Vul-Cot goes right on keeping order and cleanliness 
in a thousand-and-one businesses. ies gets discouraged, never breaks down, 
never shares its holdings with the floor or rug. Vul-Cot is solid, dependable 
and good-looking. And it carries a five-year guarantee that has never been 
‘*called.’” If you have yet to find out that warteba:ket sales can be both numer- 
»us and profitable write today for our “‘New Dealer’’ proposition. 


NATIONAL VULCANIZED FIBRE CO. 
WILMINGTON, DELAWARE 


VUL-COT 


-the national wastebasket 








The “NEW” Safe Guard 
Check Writer 


OmMnA—-7v, £€0Or 





<_vo mM mwmgwW 


One stroke fills the amount line with 
large indelible figures 
Macerates the “Payee's Name 
Prints owner's registered number—or 
special name or trade-mark. 
* * * * * * a. 

Safe Guard written checks are positive 
protection against alteration or 
forgery——backed by a $10,000 insurance 
policy, issued to every purchaser. 


Manufactured by 


SAFE aad po OST ORATION 










Announcing a New 
Water Control 







PRICE $12 


Retail in The United States 
“SAVES TIME WHEN MOST NEEDED” 


THE DANDY ENVELOPE SEALER 
offers a fine sales opportunity due to the wide 
demand for an efficient rapid and reliable ma- 
chine at a moderate price. Sells readily to the 
concerns you serve with other lines. 

ATTRACTIVE CIRCULARS and order 
blanks free which help produce business. 

SEND FOR SAMPLE MACHINE and 
get our new liberal proposition to dealers. 


THE OFFICE APPLIANCE CO. 


191-195 Devonshire St. Boston, Mass. 
(Sole Selling Agents Dandy Sealer Corp.) 
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Leo W. Burt and W. Z. Fuller Organize New 
Company 

Leo W. Burt & Company, 12 Haynes street, Hartford, 
Conn., was established recently by Leo W. Burt and W. Z. 
Fuller. The new company was organized for the purpose 
of acting “as consultants to office executives offering a 
planning and layout service designed to solve the prob- 
lems incident to equipping and modernizing business 
offices and institutions.” It will represent, in the Hartford 
territory, some of the leading manufacturers of office and 
institutional furniture and equipment. 

Mr. Burt was associated with Pierce, Inc. of Hartford 
for the past six years. He has planned and handled some 
of the largest office installations in Hartford. 

For a number of years Mr. Fuller was connected with 
the Diebold Safe & Lock Company of Canton, Ohio. 

—————— 


Business Show at Dayton 


The second annual business show at Dayton, Ohio, is 
being held November 2, 3 and 4, on the fourth floor of the 
New Mutual Home building. Its scope includes displays 
of modern devices and appliances pertaining to the busi- 
ness office. 

The exhibitors include The National Cash Register 
Company, Marchant Calculating Machine Company, The 
Roth Office Equipment Company, Felt & Tarrant Manu- 
facturing Company, Burroughs Adding Machine Company, 
Egry Register Company, Monroe Calculating Machine 
Company, Inc., The “Ediphone,” Frigidaire Corporation, 
Addressograph-Multigraph Corporation, and the Petti- 
bone-McLean Company. 
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Albany, N. Y.-—-William J. Mackesey has been appointed distributor 
for the Woodstock Typewriter Company. He had been selling the Wood- 
stock machine some time, and is now ‘‘on his own.”’ 

Boston, Mass.—Frank I. Crocker has joined the local branch of the 
Woodstock Typewriter Company, adding a wealth of experience to the 
aggregate sales power of the branch 

Buffalo, N. Y.—-W. B. Wilton, an experienced typewriter salesman, has 
joined the local sales staff of the Woodstock Typewriter Company. 

Chicago, !1.—The Oliver Typewriter Service Company, 159 North Dear- 
born street, has a stock of the new portable typewriters manufactured in 
England by the Oliver Typewriter Company, Ltd. 

Cleveland, Ohio.—Charies D. Finney, formerly manager of the L. C 
Smith & Corona office in Cincinnati, has been transferred to this city 
as manager. 

Cincinnati, Ohio..-B. E. Proctor, Jr., has been appointed manager here 
by the American Writing Machine Company. 

Charlotte, N. C.—-William R. McDowell has been appointed manager of 
the local branch of the Underwood Typewriter Company He had been 
connected nineteen years with the Detroit branch 

Denver, Colo.—E. A. Brookhart, who had sold Woodstock typewriters 
in Wyoming, has joined the Denver sales staff 

Detroit, Mich.—The Typewriter & Supply Company, 151 Michigan ave- 
nue, has been chartered ; capital stock, $3,500 

Detroit, Mich.—The Original Copywriter Corporation, 1466 Penobscot 
building, has been chartered to deal in printing, copywriting and multi- 
graphing machines; capital stock, 10,000 shares no par value 

Fond du Lac, Wis.—-George Emery, Providence, R. I., was held in 
October by police for burglary of typewriters. He seems to have a mania 
for stealing typewriters from Methodist churches, with thefts reported 
here, at Janesville and Kenosha, and at two Ohio cities 

Jackson, Mich._-The Underwood Typewriter Company office has been 
placed in charge of A. C. Ellwood, formerly connected with the Under 
wood office in Detroit 

Kalamazoo, Mich.—H. E. Stempke has been appointed manager of the 
Woodstock agency here 

New Orleans, La.—The L. C. Smith & Corona Typewriters Inc., has 
leased space at 620 Commercial place 

Los Angeles, Calif.—Harry Wolter is a recent addition to the local sales 
organization of the Woodstock Typewriter Company. He has strategy 
and finesse gained in previous connections with the typewriter field. 

Manhattan, Kans.—-The C. & G. Typewriter Exchange has become dis- 
tributor in Manhattan and vicinity for the Woodstock Typewriter Com- 
pany. 

Mansfield, Ohio..-Burns Brothers have disposed of their interest in the 
Mansfield Office Supply Company to Carlton Fernyak. They are concen 
trating on the Mansfield Typewriter Company, carrying stocks of office 
machines and rendering mechanical service, at 31 South Main street. 

Minneapolis, Minn.—Roy E. Gerardy has taken a local sales territory 
for the Woodstock Typewriter Company in this city. He is an old timer, 
with experience in the various departments of the typewriter business, 
beginning in 1903 with the Fox Typewriter Company. He has been in 
the typewriter fleld practically all the time since he entered it 

Montgomery, Ala.—-The Letter Shop, conducted by R. W. Watlington, 
has become distributor for the Woodstock Typewriter Company, cover- 
ing the city and county of Montgomery He has been in business since 
1925, and previous to tying in with the Woodstock had sold another 
make of typewriter. 
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i Sapa Again MARCHANT scores! 


=e Calculators 
»'* ONE! 


Once more/Marchant leads the field by building a calcu- 
lator that figures extensions and also accumulates them 
—SS \\ automatically! The new Marchant Duplex does the work 
YN of two machines...sub-totals and grand total on the same 
machine at the same time. 
Afmarvelous step forward, a great time and labor saver 
on invoices, payrolls, inventories, estimates... any calcu- 
lation involving extensions that have to be totaled. 
Automatic mills clearance, too! The Marchant Duplex 
aytomotically rounds out each calculation to the nearest 
ee cent,in transferring it to the accumulator. 
No other calculator can give you these remarkable im- 
provements ... added evidence of leadership, of a long 
history of exclusive improvements and special features 
that have helped make Marchant figuring the fastest in 
the world. 
Every organization that depends upon quick, accurate 
figuring should investigate the new Marchant Duplex Cal- 
culator at once. Try it out on your own work. You will be 
ayes Aa panera amazed at its duplex feature, its time-saving speed, its 
doing the cust of tue effortless operation. 
girls and two calculators Phone our local representative or use the coupon. Sales 
eaieein st neal and service offices the world over. 


‘Duplex 
ALCULATOR 


Fastest Figuring in the World] 


Adds 

Subtracts 
Multiplies 
Divides 
ACCUMULATES 








“I'm leading a double life! 
























SALESMEN: 


Marchant leadership as exemplified in this new Duplex model, PLUS 
outstanding advertising, PLUS wholehearted sales cooperation— 


Create a remarkable opportunity for the man who is interested in a job 


10 years bulidianestentotens whose future is limited only by his own energy and ability. 


.. electric hand operoted 
and portable models. As 
low os $125 


Phone our local representative for an interview, or write us. 


MARCHANT CALCULATING MACHINE CO. 
Dept. 247 Oakland, Calif. 
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Master Grade Underwoods 
are recognized everywhere 
as the outstanding rebuilt 
typewriter value—and they 
cost mo more ....« e« « 





AUTHORIZED REBUILTS FOR AUTHORIZED DEALERS 


THE WHOLESALE TYPEWRITER CO. 
Factory anc i General Offices ... 155 Sixth Avenue, New York City, U.S. A. 
Cable: SALETYPE, N. Y. 


PACIFIC COAST HEADQUARTERS .. . 528 MARKET ST., San Francisco, Catif.: Cable: WHOLETYPE, San Francisco 




























i 
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° 
The Chiefest Need! 
Present trade conditions require a new standard of value for the money— 
those who are conversant with office furniture production will agree TE LL CITY DE SK 
that Tell City are among the leaders in the adjustment. 
Have you investigated Tell City Desk Company's “Depression Tonic'’? 
This consists of a concoction of the Saxony Suite, our new No. 1000 
Suite with all walnut exteriors as illustrated by No. 1034 herewith, COMPANY 
our new No. 1100, 1200 and 1300 series. 
The “prescription” will be supplied gratis in the form of individual 


circulars cadneed in an attractive folder, soon. Let us have request TELL CITY. INDIANA 


for your copy. 





. ——< 
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Providence, R. 1.—-Maurice C. Smith, Jr., treasurer of the M. C. Smith 
Company, Inc., is now giving all his time to this business, which in- 
cludes the distribution of Woodstock typewriters. He had been treasurer 


of a large rubber manufacturer 

Salem, Mass.—Ralph Swan, distributor for the Woodstock Typewriter 
Company, has moved to a larger store. This is his third move in eighteen 
months, each necessitated by the desire for increased space 

San Francisco, Calif..-W. J. Montgomery, the dealer sales manager of 
the Royal Typewriter Company, Inc., made the San Francisco office a 
visit during the past month. He brought with him his usual good cheer, 
and left a satisfying feeling of optimism behind. 

San Francisco, Calif.—Miss Loleta Blaisdell, employment manager for 
the Royal office in Portland, has been assigned to the same position in 
San Francisco. This promotion is in recognition of good services already 
rendered, and the management here feels that she will continue the same 
excellent work she has done in Portland the past fourteen years. 


San Francisco, Calif.—C. E. F. Russ, manager here for the Royal Type 
writer Company, Inc., reports that the force in this office have taken 
rather enthusiastically to the new plan of a five day week, with but 
ten per cent reduction in pay. Under this plan all the employees are 


retained, and but one in each department remains on duty Saturday 


Wilkes-Barre, Penna.—The Holdredge Typewriter Company, 56 West 
Market street, has been appointed exclusive dealer by the L. C. Smith & 
Corona Typewriters Inc. This business was established by H. J. Holdredge 


in 1916, and has become an important part of the business community. 








MACHINE S 


The Felt & Tarrant Manufacturing Company has 
third floor of the building at 620 Commercial place. 


ADDING 


New Orleans, La. 
leased space on the 





Chile Considers Increased Duties on Typewriters 
Reports} The Chilean congress is considering legislation 
which increases the import duties on a number of manufactured products, 
including typewriters and calculating machines, and parts thereof. The 
former, heretofore dutiable at four pesos per gross kilo, will pay eight 
per gross kilo. Calculating machines and parts, heretofore four 
pesos per gross kilo, will pay eight pesos per gross kilo. 





Commerce 


pesos 








OTHER MACHINE $ 


The local branch of the Dictaphone Sales Corporation has 
moved from 321 South Wabash avenue to 64 East Jackson boulevard. 

Chicago, tli.—Samuel M. Hastings, of the International Business Ma- 
chines Corporation, was elected president of the Midwest Manufacturers’ 
Association, Inc., at the first meeting here October 1 

Philadelphia, Penna.—The Ediphone Agency, 1015 Chestnut street, has 
been registered as a commercial title in the common pleas court by George 
M. Austin, 809 Carpenter lane 

San Francisco, Calif.—-Fred C. 
Sales Company, Norwalk, Conn., 





Chicago, Ill. 


Kuch, Jr., representing the Hotchkiss 
has been making the western trade by 
air. He was met in Seattle by A. L. Jones, representative of the com 
pany at 149 New Montgomery street, San Francisco, also traveling by 
air. After touring the Northwest by air these birds settled down in San 
Francisco a few days before flying on to Los Angeles, there to be joined 
by Al. Anderson, representing A. L. Jones, Inc., in the southern territory 








FURNITURE 


Press has been chartered to deal 





Brooklyn, N. Y.—-Jaycox & in office 


furniture; capital stock, $20,000; W. D. Grant, charter representative, 
26 Court street 
Fresno, Calif.—The Office Equipment Bureau, Inc., handling office fur- 


opened September 15 at 2137 Fresno street. The 
proprietor and manager is Harry W. Heller, formerly San Joaquin Valley 
representative of a wholesale office supply house in San Francisco 

Chicago, !11.-The Business Furniture Company has been established at 
421 South Dearborn street. Harry Lipsky, the manager, had been formerly 
with the Central Office Furniture Company. 

Chicago, I1!..-Spak & Natovich, an established office 
has been chartered; capital stock, $50,000; incorporators 
ovich, Herman Spak and Philip B. Heller. Until recently the 
located at 331 South Dearborn street; in October the store 
Wells street was occupied by Spak & Natovich. 

Cincinnati, Ohio.—-The National Store & Office Fixture Company, 
has been chartered; capital stock, 250 shares no par value; J. S 
mann, charter representative, 413 First National Bank building 

Grand Rapids, Mich.—Pollock’s, Inc., has been chartered to 
office equipment and supplies ; capital stock, $10,000. 

Jamestown, The export department of the Art Metal Construc 
tion Company been moved from New York City to the factory 
Louis Gotting, manager many years, has resigned, and has moved 


niture and equipment, 


furniture business, 
Hyman Nat- 
business was 
at 40 South 


Inc., 
Her- 


deal in 


has 
export 


to his ranch at Delhi, Calif. H. C. Chadwick, assistant sales manager, 
has assumed his duties for the present 

Madison, Wis.—-Remington Rand Inc., New York, N. Y., has been 
chartered in this state; authorized capital stock, $5,000; Chauncy E 
Blake, charter representative, Madison. 

Madison, Wis.—Co-operating with the Salvation Army in its drive for 


The Parker Company and Blied Office Sup 

plies loaned the necessary furniture to carry out the campaign. 
Milwaukee, Wis.—-The Macey Company, a Michigan corporation, has 

been chartered in Wisconsin to deal in office and household furniture ; 


funds providing winter relief, 


capital stock, $1,200,000, paid in, $789,690; H. W. Pryor, charter repre- 
sentative, Milwaukee 

New York, N. Y¥.—Stein & Brinkman have been chartered to deal in 
office fixtures; capital stock, $10,000; H. Torg, charter representative, 
126 West Forty-sixth street 

Philadelphia, Penna.—-Goodman Brothers, refinishing wood and metal 
furniture, 426 North Third street, has been registered as a commercial 
title in the common pleas court by Felix Goodman, 900 North Sixty- 


third street 
(Continued on Page 216) 
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Sherman-Manson 
Stands are made of Tu- 
bular Steel to make 
them Stronger . . . In- 
cidentally they are 
Cleaner and Lighter. 


In Black, Green or Ma- 
hogany with Oak or 
Mahogany Tops. 


Mail the coupon for full particulars and 
our New Lower Prices on 7 New Models 
to meet every office and factory demand, 


Style 
23-A 


SHERMAN-MANSON MFG. CO. 
621-31 S. Kolmar Ave., Chicago 
Please send folder with full information regarding your new, lower prices. 
Name 
City 





State 


NEW 


The “TIP-TOP" Posture Chair 


Here are all the advantages of scientific 
design and correct anatomic support 











PLUS the recommendation of 
an establi name 
and a reputation of 
over thirty years for 
characterful form and 
lifetime durability in 
the manufacture of 
executive office furni- 
ture— 
a new and radically 
different chair iron, 
eliminating any chance 
of play in spring or 
hinge and assuring 
smooth, quiet action— 
PLUS new back bumpers and 
seat bumpers absorb- 
S) ing and pre- 
venting damage to 
desk or chair, 
easy rolling casters 
giving light, noiseless motion, and a general appearance as 
and inviting as the finest office chair designs available anywhere. 
Orders for ““TIP-TOP” chairs for demonstrator and display purposes 
are being filled as rapidly __— and dealers report many sizable 
installations in prospect. ¢ many superiorities of this chair place 
it so far out in front, that an extraordinary demand is anticipated 
for this winter. To those who have not already inquired, we recom- 
mend prompt action. Full details on request. 


The W. H. Gunlocke 


Chair Company 
Wayland, N. Y. 


NEW YORK SHOW ROOM AT 138 GRAND STREET 


PLUS 


























216 


sso oeoeeeeeeeeeeereerererrervrvevwvwevevwwvuvee* 





OFFICE APPLIANCES 





—sooeoeeeeeeeeeeeeeerererrererrerrerrerevevevweweeT" , 








WE OFFER THE FINEST 
LINE OF 

{i CARBON PAPERS 
1} TYPEWRITER 


RIBBONS 


EXCLUSIVE FOR 
THE DEALER 
AND STATIONER 


Allen & Company 


11-13-15 Vandewater Street 
New York 


__--_------_-_---e-eeeeeeerrerrrrrrrrrrrrrrrrrrerrrrereeee ee 











” 
~_e., _*,rvrrrvrryryrrrrryrrrrrryrryy,yyYrrrry-eyYrr-rrrrrrry-r-ry,rrrvr, 
i i i i i i i i i i i i i i i i i i i i i i i i es 








Where space 
is very 
valuable 





it will pay the office 
equipment dealer to 
display these light du- 
rable stools and stands 
and it pays the user to 
buy them. 


Furnished with rubber 
tips, steel caps or cast- 


ers. Descriptive mat- 
ter and prices on 
request. 





Searles Electric Welding Works 


Manufacturers 


1850 Fulton Street Chicago 











RIBBONS AND CARBONS 


Birmingham, Ala.—F. W. Burgess and R. G. Lamkin have joined the 
L. C. Smith & Corona Typewriters Inc., here 

Philadeiphia, Penna.—The Carbon and Ribbon Service, Public Ledger 
building, has been registered as a commercial title, in the common pleas 
court by Jacob Smulker, 5742 Virginian road and Ray Smulker, 5742 Vir- 
ginian road 

San Francisco, Calif.—Harold Deeming has been placed in charge of 
the carbon department of Neal, Stratford & Kerr, with headquarters at 
521 Market street. 

Spokane, Wash. 
deal in office supplies ; 





The Imperial Carbon Company has been chartered to 
capital stock, $6,000 
— =< 
(Furniture—Continued from Page 215) 

San Francisco, Calif.—Stevenson & Son have moved from 21 Second 
street to the corner of Mission and Second streets. In these spacious 
quarters, they offer a very complete display of office furniture and other 
office equipment 

San Francisco, Calif.—The C. H. Jenkins Company, 457 Kearney street, 
has again stocked the Leitz line of files, which were carried before the 
war. The third shipment has just been received. 

San Francisco, Calif.—Donald Kean, now connected with the Schwa- 
bacher-Frey Company in Los Angeles, came up during the past month 
while on his vacation to hand out his good wishes to his former friends 
and acquaintances in these parts 

San Jose, Calif.—Melvin, Roberts & Horwarth Company, 162-66 South 
First street, has been rearranging and redecorating preparatory to enlarg- 
ing the office furniture and commercial shelving departments. The offices 
have been moved to an adjoining building, giving about a thousand feet 
more floor space. Eugene G. Baya, from Los Angeles, has taken charge 
of these departments Mr. Baya was for ten years merchandising man- 
ager of the Grimes-Stassforth Company, and spent six or eight years as 
manager for Fowler Bros. He is preparing immediately for a large fall 
business 








rENS AND PENCILS 


Fort Madison, lowa.—‘‘Bill’’ Harper, who had been with the Western 
Lithographing Company at Wichita, Kans., has joined the sales organiza- 
tion of the W. A. Sheaffer Pen Company 

New York, N. Y.—G. E. Nelson (‘‘Gus’’) has been appointed metropoli 
tan representative of J. S. Staedtler, Inc., 53 Worth street 

San Francisco, Calif.—Oliver Pierce, Pacific coast manager for The 
Conklin Pen Company, having been well over his territory, reports a 
decided tendency toward improved business. There is also a tendency, 
which he everywhere encourages, to trade up to better priced sets. Their 
Conklin ‘‘Nozac Clasik”” pen has proven that people will pay the price 
for genuine quality goods. This Conklin item is moving faster than any 
yet introduced on the Pacific coast The new low-priced pencil is also 
enjoying large sales; and there is a considerable come-back on desk sets, 
which promises a considerable volume of Christmas and winter sales. 











8 OSS LEA FP 


New York, N. Y.—The National Blank Book Company’s New York 
branch has been moved to 100 Sixth avenue, where increased space has 
been secured. The branch was located many years at 52 Duane street. 

Peoria, !!1.—Accounting Systems Service Corporation, 410 Main street, 
has been chartered to deal in office equipment of all kinds; capital stock, 
$15,000 ; incorporators—Russell Wilday, J. Ralph Maddox and R. 8. Sloan 

San Francisco, Calif.—The S & D Loose Leaf Company, Ltd., recently 
known as the S & S Loose Leaf Binder Company, Inc., of San Francisco, 
has opened for business at 303 East Fourth street, Los Angeles. The 
company manufactures and carries a full line of indexes and index tabs, 
catering exclusively to dealers and loose leaf supply houses. The com- 
pany also carries the metal parts of the “Perfection’’ brand of the Loose 
Leaf Metals Company, St. Louis. President James H. Davidson was 
twenty years with the Wilson-Jones Company, and for many years the 
Pacific coast manager. 











STATIONER Y 


Atlanta, Ga.—Eugene Burke has become manager of the stationery and 
office supply department of the Bennett Printing & Seal Company, 42 
Pryor street, NE. He had been formerly with the Atlanta Office Supply 
Company. 

Buffalo, N. Y. 
tionery and printing business; capital stock, $25,000; R. A 
ter representative, Buffalo 

Chicago, til.—The LaSalle Office Supply Company has moved to 308 
West Washington boulevard 

Dallas, Texas.—The W. H. Kistler Company, a Denver corporation, has 
secured a Texas charter; capital stock, 1,000 shares non par value com- 
mon stock; charter representative, Justin McCarty, Dallas 





Gaut & Company has been chartered to conduct a sta- 
Grimm, char- 


Galion, Ohio.—Eugene A. Faber has bought Gelsanliter’s stationery, 
book and wallpaper store, located on the public square. This business 
was established over more than fifty years ago by W. A. Bodley. It has 


been in the Gelsanliter family the past twenty years. 

Jersey City, N. J.—-The Jersey City Stationers Corporation has been 
chartered to deal in office supplies; capital stock, $125,000; Isidore 
Dworkin, charter representative, Hoboken 

Klamath Falls, Ore.—Owing to the death of Mrs. Cunning, the Cun- 
ning Book & Stationery Company has been reorganized. The directors 
have drafted her son, Tom Cunning, to act as managing secretary-treas- 
urer. To accept, Tom has had to resign his position as secretary of the 
Chamber of Commerce of Baker, Ore. 

Madera, Calif.—The Saburet stationery and confectionery store was 
destroyed by fire September 28, with a loss of ten to twelve thousand 
dollars. The fire also took a number of other stores and the Alta Hotel, 
so well known to thousands of travelers 

Newark, N. J.—George D. Nelson has been appointed Pacific coast rep- 
resentative of the Weldon Roberts Company 
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Show Profits accrue to the merchant who knows his merchandise and demonstrates 
his knowledge. EDCO dealers know that there is real quality and honest 
value in the new EDCO DESKS, with hour saving and attention concentrat- 


these \IV ing features which add value for business executives. Those who have 
shared their knowledge have won and are winning desk sales. Join the 
Better winners! Let us tell you about EDCO DESKS. 


EVANSVILLE DESK COMPANY Evansville, Indiana 
Values mr 




















" THE SIGN OF 
HIGH QUALITY 





MODERATE COST 


























-- + MORE PROFITS FOR YOU --- 








. “INVINCIBLE” Re-covered 

= — ne -- <i PLATENS (with she Red Lining) 
Invincible” Plastic Ty peCleaner The platen of PROVEN QUALITY 
A postal brings new low wholesale prices. ... A density for every purpose. 























PREMIER REMINGTONS 


Finest Factory Rebuilt Machine on the 
market - - e LESS SALES RESISTANCE 
_ . Satisfied customers . . . Profitable business 

















ROUGH TYPEWRITERS RUSE Core oe BRANCH STORES 
Constantly changing prices make PARTS, SUPPLIES, Within easy reach .. . There is 
printed lists useless. W rite to near- BLICK PADS and one twenty-four ees wear you. 


est branch for current low figures. TYPE WHEELS 























AMERICAN WRITING MACHINE COMPANY 


Executive Offices : 
374 Broapway, New York, N. Y. 


Established 1880 Branches in Principal Cities 











































Millions Depend on 
the Written Signature 


Broad and Wall Streets, New 
York City The WNation’s 
Greatest Financial Center. 















/mportant Records are 
Usually Written with, 


FORDS 


PREMIUM WRITING FLUID 
“The Ink That Has Defied Time for 70 Years’ 





TYPEWRITER 
RIBBONS 


CARBON 
PAPERS 


An Opportunity 
for Stationers 


One of the functions marking a leading 
stationer is the exclusive merchandising of 
quality lines. More than a mere symbol 
of position, such arrangement is evidence 
of recognition by the manufacturer and is 
frequently an aid to greater profits. 

Bucki supreme typewriter ribbons and 
carbon paper have been sold thru dealers 
for over thirty yeare—always high grade, 
produced by processes developed in life- 
long study of available materials and of 
business requirements—conceded by com- 
petent authorities to be among the best 
upon the market. 

In certain cities Bucki ribbons and car- 
bons are now handled by the leading 
dealer on an exclusive basis. If you are 
interested in establishing a Carbon and 
Ribbon department, specializing in the sale 
of these products, and building a profit- 
able business, better write us; we may 
have a proposition to offer in your terri- 
tory. 


The BUCKEYE 
RIBBON & CARBON CO. 


1458-1468 East 55th Street Cleveland, Ohio 
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PEERLESS 
PRODUCTS PLEASE 


Letter trays and waste paper baskets, all 
sizes, mail and tape baskets, space baskets, 
built up trays, locker baskets, PEERLESS 
paper burners, wire globe guards, office 
partitions, wire guards, etc. SPECIAL 
WIRE GOODS MADE TO ORDER. 


ok PEERLESS 
RRR WIRE 


ie y ¥ a, 
WIS S37 ayy 


IVY YY YA ODS CO 
VAAK YK VV AA ° 


yA WA) x \ xr et 
ENN yy Ye 2720 Ferry Street 
‘ ‘aA RAMS 


BUYS LAFAYETTE, 
“tial INDIANA 

















No. 20-—5x4'4 inches 


No. 10—3x3 inches 





No. 30—5x8 inches 





No. 50—534x714 inches 
“The House of Service” 
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Newark, N. J.—The Oertel & Drake Company has been chartered to 
do a stationery and printing business; capital stock, 2,500 shares com- 
mon; Parnell & Gordon, charter representatives, Newark 

New York, N. Y.—The Raeso Stores has been chartered to deal in 
stationery ; capital stock, $10,000; A. M. Metz, charter representative, 165 
Broadway 

New York, N. Y.—The Thaler Stationery & Printing Company has been 
chartered ; capital stock, $5,000; J. Scheuer, charter representative, 1440 
Broadway 

New York, N. ¥.—The Raleigh Press has been established to conduct 
a stationery business; capital stock, 200 shares common; M. Kleeblat, 
charter representative, 299 Broadway 

Perth Amboy, N. J.—The White Cross Company, 265 Madison avenue, 
has been chartered to deal in household and office furniture ; capital stock, 
$125,000; incorporators—Alfred D. Antonion, Angeline Pucci, and Wil 
liam Dickson 

Philadelphia, Penna.—William C. Leber has leased 
North Fifth street, for the sale of stationery 

Philadeiphia, Penna.—The Philadelphia Jobbers Purchasing Company, 
Inc., has been chartered to buy and sell and deal in tobacco, stationery, 
candy, etc.; capital stock, $10,000; Harvey D. Narrigan, charter repre- 
sentative 

Portsmouth, Va.—The Portsmouth Office Supply Corporation has filed 
an amendment to its corporate charter reducing the maximum authorized 
stock from $25,000 to $15,000 and minimum authorized stock from $10,000 
to $3,000. Arthur Emmerson is president of the company 

Salt Lake City, Utah.—Mr. and Mrs. Lynn Clayton of the Pembroke 
Company, after a delightful month vacationing along the Pacific coast, 
have returned to take up the routine of business 

Salt Lake City, Utah.—Mrs. Hilda Townsend, of the Ogden Book Store, 
Ogden, Utah, has opened a branch book and stationery store in the Ken 
yon hotel building, Second South Main street 

San Francisco, Calif.—H. G. Roehm, Pacific coast sales manager for 
Eaton, Crane, & Pike spent two weeks visiting the principal cities of 
the Northwest, returning September 21 

San Francisco, Calif..-Bruce Barclay has become associated with Her- 
man Feht in the Stationery Supply Company at 143 Second street The 
firm deals in office supplies, printing, and engraving Mr. Barclay has 
been connected with the stationery trade of San Francisco a number 
of years 

San Francisco, Calif.—The H. S. Crocker Company, 565 Market street 
and 242 Montgomery street, has done a clever stunt in getting out a 
‘Football for the Business Man.’ This is a pocket schedule for the 
Pacific coast games of 1931, with a record of the corresponding games 
for 1930. The company took occasion to use the inside cover to tell 
about the Christmas offerings on hand with which to follow up the foot 
ball season; and the advantage of trading at the ‘‘Business Department 
Store 
Seattle, Wash.—-L. N. Hanford has assumed the post of general man- 
ager of the Loman & Hanford Company, following the retirement of J. E 
McPherson, because of indifferent health Thomas Pelly, son of the 
British consul at Seattle, is assistant manager J. K. Janeson, former 
credit manager of the Loman & Hanford Company has been made 
secretary 

Toledo, Ohio.—Rupert & Rhodes has been established at 33 Board of 
Trade building, handling office supplies and stationery 


MARKING DEVICE'S 


Chicago, tli.—Carl 0. Lindgren, secretary of the American Numbering 
Machine Company, drove to Fairmount, Minn., in October, to visit with 
old friends. This was his last long drive for the 1931 season, most of 
his trips taking him up the west coast of Michigan 

San Francisco, Calif..-The Patrick & Moise-Klinckner Company was 
formed in January, 1930, by the union of two of the time-honored organi 
zations of the city, the Patrick Stationery Company, and the Moise 
Klinckner Company About thirty-five years both had been among 
the leading business houses of the city Instead, however, of combining 
the two plants, more complete lines than ever before are maintained 
at their stores at 369 and 560 Market The general offices have been 
established at 560 Market street Before the union both were making 
rubber stamps, the Moise-Kiincker Company especially maintaining a 
large factory This factory is still located as it was at 369 Market street. 
The union of the two probably makes the largest plant of its kind now 
in the West F. C. Rohrbach, the general manager, states that the 
rubber stamp business is now running rather light But in addition the 
plants manufacture an infinite variety of brass and other metal signs, 
veneered included, and for these there has long been a growing demand, 
as is evidenced by the number now used on thousands of office desks 
In the two stores are also maintained a large stock of business stationery, 
and office furnishings, and such other incidentals as the trade calls for 
This merchandising end of the business has been holding up well 


CATALOGS UYU ES 


Paragraphic reviews of current issues from 
the catalogue and allied fields, classified for 


convenient reference. 


the store at 4646 




















The Automatic Lettering Pen Company, Pontiac, Mich., has distributed 
a twenty-page catalogue to the trade Illustrations show appropriate 
alphabets and also supplies for the letter artist. 

From the Weber Costello Company, Chicago Heights, Ill., comes Cata- 
logue No. 32, covering terrestial globes This is a handsome book of 
twenty pages, printed in two colors, revealing an extensive assortment of 
floor and desk globes Users of radio sets are excellent prospects for 
sales by stationers, as radio calls for a good knowledge of geography. 


Direct Mail—Manufacturer 

The Todd Company has circulated to users a broadside on the new 
‘Blue Streak’’ Protectograph 

The Oxford Filing Supply Company addressed the trade regarding a 
reduction in price on Oxford straight cut filing folders, enclosing a new 
supplemental price list for the guidance of dea’ers 

A maiiing by the Byron Weston Company offered succinct information 
regarding the various brands of Weston papers, and their various appli- 
cations in commercial and professional use. This information is con- 
tained in a handy booklet, which embodies an “Abridged Dictionary of 
Paper Terms.”” The booklet is a liberal education in the flat paper field 
for the stationery salesman 








The “Aluminum” Pocket Seal 
and other MARKING DEVICES 





POCKET SEALS SPECIMEN IMPRESSION 


TT! 


Cooke Self - ink N in 
Rotary Dater Rubber ~ ee Machines WAX SEALS 








NAME PLATES 





METAL CHECKS 


MANUFACTURED BY 


MEYER & WENTHE - CHICAGO 


OFFICE & FACTORY - 24 to 30 S. Jefferson St. 
LOOP STORE - 31 North Clark Street 
WEST SIDE STORE - 30 S. Jefferson St. 


Catalogue of Complete Line will be sent upon request 




















“KILIAN” 


Unground Ball Bearings for the” 
Metal Office Furniture Industry 
(PATENTS PENDING) 


All parts machined from bar stock and heat-treated, 
outer races are one piece and can be made in any 
pass shape. (No soft stampings used whatso- 
ever. 

For cradle slides our ball bearings and rivets are in one 
unit for quick assembly. 

95% of filing cabinet drawer slides in United States 
and Canada operate on “Kilian” unground bear- 
ings. 

Samples made to your specifications. 

MANUFACTURING CORPORATION 


107 North Franklin Street Syracuse, New York 
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Adding—Calculating—Billing—Tabulating 
Machine Exports 
a = United States exports of adding, calculating, bookkeeping and billing 
machines, etc., by countries, in July, 1931. By the Division of Statistics, 
U. 8S. Department of Commerce 
Typewriter : : 
Listing-adding bookkeeping Non- listing Asting : 
y bookkeeping billing adding adding 
“4 { Graffco Product machines machines machines machines 
Countries Number Number Number Number 
Austria ... ; , + tae - 08 : 150 $5,900 
Tt ccnséesees 1 $1,176 13 Da 45 wees 32 3,739 
DY! cv cecneee 1,128 es sche 02 2 150 
Czechoslovakia - st 5 tt 3a 25 3,006 
PE scesees es 3 3,348 1 a we es 47 4,053 
Finland ..... > «a oes 1 140 14 1,110 
France .. seanes 7 7,032 6 5,308 222 31,124 
GOrMOMP ccccccce J 12,267 16 9,951 .. ‘ 8 6,402 
i sade wae «ns eek 1 4,410 .. 23 2,537 ' 
Hungary .... » 2 cede 1 914... : 9 540 ' 
Italy : . ee 1 3,749 4 3,305 248 21,936 
Netherlands 12 12,687 16 1,877 23 3,505 
Norway . ‘ 1 1,254 2 1,316 61 3,245 
Poland and Danzig ‘inal : $7 2,860 
ED ccceccceccs - — 1 440.—Ci. 14 913 
DR. sheneces 2 2,262 1 785 
Switzerland 2 1,583 7 3,254 24 2,943 
United Kingdom 12 35,961 24 13,325 , 129 13,258 
Yugoslavia & Alb. , ones atne '« 19 3,045 
COBGER ccccce ‘ 1 307 16 it fa 28 2,465 
. ° 4 " Guatemala . » . ae ay as suee - . 6 450 
Apply gummed reinforcing patches | {ic sep REE gees 2 150 
lik I 1 t ° INS’ . N re Panama ... ‘ . 1 158 1 546 
c ers mpl —— ‘ i Mexico . jee 4s june »s ; 1 $125 15 1,553 
ike rupbpd a Pp ng ' I Al TLY ” Trinidad and Tob. .. pean ; eeen ne 3 240 
Cuba ...... kanes. o< eee 1 ) ae ° ecee 
. _— . . ‘ ’ Neth. W. Indies ae ases . mem - 60 3 350 
Complete with 100 patches. Holes are Argentina ...... : > tine 2 2010 
centered by means of a plunger which oe teseeee 8 8 5,396 14 1,020 
: I : ae epee a 2 722 
disappears as pressure is applied and Colombia 6 360 
patches are instantly placed on sheet. ee : a 
J e*e* . » t« 
Refill patches packed 100 to the tube Venezuela ...... - ies 16 =:1,125 
. as = . British India .... 1 861 1 60 
now on sale. See them—Get them—at British Malaya ... 7 350 
vour dealers! CRIBS cccscccccces 8 549 
. Java and Mad.. 12 720 
= - Fr. Indo-China .. ae : , 4 305 
GEORGE B. GRAFF COMPANY Hong Kong ....0. se 0 eee 8 4B Te, 
eeeceeee ee es ° ee es . ee ° . oto 
64 Washburn Ave. Cambridge, Mass. Philippine Islands. .. ra? aaa 23 1,772 
DT sstenivenc ; wees 1 816 6 750 
BEER. cedcoccs ; ; - sone 06 os 1 607 
New Zealand ..... 1 945 - one os on 
Br. East Africa... .. nee - ices Se 2 150 
Union of So. Afr.. .. onied wa a 5 505 
Algeria and Tunis .. aves - weGu a6 ealee 1 46 
Total . -+e++ 93 $89,073 215 $122,145 1 $125 1,386 $129,472 
We e Shipments from the United States to: 
fo’ Hawaii , beeen ark cue en ae ae 21 = =$2,091 
ps Porto Rico ....... an ae 1 See «8 see 1 77 
— —— Card punch Other, Parts for 
7 ing, sorting including accounting 
Calculating and tabulat- used and and cal 
as : : machines. ing machines rebuilt culating 
Countries Nur ber Number. Number machines. 
HERE IT IS... 
Austria ee on A 2 $780 1 $1,000 54 $1,047 $516 
New tv Santen f Belgium ..... since. ae 1,674 .. an. ae 1,129 1,005 
LNeW type printing USI- Czechoslovakia . , . A ' ‘ i) 420 
ness—new Card Case py eccvecccccece 9 816 .. eeee 10 598 178 
ATIOMAL Box Com Pramce ....... 61 11,841 20 5.939 88 4.648 4.201 
nny business—and both easily Germany 15 4,370 22 35,914 2 59 8.705 
; ; Bite ‘ Hungary .... . ieee ake nes ‘ cane 101 
gotten this new way ET seeneues 739,394. inn ae 1,331 228 
which we will be so glad Netherlands 322551 6 994 117 
. Norway - cous “ae 2,250 72 
to explain to you. Poland and Danzig... .. sO 27 
- . — foo Sov. Russia in Europe. 1 .—l - , — 
E rankly, we feel that Sweden ..... red 8 1875 .. ’ 64 3.025 122 
everything all of usdo for Switzerland .......... 23 «3,600 aR? 3 516 1.974 
. United Kingdom . 4 9,821 .. coon OO 678 26,660 
the speeding of orders for fine printing—1ts good for all of Yugoslavia & Albania. 7% aon ats ou setae ; st . 10 
us—and this new Wiggins Compact Binder Card Case, Caneéa geen ae Se oS. eee C8 802 19,221 
. osta ca oes. o8 ae enw 7¢ 
backed by our new and simple plan for bindery work on BEE cacccevunehs ‘es eke “Ge jae. 8 21 sean 
; a Nic ccndaetaneete $58 .. / 
scored cards used in it—will start you on the road to busi- ws Re sabe: as : oe 5 ee... a rine “a | 
ness now waiting for you The binding outfit costs but Mexico ......... seen Ss 1,365 l 690 1 30 373 : 
. Newf. and Labrador... .. jtiano oe ides 1 0 ae 
2.00 : PEED 4064080060000 1 300 — 
The Compact Binder Card Case is far and away the Cuba»... ee a ute te” Sea heats 156 
~ Pe Wis Ecesecec ve ie. as een ; ; 658 
most modern of all Cases. It holds the cards bound with Haiti, Republic of.... .. ee * ' 23 
full length tissues between each firmly in place and they —— Heeesewdwrs “- $40 18 7,309 rept 315 
cannot flop around and become soiled. Write us for in- Brazil ......... meg Be onli nea 1 20 210 
Ge Seccadcenddevense 1 420... eee ‘ nee 140 
teresting particulars Colombia ....... . 1 300 eses 
Surinam . : , 4 612 15 
TI . OHN B WIGGINS “ere v7 RIE. 16 2,213 l 11 303 
a ° Venezuela ........... 3 907 .. baa 
British India hote® ee saat (ee sean - er 158 
P British Malaya ...... 2 S34. (Cti«téaj abies an bas dene 
(Company China «...-. ee ee ee ee ees ees 33 | 
aie = ’ . : Java and Mad . 3 540 : eeee 
1162 FULLERTON AVENUE ~- « CHICAGO NE ae ceadaenen 8 828 4 1,915 1 0 
Philippine Islands .... .. eee ce cess 1 20 
Syria passensieds 1 250 


























NOVEMBER, 1931 


221 





New lock button conveniently located in 
front of the machine for resetting wheels, 
or re-inking pad. Heavier and stronger 
throughout than original Amcodater, but 
still remains the small, light, easily oper- 
ated device that has built its popularity. 


BRAND NEW... 


ALL METAL 
SELF-INKING 
LARGE, SHARP FIGURES 





NOV 18°42 


EASILY SET, HANDSOME 
LACQUERED FRAME 
HOLD DOWN BUTTON 


CODATE 


1932 Model 











AMERICAN NUMBERING 


224 Shepherd Ave. 


BRANCHES — CHICAGO — LOS ANGELES — 






BIGGER 


—-BETTER 


and no increase in price! 


It prints larger type; better suited for varied 

commercial uses. Wheels instantly changed 

by simply moving the day wheel forward. 

All wheels can be moved in either direction 

to set for “back dating” “forward 
dating.” 


‘2:23 


MACHINE CO. 
BROOKLYN, N. Y. 
LONDON 


AMERICAN 


NUMBERING MACHINE CO. 
BROOKLYN.NY.U.SA, 








or 





Retail with a fat 
profit to you 




















MUNSON 


Ba 
hes 


= 


GOAL! 





COVERING THE OFFICE “*FIELD”— 
LONGEST IN THE “RUN”— 


by the Many Satisfied Users 


MUNSON 


SCORE 100% 


**Spurred On”’ 


Rubber 


Typewriter 


Cushion 
Keys 


WITH 


Stenographers— Office Managers 
and Dealers Who Know Munson’s! 
Manufacturing One Grade 
Key Only— The Best—Since 1905. 
Get Into the Munson Dealer Lineup. 


Interesting Data and Discounts 
Wrile to 


MUNSON SUPPLY CO. 


348 Hudson Street NEW YORK CITY 


MUNSON 





New Low Prices 


write today for our latest 
price list 


oe 





100% REBUILT 
UNDERWOODS 


90% REBUILT 
UNDERWOODS 


CRUSADER GRADE 


UNDERWOODS 


BLUE RIBBON ROUGH 
UNDERWOODS 


UNDERWOOD PARTS 





| A Grade for Every Demand 
| SHIPMAN WARD MFG. CO. 


1778 Shipman Bldg. 
4401 Ravenswood Avenue 


Chicago, Ill. 

















CLIP-ON 


EVER-FAST FASTENERS 





“TUNE IN’ 


On the latest and best in paper fasteners. We are 


“BROADCASTING” 


that dealers who sell Clip-Ons sell the best; Clip-Ons are the 
kind of product that brings success to the dealers’ efforts, 
THEY SATISFY and your customers will be quick to respond 
with orders. 


“RECEIVE’ 


the benefits of selling Clip-Ons: Made better and stronger, 
will not prick the fingers. Made in three sizes, finished in brass 
or nickel, packed in neat and attractive containers thet help 
create sales. Backed by years of paper fast ing 
experience, and 

THE PRICE IS RIGHT TOO! You will be interested in learn- 
ing all about Clip-Ons. Write for samples and prices. 








CLip-On CORP. 


OSWEGO, N. Y. 


The NEW 
ADCO Health Chair! 


Easily and positively 
adjusted by operator 
while seated.... 



















The new Adco Health 
Chairs are not only 
scientifically correct for 
posture, but are attrac- 
tive in design and appear- 
ance. Easily and positively 
adjusted without the use 


of tools to conform with 
the natural posture of the 
body. 

The base of square tubing 
welded to solid spiders with 
positive swivel, presents an ap- 
pearance of strength and 
solidity. The seat is wide and 
comfortable——16" wide «x 12° 
deep with vertical adjustment 
from 17" to 21" from floor. Back 
frame i« of rectangular tubing 
with lateral adjustment. Back 
rest is 14° wide «x 5° deep, with 
verticaladjustment. 470. flso fur- 
Upholstery. genuine leather nished in tubular 
ever curled hair. Finished steel No. 370 
casters 154" single wheel noise- 

less hard rubber or gliders. In solid colors: 
maroon, brown. 


EXCLUSIVE TERRITORIES ARE NOW BEING ESTABLISHED 
Write for full details 


ADAMS. GROESBECK.MIRABELLACO. 
70 GOLD ST... NEW YORK, N. Y. 






Illustrating No. 


black, green, 
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GOING UP: 


Unprecedented 
Sales Recorded 
for New 
CoOLUMBIAN- SUCCESS 
CALENDARS 


(Bases in Color) 















From all over the country, dealers 
are telling us of the amazing sales 
growth won by the Columbian 
**Success’’ line. —And of course, 
dealers’ profits have increased ac- 
cordingly. You too can capitalize 
upon this demand. Write for 
catalogue and prices, — today! 


Columbian Success 
"Chinese Kod, of }~COLUMBIAN 
Black and Ma- ART WORKS, INC. 


hogany Brown. 


A varied color- 1024 JUNEAU AVE. 


appeal for 


ene’ MILWAUKEE 


home. 















tear DEVICE 





Go After 


the 
Great 
Supply 
ote tel Market 





~ mes, you may not f Mie tO se much f J y 
Sheets and Binders. Go after the sheet business -_ th this Company a 
it ws y you can bid your way in. Our binders exc: Our systems are sim- 
t oO my printed and ruled forms meet every need. Our prices will build a 
, Write for samples and pri ' ed forn 
GRAND RAPIDS LOOSE LEAF BINDER CO. 
GRAND RAPIDS MICHIGAN 
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Card punch including Parts for 
ing, sorting Other and cal 
Calculating and tabulat used and culating 
machines ing machipes rebuilt accounting 
Countrice Number Number Number machines 
250 5 
Australia cace ) ox wees ee had 1 25 415 
Union of So. Africa. 3 720 (tke ; 27 
Dated cccccscvececsces 879 $61,222 69 $56,560 451 $16,109 $66,042 


hemes” 5 trom the United States to: 
Hawaii .. : > ae $4,386 .. 
Porto Rico 


Typewsier: ——e 


United States exports of typewriters by countries during Juiy, 1931. In 
exports under this classification where the machine is driven by an elec- 
tric motor, the value of the motor is included with the machine. By the 
Division of Statistics, Department of Commerce 

Standard, New 


Portable, New Used & Rebuilt Parts of 
Ne No 








Countries No h 
Austria . 77 $4,310 125 $4,379 85 6. $1, 492 $ 74 
Belgium . 158 : 35 1,260 60 2,188 571 
Czechoslovakia. . 58 292 10,512 17 540 121 
Denmark ne Se 128 4,474 1 50 1,324 
Estonia “mena “news 5 180 ees wees 
Finland ; A 18 1,499 18 663 3 112 11 
France saee 268 18,274 265 9.540 258 7,022 1,875 
Germany ‘ 156 9,561 471 17,032 85 2,772 1,045 
Greece . ; 12 5.034 30 1,080 15 135 34 
Hungary seve 37 2,602 . Swat 102 2,178 106 
Iceland nes eut i 280 5 940 
Italy .. 202 14,60 167 6,027 477 
Netherlands , 196 13,355 100 3,400 168 4,428 455 
we tee | ; 60 1,037 99 3,441 6 244 578 

Poland & Danzig 151 9.392 100 6,751 72 > 369 573 
Portugal / 31 2,107 10 1,440 : 92 
Rumania ....... i) 515 20 720 i8 596 40 
Soviet Russia in 

Europe aaa 2 175 , 24 cae 
ee 108 1,129 106 90 1,100 53 
Se 13,895 220 30 1,200 389 
Switzerland ‘ 252 16,159 261 a sme 72 
United Kingdom. 2,009 138,294 576 17,167 167 10,001 11,802 
Yugoslavia and 

Albania ...... 160 10,836 38 1,377 atl - 68 
SE &% co eces 44 2,764 63 2.570 150 3,931 13,536 
Costa Rica . 5 353 20 720 bene 
Guatemala ™ ani er : 2 “110 23 
Honduras ...... 7 319 5 180 2 87 17 
Nicaragua ... 18 1,291 10 360 3 56 oun 
ov eee i 265 8 307 23 488 294 
Salvador ....... 16 994 30 1,083 , ness se 
Mexico . “<2 62 1,109 131 4,079 33 1,345 616 
Miquelon & St 

Poseee Da. .... l 70 
Newfoundland & 

Labrador io 2 . rer wes 35 
Bermudas ...... 2 165 9 “344 
Jamaica ... l 76 41 48 
Trinidad and To- 

bago — Ss 42 10 360 
Other British Ww 

Fee 2 170 5 192 3 72 10 
Cuba ... a 12 912 
French West In 

Ge casecas i 293 10 378 l 20 
Haiti, Republic 

Ge sac l 97 
Virgin Isl: ands of 

ear : vce vies — i 110 ~~ 
Argentina oes 244 14,355 435 15,670 &5 1,828 1,274 
DS esneseuss 85 6,314 35 1,260 sees rrr 219 
Chile 6aneeees 2 133 151 5,589 12 667 157 
Colombia ‘ . 28 1,932 12 169 l 34 157 
Ecuador : Se ‘is eden tau @ 2 104 ones 
Surinam bivks 2 250 2 81 : ‘ 15 
Paraguay caam “6een 20 720 : ‘a shan 
DUE stesacknwks 21 1,310 85 3,220 9 108 100 
Uruguay oe 35 2,450 25 900 ven 330 
Venezuela ive 10 885 56 2,032 : én re 
British India.... 261 16,524 594 19,041 21 160 1,988 
British Malaya.. 10 760 40 1,440 ; ikea 852 
Pere : , 10 360 owe shoe eeece 
China .. 43 2,112 18 648 9 359 62 
Java and M: sdura a 33 1,914 o7 2,185 15 249 76 
Hong Kong re 18 1,376 14 546 bbe seve 181 
Dn éecbesededé- ¢ 15 585 in bial sci 103 
Japan ai 18 950 23 836 39 1,355 
Palestine aw . 15 540 . esas 23 
Philippine Is. .. 166 11,346 97 3,628 13 367 102 
Siam , oe” Se seas vwee 32 
Syria nasa as 34 2,404 16 563 
Turkey : 19 1,307 95 3,456 . Ty 
Australia ...... 60 1,072 39 1,404 : 396 
New Zealand.... 20 1,400 21 830 2 78 690 
Belgian Congo.. l 82 0 2,723 vdss ae 
British E. Africa . 6 218 Saad 134 
Union of South 

Africa ; 115 7,771 7 233 bane , 977 
Other British Ss 

Africa .... in) 350 hone er 
Gold Coast jas seed 2 120 : ees odes 
Nigeria Seenu . — wees l 30 39 
Egypt .. =e 38 2.636 18 648 sa . 
Algeria and 

Tunisia séee 13 910 sons bis 
Madagascar .... 4 230 5 180 
Other French 

Africa éceen ée and 6 225 
Morocco - oe 20 720 
Mozambique 19 1,330 seen seee ; seas 
Canary Islands.. ose need ‘ 10 434 

Total ...... 5,806 $384,100 5,492 $193,012 1,877 $49,019 $42,458 
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| A Windfall of Sales This 
Christmas—If You Feature 


This NEW BOSTON 





CF business is good! We're working overtime supplying the 
demand for this newest and fastest selling Pencil Sharpener — 
the popular priced Self-Feeder. Give your customers the oppor- 
tunity to buy this perfect Christmas gift, geyly wrapped in holiday 
decorations. Place your order immediately. Production schedules 
will meet all requirements in time for holiday business. 
























No. 3—All_ Nickel 


Lists $950 


No. 4—Ollve Green 
Lists $475 


Cc. HOWARD HUNT PEN CO., CAMDEN, N. J. 
Manufacturers of Hunt Pens and Speedball Products 


BOSTON 


SELF FEEDER 3 and 4 


PENCIL SHARPENERS 





Gold Stamping 
Machine 


Many Added Features ~y Desirable at NO EXTRA COST. Will im rint 


in gold or any color a large variety of material and articles, individual 
names, monograms, emblems, trade marks, and etc., on leather, imi'ation 
leather, celluloid, hard rubber, silks, wood, cellophane, such as bill folds, 
a, cneee, hand bags, fountain pens and pencils, books, bibles, and so 
orth. 

A Money Maker. The large number of merchants in all lines of businesses 
all over the world are demonstrating daily that the Goldpress is a profitable 
counter salesman. 

Sreatest Value on Earth. Machine comics ow equipped with pen holder, 
equering device, clamp springs, —, ght, also one font of hard type 
fo: leather work, one set of extra fine brass type for pens and pencils. ten 
sheets of 23 karat gold, 3%’’x4’’; nothing else to buy, all for $79.50. 
Write for a catalogue fully describing the machine. 


The Goldpress Company 


Bellaire, Ohio Cable Address—Goldpress 
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Typewriter Shipments from the United States to: 
Hawall ........ 189 $35,084 62 $2,213 30 $1,060 $112 
Porto Rico ob 35 2,595 3 108 10 165 54 


Metal Office Furniture Exports 
United States exports of metal furniture by countries during July, 1931 
By the Division of Statistics, Department of Commerce 





Sheet metal Sheet Sheet metal 
lockers and metal Sheet metal fire or 

storage shelving filing burglar-proof 

cabinets. and wall cases, cabinets. 

Countries Number. bins. Number. Number. 
Azores and Madeira 

Islands . 2 $14 chek aha ean was re 
Ss l 55 $5 45 $1,300 1 $97 
Denmark .. a) 97 june 33 814 12 803 
Estonia ... — baa chen wen iad 5 241 
Finland .. ; wee ead 31 eese e600 see cece 
France , : 4 183 2 94 
GOCMAMF .ccccccccs 9 1,375 pece 24 624 13 1,253 
Dt ecedten eo eee a J : 30 1,058 9 729 
Italy .. rah oe 08 cane “oem 33 1,112 1 75 
Netherlands , . 6 139 ganda 54 1,376 25 1,415 
Norway ...... sae @on ee soe 14 551 31 1,665 
HERE is a steady, profitable vol- oe ° see ees s in 
ume of business handling Metal- Spain ....0eeeee2+ oes reas 33 04 TSS 

weden .... : bab — onee 6s 2 7 2 a 

b, ped Cuspidors- the line that is Switzerland .. ‘ 1 55 217 : eS a ae aes 
: United Kingdom ... 62 2,043 14 327 7,960 73 4,877 
oa ie priced right and SEIVES Canada .. ow BBO 1,267 6,296 113 2,563 82 4,970 
beyond the expected limit. British Honduras... l 15 piken eet #2 ‘ey 4 250 
Costa Rica ..... se. 0e6 re acini 3 eae eece 
SEED dweccccee 2 ati re 23 788 9 591 


DED ceeccccsae eae osee owen 1 BB ees cece 
FO ae inne niin’ 1 16 4 237 
—_ PT cen¢es es we A ,204 33 Bee ese ooee 
Mexico ee : 46 864 38 1010 7 4,094 




























1 
2 1 4 
Bermudas ......... 14 169 9 241 2 138 
se CUSPIDORS Se Jamaica . l 12 3 83 in’ 
Trinidad & Tobago. ashe tint 3 102 3 60 
Other Br. W. Indies . pase nee 4 100 1 20 
Send for Catalog Dept. 12-8 : Cuba 2 19 ah 3 143 sad 
DETR Dominican Re public. ; wees ; wise cine 1 89 
OIT METAL SPECIALTY CORP. Neth. West Indies... ... .... .... 6 304... 
Argentina ......... 307 1,101 ceed 8&3 772 8 "858 
* DETROIT DED co cance ie Ok abés eae 6 224 1 55 
Brazil .. — —— ‘i fgtarh 111 3,943 61 3,47: 
Chile . oeed 1 48 eee 13 258 
Colombia . seand 3 41 410 24 985 ... 
Peru .. . eee eens bees 19 370 39 1, 395 
Uruguay oaet , wane <7 e< 29 1,866 
Venezuela ......... 9 184 556 26 1,i31 l 51 
British India , — . 5 148 4 608 
China .... os ote bes one 25 196 5 191 
Java and Madura. S ees ee : 7 287 —— 
French Indo-China... ... pine e sone 4 206 
Hong Kong ..... oe « Sous ee 3 70 
ere ; ee 7 172 94 2,355 san 
Philippine Islands... 61 148 46 1,768 3 143 
BED ceescedseceeve 29 952 ones 
dr. Controller... FP iscsi oa: 
New Zealand .. ‘ - . 2 os . eon 
. 2.8 Brit. E. Africa..... . sees 226 ‘4 ae o6us 
Maximum efficiency Union of 8. Africa.. 3 eae a hae 75 
BIDS accccccsceece : 107 51 1,498 , 
and Algeria and Tunisia 2 - 
. H | Morocco sean 5 114 l 1 
Modern furnishings j—= ; a ex 
Other Portug. Africa 6606 1 380 
GET F OE cadwes .. 616 $7,036 $11,182 1,571 $43,467 534 $32,611 
Shipments from the United States to: 
RESULTS Hawaii .... .. 50 $357 $754 139 $4,607 4 $242 
Porto Rico ; : 19, 205 sane 115 2,888 . ane 
TODAY! sank 
. and 
safety Other 
deposit office 
vaults furni- Other 
Safes of and ture metal 
heavy metal equip- and furni- 
Countries Number. ment. fixtures ture 
Belgium . ‘ , sine anh oe ane $325 
Bulgaria . ut baecsteeseses =e wien aa 9 wees 
Denmark . : iris tw tnilla‘atielie om : ‘ , 403 $24 
DE: Anco 6irae 7 ee wes m7 2,861 942 
Germany wa tsebeneneen — cane — 563 7 
Greece ‘ , gavedoondeeens 2 $643 203 34 
; ee sxakes peeeeeumaa . 7 sees e< 42 ones 
The modern office ff | june soc Se ss | 
e ~ . Ne therlands bb60666b0R06806008 ee saat eeee 959 39 
lamp that Is lighting BIOCWE occcccssccccccs 984 104 
Poland and Danzig : én - ‘ “eed swe 189 en 
the way back to better SE tisdiclasuscorskneeses ce. 88 
b . DED Seccccsececcescecetice 326 
usiness. eine cewks wehaakians me gad pie 1,154 tall 
Cc | | DE ich seen kde ee cbeeeneae’ - cane eoes 485 80 
omp ete cata og PUCMOTEOME cc cccccscccccescess 686 cece 
. United Kingdom .... Ka ein 6,346 1,228 
actual colors will be sent Yugoslavia and Albania......... ‘i hin acts 18 ea 
DE shenéncenenes iOv whales 14 636 $2,997 2,674 12,885 
upon request. Please ask British Honduras ~ venamueee - bees . esce 
- “cy CT 26 66000 scadeseneneoe 4 154 sees “21 cess 
No. 4128LP. for Catalog O PPT TTT eee - 2aee eves 40 433 
Dt cccvsenaaeieeneedeses - amare sen as ; 
, PROREIIED, cccccccceccccccccoces 1 45 sete wee 
Quality lamps since 1881 P Panama dha vatideresiesacienen * oie hie 849 491 
- BOEEED. cc ccccccccccsccesecesse 9 956 40 2,082 156 
FARIES MANUFACTURING co. Newfoundland and Labrador.... : eae8 ahaa ll 
pe Z Bermudas : — l 268 of , 210 
Decatur, Wlinois a ash ‘eid site airline - oats cee “as = 
Trinidad and Tobago........... 3 182 oeee eaee eee 
| Other British West Indies....... 4 380 séen sows 31 
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Good News... 


IMPORTANT 
PRICE REVISIONS 

















Bank Pins, 
T Pins, 
Adamantine 
Thumb Tacks, 
Stag Head 
Pins, 


etc. 














Watch 
for Our 
innounce- Lay 
ment ot 


WILLIAM PRYM 
OF A M E R I Cc A e Incorporated 


34-12 Washington Ave. 
Long Island City, N. Y. 





223 W. Jackson Blvd. 
CHICAGO 















The Adams Memo 


with swivel pen- 
pencil holder 


The Adams Memo eliminates the annoyance 
of lost memo pads. It is always ready for 
any quick notes. 

Takes a standard wide roll of adding machine 
paper. Swivel holder keeps pen or pencil 
always at hand. 

Finished in Mahogany, Brass, Bronze and 
Olive Green to match the furnishings. 

It’s a fast selling, profitable item—a trial 
lot will prove it. 


The Seymour Products Co. 


Seymour, Conn. 
New York Office: Room 1807 Chanin Bldg. 














| SALES LETTERS 


Need the Support of 
SALES LETTERHEADS 





Your letterhead frequently is all that 
your prospective customer sees or knows 
of your business. In appearance, it ought 
to be on a par with your best dressed 


salesman. 


In context, it should give the important 
facts of your business; its general im- 
pression should reflect the character of 
your business; should suggest the prin- 
ciples of action which have directed the 
progress. 


We make good letterheads. We can 
make one that will represent you worth- 
ily, every business day of the year. If 
you are interested, we should like to ask 
you some pertinent questions and make 
some valuable recommendations. 





IT’S EASIER NOW TO SELL THEM 
BY THE SET! 


ONSISTENT advertising to the technical professions 

and special instruction sheets and prize contests for 
artists and students have increased the use of Higgins’ 
Colored Drawing Inks in these large and promising fields. 
The next time a customer comes in to buy a few bottles 
of Higgins’ Drawing Ink, try selling a complete set and 
see how easy it is! 


BLACKS (India Ink) 


Waterproof General 
(White Label) (Red Label) 
COLORS 

Brilliant Waterproof 
Carmine Blue Brown 
Brick-Red Vermilion Scarlet 
Orange Indigo Violet 








Im che execution of wash draw 








American Embossing Company 
192-96 SENECA ST. BurraL_o, N. Y. 























Green Yellow 
WHITE 


Waterproof 
CHAS. M. 


HIGGINS 


& CO., INC. 
271 Ninth Street Brooklyn, N. Y. 





Opaque 
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Compare Quik-Lok 


With ANY OTHER Storage or Transfer File 


for PRICE 
DURABILITY and 
CONVENIENCE 
in storing Invoices, Letters, Cancelled 
Checks, Vouchers, Freight Bills, Hollerith 
Tabulating Cards, or any other forms you 


find necessary to store away for future 
use when accessibility is desired. 


MILLIONS 
NOW IN USE 
prove the SUPERIORITY of Quik- 
Loks—their saving of time 
and EXPENSE in stor- 
ing inactive records. 
93 STOCK SIZES 
meet every requirement of any 
office. Special sizes made to order. 











Sample upon Request 


A sample of your own selec- 
tion will be sent to you PRE- 
PAID. It is returnable at our 
expense if it does not meet 
your requirements. 


The KAY-DEE Co. 
Box G-1484 = Lincoln, Nebr. 


Write for our FREE booklet. 
“RECORDS,” containing valuable 
information on the preservation 

and destruction of your records 





OFFICE APPLIANCES 





i= new Luxon paper clip makes friends fast. 
It slips on so easily, and holds like a bulldog. Being 
flat, it occupies minimum space in an envelope, and 
will not damage contents. The size and shape of 
the Luxon clip make for convenient handling. 


With their cadmium finish, Luxon clips are rust- 
proof. Packed 100 in a modernistic blue and 
yellow box. 


An attractive counter display helps you sell them. 
Send for prices and samples. 


ART WIRE & STAMPING CO. 


16-20 Boyden Place NEWARK, N. J. 











COMPARE! 





Our exclusive grinding process produces the 
smoothest perfect suede finish platen eve’ 
offered to the typewriter industry. Dealers 
and users all over the country acclaim it as 
supreme. We ask you to compare it with 
your present stock. 


F R EE! sowe merely ask you to send a core 
to be recovered. Just wrap it up—Say 
“Show me, Charlie."" We'll recover and 
send it back the same day, absolutely without 


charge. 


We carry a complete line of typewriter 
plates, parts, tools and supplies. 


u & TYPEWRITER PARTS 
= a & SUPPLIES CO., Inc. 
CHAS. H. AMES, President 
6 Murray Street, New York 








BINDAH 


easier to operate 


SUBSTITUTION 


There is no substitute for simplicity plus 
eHiciency—consequently Bindah is win- 
ning its spurs. 








BINDAH PRODUCTS INC. 
3645 MONTROSE AVE., CHICAGO 
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Bank 
and 
safety Other 
deposit fice 
vaults furn Other 
Safes of and ure metal 
heavy metal equip and furni- 
Countries Number ment fixtures ture 
Cuba . sash 1 68 25 513 
Dominican Republic : ie 10 332 
Netherland West Indies 2 1,150 33 
Haiti, Republic of coal : 59 
Argentina . 09 123 
Bolivia 199 as 
Brazil 0 307 
Colombia 9 842 ; 331 656 
Ecuador ; ‘ ; S40 ous 
British Guiana l 390 
Surinam 1 220 , abe 
PUG ccccs eesdads 24 116 
SU sewcccees ‘ a 10 
Venezuela 2 92 639 975 
British India . 1 16 9 17 4 
British Malaya : : 46 
Ge ceees er 1,120 54 697 
French Indo-China ack’ 25 
Hong Kong sabe ii none ae 57 oon 
GE occwapcvevocnce 1 66 1,900 1,603 33 
Philippine Islands ... 24 1,944 1,447 696 1,586 
PD 06640066 0605-00 oane ‘ve 478 
Turkey 26 15 
Australia gubesonwe a 142 
New Zealand ......... 25 270 59 
Union of South Africa 71 196 
PEEL -woveséenes asi _ 26 
BOOS coccescceceve 39 818 
Algeria and Tunisia 16 . 
Total : 80 $7,782 $11,369 $27,291 $24,508 
Shipments from the United States to: 
Hawaii ooo: iui & ittetaalt in a cr at ee $1,113 pee $1,994 $6,601 
Pe EE Gees é cddee ink6e ocunn 3 70 410 1,057 


Ribbons, Carbons and Filing Supplies Exports 


United States exports of carbon paper, 


index cards and other office forms 
Statistics, United States Department of Commerce : 


Filing folders, 
index cards, 


Countries 
Austria 
Belgium nares 
Czechoslovakia 
Denmark 
Finland 
France 
Germany 
Greece 
Hungary 
Italy ies 
Netherlands . 
Norway aik wreceil 
Poland and Danzig. 
Rumania 
Spain 
Sweden 
Switzerland sewe 
United Kingdom 
Yugoslavia & Albania 
Canada os sat 
British Honduras 
Costa Rica 
Guatemala 
Honduras 
Nicaragua 
Panama 
Salvador 
Mexico ..... ese 
Newf. and Labrador 
Bermudas ee 
PRUMREE, 6c scasusee 
Trinidad and Tob.. 
Other Br. W. Indies 
GH cccaccccocess 
Dominican Republic 
Netherland W. Ind.. 
French West Indies. 
Haiti, Republic of.. 
Argentina . 
Bolivia 
Brazil 
Chile . 
Colombia 
Ecuador 
Br. Guiana 
POEG secs oe 
WOE caccsacedes 
Venezuela 
British India 
British Malaya 
CRD ccocesceve 
Java and Madura 
French Indo-China. . 
Hong Kong ..... 
Japan is 
Kwantung 
Palestine neonates 
Philippine Islands 
Syria : : 
Turkey 
Australia 
British Oceania 
New Zealand , 
Union of So. Africa 


and other 
office forms 


‘ounds 


35 
3 
385 
Dd 
439 
=I 
> 


37,1 
1¢ 


1.999 
662 


20,049 
19 

637 
1,300 
3,420 
2,502 
4,750 


1,638 


3,659 


68 


Z 


-— 
"H-3 
“on 

— <3 bo 


to 
~ 
ws. 


1,362 
70 
oo? 

9 
21 


1931 


Carbon paper 
Pounds 


_ 


to 


to 


169 


58 
160 
296 


162 


966 


78 
578 


,694 


68 


63 


“114 


949 


5,406 


199 
25 


189 


493 


“478 


779 


$33 





_ 
_- 
oo 


By 


typewriter ribbons, filing folders, 
July, 


the Division of 
Typewriter 
ribbons 
Dozen 
66 $176 
190 497 
271 663 
60 160 
965 2,680 
499 1,076 
12 "$1 
860 1,900 
141 453 
441 1,243 
45 114 
87 187 
156 404 
258 698 
256 618 
3.358 8,546 
; 81 
1,284 3,261 
60 ‘172 
73 301 
71 171 
72 225 
10 41 
13 34 
16 61 
29 61 
7 17 
“474—s«1,261 
12 30 
694-1, 998 
OR 282 
25 148 
139 243 
34 1,505 
39 107 
14 50 
R65 2 364 
98 274 
60 240 
1,715 3,458 
26 89 
299 772 
66 240 
48 173 
27 7 
6 23 
150 356 
75 "199 
404 828 
204 627 
291 843 





ly A Better Costumer 
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From Bottom to Top— 


From bottom to top Sanymetal Steel 
Costumers are a better built, more 
substantial product. The exclusive de- 
sign Sanymetal base is cross-locked 
and firmly secured to the post. It will 
not be constantly working loose as 
does the base on the average wood cos- 
tumer. The hooks are solid bronze 
securely fastened by screws tapped 
into post and reinforced inside. 

The Costumer is entirely of hollow 
metal construction and superbly fin- 
ished in baked enamel, plain finish or 


wood grain. 











Write for descriptive folder 
and prices 






The Sanymetal Products 
Company 


1695 Urbana Road 
Cleveland, Ohio 













A Typical Sainberg Value 


A Florentine finish, genuine leather, hand gold- 
tooled desk set combination. Sold in 6-piece, 
4-piece combinations, as well as individual 





pieces. 
20 x 34 Linoleum Desk Pad $ 7.00 
Bevelled Letter Tray and Cover 10.00 
Rocker Blotter. . 3.00 
Calendar Pad with Cover 5.00 
| Pen Stand with Gyro 4.00 
| Letter Opener. ... 3.00 
Retail Price of Complete Se! .. $32.00 


This combination exemplifies the value, quality 
and craftsmanship, full measure of which is 
found in every Sainberg product. 


You can get more business with Sainberg office 

accessories—priced at modern day levels. Don’t 

overlook this opportunity. Write now for 

your copy of our catalog—Beautifying the 
ce. 


SAINBERG & COMPANY, Inc. —— 
Manufacturers of Desk Pads and Office Accessories - 
= = 37-43 W. 26 STREET NEW YORK 


LS SL A AMT 
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1 r Ladiel n rr Filing folders, 
index cards, 
and other Typewriter 
office forms. Carbon paper ribbons 
Countries Pounds Pounds Dozen 
I Gi oa aid ssa 161 94 82 199 
Egypt seeewe —_ ‘ Ss 18 
Algeria and Tunis.. ome ; 357 234 58 104 
Other French Africa 30 6 : 
| Liberia , 16 35 
Morocco 9 33 
} = a n 
Total ... +. 130,268 $36,225 68,742 $49,757 15,770 $40,411 : 
Shipments from the United States to: 
Hawaii . cocee SER LES ‘ : 305 $620 . 
PUCOD BOD cccweccns 5,363 1,665 863 $550 49 114 : 


Writing Instrument Exports 


| United States exports of writing instruments during July, 1931 By 
| the Division of Statistics, United States Department of Commerce 





























Refill 
| able 
| pencils 
| and Metallic pens, 
. refill Other pencils except gold Fountain pens 
5 | Countries leads Dozen Gross Dozen 
= | Austria ........ =e er 600 $501 6 $267 
: CROWN PRODUCTS, for more than a Belgium $1154 aa ane 
- quarter century, have been making ‘“*Good | Bulgaria cae 136 apn 
> Impressions” and afford: | Denmark 2,277 209 $890 125 68 is 579 
- | Finland 117 312 re ot 102 454 
c 1: Exceptional durability. | France ..... 546 120 pet 572 1,079 
» . - } Germany 1,278 ene - 50 25 amas 
: 2: Excellent opportunity for energetic and | Greece ..... 173 , eee seen cess 6 ; 231 
- H : | i <.caeceboen 571 -- sine ine 327 567 
- capable distributors. | Netherlands .... 1,268 1,004 131 80 19 19 402 
3: A large percentage of repeat orders. | sneha B : ue in bas = on 
| , é . . ~ =s . as 4 seer = 
: They are backed by nearly thirty years i — Sie ee — = = 
: : Sweden ...... ‘ 2,57 F Gee ; 37! 
PS of manufacturing experience. Samples | Switzerland 134 nei don he Fe 46 691 
7 and exclusive sales proposition upon United Kingdom. 5,913 2,753 ee ; 543 15,615 
. request. Yugoslavia and 
. Albania ; 12 aan +r ie ie , , “eas 
7 ° Canada .. S417 41,285 5,352 2,504 1,291 75 193 
: Crown Ribbon & Carbon Mfg. Co. British Honduras. .-, = 6 shot tt ag tages 
- osta Rica . 6 , : cine aces 3 2 
4 Rochester, N. Y. Guatemala 100 516 202 «188 27 13 379 
~ Honduras 16 186 65 44 38 2 55 
. U.S. A. Nicaragua ... 6 36 19 «= 38 34 $31,212 
= 
- Panama .. ; &9 1,874 359 151 99 50 1,733 
« Salvador .. 5 777 224 aie 3 106 
4 Mexico .. 1,686 39,562 1,841 930 630 «118 2,662 
~ Newfoundland 
i - and Labrador. 110 7,815 1,214 39 19 31 190 
—EE 7 ——E — Bermudas ‘ 12 1 3 7 
Jamaica ....... 117 2,142 251 2 10 
Trinidad and : 
Tobago ...... 5 3,360 182 66 42 
Other British 
GUNTHER WAGNER’S nena ee ae a 
Cuba ...... 9,498 2,386 4105 286 
Dominican Re- 
public .. 113 1,548 245 12 11 2 30 
Netherland W 
oo -— Indies ..... 241 daa bi aa’ , 13 448 
Haiti, Republic of 2 , . . pawn owas onus 
Argentina ..... 565 1,807 156 aeee baie 58 1,658 
Bolivia ... : 105 et a _ 3 141 
DD hibecaewn 5 pokes : , rr 20 443 
I eo ie 210 1,636 183 386 245 91 3,404 
Colombia .. : 579 3,177 1,106 ahaa 72 1,647 
(Non-Cellulose) gage . eves 
Peru ..... 251 6,034 987 116 62 ated 
Uruguay ....... 35 144 71 P ‘ 21 286 
Venezuela 27 4,037 962 275 165 15 56 
IN NEW ATTRACTIVE PACKAGE British India .. 516 1,800 240 ons woes 24 528 
British Malaya. sear 4,800 600 9 92 
ME aséeenesc ons Sees een anes oees 1 7 
See ee 33 7,819 1,341 430 273 71 1,513 
Java and Madura 166 sales : ' 37 27 
French Indo 
DE mksedee ; ; oe cau pee 4 132 
S sh spe . . : Hong Kong .... 120 17,596 1,967 BAe a 190 539 
Perfect visibility—no acids or St stsccsesces Ng la aa 8 iss 
A . Japan ... 35 5,751 i 7 ogy 14 259 
oils to affect typewriter and Kwantung Oe = ieee 7 3 (158 
- Palestine — 19 plate edie etme ‘ sees 
duplicator rollers—cannot de- Philippine Tsiands 94 41,789 10,982 “T3546 3S 
Siam . er : e®ec - séee : 63: 
compose—reduces_typeclean- Re erresees | SK SERS) Siew. voues, Wage - 
° a Australia . . 887 298,894 2,734 .... . q “99 
ing to an absolute minimum. British Oceania. ... 115 18 Ba 
New Zealand ... 622 365 129 se seen 2 135 : 
. ° ° ° ° Belgian Congo . beet eeee eed seen es 7 201 
Choice territories available British East Af 
> tia na 35 eg Anat i ae 3 189 : 
to aggressive dealers. sy ~~ hase eo sa 
Africa . ) 15 552 62 on 74° 
mE eseceeces 51 rr wees nine a - 2 61 
Mozambique .. 108 38 - 


Other Portuguese 


MANHATTAN ESE Sa ar 


Other Spanish 


STENCIL CORPORATION Caechoslovaiins ..-. ees] ID ON “ia “Bia 


Total ... $30,110 250,381 $39,148 7,290 $4,466 2,851 $49,338 
401 Broadway NEW YORK, N. Y. Shipments from the United States to: 
Hawaii ‘ $339 8,810 $2,941 53 $ 74 121 $503 


Porto Rico...... 62 26,938 3.211 102 73 28 361 
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STATIONERS’ OPPORTUNITY | 





No. 230C series — base 11x5'/2x% jf 
inches, guaranteed pens and fun- | 
nels matching color of base, $24.00 ff 
list. Other series from $1/8.00 to jf} 
$33.00 list. 


Rare beauty of polished onyx or marble, features these 
high grade Roth Lamp and Pen sets. Distinctive, elegant 
in makeup and materials, there is nothing else like this 
line on the market—it is quite in a class by itself. In 
harmony with the finest period furniture, the better value | 
of Roth sets makes them easier to sell and of greater 
satisfaction. Here is an opportunity for holiday sales 
which you ought not to pass. Let us send you illus- 
trations and descriptive matter of all our items. 


PAUL ROTH & COMPANY, Inc. 
600 West 44th Street New York 
























JER FILE | 





LEDG 


for mechanical bookkeeping 
The Modern Out-Growth of the Old-Time Tray 








This device replaces the heavy, cumbersome tray and is more efficient | | 
Sheets cannot fall from holder i 
Portable and Sectional 
Entire sheet visible 
Saves space in vault 
Contact points rubber protected 
Cannot scratch polished surface 
Costs Less and does More 

The literature may offer a suggestion of value 


THE KOHLHAAS CO. 


Manufacturers of Instant Reference Files Since 1914 


Chleage 


[ 204 N. Dearborn St. 
——$————$—$—— ———aaas 








iy ekelaaelal 


PENCIL POINTS 


BUILD HOLIDAY 


Volume with these 
quick-selling Globes! 


GLOBE of the World in the 

library or living room has 
become the mark of a well ap- 
pointed home. A display of a 
few moderately priced models 
will stimulate holiday buying. 
That they make ideal, out-of- 
the-ordinary Christmas gifts 
will be quite obvious to both 
your men and women customers. 


Let us recommend 
a few inexpensive 


models for holiday 
display. They will 
bring you profit- 
able volume! 


Send for this free 
oy ae 
of the World” de- 
THE RALEIGH scribes and lists 
An inexpensive, beauti- the complete line of 
ful model made in 8- W. C. quick-selling | 
inch and 12-inch diam- Globes of the : 
eter, harmonizing with World. Send now = 
a wide variety of dec- for free copy. Ad- & 
orative schemes. dress Dept. 1148. 


Weber Costello Co. 


oe CHICAGO HEIGHTS, ILLINOIS 
ew’: 


Moa fr 
_ My ke ‘ 


GLOBE‘ MAF 


arly A 





OFFICE APPLIANCES 





RIBBONS 


Sansom at Tenth Street 





U.S. TYPEWRITER 
: eg)” 


ESTABLISHED 1895 


Dealers Inquiries Solicited 


RIBBON MEG. Co. 
ith =“ 





CARBONS 


Philadelphia, Penna. 








THE 


POPLAR 

~ + 
FILE 
A Perfect Dustproof 
File Equipped with 


an Easy Clasp 
Fastener. 








Selling 
ata Low 
Price 


eat 


HEDGES MFG. CO. EM eveo" es: 


SP SSSSSSSCSCSSSHSSCOSCOOSCSCOSCOOOOOOS 


SESS SS SESS SSSSSSSSSSSSSESOSSOOSCOOOOOOOe 





> 


. See 6s 6 @ 


Specialties with big profits that people can do without are not 
good buys today. But no dealer can afford to be without staple 
items which offer the profits of specialties. Clarotype is one of 
these products. It does sell today and it does give you a good 


Z cLAR-O-TYPr 


THE MODERN TYPE CLEANER 


Look over your shelves. 
this live wire producer. 


Replace one of the dead items with 
This office necessity will make profits 


for you as it is doing for over 3500 other dealers. 


If you want 


SSSSSSSSSSSSSSSSSSSSSSSSSSSOSOSOSOOOOOSe 


more facts please write for our brochure. For immediate re- 
sults order today and put this product to work for you tomor- 
row. Address THE CLAROTYPE CO., 16-M Hudson St., 
New York, N. Y. 


SOSSSSSSCSSCSSSOSCOCOCOOCOOCOCOCOOSO 


ce 
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The New No. 4 Model . : . 
EXCELLOSCOPE = Have You : 
STENCIL TRACER 5 Z 
: . : Fri J : 

Complete *7,.50 rns . ¢ FI1@MG—or business acquaint- ; 
signa yeled Toren ct on coed fr + oe = ance who might like to keep in touch = 
ye oy phy Burieators * a f Ys ; with office equipment by reading = 
‘ompletely equipped with S us, Screen for shading, Writi 4 4 : 2 
Plate, Hloctrie Card Plug, Socket, Socket Folder, Assortstent of ears : Office Appliances 2 If so, send us = 
toons, Art Designs, Complete Instructions, Scope and Aut for $7.50. H the name address and busi ness and = 
OTHER FAST SELLING PRODUCTS FROM OUR DUPLICATOR DEPT. : . I] : d | ‘ h - 
Excellograph Rotary Stencil $37.50 ee + ey mys s = 4 we wi sen €@ sam p @ copy wit ad 
Duplicator ‘ aser anc U olde: ‘ 4 . - 

I pa jelatin Film Dup. 7.50 Modern Note ¢ —_ Book Holder 1.75 J our com pl iments. - 
No. 5 Double Glass Excelloscope. 11.00 Key Ring Polisher .. 1.45 F THE OFFICE APPLIANCE COMPANY = 
PITTSBURGH TYPEWRITER SUPPLY CO. 5 417 S. DEARBORN STREET, CHICAGO, U. S. A. : 
Suite 572 James P. Durkin, Gen. Mer. = ‘ ; . 
339 FIFTH AVE. Liberal Discounts to Dealers PITTSBURGH, PA. SS 








...1or Profits! 


Your customers will want the 


THE ymp 


THIS MODEL *‘Bump”’ because of its low 
x 00 cost, economy in operation, 
3 - convenience and quick action. 
Four models—two styles. They 

RETAIL “a : 


are profitable for you, too. 


Write for Dealers’ Proposition. 


THE BUMP PAPER FASTENER CO. 


DEPT. O LA CROSSE, WISCONSIN 





Eastern Representatives 
Seymour-Conover Co., 350 Broadway, New York City 


a Nee 





NOVEMBER, 1931 








business. 
t SIZES — 18 COLORS 
Your jobber will supply you promptly. 


customers. 


executives. 


MOORE PUSH-PIN CO. 


MOORE MAPTACKS 


Build Business for Your Customers 
as Well as for Yourself 


In these critical times, every Executive, Sales and Advertising Man- 
ager, should be able to visualize at a glance the condition of his 
Moore Maptacks will give this information. 


Any dealer who shows one of our Maptack Displays will find new 


We will gladly 
furnish self-explanatory, colored Maptack circulars to give to business 
Write at once for a supply, imprinted with your name. 


113-125 BERKLEY ST. (Wayne Junction) PHILADELPHIA, PA. 














| THE COLYTT “REDI-ROLL”’ 


TELEPHONE MEMO 
A neat, compact writing shelf, 2 
with paper roll, for attaching 7,, 
to the telephone stand—for yy 
memorandums. SH 









Has continuous writing sur- Wii 


face for standard paper roll 
Sharp cutting edge for tear- 
ing off. 


Takes up small space 
leaving room for 
hand grip on tele- 
phone. 


Easily attached. PRICE 


Nickel and black $1.00 
finish. 


— 


Dealers Write for Discounts 
THE COLYTT LABORATORIES 56s W. Washington St. 


( Engineering) Chicago, Ill. 


SAVE MONEY 
SELLING NEW YORK 


Our warehousing and distributing facilities solve your 
biggest selling problem in New York. Our warehouse is 
strictly modern, with lowest insurance rates, sprinkler service, 
night patrol. Our delivery and installation service is prompt 
and efficient. You can save money if we handle your 
pool cars, L.C.L. and carload lots of merchandise for dealers, 
banks, hotels, libraries, offices, etc. Wire or write. 


METROPOLITAN FURNITURE SERVICE 


627-29 W. 43rd St. New York 























QUICK AS A FLASH! 


End Mistakes—Double Speed with 
Precalculated Verified Answers 


Meilicke ready-made answers to routine problems cut calculat- 
ing time in half for Western Union. Western Electric and many 
other users. Any employee can use Meilicke Systems without 
training. There are no keys to punch, no levers to pull. Just 
turn the card and copy the answer. 


The Meilicke line consists 
of the following devices: 


Interest Calculators 
Savings Bank Calculators 
Time Calculators 
Pay Roll Calculators 
Bonus Calculators 
Unit Basis Calculators 
Dozen Basis Calculators 
Freight Calculators 
Express Calculators 
Lumber Calculators 
Coal Calculators 
Commercial Calculators 
Butter-fat Calculators 
Yard Goods Calculators 
Discount Calculators 
Water Bill Extenders 
Electric Bill Extenders 
rice Checkers 
Vertical Cataloging 
Phone Indexes 
The Dictaform for letters, 
paragraphs and all data. 


Meilicke Systems meet every need. and special Calculators can 
be supplied to meet any special requirements. Let us show you 
without obligation how Meilicke systems can save money for your 
business. Dealers, send for our new catalog. 


Meilicke Systems, 


INCORPORATED 


3471 No. Clark St. Chicago, Illinois 




















Machine. 

















POSSIBILITIES. 


Send for the New Price 


List and Our New Special Ae i. 
Offers erative proposition ever offered. 


sales and profits assured. 


1026 FILBERT STREET 





XELAR 


Ribbons, Carbons, Duplicating Ink, 
The Tybon Ribboner 


A STANDARDIZED LINE OF UNLIMITED 


Manufactured to the highest ideals of quality 
and uniformity. The most profitable co-op- 


Increased «737£ OFFICE APPLIANCE 


TYBON CORPORATION 






OF REAL MERIT” 
PHILADELPHIA, PA. 
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The “SENTRY” Awaits Orders : 


or Inquiries 


Have you written for information about SENTRY 
safes; or taken advantage of our offer to send one 
on approval? If not, do it now. ; 


wvrVrrTrTrrrT 


IT HAS AROUSED ASTONISHING INTEREST 


BRUSH-PUNNETT, INC., 545 West Ave., Rochester, N.Y. 


‘ewrrrrrerfrrfrerftrrtrrerererevyryrwyeyT.ywewewe,"* 
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A Distinctive Line M AR K I [ QO 
re, allviniple 





that will hold your trade 


TURNER & HARRISON 
STANDARD, SILVER-ALLOY 








and GOLD-PLATE PENS Ts nee A\ 
Smoothest, slickest pens made | INDEXER sTRIP \V 
| ‘~ Bl TRANSPARENT 


Catalog om request 


TURNER & HARRISON PEN MFG. CO., Inc. 


Established 1876 





pn anion MARKILS FADER Sky feat bah ct 
p (blank-la ready-to-cut. 
IMPRINT PE Transparent signals, card cases, etc. Sam on request. 
NS A SPEC L The Dozen = vs. Decimals, Booklet Mathamerica 25c 











MarkiloCo., Mfts.,936c W. 63rd St., Chicago, U.S.A. 





OAKVILLE -AMERICAN 


 hetonl eres 


[he Aristocrat of Pencils 
——oe F GENUINE SOUTHERN RED CEDAR 


WATERBURY, CONNECTICUT 






(Nm fm fm fm fm {lm fm film ( 


OAKVILLE-AMERICAN PIN DIVISION 


Scovill Manufacturing Company 








[he popular leader of the 


RELIANCE LINI 


OAKVILLE “The Yellow Box Line” ,; AND ERASERS 


Pins, Clips, Fasteners, Thumb-tacks, Tak-a-pins, ete. 
do aT RE LL ANCE PENCIL CO. 


— nin 2 se 
| Loose Leaf Rings 


NEW YORK CHICAGO SAN FRANCISCO 














SILICATE BLACK BOARDS 


Made of the best material thoroughly 






No Large Brass seasoned—Framed or Unframed—All 
Joint to Tear Nickel Plated Frames are Oak Finished. U. S. Gov- 
Paper FIVE SIZES ernment Contracts and New York City 


Board of Education Specifications for 
40 Years. 


CORK BULLETIN BOARDS 


Framed or Unframed Sizes 18x 24 inches 
Frames are Oak Finished to 4x6 feet 


Inside ‘38 Per 10 | 
’ "“——1.35 Per 100 

Open Easily, S31 0 e 
Close 1 ios | .75 “oe o 


Securely 2350 “ “ 








For loose leaf books, binding reports, blueprints, etc. 


| Write for information Loose Leaf Metals 


on our line of...... 


The E. W. Carpenter Mfg. Ce. 
Bridgeport, Conn. 


Dealers write for catalogue 


N. Y. SILICATE BOOK SLATE CO. 
20 VESEY STREET NEW YORK CITY 


mM ; in i ie 
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COLE 

STURGIS . 
STEEL 
POSTURE LETTER 
CHAIRS TRAYS 
And All-Metal LIST PRICE .90 EACH 
Substantially made of furniture steel electrically 
te welded throughout. Rubber domes on bottom. 
STA Beautiful rich olive green, grained mahogany 
, \ Write today for our and walnut finishes. Can be conveniently 
INTERCHANGEABLE! proposition built up as desired. One of the many Cole 
profit makers. The line you will eventually 

No. 10-RT %.. Sturgis stock. Write today. 
Gs) — ° 

Ceanss® Posture Chair Co.| COLE STEEL EQUIPMENT CO. 
STURGIS, MICH. 33°CRESCENT ST. LONG ISLAND CITY, N.Y. 
























DEALERS WANTED 


for a patented typewriter 
cushion key, with advan- 









Saves Time 


and merits no other 
Stops Waste ae secs, oul ge 
selling 


HANDY ROLL 


GUMMED TRANSPARENT TAPE 
GUMMED CLOTH TAPE 
AIR MAIL TAPE 
KRAFT TAPE 
etc 


The Master Key 


(No Rubber to wear out) 
Write for Samples 
and Prices. 


Speed Key Mfg. Co. Inc., 
29 Columbus Place 
Brooklyn N. Y. 


HANDY-ROLL COMPANY 
1247 34th Avenue 
Oakland, Calif. 














Sales Increasing 
by leaps and bounds 


Each month has shown a decided 
increase on the sale of this modern 
Time Stamp. Dealers everywhere 
are ordering—Have you ordered 


urs 
IM PORTANT FEATURES 


1. Chromium Plate. 2. Radio Vision Dial. 
3. Cut-away handle showing “*Front.”’ 4. 
Reinforced Rubber Neck. 5. No handle to 
turn—simply (turn knob to time desired. 
6. Better appearance. 


Louis Melind Co. 


362 W. CHICAGO AVE., CHICAGO, ILL. 
Louis Melind Co. of Calif., 593 Market St. 
San Francisco, Cali f. 

R. A. Stewart Co., 2 ‘a arms St., 

New York, N 


FREE HAND 


Reg. U. S. Pat. Off. 
It Can’t Slip Out Until You 
Release It. That’s the Free 
Hand binder—a handy little 
device, requiring only one 
hand. Papers are held securely 
until wanted, then released at 
a touch. The Free Hand is 
thoroughly practical and 
needed in every office. Ask for 
descriptive price list and stock 
sizes. 


FREE HAND BINDER COMPANY 


74-76 BEEKMAN STREET NEW YORK, N. Y. 


5,000 Staples in BOEHNER 


(1) Loading 






































N° bbly tin gad ingre 

wobbly tin gadget, 

this Eveready Stapler. CARD HOLDER 
No, sir! It’s built to 

work right, and finished Stationers and printers 
to do credit to any desk. use it to build up their 
Makes its own staples— volume on business and 


personal cards. It takes 
cannot clog of jam. In the regular loose cards, 


attractive enamel Olive holds them firm, keeps 
Green finish. them clean. Holds 
one as securely as a 





oe 
The Result of Long full case. Imported morocco binding—metal parts highly 
MODEL A Experience and Know!- nickeled—28 different sizes. 
edge of Requirements We manufacture leather novelties only—we do not compete 
with engravers or printers. Please mention size in asking 


for prices. 


EVE REA DY MFG. CO. OF BOSTON Address, Department OA, 


34 Southbridge Street, Worcester, Mass. - Improved Boehner Binder ¢ . 
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Where there’s a need, 
there’s an Ames! 





AMES SAFETY ENVELOPE CO. 
610 Atlantic Ave., Boston 





Filing and Mailing Counsellors 


There is still territory open for 
pregressive stationers to handle 
Ames products. 


MEET THE DEMAND 
Profitably 


In Apex, Summit, and Xtragood, the dealer has 
three qualities of ribbons and carbons to offer 
customers which cover the whole gamut of 
demand. In the supreme test of use, Union 
Ribbons and Carbons are in the front ranks, 
continually creating profitable business for 
Union dealers. Do you wish to meet the 
demand—profitably? Write us. 


UNION RIBBON & CARBON CO. 


Front and Laurel Streets 
PHILADELPHIA, PA. 





The Ravenswood Glass 
Desk Pad 


THE PAD WITH THE BRASS CORNERS 





RAVENSWOOD OFFICE SPECIALTIES CO 














1800 Newport Avenue, CHICAGO 
c = z = YS ” f=7 = se | 
pret < rac i x lo| 
." ‘\ 
. \ 
Oey) Ale OLOID IN DEXES 


PAGAL system of celluloiding distinct characters 
j with blue stripe at edge of tab assures exceptional 
fine APPEARANCE, VISIBILITY and TOUGHNESS 


that appeal to the user. Stock and special sizes. 


COMMERCIAL INDEXES 


with master controlling tabs and colored division tabs 
built to conform with the requirements of any line of 
business, Our 25 years of experience is at your service. 


G. J. AIGNER CO. 


503 S. Jefferson, Canal Station, Chicago 








————— 


I 
ty I Stam ere for Guttong and oe 0 
ones 


mS Soy e Suteme 


| c Titles « 
Aiqner's P Patent € Cut yh Stripe 
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Prepare for the Sales 
Peak in DATER and 
STAMP PAD Business! 


Thousands of old daters are due for replacement 
>the end of this year. Be ready with 
“FULTON” and “SERVICE” Daters to 
cash in on the big volume which begins 
in December and continues for the next 
few months! New FULTON-made daters 
for replacement logically suggest new 


7 up-to-date FULTON “DRI-KWIK” 
—— 4 Stamp Pads. 
; Send NOW for price infcomasion. 


Fulton Specialty Co., Elizabeth, N. 


rz FULTON 


DRI-KWIK STAMP PADS, and 
SERVICE and FULTON DATERS 


Vite YOUR 










ddim oe) —> 4 
RELIABLE 4 


ts me i SS ee a a el 
AND REFERENCE BOOK ... 
7 No. 700 — 

52 pages of information including illustrations of all soe 
of office machines—specimens of typewriter type—how to 
test adding machines for accuracy, etc., etc.—at a nominal 


price of only 25c. 
Send for your copy today! 


RELIABLE 


aa TYPEWRITER & ADDING MACHINE CORP 
303 W. MONROE ST.. CHICAGO, ILL... 





























- When 
E Selling 
i Ink 
Sell 
This 
Eradicator 





THE easiest time to sell eradicator is when selling ink. Then, 
you can call attention to the convenience of having a good 
eradicator at hand when erasures are necessary. The H. A. 
Ink Eradicator is first quality, tried and proven by bookkeepers 
and accountants the world over, and sold by more than 350 
members of the National Stationers Association. Sample with 
price and discount on request. 


H. A. Ink Eradicator Co. 


1545-47 West Farms Road New York 





















Half hour a 
tested protection. 
Strongly built of steel 
and solidly insulated. 
Inside size 912” x 334” 
x 13” 


Attractively 
Finished 


RETAILS 
FOR $10.00 


_THE MEILINK STEEL SAFE CO., TOLEDO, OHIO 
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Gardner’s Pull Tab Leather Lines 


Card Cases, Bill Folds, 
Playing Card and Cig- 
arette Cases. Keep 
contents absolutely 
clean. Easy to get at. 








GARDNER’S HOT 
GOLD LETTERING 
MACHINES 








Write for Samples and 
rices 


P. A. GARDNER 
LEATHER WORKS 


Inc. 


709 Pine St. St. Louis, Mo. 














We Supply The Trade » Domestic and Export 






For More and Better Copies, GRAPHIC ROLLS, in all 
sizes, on Spindles to fit all Makes of Duplicators. Cloth 
Back Fiber Back. 
GRAPHIC DUPLICATOR | HEKTOGRAPHS 
$35.00 $45.0) $60.00 | Various Styles and Sizes 
~Gelatine Sheets » » Refill in Tins » » Hektograph Cleaning Paste 
GRAPHIC DUPLICATOR CO. 270 A Lafayette St., New York, N.Y. 





























AZORA 


Azora air cushions and twirlers, two 
highly practical accessories, are mak- 
ing typewriting easier for thousands 
of users. Sales, both new and re- 
placement, are large. Write for prices 
and discounts. 


AZORA RUBBER CO. 


54th and 20th Streets 
CICERO, ILLINOIS 


Above Belew 
THE AZORA THE AZORA 
TWIRLER AIR CUSHION 
RING (Cross-Section View) 


PAT. DECEMBER 21, 1915 


‘*Steel-Strong”’ 
The Quality Line of Coin Handling Supplies. 


4 Styles Coin Wrappers 
2 Styles Bill Straps 
Coin Bags—Coin Storage Trays 
Coin Bag Seals Seal Presses 
Manual Coin Counters 
Currency Racks —Tellers Moisteners 
Handy Wrapper Cabinets 


_ Syd ancls! heneh denlens 
Write for Catalog Salesman’s Sample Case 
The C. L. Downey Co., 943 Clark St., Cincinnati, 0. 
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Efficient and economical. 
Will keep correspondence 
and papers alwayson hand 
and properly arranged. The 
most efficient desk file on 
the market. Made in four 
sizes. A very profitable 
item for stationers. 























Stanley R.Bristow 
24 Central Ave.West Orange,N.J. 





OUT OF SIGHT—SALES STOP 
Display COIT’S Improved Lettering 
PENS 
The Right Pen for Every 
Kind of Lettering 
DEALERS: Send for assort- 
ment of 12 pens 3 of each 
popular size on special coun- 
ter display card for 30 days 
sales trial, prepaid. 
Dozens of stores in your 
neighborhood need COIT’S 
PENS and will buy them 
from you when displayed. 
ASK YOUR JOBBER 
THE BRIDGEPORT PEN 
COMPANY 
Bridgeport, Conn. U. S. A. 
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Carry the Quick-Selling Line! 


“Instant” Desk 
and Handy Files 
Pocket pages keep papers in or- 
der but instantly accessible, in- 







dexed A to Z. 1 to 31, or specially 
classified by celluloid covered re- 
movable index tabs. 


Idea Books 
with pasteless pocket pages for 
news clippings, striking advts., 


etc., instantly accessible. 


Albums for Every Pu 

Autograph, Camera, Portrait. 
Postcard, Dise Record, Greeting 
Card, Memory. Address Books. 
Handsomely illustrated School 
Girl Diaries. 
Backgammon, Scrap Books, Games, 

Double Dummy Bridge Boards. 
Write for Prices and Special Discounts. 


W.C. Horn Bro. & Co., fis 5th Ave. Bldg., New York 














STATIONERS SPECIALTY CORP., 151 Lafayette St., N. Y. C. 
Gentlemen 


Please send at once, as sample $ 00 
P — 


__Genuine Leather Desk Sets to retail at............... Complete 


(Less trade discount) 





Sign here 
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___ The Line of Lowest Ultimate Cost ———__ 












An authority on the subject says--- 


“Science in purchasing is the ability to dif- 
ferentiate between initial and ultimate cost.” 


Tou flan 
’ AT POIUC 


Science in Carbon Paper and Inked Ribbon making is the ability to pro- 
duce with perfect accuracy a range of qualities to uniformly give the 
exact results desired with all kinds of machines and writing paper. 


dy 
2 
+ 


“The Line of Lowest Ultimate Cost’’ meets the requirements of each 
Science. You cannot know what it will do for you until you investigate. 
Without any obligation on your part, we will be glad to send you 
samples for any requirements you describe. 


NEIDICH PROCESS COMPANY 


Manufacturers 


Burlington, N. J., U.S. A. 
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“ Line of Standard B&P 


P/, PROGRESS 
POST 
BINDER 


Built Right .. . Priced Right! 


= 








HE mechanism in the toplock style is made with 
‘Dae metal tube, having the Bulldog individual 
button locks. The endlock style has rounded metal 
tube with end key-lock mechanism. The tubes housing 
the mechanism in both styles are Parkerized, making 
them rust proof, so rust will not work to loosen the 
cover material. 

Both the mechanism top and bottom, and the heavy 
boards are covered with heavy green canvas, with red 
leather corners, gold tooled. Binders are equipped with 


BOORUM & PEASE COMPANY 


P. O. Box 272, City Hall Station, New York City 
CHICAGO, ILL. 
500-532 So. Throop St. at Harrison 


NEW YORK CITY 
349 Broadway 
BROOKLYN, N., Y. 
84 Hudson Avenue 


metal hinges and are packed two to a box. Each binder 
made with two posts and supplied with sufficient sec- 
tions to give a four-inch capacity. 

Made in all standard sizes from 6x91.” to 17x14”, 
endlock and toplock. List price ranging from $3.40 to 
$5.25 each. 

The most popular size is 914x117. Its numbers | 
are: ; 
6715 End Lock, 671514 Top Lock, 5/16” Posts, $3.75 


They Will Build Satisfied Customers for Y ou! 


ST. LOUIS, MO. 























NOVEMBER, 1931 237 










Dealers Are Rapidly 
Adopting This GREATER-PROFIT, 
BRAND NEW METHOD of Combining 
ACCO FASTENERS with Manila Folders from Their Own Stocks! 


- our last announcement of the Acco Fastener Machine, we have been flooded 
with requests for information on this simple device which has put new life into dealers’ manila THE ACCO FASTENER 


folder business. Acco Fastener Machines are not only moving more manila folders but are also e 
The standard No. 12 Acco Fastener which 


for years has proved to business every- 
where that “Bound Papers are Safe 
Papers.” Two prongs, on a broad, 
flat base are held tightly down 
by a lock compressor with 
simple sliding straps. Holds 
papers tightly, safely and as 
originally filed. 










making two profits instead of one! 
There is still time for you to make BIGGER filing-time profits this ACCO way. 


Write at once for full particulars. 


ACCO PRODUCTS, Inc., 39th Ave. and 24th St., Long Island City, N. Y. 


Canada: Acco Canadian Co., Ltd., 454 King St., W., Toronto 
Europe: Acco Company, Ltd., 18 Whitefriars St., London, E. C. 4 














Announcing 
AN IMPROVED 4000 LINE FILE 


Exceeds in value any low priced file 
now on the market 


28 In. Deep Overall 

Full Roller Extension Suspension 
Cast Bronze Hardware 
Reinforced Drawers Box Heads 
Increased Filing Capacity 


Reinforcing Spreaders Between Drawers 
Cap Top 

‘Ag In. Front Edge 

Reinforced Case and Base 

Positive Locking Followers 

Baked Enamel Finish 


You Would Not Believe That a File of Such Quality 
Would Carry a Price so Low. 


DO NOT FAIL TO INVESTIGATE AT ONCE 


STEEL FIXTURE MFG. CO. 


Topeka, Kansas 
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As pioneer desk makers of New No. 800 Series Chairs in 


Jasper, Indiana, we can offer = Sajid American Walnut: A 
you the best in high quality 


desks, time tried and quality Pleasing Design, with a Deep, 


tested for fifty-two years. Rich, Durable Finish. 
The JASPER d The JASPER 
DESK CO. “"“ CHAIR CO. 


Desks and chairs can be purchased from us in pool 
cars at carload discounts, lower freight rates and 
the assurance that goods arrive in first class con- 
dition, without damage. We solicit your inquiries. 


JASPER, INDIANA 








F Desk Co., Louis H. Farber, 7020 Jeflery Blvd. (Phone Plaza 8785) 
CHICAGO REPRESENTATIVES: For Jesse Chair Gon, Willian H. Brown, 450% S. Wells St. (Phone Boulevard 7957) 
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ov B 99 To us “M. B” stands for “MON BUREAU” 
To you “M. B.” stands for “MORE BUSINESS” 


If you want to extend or enlarge your trade, here is an opportunity for you! 
American goods are extremely popular in France and much needed, too. This 
especially applies to office furniture and all modern business appliances. 
To sell your goods in France, you should advertise in the 
right French medium. Now, this right medium is M. B. 
because it is the progressive business publication “‘par 
excellence.” As a matter of fact, M. B. was the first to 
advocate highly efficient business methods in France and 

was the pioneer of modern office equipment in this country. 
COUNERCIALE & MDESTRICLIE So it is no wonder that it is read all over France, Belgium, 
er: Switzerland, Spain, Italy and Rumania, by the most 
progressive firms, that is by the firm that is likely to be 
interested in your goods. 


ALLA ALLU/A/AUAN 000490401 na 










MON 
BUREAU 


LE MAGAZINE DE LORGAMISATION 








Advertisements in this magazine are practically sure to 
bring trade for you because it reaches the very public you 
are anxious to get at. 

Write today to the Advertising Manager of M. B. He will be pleased 
to send you a free copy of this interesting publication. His depart- 


ment will write ads that pull for you or translate your copy into 
French just as you like. 


“MON BUREAU," ”” 186, Faubourg St-Martin, PARIS, Xeme Arrt. (FRANCE) 
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Are Your Profits UP UP with the ACE? 






The Ace . 
Disposing G SS 
of Jam 



































Why not increase your list 
of satisfied customers and 


your profits by introducing 
the ACE? 


You cannot afford to over- 


look this wonderful new 
SELF-CLEARING 
MACHINE, which is built 
GUARANTEED for service and not to be 
FIVE YEARS serviced. Profits remain 


profits because of no servicing. 


We invite inquiries from stationers in regard to our 


new plan for selling the ACE FASTENER. 


ACE FASTENER CORPORATION 


3415 North Ashland Avenue Chicago, Illinois 
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561 GRAND AVE. 








“The Complete Line” 


Ribbon and Carbon Dealers—Stationers—ATTENTION 


PROTECTION FOR YOU 


UR sales policy is EXCLUSIVELY WHOLESALE— 

always has been. Our line is STRICTLY A DEALER’S 
LINE—Inked ribbons—Carbon papers—Roll carbons—Honest 
Values—Uniform Goods—developed through years of experience in 
meeting and solving Ribbon and Carbon Dealers’ problems. 


Successful dealers throughout the world give us their confidence and 
patronage. They KNOW our STRICTLY WHOLESALE policy 
merits their confidence and have found it insures their PROTEC- 
TION. | 


Stationers and Specialists in Ribbons and Carbons, deal with Storms. 


The best insurance for your independence. 


RIGHT PRICES—RIGHT GOODS—AND 
PROTECTION FOR THE DEALER. 


STORMS COMPANY 


Makers of “The Complete Line” of Carbon Papers and Inked Ribbons. 


BROOKLYN, N. Y. 











OFFICE APPLIANCES 


BURROUGHS 


NEW BOOKKEEPING MACHINE 









































FOR GREATER SPEED 
AND EASE IN POSTING 


This new development combines the speed of cylinder 
platen posting with the ease and accuracy of flat, 
front-feed insertion and alignment. The time required 
for inserting, aligning and removing forms is reduced 


to a minimum. Operator fatigue is greatly lessened. 


Besides posting two or more records in combination, 
on such applications as accounts receivable, accounts 
payable, payroll, general ledger, distribution, stock 
records and so on, the machine also provides a full- 
width proof journal containing a complete transcript 
of all the postings. 


Phone the local Burroughs office for a demonstration, 
or write for special descriptive folder. 


BURROUGHS ADDING MACHINE COMPANY, 6411 


BACK & OvayY WORLDWIDE 





FRONT FEED 
CARRIAGE 
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BURROUCHS 


The operator, seated at the 
machine, uses only one hand to 
insert, align and remove forms. 
There is no necessity for reach- 
ing to turn forms around the 
platen. The journal, remaining 
in the machine, automatically 


spaces up after each posting. 


Burroughs 


SECOND BLVD., DETROIT, MICH. 


See VBC CE 
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CONTACT. 
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SELLINGS 


It may be personal ... published ... broadcast 

. or through Direct Mail. Of these, Direct Mail provides the most con- “ 
trollable contacts. And ADDRESSOGRAPH furnishes an economical, accurate 
method of making them. >>> ADDRESSOGRAPH self-writing records provide 
an indestructible file of market information ... names, addresses, and 
data concerning those from whom you desire business. These self- 
writing records ... placed in an ADDRESSOGRAPH . . . address envelopes, 
folders, post cards and other types of advertising literature . . . imprint 
enclosures and booklets... at speeds up to 7,500 hourly. >>> Addressing 
costs are so low and ADDRESSOGRAPH lists are so convenient for speed- 
ing out sales messages, that regular contact with customers and pros- 
pects can be maintained at several dollars per thousand less than by 
any other mailing method. >>> In like manner ADDRESSOGRAPH writes ADDRESSOGRAPHS 
customer records on ledger sheets, statements, orders, checks... 
all business forms. It writes employees’ names on pay forms, work 


For Every Business 
— large or small 


The broad line of Addressograph record 


tickets, communications. >>> So even though your selling activities be keeping and writing equipment includes 
limited, the need for repeatedly written standard records throughout eS a 


your business makes ADDRESSOGRAPH a profitable installation. Write for payne Bev qnonoe 4 
further information, or phone your nearest sales and service agency. of your business. 


A representative 
willgladly ana- 


ADDRESSOGRAPH COMPANY ond how gastion 


1814 East 40th Street, Cleveland, Ohio tras 


Addressograph-Multigraph of Canada, Limited, Toronto, Ontario money for you. 
Divisions of 
Addressograph-Multigraph Corporation 


Sales and Service Agencies in all Principal Cities 


Copyright 1931, Addressograph Co. 
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_ PRINTS FROM TYPE ~ 


















CHRISTMAS GIFTS 
THIS YEAR WILL BE PRACTICAL 


---and that’s to the 
Typewriter Dealer’s 


advantage 


Christmas shoppers this year will do more real 
shopping. More thinking about the intrinsic value 
of the gifts they plan to give. More comparing of 
articles with an eye to their usefulness. This year’s 
presents will be practical. 

And that’s to your advantage. It means that you 
can recommend and sell merchandise of perma- 
nent value...articles that will pay their way in a 
workaday age... portable typewriters. 

Suggest an Underwood Standard Portable to 
the parent who would further the aims of an am- 
bitious son or daughter...and he'll need no fur- 
ther suggestions. Offer an Underwood Noiseless 
Portable as a gift for the busy person who some- 
times works at night ...and you'll be well on the 
way to a sale. To all who seek a really worth-while 
gift you can demonstrate an Underwood Portable 
as a perfect expression of the spirit of useful 
giving at Christmas. 

Dealers alert to the signs of the times will be 
ready for Christmas selling with a complete stock 
of Underwood Portables, both Standard and Noise- 
less. They'll be ready to use the sales advantage of 
Underwood prestige, Underwood mechanical per- 
fection and Underwood colors. They'll make money. 


UNDERWOOD 


Standard, Noiseless and Portable Typewriters 
Bookkeeping Machines 
PRODUCT OF UNDERWOOD ELLIOTT FISHER COMPANY 

Marketed by Underwood Typewriter Company 

342 Madison Avenue, New York, N.Y. 
SALES AND SERVICE EVERYWHERE 
“Underwood, Elliott-Fisher, Sundstrand 
Speed the World’s Business” 
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